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STRATHMORE 


Tupewriter Papers and Manuscript Covers 




















that are good for you to sell. They are absolutely and positively good; they have to be for they are 
taken from our STRATHMORE PARCHMENT, ALEXIS BOND and SAXON BOND. These papers 
have been made for years and have been factors in establishing our reputation as makers of good papers. 
@ STRATHMORE TYPEWRITER PAPERS are put up in sizes and weights to meet, we believe, all 
demands. STRATHMORE Manuscript Covers are a special rag quality in four colors, two sizes and 
deckle edges. They are the handsomest, yet one of the most practical lines on the market. 


@ We will be glad to send sample book showing the complete line to responsible parties in the trade. 











MITTINEAGUE PAPER COMPANY 


MITTINEAGUE, MASSACHUSETTS, U. S. A. 
Makers of “STRATHMORE QUALITY” PAPERS 





@ They are papers we are proud to sell; they are papers you would be proud to sell, and are the kind 

























We Sell 
To the 

Trade only 
We do not S & 
Supply a 
The user Re 


We Have 
All Machines 


Rebuilt 
Ready to use 
In the rough 























We help you to build uy permanent bu pew of every make and grade. We 
equip you to supply the wants of any one in your field. We are interested in the success of the 
dealers. All our efforts are for ther We have pursued that policy religiously. That’s why 
we are first in their heart 


Get in touch with us—It means more tusiness for you— Get the agency for Ramer’s Bichrome. 
Attachments for the Remington. Write to-day— Now—You will be glad. 


Wholesale Typewriter Company, 108-110 Duane St., New York 


“TO THE TRADE ONLY” WwW. W. RAMER, President 
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Every change in the 


Typewriter 


is an added advantage. All of 


the good original 
features are retained 


The name ‘Smith Premier” 
stands for all the good that 
can be put into a typewriter. 

















THE SMITH PREMIER TYPEWRITER COMPANY 
[ INCORPORATED ] 


SYRACUSE, N.Y., U.S.A. Branches Everywhere. 
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OUR PROFTE 


DEPENDS ON THREE THINGS 


Ist. The way you buy. 
2nd. The way you sell. 
3rd. The quality of the goods you handle. 


IF vou buy too high you reduce your margin of profit just as surely as if you sell too low. 


IF you don’t hi indle good quality you lose profits through diss: itisfied customers. 


GRADY REBUILT Prices and Quality Insure 

Your Profit and Make Satisfied Customers 
GET OUR NEW PRICE LIST. Just out. Ask for ie Prices on all kinds and classes of Type- 
writers reduced to an extent we never thought possible, AND THE QUALITY IS BETTER THAN 
EVER. If you order from our NEW LIST, You “Buy Right,’ ‘and a large part of your profit is 
already made. You can easily make the other part because you can “Sell Right.” And you 


bic 


keep your profit after it is earned. The quality in all three classes makes that certain. 


FBUILT "AS GOOD AS EVER** 
TVPEWRITER. 


COMPANY” 
37 Dearborn St., Chicago, Ill. 




















J. E. GRADY, President. 























The Laboratory Test 


and 
' The Test of Service 


@ These are the two essentials in modern car- 
bon paper and ribbon product. 


@ The laboratory test of our ribbons and car- 
For Dupucariva Worx bons comprises the test of the materials, the 

Guamawteen colors, and the distribution. This applies to 
the raw product as well as the finished product. 
Our special processes and machinery must 
produce product which will bear the final in- 
spection, or it is not offered for sale. 


q Finally there is the test of service, and this 
can only confirm the comprehensive labora- 
tory tests, for these include subjecting the 
carbon paper and ribbons to the same pound- 
ing strain that they get in actual service. By 
such a test our typewriter ribbons were found 
to give 500 perfect impressions from one spot. 


The International Carbon Paper Co. 
241 Center St., NEW YORK, U, S. A. 


H. L. BOCKFINGER & CO., Western Agents, 
First National Bank Bldg., Chicago 





“WORLD” and “TUXEDO” Ribbons and Carbons are the Best You Can Sell for the Money. 
Write for Samples and Prices. 
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A New Factor in Typewriter Service 


In building the Secor Standard Visible Writing and Billing Machine, 
was made for making it give perfect satisfaction during the longest pe ible pe 
providing a means of adjustment wherever wear could have an influence 


The typ.-bar hanger is adjustable so that a large amount of wear can be taken « 
without in anv manner affecting the work of the machine It o made that the bar 


can be held as rigid at the 
end of ten veat Lise i 
when first turned out 


the factory 


Anv wear in the ball track 
the carriage can ‘ 
ome by the pecial id 

ment of the carnage 

that it may ilway 
maint uned perfect regard 
le of the leneth of ti 


it ha heen used 


It ribbon mechanist 


cimal tabulator; it bacl 
pacer; it line loch ind 
release it | iragraph ke 
if hiftinge mechani t 
papel feed it carria 


rele in¢ ind it escapement 
ire all idju table to meet 
every po ible conditi 


cau ed ny weat 





Manufactured from the 


rials shown by long veut at ¢ x perience im sothe typ writer mau t 
idapted to the purpose, wit ample provision tor keeping the machine p t if 
standard of perfection by adjusting avainst wear. the Secor t it ew economi 


in type writer <« x per liture 


It is unique mrivaled: unapp 


gCOR\ 
VISIB( ¢ 


= x 
i; 
Le 3a pin 
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Secor Type- S 


DERBY, 


1 writer Co. 
} CONN, 
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An Advertising Campaign 
For the Dealers’ Benefit 


























E are starting this month, to assist our 

dealers in pushing F. S. Webster goods, 
the largest advertising campaign ever put out 
by a manufacturer of typewriter ribbons and 
carbon papers. 








@ The campaign will start with a double page spread in the September 
issue Of System Magazine. This big advertisement is not merely a one- 


time splurge or flash in the pan. It inaugurates a strong display cam- 
paign, to exter d over twelve months, that 1s going to make thousands 
of new customers ask for STAR BRAND Typewriter Ribbons 
and MULTIKOPY Typewriter Carbon paper 

@ The one object of this campaign is to increase the dealers’ business 


in F.S. WEBSTER goods by impressing upon business men, first, the 
importance of using only the very best typewriter supplies, and, second, 
proving to them that the BEST bear the Webster trade mark. 
@ No dealer or stationer can afford to turn away customers when they 
ask for STAR BRAND Typewriter Ribbons or MULTIKOPY Carbon 


Papers. So don’t fail to anticipate the demand bound to come as a 

result of this ad ertising 

@ You can very easily secure your share of the increased business this campaign 
certain to create by keeping your stock uy that WEBSTER goods 

have prominent Ter 

q Better replenish your stock now if it is a little low. At any rate, write us today 

ind let us send you sample copies of our big two-page September spread in System, 

ind of the pages that will follow in subsequent us 


Write for Our New Proposition to Dealers 


F.S. WEBSTER COMPANY 


332-342 Congress Street, Boston, Mass. BSTE 
THEWES Sty. [-EW YORI CHICAGO PHILADELPHIA THEWE ER, 
~ 6B 11 Madiso: 108 W t St a py 
’ Ty Ory. eo ea RG a : : 2 | : ARIS a Un ORY. 


CARBON PAPERS BERLIN, Friedrichstr. ¢ CARBON PAPERS 
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The ECONOMY ofthe 


UNDERWOOD 


is magnified by the use of the AUTOMATIC 
TALLY STRIP.’ 

A positive check upon all debit and credit 
entries, with no additional work for the operator. 


Bill, Tally and Charge are made with one 
operation, affording RETAIL MERCHANTS 


a systematic daily check. 


Ask for Booklet. 
Underwood Typewriter Co., Inc. 


NEW YORK-—-OR—ANYWHERE. 
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Is Your Line of 


Typewriter 
Paper 


Bringing You 
Maximum Profit? 


a ON | 
° \\ ~ 


a W)to 
Mampshirt 


Band 
N Ong 












Leaving us out of con- 
sideration this is a 
question you should 


answer to yourself. 
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Old Avampshive Dond 
And now let us ask you few more pertinent questior 
Is there a better known | than Old Hampshire 
| e a line advertised so extensivel 
e a line superior in quality? | 
is there 1s a line so 
Is there a line offering 1 re liberal discount ? 
A fair answet to these qu C1 is all we ask 
Write us and we will talk the matt 
Hampshire Paper Company Ae 
We are the only Paper Makers in the World Pal re) 
iking Bond Pa Nampsyne) ¥ 
SOUTH HADLEY FALLS [ASSACHUSETTS ee MONT 5 
.... — NGS EA 
























Junior-$15 


The Smallest Complete 
Standard Keyboard Portable 


Typewriter 


The “Junior” (the carrying case is 2x5x10), 
is the smallest complete typewriter, with 
Universal Keyboard. 
Alignment 
It simply can't go wrong. 
Speed 


The ‘‘Junior’’ can write 80 words a minute. 
While the big machines may write more— 
the average speed of an expert on one of 
them is less than fifty. 


Paper Size 
Standard 84-inch paper, same as any other 
high grade machine. 

Durability 


Built of pressed chilled steel and gun metal. 
No machine will wear longer. 


Simplicity 


With fewer parts— more direct stroke — 
removable type wheel (most easily cleaned), 
the “‘Junior’’ keeps in condition eos: 

there 1s nothing to go wrong. 


Manifolding 


The “‘Junior’’ will write an original and 
two copies. Some machines will do more. 
But this is more than enough for most 
business needs. 


Perfect. 


Price 


$15.00. And at $100.00 it couldn't be 
better built. 


AGENTS:—f you want a real live 
typewriter to sell, write to-day for 
agency terms. Te save time better 


= a 


Junior Typewriter Co. 
95 Worth Street 
NEW YORK, U. & A. 
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You Make $1.50 on Each Sale 


Made in Your Locality by Our Advertising of the 


a 6 S 99 Automatic ro 
enhJe Pencil Sharpener “<= 


100,000 were sold in 1907, and every sale meant $1.50 net profit to 
the dealer —and this selling campaign will double last year’s sales. 






This OFFER in these Magazines 
is read by 3 MILLION Business 


Men Monthly. 

















For 10 Days’ FREE trial This Mavazine Our Ads. Run Circulatior 
“U.S.” AUTOMATIC Collier’s Weekly .. ... Twice a Month _1,200,000 
PENCILSHARPENER Saturday Evening Post.... Twice a Month _.. _ 1,600,000 
Our Offer: = 28 Automatic cFencllsharpenet System ...... Por. ..Monthly 70,000 
Machine sown In wee, ne 8 fr 18 day: Ht makes Office Agolienses cee re ae ..Monthly 7,500 
pr + site ome nce tthe tach Copies actually sold to Business Men 2,877,500 

euiccr.A| Here’s the Only Practical 
Jewitt | Pencil Sharpener 
Sa | The 






reed ie pot ’ 
Write for our 


Primer | ~~ Price To The Trade 


beretefore intang?t Office 
Expense leak. 


AUTOMATIC PENCIL SHARPENER CO., Inc NET, F. O. B. 
Dept. 10, Cor. Spring and Crosby Sts., New York City $24.00 per doz. rockord ILL. | 


EXTRA KNIVES $1.50 PER DOZ. NET, F. O. B. ROCKFORD, ILL. 
















AUTOM A 
PENCIL SHARPE Nem 





You must agree to maintain our Established Retail Price, $3.50 ea NET wit 
yextra knives. Geta Free Trial Sample at Our Expense. Ask 1 
one to-day--NOW—A trial proves the “U. $."" meri 


Automatic Pencil Sharpener Company, Inc. 


Dept. 10, Spring and Crosby Streets” NEW YORK CITY, U.S. A. 
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VISIBLE TYPEWRITER 


A Business Buuder for You 


Sixty-five dollars for a standard visible typewriter looks 





too good to be true doesn tit? 
The Royal Standard Visible Typewriter is in every re- 
spect the equal and in many respects the superior of any 
$100 machine on the market In material. workmanship 
and mechanical correctness it has no superior. 

Simple ot mechanism simpic tf operation lurat le an 1 com 


pact For «steady hich grade work. at low ost of mainte 


nance, compare it with any machine. no matter what the price 


If you re a dealer, you wont sidestep this opportunity 
Y ou know that if you can geta standard typewriter that 
you can sell tor $65 you can do a bigger typewriter busi- 
ness than you ve ever done betor 
WRITE TODAY 
ROYAL TYPEWRITER CO. 


253 Broadway, New York City 
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The FYONES Copier 


















SOMETHING BETTER than either CARBON or LETTER- 
PRESS. OPERATES AUTOMATICALLY. USES NO 
WATER. Ensures BEST COPIES with LEAST EFFORT. 





( OUT OF TOWN DELIVERIES ABOUT OCT. IST. ) 





The FRONES Company, 332 Broadway, New York 
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y Rebuilt 


be 






(haracteristic 
Talks 


On 


Typewriters 


By W. H. BEARDSLEY 

















Characterograph No. 1— What “Rebuilt” Means 


@ Webster's, Wooster’s or the Century Dik 
tionary would haidly affirm that 
inserting a new slat in a blind, nailing on a 
loose board and replacing a lock on 
‘rebuilding’’ in a whil 


constitutes ‘ house: 


the same house torn down, poor lumber r¢ 
placed, selected and added to 
and the building re-erected from this s« 
lected material. would become a ‘‘rebuilt’ 
bilit\ 1.if well painted,in 


good lumber 


house in serviceability an 


appearance equal to the original new hous« 
@ Not all ‘repaired’ typewriters are ‘‘rebuilt 
17 ] 1 flees ¢ ] ) 
any more than a yred fluid is ink Re 
building’ costs but little more in the fa 
tory of a wholesale rebuilder than repairi1 
costs in the retaile1 ry lhe differen 
1S the effect well establisned 1n qua t 
ll asin appearar The honest rebuild 
lla appears 
meets and overcot fects o 
’'T*1 + . al 
ter he reta works t ' 
pass and avoid fect showing uj] 
‘ 
CUlaLC!I 
q | ebuild: r 
tical p ict T 
; ' ( ctw 
{ ( q l 
T 7 ] i T 
1 + 
re arele , 
Ot are I 
pure Ses 


painting, 


a di OT 


] The wholesale rebuilder is like a surgeon 


ertorming 


of su 


a delicate operation before a 
rgeons, while the retail dealer 
trustful laymen or to users often 
than possessing thorough 
knowledge of the basic interior 
machines, and who squint along a 
ne of writing endwise to judge alignment 
nter planing a plank. 


yfessing more 


is really a newart just reach- 
maturity; it does not mean (the neces- 
ry) paint and pomp, nickel and knobs 
itd mean Rebuilding Right, ready 

ell, equal to the demands for use and 
by the dealer, a compe- 


. ‘ 1 
OVa Alt 


builder well supported by the 
oses of the legitimate trade 
mmanuel of a new era of le- 
ate industry, leading the line out of 
ry to the “‘junk shop” idea and making 

w gospel of legitimate business 

fit and conservation of capital 
less in the rendering to 
that which is Casar’s, 


ated and paid for by the 


no 


{4 ‘ 1CPT 


user. 


We Know What It Means—We Have It 
GENERAL TYPEWRITER EXCHANGE 


21 


Murray Street, se 


$3 NEW YORK 





DY’ 
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MONEY MAKERS 


EASY TO GET EASY TO HANDLE EASY TO SELL 


All Macey Trays, Outfit Boxes and Cabinet Supplies are put up in 
packages, neatly boxed and labeled. Macey packages are substan- 
tially made cardboard boxes and are trim and attractive in appearance. 
These packages make an ideal shelf proposition and enable the 


dealer to deliver goods perfectly clean and in first-class condition. 





VERTICAL FILE FOLDERS VERTICAL FILE GUIDES 


Cee 
mart 
a, =~ 
a 
- Pe ate v2 
we. . he So 
a ie 
, ie 
avo re 
la 
= eo SS 


MACEY DOLLAR DESK FILE 


TICKLER OUTFIT CARD TRAY 
MheeNiacey €o 


-|- ein CAND PABIDS MICH. eases =[- 
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It Writes 
It Adds 
It Subtracts 


The Remington Typewriter 


With Wahl Adding and Subtracting Attachment 


represents the complete and perfect union of the writing machine 
and the adding machine. It completes the circle; finishes the labor 
saving; leaves nothing more for mechanical ingenuity to con- 
trive in the field of billing, order and general accounting work. 


The Wahl Adding and Subtracting Attachment bears our 
guarantee and is made for the Remington Typewriter exclusively. 


Illustrated descriptive booklet sent on request. 


You cannot do these three things 
on any other machine 


mechanically 


Remington Typewriter Company (rporatea) 


New York and Everywhere 
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THE PERFECTED PRINTOGRAPH 


Typesetting Made Easy By Means Of Line Unit - Cases 
And Printograph Type. Direct Inking Attachment. 








@ Line Unit-Cases may be described as brass type holders. Every case holds one line. By 
means of a locking device each line of type is locked with a uniform pressure, so that there 
is no tendency for the spaces or justifiers to work up. 

@ Each line being a unit, it is possible to remove any part of the form to make corrections 
without disturbing the balance. It is not necessary to slide out an entire line -to remove an 
individual letter. Line Unit-Cases save ., reaepeceeses 








wm ower 





time, because the salutation and other }/\H ff Aad SS 
parts of the letter will not be disarranged 9 278 PAT. At 
in making changes. 

@ The use of Line Unit-Cases obviates 
all possibility of spilling the type. It makes it unnecessary for the operator to use a composing 
stick,or other method of setting up, as each Line Unit-Case is a composing stick in itself 
@ By means of Line Unit-Cases it is possible to set up and distribute a letter in less time than 
by any other method now in use in connection with office printing machines 
@ We are now ready to supply Printo 
graph Type matching the following type 
writers ( Pica type only): Fox Visible, 
Remington, Densmore, L. C. Smith, Un 
derwood, Royal, Fay-Sholes, Oliver, 
Stearns, Secor 

@ Any kind of printer’s type, electro 
types, wood cuts, zine etchings and half 


tones may be used on the Printograph 


@ Direct Inking Attachment. 
@ We could have furnished a felt roller 
smeared with stamping pad ink for direct 
inking long ago. We did not have the 
nerve to ask our trade to buy an outfit 
of this kind 

@ There is only one way to print without 
a ribbon, and that is by using printer’s 
ink Our inking attachment uses print 
er's ink in connection with printer’s ink 


rolls, and we can print anything the or 


‘ ‘ _ 


dinary job press can. It will print fac 
tory price lists, instruction books and 
rade papers. In other words it does 


real printing 

@ The direct inking attachment will be 
furnished with the Standard No. 2 Prin 
tograph for $100.00 extra 

@ Write for samples of work done wit! 
the direct inking attachment 

@ We will be ina position to write a few 
more dealership contracts wit! 


. ] + + 1 
couple of weeks 


Price of complete outfit as illustrated above, $173.00 


Primogrph......... sis000~—-PYINtograph Company 


is: «:. 6 « « * « & 18.00 . " . 
he Corn Exchange Bldg., Minneapolis, Minn. 




















OFFICE APPLIANCES 17 




















¥ American Brand 
e) Carbon Paper 


is the best that can be produced at any price, and no ex- 
pense has been spared to obtain the most beautiful pack- 
age that has ever been placed on the market. Each box 
is specially designed and bears on the lid a reproduction 
of the famous painting ‘Indian Queen.” 











@ With every box of Carbon Paper or one dozen Type- 
writer Ribbons we give a life size reproduction of the 
‘Indian Queen” or the companion picture “The Chief’s 
Daughter,’’ without advertising matter, ready for fram- 
ing. Each box is separately wrapped in fine white tissue 
paper, and for beauty of package and quality of Carbon 
the AMERICAN BRAND has no equal. 


« All goods are guaranteed and may be returned at our 
expense if not found better than any others. 





@ Dealers should stock our ‘‘Three in One’’ Carbon Pa- 
per. Equally good for pen and pencil. Does not smut 
or smear. The only Sensitive Pen Carbon ever made 


that is absolutely clean. 





€ Correspondence invited from dealers interested in the 
Best Goods at Right Prices. 


H. M. Storms Company 


11-13 Vandewater Street., New York 


Chicago Agent: Consolidated Ribbon @ Carbon Co., 185 Dearborn St., Chicago 
New England Agent: W. A. Chaplin System Co., 33 Lyman St., Springfield, Mass. 


—— 
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AH! HA! FINE IDEA! INSTEAD OF TAKING SPACE) 
AT THE BUSINESS SHOW, /iL STEAL A MARCH ONY 
COMPETITORS WHO ARE THERE BY MAKING A 

\@ PERSONAL V/5/T TO THE BUYERS 







































































MANUFACTURERS 


@ The time to sell a man is when his mental 





attitude is favorable to your arguments 

@ Business men attending the NATIONAL 
BUSINESS SHOW, do so in the mental atti 
tude of seeking information, and are receptive 
to a full and complete demonstration of the 
exhibits found there They seek to pertect 
their knowledge of what is best adapted to their 
needs, and to determine on purchases which 


shall pertect their equipment 


This Is The 
Psychological Moment 


@ Their attention is already given you, thei 
interest 1s easrly aroused, and vou can consum 
mate the sales, many of them, on the spot. 

@ Besides the direct prospects and sales, there 
are thousands of business people educated to 
the value and utility of your product, which 
will vield sales indirectly through the trans 
mitted knowledge of the adaptability of vour 


product to needs as they arise 


Write To=-Day for Reservation of Space at the 


Ninth 
National Business 


Show 


TO BE HELD IN 


MADISON SQUARE GARDEN, NEW YORK 
October 17th to 24 inclusive 


@ This is vour opportunity to take advantage 
of the return of good times For the past six 
months ccmparatively little buying has beet 
done. Stocks are low There will be more 
purchases made this fall than anv time tora 
vear. Take advantage of your opportunit: 


NATIONAL BUSINESS SHOW COMPANY 


Park Row Building, New York 





a 
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Main Self-Writing Typewriters 





| 
| Either machine does, with or without an operator, 
| 

What the ordinary machine does with an operator. 


“And then some’ 


Main Letter Writing Co. 


Cleveland, Ohio 8913 Lorain Ave. 
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Ren, Always on the Job 


BUSY MANAGERS 


of 


THE 


Addressograph 


OMAHA, NEB The Addressing Machine 
mm That Stands 


for 


ECONOMY 


INDIANAPOLIS, IND. 


/@ 


y | i 


Systematic 
Convenient 


The Addressograph combines 


all the features of a complete 


card index and perfect ad- 


\ 


fon] 
Same] 
= 
2 
™ mm 
= 
a 
= 8 
a 


dressing machine. Simple to 
operate. Always ready to do 


addressing of any kind. 


Addressograph Addresses look 
exactly like Typewriting 


ADDRESSOGRAPH 
COMPANY 


JACKSONVILLE FLA. 234 Ww. Van Buren St... CHICAGO, ILL. 





DES MOINES, IOWA 


BOSTON, MASS. 


Speedy 
Accurate 
The Addressograph prints 


3,000 


addresses per hour on anything, 
everything without 
errors or 


omissions 


SALT LAKE CITY, UTAH 
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The average business man going from Chicago to New York takes a train that 
carries him right through without change, bother or loss of time waiting for connec- 
tions at “‘transfer points,’’ as in days gone by 

You don’t go to your office in the morning by some street car route that necessi- 
tates waiting at two or three “‘transfer points,’’ but you do choose the through route 
that goes quickest and with the least bother 

These are comparisons to focus your attention on the “‘Elliott-Fisher Way,” the 
‘through route’ for entering and acknowledging of orders, making out shipping 1n- 
structions, shipping receipts, shipping tags or labels, bills, charge sheets, statements, 
distribution of sales to proper accounts, making out statistical reports, etc., etc., 
without waiting at ‘“‘transfer points.”’ 

The Elliott-Fisher is a specialist on ‘‘through route’ registering and accounting 
it is a Billing Bookkeeping machine that writes on loose sheets or in bound books 
of any size and makes as many perfect manifold copies as are wanted and will add 
the figures up in any number of columns as it writes them down — it will do letter 
writing better than any typewriter will do billing, but the Elliott-Fisher won’t give 
good satisfaction on letter writing for the same reason that a typewriter can’t give 
satisfaction on billing work—one was built for billing and accounting—the other for 
letter writing. This is a day of specialists—buy a typewriter for your correspond- 
ence if you want the best results,and when you want the best results on billing, book- 
keeping, registering and accounting, the writing of descriptive matter with amounts, 
adding the columns as written and all classes of such work get the Elliott-Fisher, go 
by the ‘‘thre ugh route’ avoid “transfer points,’ save your time, patience and money. 

The Elliott-Fisher is not an experiment, it is in daily use and has been for 
years by large concerns and small users the work 
over—it is as valuable to the individual in business 
as to the largest organization 

Why not investigate the “through route 
line, the ‘“Elliott-Fisher Way?’ We solicit 


‘ 
7 WOT e 


demonstration of the Elliott Fisher on 


ir office at our expe! 
Write To-day for Full Particulars 


Elliott-Fisher Company 


92 Cedar St., Harrisburg, Pa. 


The Elliott-Fisher 
Billing and Accounting Machine 
With Tally Roll 
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Every act, every thing, is the ex- 
pression of thought. Things done 
are thoughts made visible. The pre- 
dominating thoughts show in the 
action of the man. “As aman think- 
eth,” said the Master, “so 1s he.” 


Surely so it 1s. 
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Field of Typewriters, 
Adding Machines, Time and Cash Re- 
corders, Loose Leaf Devices, Office 

Furniture, Supplies and Specialties. 


EVIEWING the 








The 


I men could render themselves im 
| mune to the effect of jealousy, 

prejudice and_ suspicion’ there 
would be little occasion to battle with 
some of the larger problems of selling 
organizations, particularly those that 
concern the typewriter companies. But 
as far as time extends back those three 
things have left their traces and 
marked a path the end of which is dis 
organization 


It has not been so long ago that a 
manager for one of the branches of a 


typewriter company resigned and 
sought other fields. He had a good 
record; he had built up the branch and 


the machine in the territory covered 
by the branch and in many respects 
was well-liked by his salesmen. But 


for all that he frequently found him 
self in many unpleasant circumstances. 
Why? you ask. For the reason that 


he could not get that ‘“all-together 
pull” out of his salesmen: that degre« 
of concerted action that invariably 
gets the results. Why this? again you 
ask. Because, he was jealous of th: 
ability of two of his salesmen; he w as 
prejudices against them, not openly 
nor flagrantly, but just a feeling of 
opposit crept into his contact wit! 
them; and he was a bit too suspicious 
of their daily doings, tried too much to 
find out here thev were and what 
they wet doing, even though their 
sales wer quite satisfact ory. 

The Faculty of Being Liked. 

Now, salesmen haté to be all the 
time on the “watch If there is one 


ardor of a 
some one en 
his work, 
purposes 
for the 


thing that will dampen the 
salesman it is to have 
aw in 


his 


deavoring to 
his movements and in 


There mav he eminent reason 


suspicion and there are men who bene 
fit by sucl idli but the larger per 
cel ! m detest it: in tact, rebel 
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sal s to have hin 
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Together— 


Plan Together—Work 


Pull Together. 
By Jonathan Sylvester. 


Was 


No battle 


without a yield 


another. 
and won 


vield to one 


fought 


ever 


ing or giving at some point in the 
struggle. Grant with all his genius 
and success in the conduct of the 
northern side in the War of the Re 


bellion, yielded at several points in the 
campaign. His giving in, of 
made it possible for him to demand at 
And finally, the victory 


course, 


other points. 
was his. 


So in the development of a selling 
organization the one big thing seems 
be to get well-liked on the part of 
the force. The manager of the branch 


or of the sales organization can count 

e period of his usefulness if he is not 
persona grata with his salesmen. This 
that he has to do all 
gain their favor; 
that he must bs 
them in or! 


loes not mean 
things to 
presage 
timate with 


lanner of 
not 
personally int 


} 


} 
qaoes 


ler to earn their respect But it does 
nean that there must be a mutual 
eround on which the, can both stand 


the battle is to he won by them 
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yf one of the largest 


\n instance 
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How to Get Together. 
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Power of Concerted Action 


cessor. He noticed the prospect in- 
dexed on the cards in the regular way 
and immediately called the attention 
of the salesman covering that territory 
to the prospect. 


The deal was closed soon after this. 
Of course, there are many instances 
similar to the above that are not to be 
regarded as showing any disposition 
on the part of a manager not to pull 
with his men. But the point is, and 
it must be clear to any one, that the 
manager never should leave a stone 
unturned to co-operate with his men; 
never let an opportunity pass to work 
with them for their mutual good. 


The power of concerted action is 
one of the biggest agencies of good in 
all departments of selling. It is es- 
pecially big when the typewriter. field 
is considered. For the typewriter in- 
volves so many possibilities, as many 
angles in the course it takes from the 
time it leaves the factory until it 
reaches the hands of the user, that it 
may rightly be spoken of as in a class 
by itself. 

[t behooves the branch manager to 
get the organization to working on the 
most mutual basis possible. That is 
precisely what it means—mutual. And 
this is impossible if there is the slight- 
est taint or sign of jealousy, preju- 
dice or suspicion. If a man has to be 
watched to the point of such he had 
better be outside rather than inside 
the organization. But the moment the 
salesman thinks he is rightly regarded 
just that moment will he get right 
with his work. 

Just there the giving-in must come 
if the battle is eventually to be won. 
lilitary units in the battle formation 
of armies are based on the principle 
that one fits into the other and will 
work co-ordinately. Every typewriter 
branch must have its units, also. They 
must absolutely fit into one another. 
ne unit may displace another or be 
moved farther along the line in order 

accomplish greater good but it must 
be equal to the change. 


But jealousy, prejudice and sus- 

cion make the weakest units possi- 
ble. They will defeat any organiza- 
tion—they will lose any battle. 
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Make This Money ourself 


OW many makers of office ma 

chinery and appliances now 

have branches of their own and 
are establishing others ¢ 

Why? 

Chere must be a good reason. 

There must be a profit in it for som 
one. 

Why don't these makers of office 
machinery and appliances prefer to 
leave their interests in the hands of the 
dealers ’ 

[Is it because dealers do not push 
such lines—is it because dealers will 
not push them—or, is it because deal 
ers do not know how to push such 
goods / : 

If it is because dealers do not know 
how to push such goods, who is to 
blame? 

Is the manufacturer wholly to 
blame: 

Is he unwilling to teach the dealer 
how to push his goods: 

Or—is the fault with the dealers 

\re they indifferent—half-hearted 
or unwilling to learn? 

Have manufacturers been forced to 
establish branches to get their goods 
distributed or do they preter to do it 
because of the additional profit so to be 
realized 

These are questions the dealer 
should consider—and consider seri 
ously 

The profit is there—for someone 

Things to Remember. 

Someone is going to make it 

Someone must learn how to make it 

Why not the dealers 

Why cannot any live dealer put in a 
department of office machinery and ap 
pliances and learn to push it to suc 
cess! 

In large cities, manufacturers em 
ploy numerous salesmen to push a sin 
gle make of machine—typewriters for 
instance. 

Dealers in large cities can afford to 
do the same if they will take the tim: 
to learn to do it right—to do it profit 
ably. 

Remember the profit is there and 
someone is making it 

To the smaller cities, manufacturers 
send salesmen regularly. 

In such cities, dealers can employ 


men to sell one machine and go out 
side over an added territorv—or, they 
can have one man to sell several arti 
cles in the city only 

Why not put in such a departmen 
Mr. Dealer? 

Why not put it in charge of a “hus 
tler” who has the business instinct and 
is willing to learn? 

Remember this is “the age of special! 
ization.” 

Have a “Specialty Department.” 

Have a head for it 


How to Develop Some of the Latent 
Possibilities of a Business. 


By George B. Spencer. 


Make him specialize—make him 
study—make him acquaint himself 
with every detail—make him under 
stand that knowledge comes only from 
head work and that “knowledge is 
power.” 

Make him understand the basic prin 


( iples of success that to be a suces SS, 


a department must be run at a profit 





must make money for the house. 
Kkncourage him to learn—help him 

ane. 

push him—crowd him for results 


Get the Right Man. 


Lhe right man will leap to such re 


sponsibility—he will welcome — the 
crowding to success—he will see the 
chance to make a business man of him 
self. 


“Where will you find such a man 
do you ask? 

\rent you a good enough execu 
o pick him out? 

The right man is probably 


store now. If vou leave this magazine 
lving ‘round where he can get hold 
it. he mav read this article on 
you with it and say, “Mr. Blank, In 
the man this article mentions. [| want 
this chance I'm willing to studv and 
work. I want to make this 
you.” 

You ll know whether he's tl noht 
man 

If he is. give him the chat 
him help vou make the profit in sight 

lf he isn't the right man, tell hin 


why—tell him kindly and he Y \ 
to you tor lite. 

but—get the right man. 

You can find him if you really want 
to make this profit. 


Don't get discouraged if you make a 
poor choice the first time 

Change quickly and remember the 
old motte ‘If at first you don’t 
ceed, try, try again.” 

But don't change too quickly 

Give your first choice a chance to 


“make good.” Help him. Call on the 
manutacturers for help. Make them 
do their part. 

Lots of manufacturers are e; 
interest dealers who are «¢ 
profit and will push 

To such dealers, manufacturers are 
extending all sorts of helps. 

Manufacturers help you _ educate 


‘ager [for 


your salesmen—help you with circu 


lars, booklets and all kinds of advertis 
ing 

Get all such help you can command, 
becauss t means quicker profits 
easier profits—and, because “quicker 
and easier,” it also means bigger 
profits 

Push the Advertising. 
\dvertising is just “printed sales 


manship [t is individual salesman 


ship put on paper. The man who can 


write his salesmanship can multiply its 

power to as great an extent the 

printing press can strike off copies. In 

the time it would take him to talk to 

one man, ten thousand men can be 
] 


reading his sales story, if it is printe: 
This is why vou should take all the 
advertising matter offered vou by man 
ufacturers and use it 
Study it yourself—have your sales 


people study it—have it distributed to 


vour customers \sk them to read 

For—of course—if advertising mat 
ter 1s not distributed and read. it can 
not do its work for you 

If a thousand circulars listributed 
sell one machine. there's big monev in 
it for vou—isn't there 

Figure in percentage and vou Set 
it Ppavs t distribute all the adv g 
matter manufacturers are 
vive \ 

Hay Maine ) ‘ 

lar 

Send thet uit witl S 
with your bills. Make the mor you 
spend for postage carry its full burdet 


Make it get business for 


Wrap circulars in all packag 


You n never tell when su 
on fi ~ mav com f] C ] 
to Vo 

The \ ) finds Vit 
hoe ] vs 7 1) \ ‘ lo 
abo og hines t 
, 1 
may ny CC} - 








about 


from 
machines. 
And if one man in a thousand each 


then—to inquire adding 


six months asks about adding ma 
chines you can make your sales the 


kind that will make the adding ma 
chine manufacturer sit up and take no 
tice. 

Send out all the circulars they will 
furnish and ask for more. 

Have your salesmen give 
culars to your customers. 

Show your salesmen that they can 
become better salesmen—sell more 
command higher salaries—by 
educating themselves in this way. 


Train the Salesman. 


such cir 


Or ds 
~ 


Some day some salesman will be 
asked, “What is this machine any 
way?” That will lead to discussion 
The discussion will educate the sales 
man. He will get interested in the ma 
chine. He will study up on it. First 
you know, he'll be “an enthusiast.” 


Then he'll begin selling these machines. 
First you know he'll have a record that 
will surprise you. You'll find you're 
making money on that man’s 
He'll be a “profit producer.” 
keep your eye on him 
Urge ail your men 


sales 


You'll 


g to study the 
printed matter sent you by manufac 
turers. Not, because it’s so good— or 
so interesting—but, because studying 
it enables a man to pick up pointers he 
can make use of. 

Knowledge of how a machine works 
what it why it is better than 
other machines built for the same pur 


does 


pose—is the power that sells that ma 
chine. 

Cultivate such knowledge in you 
men 

Urge them to “read up” on your 


coods 


Let the printing press help your 
work 
Let tl other men’s salesmanship 


a dividend 


cost a lot to put in a “Spe 


pay you 
Does 
cialty Department 


\ ) If doesn t ost’ 


anything, 11 


you go at it right 

You may hav: invest” a littl 
capital. 

But—if you invest it right—if you 
go carefully—if you get all the help 
you can m the manufacturers—and 
then go t as if you meant business 
the cap you invest will soon be pay 

Don 0] investment as 

Look at it as a means of producing 
profit 

Making the Money Yourself. 

Look at what you expect to mak: 
ind then push to make it. 

[It is knowledge of this fundamental 
principl business—profit making 
t 1 es Hebre ie greatest trad 
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Do you know an unsuccessful He 
brew? 

Point out a Hebrew in business in 


your town and I will show you a man 
who is making money. 
Profit making is the means of suc 
me 
which a 
and 


Money is the yard stick by 
commmercial nation—like ours 
ommercial age—such as the present 
measures a man’s success 


How to get most money—is_ the 
question. 
You may not know how now—but ts 


that any sign you can’t learn. 
You didn’t know how to multiply, 
until you learned at school 
You can learn a lot about 
making by closer study of your own 
and its possibilities. 
Lots of manufacturers 
stand ready to meet 
than half way—they are 
you make more money. 
Such manufacturers ’ 
how to start a department in which to 
sell their goods. They will allow you 
liberal profits—help you with sugges 
e, co-operative advertising. 
These possibilities are worth study 


money 


business— 
need you 
you more 


ready to help 


the, 


Call tell you 


t1\ 


ing. 

They are worth studying for the 
profit there is in them for you. 

Other possibilities are your sales 
people. 

Have vou developed all their abil 


ity—all their energy—all their enthusi 
asm—all their loyalty? 

Have you confidence in them? 

Have they confidence in you: 

If not, a great big investment you 
made that should et 
thle vou to continue business to-mot 


have the asset 
row if fire should wipe out your stoc! 


to-night—is not paying you the divi 


dend it should. 
Give vour salespeople a 
show how much they can earn for you 
showing them you are interested in 


chance 


leveloping their earning power for 
| 

hemselves 

It’s all mutual you know—this big 


busine ss fabric of ours 


The manufacturers cant mal il 


the money 


You can’t make it all 
\ out sale speople cant make il all 


(,et together—let each be willin 
thers should make their share—an: 
ach will make most 

\ “live and let li e” poli \ is pp 

foundation for business su 
means most profit 
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USE YOUR SPARE MOMENTS. 
Evening Study Good Investment. 
By J. M. Baldwin. 


In every city and town throughout the 
United States the business houses are 
closed on national holidays and evenings. 
The average worker goes to his duties 
ibout 7 or 8 o'clock in the morning. There 
is no occupation in which the employe does 
not have some spare time; whatever the 
occupation, there are numerous moments 
that may be used for advancement. 

It is every one’s duty to be busy. God in- 
tended it. When our usefulness is done, he 
will remove us. Do not idle your time 
it is a sin. The men who have won 
success are men who knew the value of 
time and made good every moment. Think 
of such a man as Gladstone, who carried a 
ittle book in his pocket lest he let a mo- 
ment slip from his grasp. If such a man be 
careful of moments, what ought we to do? 
lime wasters are on every side, and we 
should choose to do our duty every mo- 
ment. 

\t no time in history has there been such 
pportunity for study as at present. There 
is no excuse for the man or woman who has 
no education. The correspondence school 
brings the chance to your door. There are 
fhousands of boys and girls, men and 
women who use their time for naught when 
they could be making some improvement. 
Business firms are searching for men and 
qualified to fill positions. Those 
who are employed all day should use the 
evening for the time when correspondence 
school and worker should get together. 
This line of work will not employ more 
than two evenings a week, when you may 
use the rest otherwise. The boy or girl who 
is compelled to work may take this method 
of raising himself or herself to a higher po- 
sition. Many young men and women are 
going up, step by step, by such means. 

It is the moment here and there that you 
‘rasp that makes you go up the ladder of 
Lincoln made use of every mo- 
ment to accomplish something, and he rose 
to be one of the great men. You may work 
in the office or on the farm and Uncle Sam 
vill bring the correspondence school to you. 

When it is necessary to rest, do so. It is 
not intended for us to work continually. 
You should not pause because you can, but 
because you need it. Lying around or loaf- 
ing is not a necessity. If you are quiet 
vhen needs be you will do your work bet- 
ter and enjoy it more. The man who ac- 
things is the one who rests, 
and reads in a manner that devel- 
ips every part of manhood. 

Rest is a necessity; we cannot live with 
ut it. It is what each of us must have if 
e expect to become men of power; but in 


away, 


women 


uccess 


omplishes 
studies, 


sting there is a limit and it must not be 
rried to such an extent that we become 
zy. The great difficulty with most young 
en is they waste many moments in idle- 
1css It 1s not expected that you will use 


your spare time in study. If you did 


that you would be likely to become a bore 


d not succeed so well. There are twenty- 
ur hours in a day and you should divide 
he time so as to utilize it for advancement. 
ou are careful you may divide your time 
that you may accomplish many things; it 
not how much work you can do, but how 
vod. Wise men have a time for all things 


nd it is “up to you” to do the same 














HE article in a recent number of 

Office Appliances entitled, “Ex- 

tending Mutual Aid Organiza- 
tion,” struck me with peculiar force. I 
have long thought that if the typewrit- 
er salesmen of the country were band- 
ed together in some sort of a co-opera- 
tive organization, like the factory em- 
ployes of typewriter companies, what 
a wholesome benefit it would exert in 
at least two ways. 

I had occasion several weeks ago to 
be talking with several typewriter 
men connected with a western branch 
of one of the largest typewriter com- 
panies in the United States. The con- 
versation turned to the need of some 
sort of an organization whereby the 
salesmen could get together and dis- 
cuss things pertinent to their com- 
pany, even though there was no other 
feature attached to it. One of the 
salesmen remarked: 

“I have been selling typewriters for 
fifteen years and in all that time I nev- 
er have seen the salesmen come to 
gether in the discussion of matters 
with which they were directly con- 
nected, outside, of course, of the gen- 
eral meetings of salesmen at the home 
office or at the branch. If there is 
any institution that should have pro 
tecting influences it is the typewriter 
industry. The men need it in more 
ways than one.” 

I thought of what that salesmen said 
time and again. I[ have been through 
the factories of several of the type 
writer companies as well as the factor- 
ies of other specialty concerns, and 
have watched the workings of the mu- 
tual aid organizations. In no one did 
I detect any dissatisfaction whatever. 
On the other hand, I observed that the 
men were mutually aiding one another 
and independent of the organization 
itself there were many valuable les 
sons to be had from it. 

The General Plan. 

[ would therefore like much to see 
the typewriter salesmen banded to- 
gether in an organization that would 
have two distinctive features to it 
When I say the typewriter salesmen 
I mean, of course, the salesmen of one 
typewriter company. It would, I think, 
be pretty nearly impossible, if not un- 
desirable, to have the salesmen of the 
different companies in one general or 
ganization; for there would be too close 
a contact for their individual and col 
lective benefit. 

But any company could have an or 
ganization embodying the two fea- 
tures | have in mind. These two are: 

First, make it a mutual aid organ- 
ization. Let the men get together 
and form themselves along the same 
lines that the factory employes form. 
Pay so much a month into the gener- 
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How Mutual Aid Organization Will 
Profit in Two Ways. 


By William L. Brown. 


al fund. In case of accident or sick- 
ness the salesman could draw what is 
needed for his assistance. 

The amount paid in monthly would 
not be large—say, fifty cents. This 
would be $6 a year. A thousand sales- 
men would thus have in their treas- 
ury that sum as a benefit fund. The 
principle of all insurance is founded on 
the fact that the ratio of deaths and 
accidents is such that the chance tak- 
en in the insurance contract to pay a 
certain sum is reasonable and not too 
hazardous. The existence of some 
companies amply proves this statement. 
It would seem fair to assume, then, 
that a mutual aid organization with 
this distinctive feature would not be 
radical but safe and _ conservative. 
Looked at from the insurance point of 
view entirely it is rational in all par 
ticulars. 

Six dollars a year, however, might 
seem a goodly amount to contribute 
to such a fund. It could be cut half 
in two and still yield a splendid work- 
ing capital. There are a number of 
factory organizations that do not ex- 
act so much as twenty-five cents; oth- 
ers that exact more. They always have 
$600 to $1,000 on hand all the time. 

Factory organizations, however, are 
somewhat different. In that case the 
factory employes are all together—un- 
der one roof, so to speak. There is not 
so great a demand for a relief fund as 
where they would be separated. And 
if it were necessary to raise additional 
funds it could be done in a few hours’ 
notice. 

But in the case of the salesmen, they 
would be separated. Some here and 
some there, and if there were need for 
extra funds it would take much long- 
er and cost more money. Thus, it 
would seem more practical to make 
the monthly - payments — sufficiently 
large to cover all possible contingen- 
cies, at least those that would come 
within the purview of the organiza- 
tion. 

The one point to this proposition is 
to make it practicable. There must 
be some feature that forms the pur- 
pose of the organization that will offer 
something to its members—something 
attractive and beneficial. This is per- 
tinently illustrated in similar organ- 
izations that prevail among the diff- 
erent trades over the country. They, 
as the typewriter men should reason, 
calculate on days that will not be 
bright. If they come, and they always 
do, there will be some means of get- 
ting help. And the instances where 





The Need of Salesmen’s Organization 


the help has been most timely are 
notable. 

Second, make it a selling organiza- 
tion. By that I mean formulate a 
scheme whereby the salesmen can get 
together as salesmen at least once a 
year and discuss those matters of di- 
rect and vital importance. Salesmen 
could do for themselves what the 
companies do not deem wise to do 
themselves. 

In addition to this feature, the sales- 
men could by letter, through a secre 
tary or committee, discuss from time 
to time such things as pertain to their 
interest. The secretary need draw 
only a nominal sum for transacting 
such work, and which could be trans 
acted in the line of his daily duty. It 
would be clerical and not require but 
a few hours each week. It could, in 
fact, be done of a Saturday afternoon, 
when most salesmen, particularly the 
city salesmen, are on a half holiday 
and would be glad to aid the organiza 
tion and for a small salary, significant 
when considered as an expense item. 

How the Plan Would Benefit. 

The above analysis outlines in a 
general way just how such an organ 
ization could be made to succeed. It 
would cost nothing to form; it would 
cost but little to maintain. 

The benefit is at once apparent 
There is a salesman way out in the 
state of Washington, for example. He 
is sick. He writes to the secretary or 
advisory committee notifying them 
of his condition. After the proper re 
quirements have been followed a check 
covering his actual expense, which, of 
course, must be figured on the basis of 
a general schedule, is mailed him 
Now, his company pays him his salary 
for the time, but is it not encouraging 
and inspiring to have others aid a bit 
in meeting the unexpected expense? 

He may have lost his position, by 
reason of a just cause. Would it not 
be exceeding helpful to have others aid 


him until he got on his feet? Let him 
go back to the time when he was in 
such a condition, and he will then ap 
preciate what this means. 

The amount he would get would be 
small or just enough to meet his im 
mediate needs, but it would be the 
saving grace in many a hard battle the 
typewriter salesman is compelled to 
fight lo not need it is not to feel th 


need of it. 
The co-operative feature will work 
just as well among the _ typewrite1 


] 


salesmen as among any other class 
They need it fully as much. And by 
this statement is not meant that they 
are in distress—not a bit of it: but 
their vocation is one that has sur- 
rounding it many precarious and pe 
culiar conditions. 











/ SELF-WRITING typewriter is 
just announcéd from Cleveland 
in tl rf the Main Letter 


in the form of the 


Writer, the inventi of F. F. Main 
The machine is in operation in Cleve 
land and the illustrations shown hers 
will give a good idea of what it is like 
[he primary purpose of the Main 
writer is to do circular work with the 
actual typewritten impression. This 
feature has been the chief ambition oi 
inventors for many years and the spe 
cialtv field has awaited with much in 
teres tcom« Ir. Main has beet 
most indi erable his efforts to pro 
duce a hine tl would actually 
tvpew rcular work mechanically 

Phe UuNnceme makes certain 
that he S succeeds in no small de 
grec mpany is organized and 
located at 8913 Lorain avenue, Cleve 
land, wl plans are going forward 
hat will give this vention its de 
served place in the specialty field. The 
machine has been doing commercial 
work sin the beginning of the year, 
charging by the thousand lines. This 
has enabled the company to show just 
what the machine will do and the com 





THE STENCIL MACHINE 
pliments paid have been most exten 
sive 

What It Is. 
Phe hine which Main has in 


ittachment for any 
respects it is like 


vented 158 Sim] \ an 


typewriter In many 


the self-playing piano. The letter is 
first w on a stamping machine 
with a ty writer keyboard. The re 


sult is a perforated sheet with a hole 


for each letter. shift and carriage 
movement, togethe vith line spacing 
ind bi-chrome ribbon control. 

his s passes over a metal feed 
roll upon which a finger representing 
ea key ve of the machin 
makes contact whenever one of the 
pertora S passes un er the finger 
This sends the nt through the 
solenoid placed beneath that particular 
key ( re of solenoid is fas 
ten ( y to typewriter key 
with a w and the core 1s supported 
hy ‘ sO the keys of the 
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New Self-Writer Announced 


A Remarkable Invention That 
ises to Aid Greatly in Dupli- 
cating Work. 
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Everything, even to the return of the 
carriage, which is accomplished by a 
pneumatic device for which separate 
patents have been secured, is done in a 
perfectly natural. way, without abuse 
of the machine. 

It will be seen that the device is sim- 
ple and inexpensive, requiring no spe- 
cial machinery or technical training to 
make or operate it. — 

lhe address to be used but once can 
best be handled by writing the name 
vhen the machine automatically stops, 
using its own keys in the usual way, 
or the master machine, the one at the 
end of the table, is used to write the 
envelope, the letter machine being con- 
nected for the moment writes the same 
without effort of the operator. 

Where few letters are to be written, 
any or all of the machines are connect- 
ed to the master machine and the oper- 
ator on this machine while writing one 
original causes without additional ef- 
fort, all machines connected to write 
the same, as a telegraph operator com- . 
municates with many stations as easily 
as with one. 


Strong Features. 


This use of the system is valuable 
with the master machine in the office 
of a wholesale house where the “split 
order” system is used, and a connected 
machine in each department. 

\ll these machines are ready for 
work in the usual way and when an 
order comes to the office the clerk 
switches in all departments represent- 
ed and writes the heading of the order 
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and then department by department is 
connected while its part of the orde1 
is written. When the order is copied 
each department has an original al 
ready delivered. 

By using perforated sheets contain 
ing the addresses two machines work 
in unison writing the address, one on 
the envelope, the other in the letter, the 
envelope machine stopping while the 
letter machine finishes its letter by 
using its perforated sheet, or one ma- 
chine will write both heading and lette: 
automatically and address the envel 
opes by running the address sheet 
through again. 

In case of follow-up letters a copy 
for each is perforated and placed on 


DETAILED VIEW OF MACHINE 


machine the whole number of ma 
chines print the date lines and stop, en 
velopes are placed in an equal number 
of machines and one address is written 
on the master machine, all the connect 
ed machines writing the same. Thx ; 
perforated sheets are started and finish gq 
the letters while the operator puts in 
new envelopes. th 

When the machines finish they stop 
and the whole series for one address is 
complete. If the battery of twelve ma 
chines is used this way, once writing 
an address is all the hand work on six 
letters and envy elopes complete In this 


way the number of actual letters with 4), 


envelopes may be greater than the 
number of imitations produced by one 
operator using any known system 

\ representative of Office \pph tr 
ances made a trip to the factory last 
month and witnessed the operation of 
the machines 

The policy of the company has been 
to own rather than to sell the machines 
but the inaouiry for machines is si 
widespread that a movement ts on foot 
to place the machines on the market 
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EXPERT EVIDENCE AS TO TYPE- 
WRITING. 


It has often been said that forgery is easy 
now that important documents are usually 
typewritten Most people have supposed 
that the work of typewriters was so unl 
orm that the substitution of one sheet for 
nother could be made almost as a matter 
ff course, with impunity Comparatively 
few lawyers are yet aware that, so far from 
us being true, the detection of forgery in 
typewritten instrument is in most cases 


a 


matter of well nigh mathematical demon- 


tration. Doubtless many forgeries of this 
kind have been successful, though suspect 
d, because of the erroneous beliet that 
proot of the forgery was impossibl Chere 
s a fascinating interest in studying the evi 


lences of forgery in such cases because of 
1¢ peculiar satisfaction in reaching in most 


ses a conclusion that is unmistakably 


ritten forgery may be dithcult, even in 
vossible, if both the genuine and the spuri 


ous pages were written on the same m 


hine and at very nearly the same date 


Possibly this will be so 1f they are written 


two machines of the same make. both of 


ich are ne But different machines 
en of the same make, will almost certain- 
vy have some minute distinguishing differ 
! cs and the Ss wi 1 be rapidly exavwyverfrat 
ad by ls¢ The le: sf slant ] 
test detect or peculiarity of any kind tn 
av distinguish ever new machine 
others, and when used som« 
istics of this kind are certain to appear 
increase with time In case { of 
ese pecularities of a machine enist, its 
lentification becomes matter of cert 
reasonable quantity of 1t vor} 
ybtained tor examination \ broken, 
uised or searred letter, or one out of line, 


positively identify the work 


{ } " ; 


chine during the period whet suc] 
existed And if in letter box 
therwise continuous samples of the work 
the machine are available for inspect 


be positively determined at what dat 


is peculiarity of the machine rst devel 
ped Various defects of this rt appear 
ge successively during a course of years 
ike it possible to fix positively the tim 
hen any particular specimen of work done 
n that machine was mad In these and 
similar Wavs a competent expert cat otten 
rove to demonstration that forged 
ocument or portion © document could 


not possibly have been made when and by 


re machine that made the genuine docu 


nent Perhaps no one has done so mucl 


discover the possibilities of these proofs 


n of Rochester. New York. who has 


forgery in typewriting as Albert S. Os 


vritten articles during several vears past 


irious journals showing by explanattor 


id illustration the certainties of proof in 


is class of cases Rut the field is lara 


ne ind there im ilreadvy many expert 


ve to detect and prove the existen 


such forgeries. Yet it 1s unfortunately still 


ue that many attorneys are unaware of t 


extent to which this line of evidence ha 


developed, and as a result in some 
ses they permit typewritten forgeries 


‘ted nd proved spurious 


s not a grind to the man w has 


ist worth erinding 





WHITEHEAD GOES WITH RONEO 


J. T. Whitehead, formerly sales n g 
of the Neostyle Company, has be a] 
pointed supervisor of agencies for the Unit 


ed States 

Mr. Whitehead came to this country from 
England ten years ago. He made his debut 
in business with the Neostyle company and 
almost 1 mediately attracted attention by 
his excellent practical demonstrations of 
the article he sold 


His permanent address will be 332 Broad 
way, New \ ork The duties of hi new 
office will necessitate his traveling « r the 
entire untry and during the next few 
months expects to call upon the 


in the principal cities from Maine to Cali 


fornia 
Mr. Whitehead combines 

opening the sale with the ingenuity s 

ing it From coast to coast wher r du 

plicators ‘ used or have be 
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More Sales and Less Stock EXPERIENCED EDUCATION CRE- 





ATES SYSTEM. 





By H. S. McCormack, Manager Business 
Systems Department Underwood Type- 
writer Company. 


By Deane S. Reynolds, Secretary 
Thorp & Martin Co., Boston. 
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A New Power in the Cash Register Field 


Hl American Cash Register 

Company is turning out 120 

complete registers a week at its 
Columbus, Ohio, plant, and is improv- 
ing the factory very greatly to in 
crease that output. The factory is still 
behind with orders, but is making 
strenuous efforts to catch up with the 
newly organized and active selling 
force. 

In February last the American Cash 
Register Company was organized with 
a capital of $1,000,000, purchasing the 
plant, manufacturing and _ patent 
rights of the Hallwood Cash Register 
and the International Company. Ex 
perienced and thoroughly trained cash 
register men have been placed in 
charge of every department. Skilled 
mechanics have been’ secured from 
other cities. 

Theophilus King, a prominent capi 
talist of Boston, is the president of the 
new company. E. C. Morton, of the 
law firm of Arnold, Morton & Irvine, 
of Columbus, Ohio, is the vice-presi 
dent. C. G. Heyne, the general man 
ager, is a cash register man of many 
years’ experience, both in this country 
and in Europe, having been an officer 
and director of the National Cash 
Register Company of Dayton, O., for 
many years. He has surrounded him- 
self with a staff of thoroughly compe 
tent department and _ factory hands, 
and these in turn have chosen from the 
cash register field the best assistance 
possible. 

For six months these men have been 
constantly working, improving the 
character of the output, developing 
new models, installing new machinery 
and creating agencies. 

Some Strong Points. 

The American Cash Register Com- 
pany has two catch phrases in its ad- 
vertising matter which seem to ex- 
plain the situation in a nut-shell. One 
is, “the only company standing be- 
tween the merchant public and a mo- 
nopoly,” and the other, “the concern 
which forced the prices of cash regis- 
ters down and will keep them down.” 

The representative of Office Appli 
ances, on the occasion of his visit to 
Columbus, was surprised to find that 
this company is manufacturing more 
than 100 styles and sizes of high 
grade cash registers, avoiding entire- 
ly the autographic field, and that its 
product is being sold not. only 
throughout the United States and Can 
ada, but in many foreign countries. 
The line includes detail-adding regis 
ters, total-adding registers, sales-rec 
ord-printing registers, clerk’s initial 
registers, multiple-counter registers, 
and _ cost-and-selling-price-registers. 
This range of types enables the 
company successfully to cater for 


A Description of the American Cash 
Register Company of Colum- 
bus, Ohio. 


the business of every line of retail 
trade in which money or its equivalent 
is exchanged for goods sold. 

Agencies have been opened in all 
the principal cities from Boston and 
New York or the East to Vancouver, 
Seattle, Portland, San Francisco and 
Los Angeles on the West, and the 
smaller cities and country districts are 
now being organized by W. A. Le- 








ONE OF NEW MODELS 


Brun, the sales manager, who until 
recently was assistant sales manage! 
of the National Cash Register Com- 
pany. Charles A. Dailey, the adver- 
tising manager, also an old National 
advertising expert, is turning out sim- 
ple, direct and _ forcible advertising, 
which anticipates and answers the 
very questions which a probable pur 
chaser would ask. The general super- 
intendent of the factory is Everett 
Stuck, formerly identified with the 
National Cash Register Company's 
factory management. 

A feature of the American cash 
register totally different from any 
other, and which effects the great 
economy in the construction, is the 


employment of lost motion in the op 
eration of -the mechanism. Every 
function of the register is controlled 
by the opening and closing of the cash 
drawer, an operation necessary with 
the commonest till. The compulsory 
closing of the cash drawer is the great 
protective feature, as the register can 
not be operated until the drawer is 
closed, thus enforcing a record ot each 
and every transaction. The employ 
ment of the lost motion obviates the 
necessity for a heavy crank to be 
turned or the installation of an ex 
pensive electric motor to give the 
same result that the pressure of a key 
accomplishes with the American mod 
el. The saving in factory cost alone 
on this feature is a considerable item, 
and in this saving the public entirely 
benefits 
Models Are Exceptional. 

The multiple-counter registers, 
which are marvels of ingenuity and ac 
curacy, are designed to take care sep 
arately of the five natural divisions of 
business, namely, cash sales, credi 
sales, money received on accout 
money paid out and the “no sale” 
transactions. With this type of regis 
ter the merchant knows at a glanc: 
the totals of his cash sales, credit sales, 
receipts on account and money paid 
out, as well as the individual number 
of each kind of transaction, and the 
total number of his customers. Thus 
he has a daily trade barometer and 
plans accordingly. 

Cost and selling price recorded at 
one operation is another result a 
complished by one of the types of “‘lost 
motion” cash registers. The registers 
of this type give a printed record and 
separate totals of the cost and selling 
price of each article, yet only indicate 
to customer and clerk the selling price 
By the employment of this register the 
storekeeper knows every night the 
gross profit of the day’s business. This 
same type of register is also used by 
some lines of business, Say booksellers, 
shoe dealers, jewelers and others, to 
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record the stock number of each ar- 
ticle sold, thus providing a daily in- 
ventory or stock-taking. The possi- 
bilities of this particular type of regis- 
ter are unlimited, and it can be adapt- 
ed to the requirements of almost any 
kind of business, wholesale or retail. 

The product must have great merit, 
as so many old and successful agents 
of the National Cash Register Com- 
pany have joined the American forces 
Among are F. J. Cairns and 


these 


James Cairns, in New York city; W. 
S. W. Clapp in 


S. Parkhill in Newark; 





ANOTHER O! HE NEW MODELS 
Boston; Eisman Virginia; C. L 
Doyle in Columbus, Ohio; T. C. Hen 
ry in Central Kentucky; Marcus 
Schiff in Connecticut, and W. A. Sin 
lair in Detroit. 

It is evident that the American Cash 


ompany is going to make a 


strong bid with the retail merchants 
f this country and set a new pace in 
ash register affairs. It is confining its 
efforts strictly to cash registers, and 
s nn terfering with other well 
efin« es, such as autographic 
registers, credit systems, adding ma 
es stamps typewriters 
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-L.C. Smith (@, Bros’. President 


Lyman C. Smith, president of the | 
C. Smith & Brothers Typewriter Con 
pany, of Syracuse, and whose picture ap 


pears as the frontispiece of this issue, 


although best known as a_ typewriter: 
manufacturer, is a leading figure in many 
large business enterprises. Manufactur 
ing, banking and transportation circles 
have profited by his ability 

Mr. Smith was born a trifle over fifty 
years ago at Torrington, Conn., but 
in his childhood removed with his pat 
ents to New York State. His youth 
spent in southern New York, 
where his father conducted a manu 
facturing business. On attaining his 
majority he managed a live stock com 
business in New York City 
for a few years, and then went to Syra 
cuse, N. Y., where he engaged su 
cessively in the lumber business, the 
manufacture of breech-loading guns, 
and typewriter manufacture. With his 
brothers, he produced the Smith-Pre 
mier Iypewriter, perfecting it to the 
highest point of efficiency he believed 
a “blind” writer could reach 

When it became obvious to the 
Smith brothers that the writing-in 
sight machine must supersede the 
blind writer, théy organized the L. ( 


was 


mission 


Smith & Bros. Typewriter Co., -of 
which L. C. Smith was elected presi 
dent, as he had been at the Smith-Pre 
mier. Their holdings in all other ma 


chines were disposed of and all their 
energies bent to the production of th 
new machine whose reputation among 
+1 


was swiftly established 


of selling « 


ie leaders 
with the best onnections 
\merica and abroad 

Besides his typewriter inte 


Smith is 


rests, M1 
National 
Smit! 


president of the 
Bank of Svracuse, of the L. ¢ 
and the U. S 


which 


fransit Co. lransporta 


mm ( ompany operat fleets 


freighters on the Great Lakes 


ST er 
treasurer (with controlling interest) of 
do Shipbuilding 
Syracuse & Eastern 


Pole : president 


ie Rochester, 


Railway Co.: president of the Hudson 
ind Cement Co., and chairman.of 
nanaging directors of the Halcomb 
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and commanding. Yet the same 
c easily be interpreted when | 
keen mind is taken into considerati 
But Mr. Smith is not circumscril 
in his business connect He 
ughly interested in charital 
anthropic matters. While not flaunt 
g either of these dispositions on the 
public he is known, as a in who vy 
ore than do his share for the right pur 
ose. Only a few months ago, on the « 


casion of a big fire in Syracuse that left 
many destitute, he was the first to head a 
list of contributors with a donation of 
$1,000 ; in fact, the very one to propos: 
it. In and outside his home town he is 
ever active in behalf of the needy and 
worthy. 

Small wonder, therefore, that a man 
so endowed and with such tendencies 
should be directly interested in many 
avenues of business and commercial en- 
deavor. But what makes a man in one 
direction usually has the effect of mak-. 
ing him in another. 

Mr. Smith lives quietly and unosten- 
tatiously in Syracuse. He is fond of 
automobiling and outdoor sports, and 
is identified with many philanthropic 
enterprises. He is vice president of 
the Board of Trustees of Syracuse 
University, and has donated to that in- 
stitution the splendidly equipped Ly- 
man Cornelius Smith College of Ap- 
plied Science, with two fine buildings, 
for the practical instruction of young 
men in electrical and mechanical en- 
cineering and related subjects. Mr. 
Smith has never been active in politics, 
although frequently urged to enter the 
political arena. 





POLYGRAPH PATENTS TRANS- 
FERRED. 
The Universal Duplicating Typewriter 
Company, 19 Park Row, New York, an- 
nounces that it has recently acquired all 


the patents of the Universal Polygraph 
Company, of San Francisco under which 
the “Polygraph” duplicator was formerly 


manufactured. 

The elementary principle of the machine 
is printing with type through an inked rib- 
bon on to a rubber platen or roller. The 
is the regular printer’s type and is set 

a chase which is placed on a horizontal 
plane in the bed of the machine. The rib- 
bon which is similar to the ordinary type- 
writer ribbon, but considerably wider, 
passes over the face of the type. The paper 
is placed face downward upon the ribbon, 
ind rubber platen, actuated by a _ hand 
rank, passes over the paper, one impres- 
ion being obtained from the movement of 
the roller in each direction. The whole af- 

is very neat and compact, and its op- 
ration is practically noiseless. The work 
well nigh impossible of detection from 


type 
i 


typewriting, and the machine is so simple 


construction that any intelligent child 
ild operate it. 
It is certainly. a very clever and useful 
evice, and we predict for it a large de- 
nd in the business world. 


A BIG RECORD. 
On the 26th of August the San Antonio 
ency of the Burroughs made ten individ- 
ual sales, six of them being made by A. E. 
Kalkhurst, one of the salesmen, in three 


different towns in one day, four of the num- 


ber, being $400 machines, one number 15 

S. & N. electric, $575, and one number 7N 

machine, $275, by the other salesmen. 
This is the best day’s work the San An- 


tonio agency ever enjoyed. 
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6é AY, Smith, who is that fellow 

S over there by the window?” 

asked one traveling man of an 

other one day in the lobby of a western 
hotel. 

“Why, don’t you know that fellow, 
John?” . replied his companion. 

“Upon my word, | don't,” he re- 
turned. 

“I'll tell you, John, who he is. His 
name is John Arbuckle, and he is 
grocery salesman for a large house “in 
Kansas City. He is without doubt 
the best informed and most popular 
traveling man in this territory. | 
have known him for several years and 
I want to say to you that he is a friend 
of many a “boy” on the road. In fact, 
I have heard it said that he has put 
more young travelers on their feet 
than any ten traveling men. I mean, 
got them business, not loaned them 
money.” 

“For goodness’ sake, Smith, tell me 
how he does it,” quickly replied his 
friend. 

“This is his plan: In the first place 
he has a faculty of meeting men and 
getting information from them with- 
out seeming inquisitive. He will mix 
around among all classes of business 
men at his leisure in a town or the ho- 
tel and if he hears of any new line of 
business being put in or of any about 
to be bought he makes a note of it and 
when he meets a traveler representing 
that line he immediately informs him 
of the fact. You might think this re- 
quired considerable time and that it 
interfered with Arbuckle’s own work, 
but it does not. Oftentimes there is 
little information to be had, but then 
again he will pick up four or five, per- 
haps more, stray bits of news concern 
ing a line and tell the salesman 
about it. 

“He frequently writes the salesman 
in care of his house, but not often; for 
he knows pretty nearly where the men 
are to be found, since his territory is 
confined to small sections in four 
states. And when the salesman re- 
ceives the “tip” he wonders how in the 
world Arbuckle got hold of it. To 
this Arbuckle replies: 

“*Never mind, my boy, I got next 
to it and if you follow it up you may 
get some business.’ 

“The result of this little plan is, of 
course, to make Arbuckle popular with 
the ‘boys’ on the road. It is his nature 
and I do not think it is for any any 
specific purpose. [Dut even if it were 
it helps many a fellow out and gives 
a cue to what others might do.” 

How to Apply Otherwise. 

This is certainly a novel plan, 
though not altogether new. It is nov- 
el because it is so seldom practiced by 
salesmen on the road. But however 
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A Novel but Effective Plan. 





that is it contains a feature that is ex- 
ceedingly important to all salesmen 
and particularly typewriter salesmen. 
There is a grain of valuable mineral in 
the scheme. 

First of all, the typewriter salesman 
is constantly up against the “lead” 
proposition. ‘There are any number 
of inquiries from the user to the type- 
writer company, but for the most part 
they are scattered and do not result in 
much. It is the constant plugging 
from office to office and business house 
to business house that does the most 
for the salesman. 

But if the salesman would keep a 
pocket index book and properly note 
every inquiry it is safe to assume that 
in the course of twelve months he 
would have got enough business to 
have made the scheme interesting. Let 
the salesman inquire, like Arbuckle, 
from everyone with whom he comes in 
contact, in every town, about so and 
so. Find out what his business is, and 
so forth. Go out of the way to gather 
information about a concern that to all 
intents and purposes would never have 
need for a typewriter. Keep at it from 
day to day and in theecourse of a few 
months there will be enough notes 
from which some sales will surely re 
sult. 

Be like the Montana traveler. One 
day he dropped off at a small, town in 
order to fill in an afternoon that oth- 
erwise would have to be spent about 
the hotel, and he walked about from 
place to place. He saw a blacksmith 
shop nearby and dropped in for a talk 
with the smithy. In a short while he 
ascertained that the smithy had a 
daughter attending business college at 
Butte. 

“She’s my only child, Mr. , ahd 
| want her to make the best stenog- 
rapher in Montana. Yes, she is very 
enthusiastic over the typewriter. As 
soon as she is through, which will be 
in two months, | am going to get her 
a machine. And, by the way, what 
did you say was your machine? Well, 
I might look at that some day.” 

“Let me show you the machine now. 
[ have three hours yet before my train 
leaves and I[ will go to the hotel and 
get it.” 

“All right; go ahead,” returned the 
smithy. 

He demonstrated the machine, and 
the smithy, naturally enough, was 
highly impressed. 

“Well, | can’t do nothin’ now, but / 
will keep you in mind, and when you 
get around this way again [| will talk 
with you.” 

That was making inquiry, sure 
enough. The salesman noted it in his 
book kept for that purpose, and before 


the two months was up he had sold 
the smithy .his machine—for cash! 


The Novel Always Pays. 


It pays to practice the novel. It 
pays to be original; do something out 
of the ordinary, and there is no line 
of endeavor where it is more quickly 
demonstrated than in the typewriter 
business. It is more true to-day than 
ten years ago, because the typew riter 
is now considered universally an in- 
dispensable adjunct to every business. 

lf the salesman is going to depend 
on the inquiries that come to the 
branch or home office or upon what 
one user may tell him as to a possible 
buyer, he will never get above the 
mediocre. He will strike the middle 
ground because his effort is only for 
just that much. All results are com 
mensurate with the effort put forth. If 
you desire to get one-quarter beyond 
the half-mile post, drive one-quarter 
harder. If one-half or all the way 
round, drive just that hard. Keep driv 
ing and the time for all the distance 
and your results will be measured ac 
cordingly. 

Get a little Arbucklism in you 
blood. Do like he did. If the curb in 
front of the hotel is lined with tray 
elers after supper, avoid the curb. Mov« 
along where there is no curb—get 
where there are men at work. Do just 
the opposite to what the majority does 
and just to that extent the results will 
be different. 

This may sound like old doctrine 
a bit too didactic, but just the same it 
will do the work. Yet there is noth 
ing old about it. You never heard of 
Arbuckle’s like, did you? Then, it is 
not old. 

A manager for a large typewritet 
branch recently stated in an address 
before a business college that he made 
one of his traveling salesmen a sub 
branch manager after one month on 
the road. In giving the reason for it 
he said: 

“Because he was continually doing 
what the other salesmen did not do 
He stood out so conspicuously, so 
thoroughly unlike the other boys that 
{ reasoned he would instill that same 
spirit or method in others. So [ placed 
him in charge of the sub-branch and 
my judgment was amply rewarded. 


That's it. Get on the rim of your 
territory. Inside the crowd is push 
ing with all the energy of football ath 
letes at tandem-play. They are hud 


dled together and are unable to get to 
the rim—to the circumference of the 
field because each is opposing the ot! 
er. But the outside is empty—ther« 
are not many there. Get there and | 
unlike the others! 


<< 
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sence of the personal element or evidence 
of personal responsibility. 

Here, as in other lines, permanent suc- 
cess depends on a high degree of efficiency, 
but whether it consists of publicity, econ- 
omy, activity, skill, or a combination of 
them all, publicity is the most important 
factor and should receive the greatest con- 
sideration. 


The Trade-Mark, 


The trade-mark can be made one of the 
most valuable forms of publicity in con- 
nection with furniture of character, and it 
is almost inconceivable why it is neglected. 
The makers of our day have failed to grasp 
the full significance of this fact, and do 
not seem to realize the value and import- 
ance to themselves of the trade-mark idea. 

Every person and every concern that 
produces something good takes pride in it, 
and should take pains to proclaim its ori- 
gin. It is a mistake and an unwarranted 
sacrifice to omit a proper brand or trade- 
mark. 

When the Good Will of any business 
rests upon a well-known trade-mark, it has 
a value that can be converted into money, 
and, like a cumulative interest bond, it 
works while you sleep. 

The lack of accurate and interesting in- 
formation regarding certain kinds of fur- 
niture is a fault which the makers have per- 
mitted to exist; they seem to proceed on 
the assumption that the middleman, and in 
turn the consumer, will understand their 
products, or take their values and other 
excellent qualities for granted; but this is 
a costly mistake and should not be tol- 
erated. 

Every producer of something good and 
useful should tell his story about it in a 
truthful manner, and also in such a way 
that it will be as interesting and convine- 
ing as possible. The consumer is always 
interested in what the maker of any ar- 
ticle may have to say about it. 

Every satisfied user of an article becomes 
a living advertisement for it. It is human 
nature to mention that which affords us 
pleasure and satisfaction, and the more we 
know about any particular thing, the more 
we are apt to talk about it. 

The up-to-date merchant renders a valu- 
able service to the manufacturer and to the 
community, for which he is entitled to a 
liberal reward. No sensible person denies 
this, but the manufacturer has the right to 
be faithfully represented and to share in 
the benefits of good will and _ publicity 
which his own efforts and his particular 
products deserve. 

To illustrate some of the benefits which 
a merchant derives from well-known trade- 
marks, I need only mention Studebaker ve- 
hicles, McCormick reapers, John Deere 
plows, Elgin watches, Steinway pianos, 
Stetson hats, Rogers silverware, Royal bak- 
ing powder, Singer sewing machines, Gar- 
land stoves, Globe files, Macey bookcases— 
but there are hundreds of others, and the 
igencies for such goods are always earn- 
estly sought after and reluctantly surren- 
dered. There is no difference in principle 
between such articles, as I have mentioned, 
and Good Furniture, whether it be viewed 
from the standpoint of the maker, the mer- 
chant or the user. 











John 


P TO a decade ago traveling in 

the state of Montana was full of 

hardships. The lines of railroad 
were little better than primitive, save 
in the case of one trans-continental 
line. Because of this it was difficult to 
get from one point to another and then 
always with much unpleasantness. It 
became necessary therefore to make 
the best of what offered and for the 
ordinary traveler to work differently 
than he would in other states. 

John Smith was chosen as the spe- 
cial representative of a large type- 
writer concern to cover the state of 
Montana. He was not under the juris- 
diction of a district branch but re- 
ceived his instructions from and re- 
ported direct to the general offices in 
New York. Smith was a native son 
and knew every cross point within 
the state. When he took hold of the 
Montana territory there had not been 
a very active nor thorough canvass. 
So Smith decided to divide his terri 
tory into divisions, separating each 
with a red line, and to work first the 
one and then the other, starting with 
the small towns and finishing with the 
large ones. 

Mastering the Situation. 

He gripped the situation with a deal 
of enthusiasm, determined to make 
users actual and users prospective re- 
spect his machine. One method he 
adopted to achieve this result was to 
carry a small folio of advertising mat- 
ter. By reason of the difficulties of 
travel he made up his mind to “work” 
all towns thoroughly as he went. 

“There shall be no possible user of 
a typewriter in Montana,” he declared 
to himself, “without some advertising 
matter concerning my machine.” 

The first impulse in this rather per- 
sonal campaign of his, was to visit out- 
of-the-way places—blacKsmith shops, 
general stores, and a more or less dis- 
interested class of people. 

“Who knows,” he would often say, 
“but that that ‘smithy’ over there may 
have a daughter that is studying 
stenography, and if | leave my adver- 
tising with him he may speak to his 
daughter about it.” 

Smith opened Montana with a whirl- 
wind. He began at the smallest towns 
and worked down the line toward the 
largest, in the central part of the state. 
There were few towns that he missed 
—only those of such smallness that he 
could not imagine a “prospect.” He 
left his advertising matter in great pro- 
fusion; the “smithy” knew for sure all 
about the ———— machine; so did the 
keeper of the Cross roads hotel. 

Coincident with this initial appear- 
ance of Smith’s, his company began a 
careful campaign of the state from its 
New York offices. They desired to 


supplement their traveler's work as 
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Smith—Pound-Foolish 


It Never Pays to Neglect Large In- 
terests While Attending to Trifles 


By Erastus Buck. 





much as possible, for they little knew 
of the small towns he was making; 
these they themselves figured could be 
worked through the mail. 

Montana had a number of important 
cities in its widely known cities of 
Butte, Helena, Great Falls and Ana- 
conda. Besides possessing large min- 
ing industries these cities had many 
large business houses and other com- 
mercial institutions. Probably there 
were ten to fifteen towns of a popula- 
tion greater than 8,000—and a town of 
this size is considered by the usual 
traveler, particularly the typewriter 
traveler, as quite worth while. 

Conditions Smith Overlooked. 

John Smith was not the only type- 
writer salesman in those parts. There 
were several others who were just as 
enthusiastic for a record as he. But 
they worked the territory unlike him 
self. Rather than visit the small towns 
they chose to concentrate their ener 
gies on such places as Butte and 
Helena, the two largest cities. 

“There is enough work in Btitte to 
keep me busy for two weeks,” one said 
as he figured away on his route list. 
“Then there are Helena and Great 
Falls and Anaconda, and by the time | 
am through with them it will be time 
to go back to Butte. I can pretty near- 
ly spend all my time in these towns.” 

But Smith was little aware of his 
competitors’ plans; he knew they were 
traveling somewhere in the state but 
he was not informed as to their meth- 
ods. So he worked and traveled—scat- 
tering his clever pieces of advertising 
at most every town through which his 
train passed. 

So thoroughly had he worked that 
often when persons from one town met 
those from another they would say: 

“Did you see that fellow Smith, trav- 
eling man for the —— typewriter? ['ll 
tell you he’s a hustler. I'll bet he’s do- 
ing business all right.” 

He knew, as he reflected to himself, 
that he would surely land a sale or two 
before the month was up and there 
would certainly something come of his 
canvass of the small towns, if not di- 
rectly then indirectly. This would not 
make the first month look bad, he sat- 
isfied himself, and after that he would 
show them all how to sell typewriters. 

Neglecting Large Interests. 

It was two weeks before Smith 
reached Helena. For five weeks he 
had been working toward it instead of 
from it. And he remembered a letter 
from New York calling his attention to 
the importance of placing machines in 
Helena and Butte, probably the two 


most fruitful sources of business in the 
state. 

He jumped right into an earnest and 
thorough canvass of the town. But he 
had not gone far until he discovered 
evidences of his competitors having 
only lately worked the town. Yet this 
did not disconcert him; for he meas 
urably expected to find traces of thei 
activity. This continued for several 
days until he got a wire from New 
York that read like this: 

“Information that Hector Mining 
Company placed order for six - 
machines. Investigate.” 

Smith began to see the light. “I 
wonder if that man —— has stolen a 
march on me,” he reflected. 

He called at the office of the Hector 
Mining Company. He surveyed the 
place and to his utter amazement saw 
the new machines in use. 

“What's the use of making inquiry,” 
he thought. 

“Yes, guess I'd better,” he con- 
cluded. 

And he soon learned the facts in the 
case. The general superintendent told 
him that over two weeks before there 
had been three typewriter men in 
Helena, all endeavoring to sell his coin- 
pany their machines, but that after a 
careful trial he had purchased the 
machine. 

Smith wheeled and left the office. 
He had been beaten without having 
the opportunity to fight. If he could 
have been mixed up in that scramble, 
how different, he reasoned. But the 
opportunity had passed. The oppor 
tunity of meeting the important exi- 
gencies had been neglected for the op 
portunity of seeing the trifles. Things 
that seemed of live consequence down 
among the small towns proved of 
wasteful consideration. Things that 
he thought would live and take care 
of themselves in the large places came 
to be of tremendous importance. It 
was, indeed, pound-foolish. 

Smith reached his hotel soon after 
wards. There was plainly a defeated 
expression on his countenance. 

“Well, those fellows got me at that,” 
he thought. “If I had only stopped to 
think | might have known there was 
nothing in those small towns as com 
pared with the large ones, for me or for 
any typewriter salesman. Here is 
where the business is; here are located 
the important things; the trifles are in 
the small places. Besides the company 
has circularized all those small towns. 
It is all right to let those people know 
about your machine, but while a per- 
son is doing that he is missing some 
mighty good sales. Gee! if I had that 
order for six machines! One thing is 
certain. I will not neglect the large 
things for the small ones again.” 
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© man who has taken the trou- 

ble to look upon _ business 

building as a science will make 
the mistake of denying that salesman 
ship of the scientific kind can be 
taught. To the man who preaches 
from the text, “All salesman are born, 
not made,” one has but to offer in evi 
dence the experiences of thousands of 
salesmen who are convinced that this 
text is of merit only because it can 
produce honest laughter in the ranks 
of those who know. Let it be known 
to everybody that I say all this with 
due respect to the mistaken gentle 
men who last month tapped into type 
the article about the trials of the sales- 
man. 

Undoubtedly it will cause that gen- 
tleman some surprise to learn that 
there really is such a thing as the sci 
ence of salesmanship, and that this 
science had birth in Chicago—a fact 
which is of much importance in that it 
offers an answer to those New York 
folks who ask, in the language of the 
doubters of old, “Can any good come 
out of Chicago?” 

The science of salesmanship was 
formulated by a Chicago man who at 
tended the University of Michigan 
with the fell purpose of becoming a 
lawyer, but who later refused and be 
came a traveling man—excuse us, a 
salesman. This man had not been sup 
plied by nature with a rich father, so 
that it became necessary for him to 
pay his way through college. In sell 
ing things he was unusually success- 
ful—so successful, in fact, that the 
company for which he worked made 
him sales manager after he graduated. 

This reformed lawyer not only could 
sell goods himself, but he possessed 
the teaching faculty—he could show 
others how. In the course of his study- 
ing for the training of his men it sud 
denly dawned upon him that; while 
there was a science of law, a science 
of medicine, a science of astronomy, a 
science of agriculture, there was no 
science of business. That made him 
sit up. “Can it be possible that no one 
has ever formulated a science of the 
salesmanship, the oldest profession iw 
the world?” he asked himself. And-he 
had to give himself the answer: “No 
one has.” 

He remembered with Herbert Spen- 
cer that science is nothing more or 
less than organized knowledge—class 
ified commonsense. “When you get 
all the facts pertainine to a_ certain 
subject and classify them. vou have a 
science,’ says Spencer. By _ classifv- 
ing all the facts nertaining to the pre- 
vention and cure of disease. the sci- 
ence of medicine was born. Bv utiliz- 
ine the facts known about the stars 
and other heavenly bodies. the science 
of astronomy grew out of astrolog, 
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By Thomas Dreier. 


It seemed rather queer to this Chicago 
man that business men had been con 
tent ail the years since the trading of 
the world began without making busi- 
ness a science. Business had been car- 
ried on in a haphazard way. It really 
was time for a new science to be born. 

All that had to be done was to class- 
iiy the facts—the fundamentals—per- 


taining to business. The questions to 
be asked at first were: “Why are 
some business men successful?” and, 


‘ys hy are some men failures?” 

\s a maker of a certain breakfast 
drink says, “There’s a reason.” 

The proposition of business build- 
ing had first all to be analyzed. 

What are the essentials in every 
transaction ? 

It was found that in every transac 
tion, no matter what it may be, ther 
can be but four factors. There must 
be a salesman, a customer, a thing to 
he sold, and, finally, the sale itself. 

Making Salesmanship a Science. 

It is self evident that to make a sci 
ence of business the only thing that 
needed to be done was to group all 
the facts pertaining to the salesman 
together, all the facts pertaining to 
the customer together, all the facts 
pertaining to goods together, and all 
the tacts about the sale itself together 

The first thing to do in making the 
salesman is to make the man right. 
“Make the man right and his work 
will take care of itself.” 

Why make the man right? 

Confidence is at the basis of all 
trade. To inspire confidence the sales 
man must have the power to persuade. 
} 


This power is born of the development 


of the positive facu:mes of body, mind 


and sensibilities. The man with this 
power highly developed has a strong 
personality. A strong personality is 


the result of two things, character 
and health. 

(Of course we all know that a sales 
man must have a strong body. Your 
weakling has no place o> the road. He 
must be ablé to endure the “slings and 
arrows of outrareous fortune’’—not 
to forget the cheap hotels and 
draughty railroad cars and rides ‘cross 
country in mid-winter. No confidence 
is inspired by the man who hobbles 
along on a cane, or is forced to offer 
to the world a face that bears upon it 
the stamp of some sickening disease 
\ salesman, then, must know how to 
take care of his body. He must un 
derstand how to keep the physical ma- 
chine running, just as Barney Oldfield 
must know how to keep in repair the 
engine of his racing automobile. 

Then comes character. To be a suc- 
cessful salesman one does not neces- 
sarily have to be superintendent of a 





The Science of Salesmanship 


Sunday school, nor does one have to 
be equipped with a regular sixteen 
candle power halo. But he has to be 
aman who can be _ trusted, who is 
square with himself and with the 
world, who is above petty deceptions, 
who tells the truth, who is a true, 
manly man—a man that a pure wom 
an instinctively trusts. 

[ reckon you will admit that | am 
right as far as I’ve gone. You will ad 
mit that both character and health can 
be developed, and I do not think you 
will want to shy a brick at me when 
I tell you that it is possible to develop 
both character and health scientifical 
ly. Preachers and writers of beautiful 
essays have been telling us all about 
the necessity of having character in 
order that we may enter into an ortho 
dox heaven when we die. But mighty 
few of them have been wise enough to 
be able to tell us in a scientific way 
how to develop the positive faculties 
and qualities of our body and mind in 
such a way as to inspire confidence 
which builds business—which _ gets 
trade and keeps it. 

Why of course it is possible to 
velop character and health. Those 
who disagree with me when I say 
both of these are absolutely essent 
tools in the equipment of the success- 
ful salesman will please take a drink 
of prussic acid. Great success is n 
for them. 

Next comes the customer. Wha 
must a salesman do to him? 

The customer must be read; he mus 
be classified; he must be card-indexe 
The salesman must be a reader of hu 


1 
I 


man nature Most of this knowledge 
he must, it is true, get from | 
every-day experience. But he can get 
the fundamentals from reading the 
proper literature, and he can get a 
system for card-indexing all men he 


meets just as the library bureau 
tell you how to tabulate statistics 
the most economical time-saving, 
money-saving manner. 

Of course we all know that the man 
who knows the most about the article 


to be sold, and who possesses the pow 
er of presenting his points in the most 
logical manner, is several laps ahead 
of the salesman who does not know 
as much about the article, or who does 


not possess the power of presentat 
Analyzing the Proposition. 

It follows then that the salesman 
must be able to analyze his proposi 
tion. He must be able to tear it to 
pieces and spread out all the selling 
points before him. Then he must be 
a master of synthesis and be able to 
construct these points into a_ selling 
talk. He must be able to pile up argu 
ment on top of argument until the cus 
tomer is brought into the fold. 

You will admit that it is possible to 


7 


learn to analyze one’s proposition, and 
[ also believe you will agree with me 


when | claim that it is possible to 
learn to construct a selling talk scien 
tifically }1uUSt aS 1t 1S possible to build 


fically. Many salesmen 


. : t+ 
scient 


put the roof on to their talk before 
they build a basement. 

To construct a selling talk it 
mighty certain that a scientific sales 
man must know logic, and that the 
best logician, other things being equal 
is the best salesman. The logician 
knows how t present his selling 
points in a logical manner. 

Pe know of men who have 


the happy faculty of talking a custom- 


er into agreeing to purchase and then 
just as delightfully talking him out of 
it agai Men of that kind do not 
now business psychology. 

What Psychology in business? 

lost assuredly! 

[he mind of the customer goes up 
four steps before a sale can be made 


1 


First the salesman must get attentior 
He ust sp 1 tl mind of the custom 
er of other thoughts. He must get 
him nk of nothing but the typ 
( the adding machine’ whi 
he salesman desires him to purchas¢ 
\ tent comes interest. | 
erest is arous only when the feel 
os e be¢ uk hed. It is just at 
é S isnt likely that 
! 11 se an article in whi 
e is interested, is it? 
But a man may be interested in ; 
Vv pe or an adding machine and 
still n purchas His desire must 
he Si He must desire to own 
ewri adding machine 
e salesman is se to victory when 
the customer desires the article. but 
+b 
ks im to have leart 
som ngs about scientific salesman 
S hey know when tl 
( TI claim that they 
not me into the world equipped v 
the knowledg necessary to inspir¢ 
nf e, rea their customer, a1 
( goods, construct a logi 
selling talk, or know the symptoms 
ittention, interest, desire and resolve 
b Some learned this in_ the 
school of experience, paying mighty 
high on, a spending many years 
sitting on the bench. Others admit 
that thev learned theirs in schools of 
salesmansl| ip. and that they havi 


1 


demonstrated in the field that the s 


ntif 1odern, up-to-date method 
beats the old way hands down, 
that man who refuses to investi 
gate ery YY tunitv of learnin 
e about salesmanship is afflict 

with that terri disease known as 
Knov tis that has_ killed 
more successes than the armies of thi 
‘ ave kills en 


of the Underwood 
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A Leader Who Leads 


(From the Underwood News.) 


There are two things that make for 


success in this world, determination 
and persistency. When these two es 
sential characteristics are allied to a 
splendid administrative ability, they 


a combination which is not only 
to defeat, but is simply irresist 

rl Chey sweep all before them, and 
though at times they may 
d hors de 
every 


orm 


7 
i 
hard 
nara 
} 


seem to be 


combat they rise su 


place 
4 ; 
anda iff Spit 


phantly pur 


victorious 


preme to obstacle, 
of everything they triun 
sue the even tenor of their 
progress. 

To evo 


lve a typewriter on a radically 


different principle to the universally 
adopted model, to present in fact a 
new solution to a difficult problem in 


7 


and to market 
for such a machine in spite of the most 
opposition, and in face of 


ions that the 


mechanics, establish a 


ormidabl 


one of the finest organizat 


ommercial world has ever produced 
was a task worthy the skill of a born 


strategist. Not only did the subject of 
our sketch succeed in doing this, but 
he has placed the machine of his adop 
tion on the highest peak of prosperity, 
and established its supremacy b« d 
question and bevond cavil as the 1 Ss 
advanced, most durable, and strongest 
typewriter on the world’s market, and 
} ae | : eer 

ne undoubted pioneer Of all tnat 1S 
: . ' 

best and most valuable in the type 


writer art 


John T. Underwood was no stranger 
to the needs of the commercial com 


munity on the typewriter question. He 
of the earliest 1 
4 


of typewriter ribbons, and the 


Was one oneers 


naking 


l’nderwood typewrite1 ribbons 
carbon paper were from the initiat 
stages of the earliest typewriter clos 
associated with it His pre 
vere alwavs renowne: ror the hign 
4 : ’ . 
and enduring quality of their 
facture The name | 
synonymous with the word “B 
1. ; ‘ . ' ‘ 
and this standard Mr nderwor 
ever maintained in everything 
whi h his nalne has beet assot 1i 
The question of visibility in 
+ : Se - 1 ; \ , 
writing always appeal o Mr 
* 1 » 
derwood, and when the Wagner invert 
on was shown to him, he was quick 


to grasp its advantages. Having pur 


chased ? he at once set bout eT 
fect it. so that it might wort to 
phold the high ideal wh he desire 
Costly experiments lead to greater de 
ypments, for neither time nor 

? 7 ? , 


money Was spared 


hine which was to blazon his 
hroughout the civilized globe, and 
nake Underwood the acme of p ss 

typewriter construction 
To organize the manufacturing ene 
Typewriter was in 


rantic work, but the marke 


if a gig 
rr 
biliti f John 7 


derwood were demonstrated equally 
effective in perfecting the huge selling 
organization of which he has. been and 
still is the supreme dictator. The 
strongest opposition seemed only to 
strengthen his grasp, and he gathered 
around him a force of clever mechanics 
and equally skillful salesmen and man- 
agers, who could not only meet their 
rivals in fair battle, but beat them at 
their own game. 


Determination to succeed, and per- 
sistency to conquer against all odds 
have enabled Mr. Underwood to 
achieve a noble and enduring victory 
where defeat and acrimony would 
have been the natural reward of a less 
strenuous character. To-day he heads 
an organization second to none in ad- 
ministrative ability, and in power to 
achieve, and effect sales. The factory 
of the Underwood at Hartford is a 
model for all time and all people, its 
magnificent proportions, its wondrous 
automatic machinery, its painstaking 
care for the welfare of its operatives, 
the unrivaled esprit de corps which ex- 
ists throughout every department and 
office of the Underwood organization, 
all speak far more eloquently than 
words of the rare spirit, unbounded en- 
thusiasm, prime good will, and fine 
thoughtfulness of the president of the 
company. To his initiative, democracy 
and genial bonhomie are due that spirit 
of emulation, camaraderie, and general 
good fellowship, which exist to such a 
marked degree throughout the Under- 
wood organization. Each employe 
feels and knows that in John T. Under- 
wood he has a friend who takes a live- 
ly interest in his welrare and progress, 
who is keenly alive to every move and 
action which will tend to improve the 
positions of his employes, and raise the 
Underwood Typewriter to a still high- 
er plane of usefulness and value. 





HENRY L. WAGNER PASSED AWAY. 


H. L. Wagner, head of the inventing de- 
partment of the Underwood Typewriter 
Company of New York, died at his home, 
36 Rich avenue, Mount Vernon, N. Y., on 
\ugust 14th, in his thirty-ninth year. He 
is survived by his wife and three children. 
He was the oldest son of the late F. X. 
Wagner of New York, who was the inven-.- 
tor of the typewriter. He was born in 
New York and received his early educa- 
tion in the public schools in New York. 
He later took a course in Cooper Union, 
which institution he was graduated 
honors. He then entered the invent- 
ing department of the Underwood Com- 
pany and showed such ability there that at 
his father’s death he was placed in charge. 
Mr. Wagner was an inventor, as well as 
his father, and made a number of improve- 
ments on the typewriter which are now in 
He was taken sick more than a year 


from 
with 


use 


avo 

















E the readers of “Office Appliances” 

—our encyclopedia and bible for 

things pertaining to the field of of- 
fice specialties, manufacturing, buying and 
selling—look forward each month with 
great expectations to the very interesting, 
inspiring, newsy, educative contents of 
every issue, and even including the many 
advertisements that show us “who’s who” 
and “what's what” and have their lessons to 
impart to us. When we read of the inven- 
tion and exploitation of new devices, the 
brains required to invent and the brains re- 
quired to market successfully an invention; 
when we read the descriptions, of manufac- 
turers and manufacturing plants, of estab- 
lished office specialty concerns; read of the 
many phases of obstacles that had to be 
overcome to attain success, and then read 
of the success many are now enjoying, 
we feel that nothing seems impossible when 
we possess courage, persistance, persever- 
ance, thoroughness and honesty of purpose. 
It makes one desire “to do things,” to im- 
prove present position, or to be original 
and start something new—to add one more 
cycle to the wheel of business. 

When we read the articles on salesman- 
ship with the right spirit, they inculcate in 
us a feeling not only to go and do likewise 
but to do better, to improve on _ those 
thoughts and experiences. When we note 
the list of new patents granted, we are 
forcibly reminded of the fact that the world 
possesses more brains today than ever, that 
they are at work, they suggest unthought-of 
necessities in the commercial world, remind 
us that not all necessities are yet invented, 
that there’s always room for one more, that 
it makes room for more employes, room for 
more ambitions to attain success. We look 
over the news of transfers and advance- 
ments of men, and it shows us a lesson that 
the capable man is always worthy of his 
hire and will advance according to ability 
and service rendered. It inspires one also 
to work for promotion in the roll of honor. 

And, so one might go on through the 
various departments of “Office Appliances,” 
each one teaching us lessons if we will but 
be broad-minded enough to see them. There 
is no business publication that exemplifies 
more the well known phase “Do it now.” 
When one tries to get the most value out 
of each isse, various suggestions and re- 
minders will follow to make us better men 
and women in our daily lines, business and 
otherwise, to think of, and practice more, 
the golden ‘rule. It causes one to read 
magazines based on high ideas, and to buy 
and devour such books as “Men who sell 
things,” “From Poverty to Power,” “As a 
Man Thinketh,” “Auto-Suggestion,” “Every 
Man a King,” “In Tune with the Infinite,” 
“Paths to Power,” “Character Studies,” and 
ad infinitum. 

Put Sentiment Into Business. 


I am senimental. I admit it. I have 
been accused of it by many—friends and 
otherwise. I am proud of the accusation 
Take sentiment out of business, and I no 
longer desire to be a business man. I have 
no time for cold-blooded human business 
monsters. Without at least some senti 


ment, some evils are fostered, and business 
is robbed of pleasure and good-will. When 
sentiment is eradicated from the social 
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Being Just a Business Inspiration. 


By Ulysses Grant Case. 


sphere of life | want to be transplanted to 
Mars. My best successes have come through 
such high ideals as are preached through 
“Office Appliances” and such books as 
above mentioned—they include sentiment. 
The “Office Appliances” inculcates right 
sentiment under different names, if one can 
but see it. 

I have read the several last issues on my 
back porch. When through reading I have 
been sentimentalizing, thinking and looking 
across the broad expanse of terra-firma and 
the beautiful heavens that suggest things 


plus. I read again and fell asleep and 
dreamed I saw the world as it would be if 
the proper ideals were all caried out. I 


saw a scene that far surpasses the most 
beautiful vista ever pictured by camera and 
pen. This on the “back porch” with sur- 
roundings and a view that make one feel 
that this is a pretty good sort of a world 
after all to live in. I saw nature as it is 
and how men have developed artificial 
things—a glorious combination—no garden 
of Eden but the world as it could be, and as 
it should be. 

To describe this beautiful dream would 
be dwelling in apparent impossibilities, un- 
less the Millennium will some day be a 
myth no longer. Of late years I have made 
strenuous efforts to improve myself in many 
ways, to be broad-minded, liberal and char- 
itable in all things; to look at the seething 
mass of humanity with kindly eyes and 
charitable feeling; to look at all things 
optimistically, seeking good and avoiding 
bad; to examine the Creator’s wonderful 
handiwork, and man’s great development of 
that which is artificial The reading of 
books on high ideals, and of magazines 
preaching such ideals, has been sponsor for 
this change—thanks to the authors. This 
brings pleasure, better living—yes, it brings 
happiness, and what is life worth without 
happiness? Without it, it means living in 
a pit fathoms deep. Is this sentiment—no, 
it is a better communion with nature and 
its laws. We pay too little attention to 
nature. Every natural thing one sees can 
teach something—some lesson. Too much 
of the beauty of nature is missed. Com- 
mune more with nature for a month and 
then note the development of your soul 


Be Natural in Business. 

We are too artificial—too much like the 
wooden Indian gracing the tobacco shop of 
old. We miss too much of the real fruits of 
life—perhaps, not purposely but negligent 
ly. When I walk through force, or for 
pleasure, or recreation, [I am now teaching 
myself to observe and think, and to do so 
more and more minutely of things in view, 
even to stop and to examine. That de- 
velops inquisitiveness. I remember one of 
my boyhood teachers once lectured on “in- 
quisitiveness” and he remarked that the 
world owed more to that word than to any 
other in the dictionary, and that we could 
spare it less than any other word. This 
means the proper inquisitiveness—not news 





for gossip! 
Man requires recreation for mind and 
body Neglect of the proper kind ruins 


A “Back Porch Talk.”’ 


soul and body There are many forms of 
recreation, some good, others utterly worth- 
less. Many too often do not recreate nor 
re-create but destroy. As one means, try 
sometime walking with chest to the front, 
head erect, at a gait that gives physical ex- 
ercise to the body; breathe properly the 
fresh, pure ozone and give the lungs and 
other internals some benefit, and have your 
¢yes and mind commune with nature For- 
get, business, worries, all ills, and think 
purely. Imagine the world is yours with 
all its richness in nature, and that you are 
its debtor, and not that it owes you a living 
See what the result will be. It will be 
your greatest surprise, and benefactor—you 
will be enriched beyond possible dreams be- 


cause it will be stern reality. I have seen 
considerable of this world—and I do see 
things. I speak and write of travels 


Friends cannot understand it—they wonder 
and inquire. Why is it—because I observe, 
I “see things,” and the pleasures and ben 
efits—well, I will not enumerate here 

A few days ago I made a trip across the 
great Lake Michigan for recreation, and to 
see and learn—to throw off everything that 
could possibly annoy me—only to see new 
things. I am now soliloquizing on my 
“back porch” on thoughts 
through this communion with nature and 
artificial things 


suggested 


An enjoyable dinner through the hands of 
my life partner—man’s greatest blessing 
next to perfect health—and her society, the 
little ones playing innocently, a porch with 
boxes of flowers on the railing, a comfcrt 
able chair, and a beautiful evening, makes 
me in good spirits, gives me a wish to be 
able materially to benefit mankind, with no 
grudge to any one, at peace with the world, 
in short—“In tune with the [nfinite.” Get 
that book, bearing this title, by Ralph Wal- 
do Trine Get it quick, the quicker the 
better—read and absorb it. Here I am in 
communion with nature as I saw it on that 
trip. and as I see it looking over the scene 
of trees and shrubbery, a peaceful home 
here and there, and looking over the heav 
ens, and wishing I was an astronomer for 
a few hours 

The sun is setting in the west—and it is 
a most beautiful scene The sky is per 
fectly clear, and from the horizon come 
streams of gold in sheets, almost like an 
aurora borealis as I have seen it in the 
northern Atlantic. and particularly within 
a few hundred miles of Labrador I have 
never seen one more beautiful—probably 
partly because certain books teach me to 


see things rightly. See that sun, the cen 
ter of the solar system, all powerful and 
never ceasing doing its work. Take a les 
son from it to secure that power that leads 
to all that is good and holy. Power in your 
position that succeeds honestly—in every 
wav legitimately. Power that to help your 
self you are also heloine others Develop 


the right power that builds up and does not 
pull down As it gives warmth to mankind. 
have a warm spot in your heart for friend 
and foe—bar no one As it gives sunshine 
to all mankind in its turn, radiate sunshine 
continuously in your work, socially—every 
where The pity is, we do not radiate 
enough of it 


(Continued in October number 
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Development in Shorthand 


ilue of shorthand is coming t pg ee P bare ieee tions. Shorthand is now considered very 

be more and more generally recog oP pre: se . e . ix Be pa ; mye necessary as a step to the position of cor- 

ized. according to those who ar es og y “yg: ro with ~“ he tt Br respondent and secretary, fields of employ- 

familiar with the situation, and shorthand W 4 1 . . rf x a srs -” a aeraey? ment that are most inviting to properly 
is now being learned by many business and er es he ' Handing oF ba responce! xg: hi qualified men and women. : 

professional men as a convenience in theit sp ie a gees? ~ ef ett " Th “It can be said that shorthand is used by 

daily tions «nantes ind us anne cachataciell tia: ile all classes in a more general way as a 

: ie Pek 5 ee eee eee means of support than ever before, showing 

stat “th de. ig as oe att sonigg | stenographic work takt high rating its value as a means of obtaining a liveli- 

gare gs Dy cocnedierdiaagys poste ty * mong commercial employes, imasmuch 25 hood. The value of shorthand is not alone 

= Magen, sorhigape Pen soo. ins ., brain matter of the heads jn jts practical application to business Ife. 

vear il new fields d with the typew f departments and executive offices of a 


& ne but accompanying its study is a fine mental 
e001 : mes t stenographer Stenog reat concerns he confidential characte a : " 
. refi a cern r inde discipline. The work is of an intellectual 


om on t pen ag sd ey ate é' be uch of the eto : it aes . na order, requiring the exercise of a good 
Peed eo — G msures CxCEHC! CIpaRSt ae «5O mind. Business and professional men find 
— * ena those possessing the rar ty ' shorthand study mentally interesting, as 
Shorthand as a means of a livelihood f enct well as most useful in daily life. 
y and ing women has gr The most capable business men and law “IT recommend shorthand to young men 
industrial life and 1s now regat ers, men of judgment, exacting interest and young women without reservation, but 
best step to be taken in procurn nd large affairs, confide theit rrespond they should equip themselves adequately 
position in tl business world,” sat nce to the stenographer, wl turn must before attempting to take salaried positions. 
Chat R. Barrett, head of the Barrett omprehend its meaning regard thi Many young girls, for instance, are trying 
[Institut nfidential character of it to qualify for stenographic positions who, 
“ t that m one to a hundre [he comprehension of matter dict ; by age and education, are wholly incapable 
ste! phers ar mployed in every know necessarv to a good and correct transcript and should not be in the stenographic mar- 
busines fice proof of the fact that he need of better English educat by ket. They have the old idea that all they 
shorthand 1s dern and lasting utility the verage stenographer 1 es it ' need to know is a little about shorthand 
affording employment to an army of young rettable fact that many at xpecting t and typewriting, but they are entirely mis- 
me! 1 womel 1 ill civilized countries enter the stenographic market who ‘ taken 
The det nd to-day 1s greatly in excess not ympleted the grade work in our publi “It is 2 pity that this army of incompe- 
the supply of tl ualified to do ste schools. This deficiency i1 veneral educa tents is continually seeking stenographic 
graphic work tion at once shows in the stenographic abi positions and preying upon the patience of 
“A articular tage of a knowled ty of ti pplicant for mmercial pos business men.” 
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{| Logic in Advertising | 





A Discussion of Its Preparation and . ; 
ference that should be observed in the 





i 

1 HE study of the preparation of ad- Value 

} vertising copy, as well as the study pies, s writing of advertising designed to con- 
i of its operation upon the subject, By Harry C. Tuttle. summate the sale, and that designed 
1} the reader, is distinctly a psychologica! = aa tA to get the inquiry, or to get interest of 
il Getbasees tn the unraveling of the at- ,,1{thearticle or proposition be an ab- for, F'inctante the argument is com: 
it! iris er umstiagg erect Ose, such ao advertising oF in- 1” 11. whole case is laid before the 
iH OP et lire ie wntal surance, it becomes more difficult for Fo. ha tate Miedk “ube te 
NM and, secon ¢ to direct t le )=«6©menta the novice to analyze, but if it be a jury—in the latter lere shoul r€ 
Ah processes in the mind of the “pros-  inachine it lends interest and more dis- PUPOSely a tendency to develop curi- 
1 pect” respecting these attributes. sectible material to the operation osity or interest, which shall not be 
i advertising copy can be © sufficiently conclusive to arrive at a 


Logical ae ON 
In addition to this analysis of the decision to buy, or not to buy. 








very simply defined as copy which fol- 
lows the scientifically correct, and 
therefore “natural” order of thinking, 
when the mind travels from correct 
premises to correct conclusions. 

Logical arguments are strongest and 
most effective, because they follow 
naturally and consecutively, without 
hitch or fault to the inevitable conclu- 
sion. 

Logical copy is absolutely essential 
in appealing to the educated classes, 
and not less valuable in appealing to 
the most untutored minds, since the 
latter are as quick to perceive the clear- 
ness and soundness of the arguments, 
though not understanding the principle 
of its construction. 

With the force and lucidity of logi- 
cal copy comes the sound conviction 
which precedes the inquiry or the sale. 
It is the personality of the printed 
word, in that it convinces by the sum 
total of its character and credibility. 


How Attained. 

Logical copy is necessarily the prod- 
uct of analysis of the proposition or 
article which is advertised. The analy- 
sis should be complete, whether all, or 
but a small part of the material be 
used. The. following brief skeleton 
analysis is not a complete, but merely 
a suggestive outline of what informa- 
tron should be sought. 
PROPOSITION: 

Utility: 

Relative necessity. 
Economy. 
Convenience. 

Construction: 

Simplicity. 
Durability. 
Material. 

Relative perfection. 

Competition: 

As to utility. 
As to construction. 
As to price. 

Price: 

Relative to usefulness. 
Relative to profit. 

By following some such system of 
analysis in studying the proposition or 
article it is possible to obtain a com: 
plete knowledge of its salability. In 
fact it is surprising how many valuable 
points can otherwise be overlooked, 
and are overlooked by advertising men 
and salesmen, by reason of deficient 
analysis of the proposition. 


proposition, there should be an analy- 
sis of the field. This to consist of an 
effort to arrive at knowledge of, first: 
number and class of possible pur- 
chasers; second: the mental attitude 
and environment of these possible pur- 
chasers. Having considered this in 
conjunction with the salient features of 
the proposition, it is a matter of judg- 
ment to select the points best adapted 
to emphasis in the argument, and the 
points best left untouched. 
Value Incontrovertible. 

the purpose of getting attention. The 
succeeding three factors in getting re- 
sults, i. e., interest, desire to possess, 
and decision to buy, are necessarily at- 
tainable, only upon presentation of 
some consistent and sound argument 
showing why the prospect should buy. 
It is here that the second phase of the 
psychology of advertising comes in. 
Realizing that the prospects’ mind 
must pass through certain phases in 
arriving at a final conclusion, the mod- 
ern ad writer seeks to comprehend 
these processes and supply the neces- 
sary stimulus to attain his own ends. 

The mental processes on the part of 
the prospect in advertising are identi- 
cal with those in salesmanship, i. e., 
attention, interest, desire to possess 
and decision to buy. 

It is evident that advertising strong 
enough to induce a desire to possess, 
and decision to buy, could not be other 
than argumentative copy. 

This argumentative copy should be 
succinct, clear and explicit. There 
should be no waste verbiage, no minor 
points dwelt upon, but the most salient 
points of the proposition should stand 
out with the distinctness of a black 
spot against a white background. 

For Inquiry or Sale. 

Where the ad is designed to carry 
the prospect to the point of inquiry 
and not to the point of sale, there 
should be left in the mind of the reader 
a desire for further information, for 
confirmation of facts, actual evidence, 
etc. In short a working up to a point 
of contact, whereby the préospect asks 
for information by letter or personal in- 
quiry by reason of a desire to satisfy 
this mental void, as it were, created by 
the advertisement. 

By this I mean to point out the dif- 


There is the same difference to be 
observed here that would be paralleled 
by the case of a salesman urging a cus- 
tomer to decide to buy, before demon- 
strating the machine to him. 

Considering how little thought is 
given to analysis it is surprising that 
there is as much logic displayed in ad 
copy as there is. In fact doubtless 
many ad writers who have given little 
thought to processes involved, have 
prepared fairly strong logical copy. 
Some of the latter would probably not 
be particularly interested in the whys 
and wherefores of producing argumen- 
tative copy, yet they just as surely are 
unconsciously seeking after the best 
points of the proposition, and stating 
them as forcibly as they can. 

It is introvertible that the best re- 
sults are attained in the writing of 
logical copy, when thoroughness shall 
mark the analysis of the proposition, 
and the co-ordination and correlation 
of the points thus revealed. In time 
the absence of this will even more 
sharply mark the line between the 
mediocre and the best argumentative 
copy. 

Mediocre copy is often characterized 
by glittering generalities, flamboyant 
assertions, etc. This is due to the ab- 
sence of knowledge of the strong 
points of the proposition, as well as a 
lack of appreciation of the fact that 
public confidence is not to be won by 
exaggerated statements. 

Given a proper knowledge of the 
strong points of a proposition, and 
every salable proposition has them, 
and there is no lack of material for 
sound logical copy. This emphasizes 
again the point I would make, i. e., 
the highest type of copy, is only to be 
secured by analyzing the proposition 
from all possible standpoints; picking 
it to pieces, and looking it through the 
eyes of others, as well as your own 
eyes, and then hammering this raw 
product into copy. oe 

This is what competition forces peo- 
ple to do—this is what initiative of the 
scientific ad writer will cause him fo 
do at the outset—in the pursuit of ef- 
fective argumentative copy. Copy that 
persuades and consequently sells. 

This is logic in advertising copy. 






























= Typewriter 
THIS BEATS~A Bf pairmen as a rul 
ere —" VV) have nothing 
A. HOLLOW else to do but 
obey instru 
— 
’ tions, since 
f work is” speci 
A ind detailed 
~S Given a ma 
| A? to repair th 
V/ isually proceed 
La t<}to the job, witl 
t thoug but that of doing the 
WOT 
It s during the year 1900 out in K 
sas City, during e time that “Bill” Fi 
stea the firm of Ames & Filstead, was 
re] in in the office of the Kansas ( 
[yp iter Exchange Now, every typ 
\ n in t United States know 
Bi Filstead; d they call him Bill 
We ne day Filstead was hard at work 
n d Yost 1 hine, with little success 
t was miserable job and “Bill” was saying 
things under the seal of his lips and squirn 
ng d tting in many ways. Manager 
Maye f the exchange sauntered in and 
isk« stead w he was getting along 
“N getting yng at all,” came the re- 
ply [his old thing is no good” and wit! 
that “B gave it a jerk that nearly t 
It ap 
rt} w it out the window, ‘Bill,’” M 
- 
What's tha ueried Filstead. 
Throw it out the window, I say,” ag 
spal he manag 
St I'll do t too. Here goes,” said 
Iyl< 
VW one n ement of those powerfu 
ms the Yost nt skying out the window 
ind 1 the alley It struck with an awful 
thue [The force was so terrific that the 
p separated themselves and away they 
we To-day one can go up and down that 
ld y back of the old office on Nintl 
street and pick up little parts of that old 
Yos 
.¢ stead always obeys instructions 


Ry hert 


Finds Joke a Boomerang. 
experiment n 


Machine (¢ 


Brockman, an 
Burroughs Adding 


xper recently which he will 
not get f sometime. Brockman took 
the ternoon boat to Bois Blanc from De 
He id just boarded the boat to come 
hack to the city when a young man walke 
Ip him and, putting out his hand, said 
Mr. | enburg, how are jy 
Haven't seen y t long time.” 
Now Brockm thought he would hav: 
some n with t stranger, so he grabbed 
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h- 
his hand and giving iit good shak said 
t “he was feeling fine, thank you 

The young man disappeared in the crowd 
n the boat and Brockman was surprised a 

rt time afterward to see him come up 
vith two officers fram Detroit, closely fol 

wed by half a dozen other people who all 
cried in the same breath that the long-miss 
ing “Count” Maximilian Rautenburg was 
found [To say that he was surprised when 
the officers told him that he would have t 

msider himself under arrest would ex 
pressing it mildly 

When the city was reached Brockman, 
walking between Lieut. Jacques the 
Trumbull avenue police station, and Patrol 
nan Rogers, was taken to police headquat 
ters, closely followed by Andrew W jiack, 
who discovered him, and several others in 
terested in the outcome of the affair 

When the detectives’ office at the polic« 
station was reached Wojiack said 

‘Say, here’s Rautenbureg You know 
him: he’s the man who beat the Polis! pe 
ple out of their money by selling them 
bogus tickets to the old country Sure, 
that’s him. Didn't I live across the street 
from his office and see him every day 

Brockman by this time was shivering in 
his shoes. He was taken inside and ques 
tioned He told the officers his business 
and said that he lived at 319 Cass avenue 
and vave the mm te le phe ne nul be rs ot friends 
who would identify hin His references 
were called, and atter some little dé ay he 
was released 

Wojiack and his friends left the station 
still unconvinced 

Caught Unawares. 

On the morning of Saturday, Aug Ist 
Mr Cc \ Forster. yreneral sales n nage! 
f the Burroughs Adding Machine Co., took 
idvantage of his presence in Mr. Peter's of 
ce in New York to call in all of the New 
York salesmen, and give them a short talk 
on the “trials quota” proposition All were 
very much interested, especially, Mr. Peters, 
who did not for a moment expect a “plant 
Mr Forster closed his talk by mak 
ng appropriate reference to the establish- 
ment of the up state offices as agencies, and 
then. as a climax, brought forth trom a 
by hiding place a handsome silver lov 
ing cup bearing the inscription “To Mr 
Heber C. Peters, from his up state beys, J 
C. Carter, B. J. Erb, H. E. Sunderland, R 
I. Lozon, A. G. Wadsworth.” 

Mr. Peters was caught absolut: un 
ires, but finally succeeded in making 
speech of acknowledgment to Mr. | ster 
s the representative of the donors, f WwW 
ing this bv sending to them letters vhich 
they have no doubt pl in? their 
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prized possessions, even'as Mr. Peters has 
placed the cup in a.position of greatest 
honor in his home at Caryl. 


Where Brawn Excelled. 

Nyy pig In debating so- 
cieties there is 
supposed to be a 
hot ‘ contest  al- 
ways with brains 
or things of a 
mental nature. It 
is not often that 
the dabaters mix 
it up after they 
have indulged in 


BRAIN V5. BRAWN 








m-Ja wordy combat. 





jut there is an exception to this. 

Fletcher B. Gibbs is the authority for 
the fact, since he mentioned it in his ad- 
dress before the Boston convention of sta- 
tioners on “Should the Manufacturer Sell 
the Consumer.” The story has reference 
to Lou Hawkes, of Hawkes-Jackson Com- 
pany. Mr. Hawkes was a member of a 
prominent debating society when a boy and 
always took a conspicuous part in the pro- 
ceedings. On the night when the incident 
occurred the subject up for discussion was, 
“Should We Woo Success with Brains or 
Brawn?” He took the side of “Brains” 
and had it all his own way, with the re- 
sult that in the mind of Mr. Hawkes the 
question was settled—in the hall. But 
when the discussion was finished in the 
hall it was resumed outside with terrific 
force. 

This time it was “Brains” against 
‘Brawn.” Mr. Hawkes still had the side 
of “Brains” but it did not count so much 
outside as inside. 

“Brawn” had it all his own way but Mr. 
Hawkes says the question is still unset- 
tled 





THE MUSIC TYPEWRITER. 

A notable musical invention, known as 
the “musical typewriter,” and called the 
kromarograph, has been invented by Lor- 
enz Krowar, of Vienna. With the aid of 
this instrument the composer may produce 
a type-written scroll without the trouble of 
making the characters by hand. All that he 
has to do is to place himself at the piano 
and give free play to his creative fancies. 
Every stroke upon the key is registered in 
regular musical characters upon a paper 
scroll wound upon a drum: The machine 
operates through a system of electric con- 
tacts with piano keys. The registering ap- 
paratus, which resembles the ordinary type- 
writer in size, may, in order to remove dis- 
cordant sounds, be placed at a distance from 
the piano—even in an adjoining room. 
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No. 895,852, a Changeable Type for Typewriters, Patented August 11, by G. Marcis; No. 895,974, An Indexing Sy-te 
Patented August 11, by S. B. Darling ; 895,792, An Ink-Well, Patented August 11, by John Roth. 
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Recent Patents 


895,664—Computing and _ recording i 
Copies iny one of these patents ¢ hine William H. McFarland, East Orang 
ned by mailing 10 cents in stamps t NT 1 
; & Siggers, patent lawyers, suite 33 it aed : 
188 . riage ss W: ‘ D 8$95.671—Ribbon throw inisn 
N { yu ng ashington ( ; - 
2 ey eth hoe tvpewriting machines Ch s Oliver, ¢ 
‘ Ofc ppliances 
1 re \pp 1ne¢ aig * P O . Typ. wy 
894, 2908 Typewriter cabinet Lwel ‘ ( - porati: 
B. W Poy ff, M 
ROA 44 { iting achin¢ Ceorget 295 678 Adding n . k R 
S < ster, N. \ issignor, by dire 4 Ohi 
ssignments, of three-fourths t Of 761 
7 5 , 4"S 1) | ‘ 
ut] I \\ rren B Hut , , , : 
a " 4 : | \ vy, East O v 
v. ¥ ; ’ 
, 895,720—Typewriting ma i t 
204 368 h.« go | rider H "> x7 1 ‘ 
3 \ Hriggs, Yew Y ork, ‘ \ 
( t \ \ . 
, , 895.745—Scale or indicator strip tor typé 
894,44> Pocket neil and pen . a <2 
‘ r) 1 Ml vrite! rriages Ricord Gradw _hicag 
Riudolr ( NK ruse | Pyuiuth, inn . 1 
Beat, _ assignor to the Oliver Typewriter Con 
( "7 ler | ] ] 
NOd | ae 1 elope Tohi ; | alia } ennratian af 
894.4) pany, Chicago, Ill, a corporation of*! 
B 
894.827 Stencil ting apparatus 1) 295.792 Inkwell ™ > Rot] \ 
1 Tot m Hale, England lomestead. Pa 
894,949—Cast adding machin 895.807—Typewriting machin Chas 
stand ustin Hendricks, Grand Rapi Smith, New York, N. Y., assignor to | 
M lypewriter Company, Jersey City, N. J 
894.982 Printing mechanism bor s! rporation ot New Jersey 
s k es Arthur J. Pos 895,891—Printing point indicator tor typé 
S | assignor to ¢t iters Gustaf Persson, Woodstock, |! 
\< r ( Rew! tet Syndicate, Lin ited ssignor to the Oliver Type writer (Con 
] I nd . 17 . . 
giand pany, Chicago, Ill., a corporation of [Illinois 
R05 1) ( mbi ncil holder 395.912 [ypewriting machine Chas | 
» pé . i Hopkins, Philads mlinson, Syracuse, N. Y., assign t 
» J ‘ lopkins, executrix lexander R. Brown, Syracuse, N. ¥ 
said | d | tH deceased 895. 960—Cash registe! Thos Carney 
- >4 m 1.1 Gt : ‘tland 1 } 
ROS 32 bookkeeping é Courtland ) ton Ohio. assignor by mesne assig! 
Leer, Paris, Ky ments to the National Cash Register Cor 
895.053 Ouick pe re envelope Waltor pany Davton. Ohio, a corporation of Ohio 
D. Sn Prophetstown, IIL, assignor 895,974—I ndexing systen Samuel B 
one-third to Fred \dams and one-thit Darling. Somerville. Mass 
to John A. Firman, Prophetstown, Ill 95,996—Typewriting machine. Jacob Fi 


895,088—Typewriting machine Johanne bel. New York, N. Y., assignor to Union 


Hinklein, Frankfort-on-the-Main, Germ ypewriter Company, Jersey City, N. J 
895,097— Erasing trument. Ignatius Lu ‘orporation of New Jersey 
s, Passaic, N. J $96,028—Desk. Harry M. Leese, Was! 
895,188—Lead per harpener Arthur ington, D. C 
W. Muse r, Cincinnati, O 896, ORE Fountain pen Joseph G. Cofh 
895,238—Typewriting machine Chester Worcester, Mass., assignor of one-half t 
W. B Jackson, Mich., assignor t Wellington P. Kidder, Boston, Mass 
Wyckoff, Seamans & Benedict, Ilion, N. Y 896,096—Typewriting machine. Jacob Fel 
corporation of New York bel, New York, N. Y., assignor to U 
895,267—W riting hine Edward Bb lypewriter Company, Jersey City, N. J., 
less, N York, N. Y., assignor to Roya corporation of New Jersey 
Typewriter Company Hoboken, N _v " 896.115 Stamp holdet Otto ] Jaeger 
poration of New Jersey ond du Lac, Wis 
895,268 evice lifting document 896,193—Reservoir pet He S Bal 
ott S kind Alfred Heyd: Wilkinsburg. Pa 
mann, Frankfort-on-the-Main, Germany 896.283—-T ypewrite1 ~— er Dy 
895 ,30I Pocket k book Krank ‘ n. N. ¥ j 
Rhodes, New York, N. ¥ 896,486—-Filing cabinet, Edward D. Traut 
895,324 Pape r an etter holder. Adell in and George Jacobs, Alliance, Ohi 
D. Albrecl Greenvil Il] 896.490—Stencil printing machin ® 
895,463 untail William A. Hous W. Von Behren, Evansville, Ind 
in. Tracy. Minn 896,502—Typewriting machine Clio B 
895,464—Ink stand. Jas. W. Jacobs, Gri Yaw, Arlington, N. J., ‘ tinggi ve Wyckoft 
Tp 2 es ; Seamans & Benedict, I[lior i a 
ion cami poration of New York 
895,511—Pen pencil point protect 806.539—Writing machine a 
Herbert M. Sturgis, Kansas City, Mo., as- j42<.° New York, N. Y., assignor to Roya 
signor t \aron Livingston, Kansas City, rypewriter Company, Hoboken, N. J 
Mi p t New Jersey 
895,52 Adding tabulator Charles P 206.576 Pen Georg Rentz. We 
Wetmore, Chicago, IIl., assignor to Comp Mint 
graph Company, Chicago Ill., a corpora 206 605—Chalk eraser holdet Francis ( 
i 2 \ s, Ogden, Utal Sssig ( | t 
895,652—Changeable type for typewriters to F. L. Woods, one-eighth to C. H. H 
Gabriel M s. St. P burg, Russia nd one-t lftl D O. Mcl 


7 

896,664—Typewriter table and desk. 
George A. Rausch, Jr., Marysville, Ohio, as- 
Barney, Groton, N. Y., assignor by direct 
signor to the Marysville Cabinet Company, 
Marysville, Ohio. : 

896,680—Typewriting machine. Edwin E. 
nd mesne assignments to Union Typewrit- 
er Company, a corporation of New Jersey. 





INDIAN PATENTS. 

The recent report of the Government on 
the Patent Office at Calcutta states that 
there were 615 applications made during 
1907 for leave to file specifications, and that 
508 specifications were filed. The range of 
inventions for which protection is sought 
is very wide. 

One or two applications deserve particu- 
lar notice. One specially mentioned is that 
of an inventor, who, in spite of apparently 
insuperable difficulties, both theoretical and 
practical, has attempted to produce a legible 
record of speech by a combination of tele- 
phone and typewriter, with electric select- 
ing mechanism for the various elementary 
sounds, but he has been unable to complete 
his application. Drinking tumblers made of 
ice, a motor car driven by hand power, and 
the usual perpetual motion are other pro- 
posals of varying interest. 

The amendment of the Indian Patents 
act so as to bring the system of protecting 
inventions and designs more into line with 
the practice in England is in hand, and a 
draft bill is under preparation. The bill will 
shortly be ready for examination, and when 
the necessary sanction has been obtained it 
will be submitted for the criticism of the 
manufacturing public. 





PHONOGRAPHY CANNOT BE IM- 
PROVED. 

Senn Pitman, the grand old man of the 
world of stenography, in his eighty-seventh 
year, was a delegate to the tenth annual 
convention of International Shorthand Re- 
porters’ Association at Milwaukee last 
month. Discussing the evolution of short- 
hand, Mr. Pitman said: 

“Phonography in use at the present time 
by stenographers the world over has been 
the result of careful research and experi- 
ment. The process of evolution has con- 
tinued for fifty years. Stenography dates 
from the old Taylor system in use in Eliza- 
beth’s time. Present day phonography was 
invented and perfected by my brother, Sir 
Isaac Pitman, who was knighted by Queen 
Victoria for his work. The result of his 
research was phonography based on a 
philosophic alphabet. My brother had fig- 
ured that the twenty-six letters of the Eng- 
lish alphabet were used in 650 different ways 
and forty different English sounds were 
spelled in 615 different ways. His system of 
phonography gave us forty different char- 
icters to be written to represent sounds. 

“Over twenty years have been necessary 
for the system to develop. I believe that it 
is quite impossible to improve on present 
phonography. With the old Taylor system 
Charles Dickens wrote 130 words a minute. 
[o-day it is possible to write 250 words in 
the same time. 

“My brother did not care for the glory 
which his work brought him. I took care 
of publishing of his books. He published 


several hundred.” 
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The International Typewriter Contest 


T NDER the conditions of the last in 


ternational typewriting contest for 
speed and accuracy, held at Madi 
son Square Garden, New York City, dur 
ing the week of the National Business 
Show in October, 1907, the $1,000 cham 


pionship trophy will be handed over to “Of 
fice Appliances,” and put up once more for 


competition. As will be seen by the condi 


tions of the contest last year, the silver 
trophy is a perpetual prize, and will carry 
with it from year to year the typewriting 
championship of the world for speed and 


accuracy. 

Miss Rose L. Fritz of Brooklyn has held 
it for the past year, took a 
trip to Europe no one there dared to chal 
lenge her supremacy 


and though she 


By an arrangement with the management 
of the Business Show, Mr. Cochrane has 
kindly placed at the disposal of “Office Ap 


pliances” the concert hall at Madison 
Square Garden on the occasion of the 1908 
Provided sufficient entries forth 


for 


are 
mitest 


show 
coming it is proposed to hold a ec 
speed and accuracy and the world’s trophy 
on Tuesday and Thursday evenings, Octo 
ber 20th and 22d 

The Preliminary Event will be held on 
Tuesday evening, October 20th, at 8 o'clock 
Che first ten with the rec 
ords from the preliminary will be entitled to 
for the final event and the cham 
Thursday, the 22d Phe 
of 15 min 


operators best 
compete 
pionship cup on 
Preliminary Event 


will consist 


utes’ writing from manuscript, plain copy 
An operator not making the _ necessary 
points in the Preliminary will not be per 


mitted to enter the final contest 
The Final Event will take place on Thurs 


day evening, October 22d, at 8 p. m., and 
will consist of one hour’s writing from 
manuscript, varied copy. The manuscript 


in each event will be selected by the judges 
The work of correcting the contestants’ pa 
pers’ will be accomplished by the judges on 
the same of There 
will be no matter from dictation com 
mercial work the operator is in the major 
compelled to read his own 
these typewriting 


evening each contest 


In 


ity of cases 
copy, 


and events ar 


as 





EMIL TEEFZGER OF CHICAGO 


sults of bi tn the 


Second Contest for Speed and Accuracy f r 


$1,000 World’s Trophy. many to compete lhe entrance tee 1! t 
final contest will be $5 
conducted solely to advance the standard of That there n ay be no causes 
typewriting and operators, it is believed plaint among contestants the paper 
that they should be conducted as closely as which the contestants write will b 
possible to the conditions likely to be met ered consecutively, and lettered, and 
in the business or commercial field Operator will receive a certain quant 
Prof. J. N. Kimball, associate editor of — en ee oe letter. = Witl 
the Phonographic World, New York, who they will raping handed a piece sah «te 
is considered one of the greatest experts which ner ' awl 2S ae 
n shorthand and typewriting contests in and the wear Magen Si rE 
the United States, has consented, as last awe thes ly + be held by th: 
year, to act as chairman of the judges He — - judges, and no on — 
‘ choose his associate judges from et we lags shelears being corrected 
winning number is announced, when Pr 
Kimball will give the name Che pay 
the contest be furnished speciall 
the occasio1 nd marked for the pet 


Everything be done to ensure t 


est possibl ntest under ide 
It is t ped that many contest 
will enter the championship « 
winner will not only be acclaimed t 
pion typewriter operator of the w 
will have t ilege of holding t $1,0 
silver tr I me yeat 
Contest for Operat:rs Who Have Not 


Competed in Any Business Show 





It is bel | that there ar very 
number perators in this 1 
ire capab writing at rapid : 
speed, but 1 stly think they 
to compet h those who hav 
made a protessiol ot pub Ic d 
tions We esire to encourage 
rr amateur We want to bring 
Who knov vy many latent “Miss 
and “Otis Blaisdells” there may b 
great crowd t typewriter pe 
New York City me Why cant 
business s¢ ols of New York 
some “touch operators,” who can writ 
idly and w here is no reas 
PROF. J. N. KIMBALL so it has bi suggested that they 
fered the opportunity to compet 
among the best known commercial school On Tuesday evening, October 20t! 
principals of the country Prot. Kimball will be an amateur’ typewriting 
has also organized a large corps of “count 
ers trom among the commercial school 
teachers of New York and adjoining cities 
\ll of these will be absolutely impartial and 
unpre judiced, ind each person that assists 
will be no novice at the business. All thes 
ladies and gentlemen will act without f« 
r reward, and as their reputation will b 
it stake, they may be relied upon t vard 
the prize only to the one who has done th 
best and most rapid work. The whole man 
igement of the contest will be in the hand 
f Prof. Kimball from the moment the « 
testants reach the platform 
The matter chosen for copying will b 


and will be « 


selected by the judges, 


i 
~} 


‘ctly tair character, as tree trom techni 
calities as possible No one but the judges 
will see this matter, and the contestants 
will only see it one minute before the word 
Ss given to commence writing 

Owing to the great experience that the 
1dges and “counters” have had in past con 


] will be able to announce the re 


preliminary and the fina 








the same evenings that they are writte1 
f 
[The rules and regulations governing the 
mntest will be found on another pag The 
trance fee for the preliminary contest has 3 
‘ > , H OTIS BLAISDELL, CHAMPION YPIS 
een fixed at w price, $2, to encourag OF AMERICA 
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open t perators who have never compet 
ed in any business show The event will 
consist of 30 minutes’ writing from manu 


script, plain copy The winner will _ be 
wart he titl t champion typewrit 
ing amateur and suitable prize. Other 


prizes will be awarded in this contest, full 
er details of which will be given on the ar 
nouncement of the contest, and the en 


trance forms The entrance fee for this 
contest will be $2 The rules and regul 
tions governing this contest will be tl 


same as that of the championship cup con 


test, d the judging and examination 
papers will be identical [The winners 
this contest will b nnounced on Tuesday 
eve re Octobs Ut 

Last vear the typewriter contests dr: 
immens rowds, and created considerabl« 
ttentior The results of the contest wer: 


heralded not only to every city and town 
in the United States, but abroad. Mi 
Fritz’ visit to England with the champi 
ship cup was an event in the annals of E1 


} i 

sh typewriting, and she even drew att 
tion tro His R 1 Highness the Princ: 
of W : Miss Fritz has shown the p« 
sibiliti f touch typewriting, and it 1s 
be | ped that these contests will do a Stl 
great rk in producing more and bettet 
work in the art of tvpewriting 


EDWARDS-HINE APPRAISAL. 

The foll 

and appraisal of the stock, machinery, to: 

and implements belonging to the Edwards 

Hine ( nd held by me as mortgages 
Tools ..$ 160.75 


wing comprises the inventory 





11 
Leat rl 352 85 
| tory furniturs nd fixtures 341.86 
Telephone supplies 584.03 
() ( urniture xtures 490. S80 
M ery 3,237 .00 
Factory supplies 253.05 
V l det \ 51.07 
Man tured 5 855.21 
Viet . 199.86 
Prou t goods ' 3.015.23 
Appraised by F. H. Mathison, 
Henry A. Schuil, 
\. T. Patterson 
Nise laneous paper stock $2,697.56 
Appraised by las. D. Muir, 
Geo. S. Clark 
Lit stones and engravings..$ 128.34 
\ppraised by 1. R. Terryberry, 
Jas. D. Muir 
Stationery -$1.261.15 
sed | G. J. Haan, 
C. J. Serfling 
M tot $15,421.42 
\ Ss rec 4. 801.96 
S70 3 22 
| 1es mpanyv are is 
4 
I { r 


pi Trea $ 499.12 THE $ SILVER CUP NOW H MISS ROSE FRITZ, TO BE AWARDED THE 
Insu . must b ; VINNER OF THE INTERNA NAL NTES T. THE CUP TO BE HELD IN TRUST FOR 
t 234.95 FI P] ICES FOR ONE YEAR 


R 1 paid for 
, . 158.34 
\ nts paval 6.818.42 


Bills pavab 19.419.64 
$27,090.47 
GERALD FITZGERALD 


Truste: 
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Rules and Regulations 


————FOR THE ————_—— 


International Typewriting Contest 


For Speed and Accuracy--The Championship of the World 


To be held in Madison Square Garden, New York City, N. Y 


, during the week of the 


National Business Show. 





CONTEST OPEN TO ALL 
GRAND PRIZE: SILVER TROPHY. Value $1000.00 


(A Perpetual Prize) 





PRELIMINARY EVENT 
Tuesday, October 20th, 1908 


15 Minutes—Writing From Manuscript—Plain Copy 
ENTRANCE FEE $2.00 


The first ten operators in the Preliminary Event are entitled to compete in the Final Event 


FINAL EVENT—CHAMPIONSHIP 
Thursday, October 22nd, 1908 


One Hour—Writing From Manuscript—Varied Copy 
ENTRANCE FEE $5.00 


AMATEUR CONTEST 
Tuesday, October 20th, 1908 
Prize, Gold Medal and Title of Champion Typewriting Amateur. 
CONTEST OPEN TO ALL WHO HAVE NOT COMPETED IN ANY BUSINESS SHOW 
30 Minutes — Writing From Manuscript — Varied Copy 
ENTRANCE FEE $2.00 


Tables, paper and chairs will be furnished by the manage- 
ment. 

Contestants may use any machine of their choice. 

In event of break-down of machine, another may be 
substituted. 

Contestants must furnish their own machines. 

The contest will begin promptly at 8 p. m. on the evening 
designated. 

All entries must be in not later than 12 o'clock noon on the 
day the contest takes place. 

or every error named below, FIVE WORDS will be de- 

ducted from the total number written : 


Striking the wrong letter. 
Failure to space between words. 
Omission of a word. 

Piling letters at the end of a line 
Failure to begin lines at SPACE TEN, except at beginning of 
ne writing line shall be from 10 to 75 on scale.) 


Paragraphs. ( 
Punctuation, 


Deviation from the Manuscript in Paragraphing, 


Capitalization, etc. 

‘or inclined margin, caused by improper insertion of paper. 
For two or three inch margin at bottom of sheet. 

For faulty use of Shift-key. 


In no event shall more than one error be counted in any 
one word. 

All contestants will write double space, on legal size paper. 

The operators writing correctly the greatest number of words 
in the given time, after the penalties have been deducted, will be 
declared the winners. 

Copy will be selected by the Judges and handed to the con- 
testants by them just before the contest starts 

In the event of Foreigners competing, unacquainted with the 
English Language, copy in their own language will be selected 


For further information, 





by the Judges, to correspond with that furnished in English 

In all events the copy shall be anything selected by the judges 

The contest will take place on the Stage of the Concert Hall, 
and no one will be permitted to be on the stage unless they have 
a card furnished each person who has registered to compete. 

If a machine breaks down, this fact will not be taken into 
consideration by the Judges. 

The decision of the Judges is final 

The passing upon errors on copy in the Preliminary Events to 
be done by the Judges behind locked doors, immediately follow 
ing the event. 
EVENTS to be done 


leci 


The passing upon errors in the FINAL 
by the Judges immediately following the Contest and the « 
sion announced the same evening. 
contestant’s work to be read carefully by at 
least two Judges, and passed upon by a majority of the Judges 

The contestants shall be allowed to peruse their work after 
event have been announced, for their per 
ascertain the manner of mak- 
event shall 


Any one set of 


the winners of the 
sonal benefit only, that they may 
ing errors and for their future guidance, but in no 
they be allowed to criticise the decision of the Judges. 

The attending audience shall remain seated during the entire 
time of the contest. No loud talking will be permitted 

This entire schedule can be added to, and is subject to change 
at the discretion of the management. 


blanks, etc., address, 
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IN DISPUTE AGAIN. 


The following is taken from a Milwaukee 
paper, and whether or not it is true, it 
serves to illustrate the contention that con- 
tinues in some quarters as to early inven- 
tors of the typewriter. The clipping is 
given in full, and is not to be taken as voic- 
ing any expression on the part of the pub 
lishers of Office Appliances, but to show 
how the outsider views the matter: 


The modern typewriter was conceived 
on a Dodge county farm, according to Asa 
president of the Wisconsin Oil 
Neenah. 


D. Barnes, 


and Gas Company, 


Mr. Barnes takes exception to the paper 
read by C. E. Weller, at the recent national 
convention of shorthand reporters. In that 
paper Mr. Weller accredited the invention 
to C. Latham Sholes, Milwaukee. Mr 
Barnes claims that the original typewriter 
was the conception of a cousin, born and 
raised on a farm near Le Roy, Dodge coun 
ty, Wisconsin. He argues that the original 
model was perfected on this farm and that 
the first machine was patented as the Soles 
Sholes machine. The cousin and first in 
ventor, according to Mr. Barnes, was Sam 
uel W. Soles. 

Sut this claim conflicts not only with 
statements made by C. E. Weller, but with 
the original documents at present in Mil 
waukee and with the history of typewriter 
evolution as preserved here 

Mr. Barnes’ letter to “The Sentinel” fol 
lows 
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model. The real inventor was Samuel W. 
Soles, Le Roy, Dodge county, Wis., my 
cousin. 

“The first model was constructed and 
completed on a farm on which I was born. 
The inventor was a poor man.. He had 
not the necessary cash to get the patent, 
nor did he have faith in his invention at 
the time So Mr. Soles went to Milwau 
kee and managed to have the machine pat 
ented as the Soles-Sholes typewriter & 
Latham Sholes doing the corresponding 
and furnishing the cash for the patent 


that the 
complicated and 
Soles 


Then Mr. Sholes claimed name 


Soles-Sholes, was too 


finally succeeded in eliminating the 
section of it 

“And the fact is, my 
be L. Barnes, aunt of the 
watched the growth of the machine and de 
velopment of the Soles typewriter on the 
Dodge county farm, and later she saw and 
recognized the model, built up on this farm, 
on exhibition at the World’s Fair at Chi- 
cago as the work of C. Latham Sholes.” 

The Barnes statement is not upheld by 
those in Milwaukee qualified to know the 
tacts According to Louis Sholes, vice- 
president of the C. Latham Sholes Type 
writer Company, the original patent issued 
in 1868, is at present on file at the com 
pany’s offices. That patent was issued to 
C. Latham Sholes, Carlos Glidden and Sam 
uel Soule Soule, according to Mr. Sholes, 
is probably the Mr. Soles referred to by 
Mr. Barnes. Soule was a printer and re 
sided on a farm He came to Milwaukee 


mother, Mrs. Phos 
inventor, had 
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chine had nothing whatever to do with the 
typewriter. 

Later Mr. Sholes took out a patent for a 
typewriter. This first patent was taken out 
in the names of Mr. Sholes and Carlos 
Glidden. The typewriter was at that time 
called a typographer. 

“With its construction the printer Soule 
had nothing whatever to do. He may have 
made suggestions on minor details,” said 
Mr. Sholes, “but he certainly never con- 
ceived the basic idea. Nor did Glidden. 
But Glidden never claimed to have had 
more than a minor part in the upbuilding 
of the machine. The typewriter was per- 
fected later and has ultimately become the 
machine of to-day.” 

After the machine had been placed upon 
the market a hundred persons appeared, in 
all sections of the country, claiming its 
invention. C. Latham Sholes, according to 
those who knew him—among them Ald. 
Henry Smith and Henry Bleyer,—was a 
quiet man, not inclined to ‘dispute the state- 
ments made. He accepted the assertions 
of other alleged inventors with a smile and 
rarely disputed them. 

The first typewriter, therefore, was built 
in Milwaukee, in a shop on “Canal street” 

now Commerce street. Later modeis, 
built upon order of Mr. Sholes, were con- 
structed by Mathias Schwallbach, in his 
Ninth street shop. Mr. Schwallbach was 
a clockmaker and an adept at model con- 
struction. Louis Sholes admits that at 
times Mr. Schwallbach made valuable sug- 
gestions on minor changes in the type- 
But it is claimed that Schwallbach 








“C. Latham Sholes did not invent the and was employed by C. Latham Sholes writer. 
typewriter, but he did usurp the name and Together with Mr. Sholes, he invented a _ never conceived any section of the machine 
by hook or crook procured the original pageing and numbering machine. This ma himself. 
if eae: 
# ( FA0WkLUESSAGE 
A a 


Phone messages and 
keeping them perma- 
nently for reference. 





A device for recording 





Does away with lost, inaccurate or forgotten phone messages, 
especially valuable for 


keeping tab on 


Not an Investment nor an Expense, it is an Economy. 


—___ | Dealers wanting exclusive territory should write for our terms. 
(ae llive representatives everywhere. 


NOW is the time for you to get the “Phone-talk Record Agency. 
PHONE-TALK RECORD CO. 


832 Broadway, 





out 


The Phone-Talk Record is a seller. 


New York 


Makes two copies of all 
messages, one for the 
desk and one for filing. 
Invaluable in busy offices. 


of town calls. 


We want 
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BUCCEEDING ANB EMBODYING 
TYPEWRITER JOURNAL AND Orrice SysTema, New York 
THE OFFICE APPLIANCE JOURNAL, Chicago J 
TYPRWRITER TRADE JOURNAL, New York 
Tue Orrice, Franklinvilie, N. Y 

The purchase of other suitable publications will be considered 
at all times. Correspondence solicited 





MEMBER OF 


National Association of Stationers and Manufacturers. 
Chicago Trade Press Association, 
Chicago Advertising Association, 
Stationers’ Association 
New York Boost Club, 
Stationers’ Association of New York, 





SUBSCRIPTION RATES 
PAYABLE IN ADVANCE 


In THe Unrrep STATES AND ITs Possessions, 
CANADA AND Mexico 


1 Year 2 Years 3 Years 4 Years 5 Years 
$1.50 $2.75 $3.70 $4.50 $5.00 
FOREIGN 


All Countries in the Postal Union the equivalent of $2.00 
American Gold. Remittances may be made by personal 
checks, drafts on New York or Chicago, Post Office or 
Express Money Orders, or in American Postage Stamps 
or Currency if sent by registered mail. 

Subscribers may have their mailing addresses changed 
as often as desired. In ordering such changes it ‘s nec- 
essary that both old and new addresses should be given 


ADVERTISING RATES 
$2.20 an inch, column measure, each issue. Minimum 
space two inches. Time discounts quoted on applica 
tion. The Orrice Appiiance Co, reserves the nght to 
reject any advertisement. 
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is absolutely independent and its columns are open to 
anyone who has anything «o say of interest to this 
trade. No person, firm or corporation, either directly 
or indirectly connected with the business it represents, 
has any share in its ownership, (which is vested solely 
in the undersigned.) or voice in shaping its policy, 
which has in view at al] times the best interests of its 
readersand advertisers. It aims to discuss all subjects 
fairly, and to furnish its readers reliable information 
concerning the progress and development of the office 
appliance industry. It will answer any questions con- 
cerning the business to the best of its ability, and it 
asks its readers inal! parts of the world to aid it with 
inquiries and suggestions, to which it will give prompt 
and earnest consideration. If you know the publishers, 
write them; if you don't know them, write anyway; 
they will be glad to hear from you. 


THE OFFICE APPLIANCE COMPANY 
EVAN JOHNSON, Editor and Gen’! Mer 











Communications are invited upon any topics of interest 
to this trade. All accepted manuscripts will be paid for 
at space rates. Unaccepted manuscripts will not be 
returned unless postage is enclosed by the sender 

Corr ents should give their names and addresses, 
which will be withheld from publication if desired 





“Orrice Apriiances’ is registered in the United 
States Patent Office, Washington, D. C 

Contents covered by Copyright, 1908, by the Office 
Appliance Co. All Rights Reserved. 

Entered as Second-Class Matter July 8, 1905, at the 
fost Office at Chicago, Illinois, under Act of March 3. 
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HE Ninth National Business Show will be held in Madison Square Garden, 

New York, October 17th to 24th inclusive. The management is leaving 

nothing undone to make it the best exhibition of the kind ever held in this 

country. Many new office appliances, devices and systems will be demonstrated 

and the Second International Typewriting Contest will be held there. There will 

THE be feature days with special attractions. Buyers from all 

COMING sections will be in attendance, many having already signified 
BUSINESS SHOW their intention to be present. 

The New York shows have always drawn enormous crowds. The ticket 

plans for this show will serve to eliminate the simply curious and increase the 


} 


The buying power represented in the attendance will be 


| 


purchasing element. 
larger than ever before 


HE special attention of dealers in every division of the office appliance 
field is invited to the paper by George B. Spencer, which appears in this 
issue of the magazine. This is the first of a series of common-sense 

improve your business—increase your profit—articles which Mr. Spencer will 
write for this magazine. They will embody plans and suggestions, plainly stated, 
THE which dealers can put into practical effect. They will be 
“SPENCER” neither psychological nor scientific, but ‘‘down to brass tacks”’ 
ARTICLES ideas that will appeal to the business sense of business men 
Mr. Spencer styles himself ‘‘ Advertising Counsel,’’ but he is more than 
that. With remarkable ability as an advertising writer and designer he combines 
a splendid faculty for sales organization and sales promotion. He was formerly 
“Sales Expert’’ with the Lord & Thomas Advertising Agency, and is the author 
of ‘‘The Man at the Front”’ articles which have been appearing in System magazine 


OMMENDATORY letters on our big August number have been received 
from every section of the country,—Commercial Stationers, Typewriter 
Agents, Office Appliance Dealers, Salesmen, Traveling men, manufacturers, 

and even from other publishers in the field. We intended to reprint some from 
each division of the field in this number, but much as we wished to “toot our own 
horn”’ a bit, they were left out to provide room for matter 


OUR ar 
AUGUST which we believe is of more importance to our readers. Indeed 
NUMBER we were compelled to add eight pages to the normal 140 


pages in order to handle the increase in the advertising and important news 

We bow our thanks to the friends who encouraged us, and here make 
public promise of renewed effort to merit their esteem through an ever-improving 
magazine. We believe that no number of any trade publication ever elicited 
more comment. 


and accuracy are given elsewhere in this number. It is anticipated that 

there will be more entries than any previous contest. The handsome $1,000 
silver cup, the perpetual trophy, will be awarded to the winner in the professional 
class, to be held in trust for Orrice AppLiaNnces for one year. <A gold medal, 

THE suitably engraved, will be given to the winner in the amateur 

TYPEWRITING class, and some other prizes of which information will be 

CONTEST given later, will be awarded to other contestants. 

But while the prizes are something of an incentive far operators to enroll 
in the events, they should receive secondary consideration in the minds of the 
entrants, for the prizes, of whatever value, are but incidental to the real object 
of the contests, which are held annually at considerable expense. 

The real object of the contests is to inspire operators everywhere with an 
appreciation of the full possibilities of the machines and to elevate the standard 
of the work through practical demonstration of what may be obtained in speed 
combined with accuracy. 

Particular attention will be given to amateurs in the contest, and’ by 
amateurs we mean those operators who have not used their abilities in pro- 
fessional or semi-professional public demonstration entirely. In this class is a 
large number of capable operators for whom the contest opens up splendid 
opportunities. 

Prof. J. N. Kimball, Associate Editor of the Phonographic World, has 
kindly consented to act as Chairman of the Judges and general manager of the 
event. Associated with him will be a staff of competent men and women from 
various cities, all of whom will give freely of their time without compensation, 
wholly with a view of advancing the interest of the art. 

The new rule for judging the work provides that the papers be numbered 
instead of bearing the contestants’ names, and precludes any favoritism in the 
awards, as the judges will not know whose work is being examined. 

In all events there will be a fair field and no favor. Orrice APPLIANCES 
will pay its compliments to the winners in the November number. 


NULL particulars of the Second International Typewriting Contest for speed 
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about adding attachments. With all these 
idding devices, and adding machines, it will 
soon be an open question whether it will 
be worth while in the near future to teach 
the growing generation how to add. The 
machines are so much more accurate and 
pid than the human brain that it seems a 
vreat waste of energy and time to attempt 
educate anyone in this direction. The 
billing clerk of the future need not be an 
rithmetician, the machines will do all his 
additions for him. All he has to do is to 
strike the keys, and the correct totals are 
shown on the dials immediately in front of 
him. With a separate adding attachment 
for each column of figures, the dreaded ad- 
ditions are all done for him as he writes, 
and all he has to do is to put them down. 
The complete work is completed right up 
the minute, there are no omissions of 
totals until the bookkeeper has time to 
spare to add, and no “pencilled in” amounts. 
Surely these are advantages that should ap- 
peal to every business man. Undoubtedly 
there is a great future before the adding at- 
tachment. 
x ~~ ~ 


The cultivation of an export trade, in ad- 
dition to a domestic or home trade is what 
every American manufacturer should strive 
for. The advantages of the export trade 

re plainly shown when business is dull in 

the United States. Mr. Charles Spiro, Presi- 
dent of the Columbia Barlock Typewriter 
Co. enjoys the happy and enviable distinc- 
tion of being able to state that his factory 
at 116th street has been working full time, 
without a day’s cessation for several years 
past. The foreign demand for the “Bar- 
lock” has been so great and uniform 
through all the “dull times,” that they have 
ot felt the slightest depression, and have 
ot had to lay off a man, or stop for a 
single hour. That is a record to be proud 
of, and we heartily congratulate Mr. Spiro, 
ind his directors under such happy au- 
spices 

Mr. Charles Spiro by the bye is an in- 
entor that the American public should be 
proud of. The number of inventions to his 
redit are more than we can enumerate here. 
He recently showed us a little one in the 
ine of a pencil sharpener that will, when 
put on the market create a sensation and 
have a great sale. We were beginning to 
think that the last word had been said in 
the line of pencil sharpeners, but Mr. Spiro 
as produced a novelty. It is about the 
shape and size of a half dollar piece, with 
two small projections on one side. In one 
projection the pencil is inserted and re- 
olved gently by the fingers. In its revo- 
ution the pencil is pressed against the edge 
f a circular steel disc, and the wood is 
hen cut away so far as required. The pen- 
il is then removed, the lead point inserted 

the smaller hole and revolved as before. 
The lead is pressed against the circular 
blade again and the finest possible point is 
made immediately. It is absolutely noise- 
less, and as neat and clean as it is possible 
to imagine. When the steel disc is worn at 

particular place, it can be shifted to an- 
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other position in a moment, by the insertion 
of the point of a pencil, and it is ready for 
use again. Each blade has ten sharpening 
places, and when all these are dull the disc 
can be removed by means of a thumb screw 
and another disc inserted in a moment at a 
trifling expense. This splendid little device 
will be handled by Mr. F. L. Spiro of 45 
West 34th street, son of Mr. Charles Spiro. 
* . . 

The School Department of a typewritet 
company is usually a large one. There are 
a great number of business schools and in- 
stitutions of learning throughout the coun- 
try that use typewriters in large quantities 
for educational purposes. The Underwood 
Typewriter Co. recognizing the importance 
of a proper cultivation of this branch of 
their business have just established a 
School Department under the charge of 
that well known and popular typewriter en- 
thusiast Mr. C. V. Oden. He will have un- 
der his immediate jurisdiction those un- 
rivalled typewriter operators Miss Rose 
Fritz, and Mr. Otis Blaisdell, and his great 
experience and knowledge of the school 
situation throughout the country should 
place this department well to the fore. The 
school really is the training ground of the 
stenographer. In school the future type- 
writer operator forms his or her likes and 
dislikes for this or that particular type- 
writer. “The machine I used at school” is 
very often the one the operator asks for 
when she gets into a position. She may 
have to use another, but—if she does, it 
won't be for long, and like the child with 
the cake of Pear’s Soap—‘“She won't be 
happy till she gets it!” To obtain the co- 
operation of the business schools of the 
country is a gigantic work—worthy of a 
good, strong, virile, energetic man. We 
believe that Mr. Oden will not be found 


wanting. 
* . * 

In another two months or less we shall 
again have the Business Show at Madison 
Square Garden with us. Every one looks 
forward to the New York Show as the 
really great National Show, when every 
manufacturer of Office Devices will put his 
best foot forward, and show the newest, 
best, and most progressive invention that 
he can devise. The dealers recognize it 
too as the very finest opportunity for them 
to meet their host of friends, and renew 
their business relations for another year 
The business man regards it as the one 
chance when he, and his staff may see at a 
glance all the latest devices for expediting 
the transactions of business, and where he 
may have an opportunity of choosing the 
best. The foreign supply man looks eagerly 
forward to it, so that he may learn of all 
new devices, and make early arrangements 
for an agency and representation for his 
native country. The manufacturer, the 
buyer, the salesman, the purchasing agent, 
and the merchant are all on the qui vive for 
the Business Show, and that all these will 
tend to make it a great success goes with- 


_ out saying. We have heard of two or more 


new typewriters, but whether they will be 
ready for exhibition at this Show, we are 
unable to state at this writing. The Type- 
writing Contest for the Championship Cup 
offered by “Office Appliances” is already re- 
ceiving considerable attention, and from all 
we can learn Miss Fritz will have to look 
close after her laurels to maintain the lead- 


ership. 
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On the morning of August Ist last Mr. 
C. A. Forster, general sales manager of the 
Burroughs Co. was in New York, and gave 
the New York salesmen a short talk. As a 
climax he produced a handsome silver lov- 
ing cup, which he presented to the very 
popular New York manager Mr. Heber C. 
Peters on behalf of the Up-State “Boys,” 
whose offices had been that day made into 
regular sales agencies. Mr. Peters was 
caught absolutely unawares, but succeeded 
in making a bright little speech of ac- 
knowledgement. Mr. Peters is to be con- 
gratulated not only on receiving such a 
worthy token of the high esteem in which 
he is held by all who know him, but upon 
the magnificent business which his enter- 
prise and energy have built up for the Bur- 
roughs Adding Machine in the territory un- 
der his management. 

* * + 


To one who is unacquainted with the in- 
tricacies of the typewriter trade, the growth 
of the Rebuilt Typewriter business seems 
little short of marvelous. The second-hand 
typewriter business has progicssed by leaps 
and bounds, to meet the demands of the 
public. A typewriter is no longer second- 
hand—it is “Rebuilt.” It is not passed 
over to the second purchaser in the condi- 
tion it left the first. A little oil, a touch 
of varnish and gold paint here and there 
will not to-day meet the requirements. 
The machine must be rebuilt, that is 
“stripped” from the platen to the base, ev- 
ery typebar removed, every screw. taken 
out, and the whole machine pulled to pieces 
until it resembles so much junk. Then be- 
gins the work of transformation. The weak 
and worn parts are thrown on one side, 
and new portions substituted. All the 
bright parts are thrown into an electro- 
nickel bath, where they receive a coating of 
nickel. On being taken from this they are 
burnished up to the brightest degree in 
the polishing department. Meanwhile the 
base and other painted or lacquered parts 
receive a similar treatment at the hands of 
experienced decorators and liners, until it 
is impossible to distinguish them from bran 
new parts. Then comes the assembling. 
The Wholesale Typewriter Co. of Duane 
street, under the management of that enter- 
prising good fellow, W. W. Ramer, have 
recently installed a new nickeling depart- 
ment, and to give an idea of its capacity 
200 machines of all kinds can be pulled 
down and nickeled at one time. Four men 
are kept constantly at work with the most 
improved machinery polishing the bright 
parts, and the large well lighted assembling 
department accommodates 40 skilled me- 
chanics, all busy as bees assembling the 
different makes of machines. Only the most 
skilled and highest price men are used for 
this work. They must know, not only how 
to take down and assemble one make of 
machine, but several. And they can do it 
and are doing it all the time. The finished 
products tell the tale. They look splendid 
and brand new. In fact it is almost if not 
quite impossible to tell the Rebuilt ma- 
chines from new ones. The serial number 
is the only means of identity, sometimes 
even to the skilled mechanic. The Whole- 
eale Typewriter Co. have done and are do- 
ing their work so well that they send ma- 


chines not only all over this country, but, 


abroad, and their Rebuilt machines are now 
going to the uttermost parts of the earth. 
The business has grown to such an extent 


that the company now occupy two floors 
of 5,000 feet each, every portion of which 
is devoted to the storage and rebuilding of 
typewriters. Hundreds of machines are 
passing through this factory weekly, and a 
more enthusiastic and energetic body of 
men it would be hard to find than those of 
the Wholesale Typewriter Co. 





HAS NOT LEFT ARKANSAS. 

The statement printed in the August 
number of Office Appliances to the effect 
that the Southwestern Typewriter Com- 
pany, had left the state of Arkansas was 
not true. The correspondent who sent the 
item in got badly mixed. 

Since September, 1907, the Smith Prem- 
ier typewriter has been handled in Arkan- 
sas by The Southwestern Typewriter Co. 
This company was incorporated by P. S. 
Hillman, H. F. Julian and J. A. Francis. 
Arkansas is excellent Smith Premier terri- 
tory, as the records show that during 1906 
and 1907 547 Smith Premiers were sold in 
the state. 

June 24th of this year the dealership for 
the Smith Premier held by Brandon Print- 
ing Co., Nashville, expired. There were 
several applicants for the territory around 
Memphis, being North Mississippi and 
West Tennessee. The dealership was award- 
ed the Southwestern Typewriter Co. of Lit- 
tle Rock, Ark. This company at once open- 
ed offices in Memphis where P. S. Hillman 
will have general managership over the 
company’s business. Hillman placed the 
Little Rock business in the hands of J. A. 
Francis and he is making good in 57 dif- 
ferent varieties. Mr. Julian will put in 
much time in Memphis as city salesman, 
and since he did so well in North Arkansas, 
it is easily guessed what he will do in Mem- 
phis. Seven traveling salesmen are on the 
road and business is reported to be all that 
could be expected in the South during the 


hot months. 


MISSING MACHINES. 
W. H. Sherwood, of 78 Nassau street, 
New York, reports the following machines 
as lost, strayed or stolen: 


«Underwood No. 4—17,003. 

Underwood No. 4—17,413. 

Remington No. 6—21,062. 

Remington No. 6—66,761. 

The Property Corporation, of 187 Green- 
wich street, New York, has an Oliver No. 
169,410 missing since August 1. 

The Capitol Typewriter Exchange, of 
Denver, report that the following machines 
have been stolen: 

Oliver typewriter No. 3—57,509. 

Smith Premier No. 1—22,683. 

Smith Premier No. 2—78,643. 


HUNTER WITH ELLIOTT-FISHER 
COMPANY. 

C. H. Hunter, formerly advertising and 
sales manager of the Universal Adding Ma- 
chine Company, is now connected with the 
Elliott-Fisher Company, of Harrisburg, Pa., 
as manager of the publicity department. Mr. 
Hunter is one of the leading men in the 
publicity line and his new connection is one 
for which he is peculiarly fitted. Congrat- 
ulations to Hunter and to Elliott-Fisher. 











ON TO NEW YORK! No man can keep 
away from the point of contact if he would 
benefit himself. Therefore make ready for 
the Ninth Annual Business Show at Madi- 
son Square Garden, New York, October 17 


to 24. 
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HARRY COCHRANE A_ BENEDICT. 


Harry A. Cochrane, president of the Na- 
tional Business Show Company, is married. 
This important event in the life of the 
young Barnum of the office appliance world 


took place quietly and secretly at Stam- 
ford, Conn., on Saturday, July 25th last. 
Until now but a few of Mr. Cochrane’s in 
timate friends have been “let in” on the 
secret The knot was tied by Justice of 
the Peace Tripper of Stamford Che bride 
was Miss Martha Virginia Gledhill, daugh 
ter of Mr nd Mrs. Jas. E. Gledhill of 43 





HARRY A. COCHRANE 


West 94th street, New York City. Two 
days after the marriage Mrs. Cochrane 
sailed with her parents for a European trip 
and is expected back in New York on the 
Oceanic about October 14th 

Announcement of the marriage had not 
been made to the bride’s parents before 
they sailed, but Mr. Cochrane hopes it will 
have been before their return and that the 
parental blessing and good wishes will be 
forthcoming when he meets them at the 
pier next month 


HARDMUTH SOUVENIRS. 


The L. & G. Hardmuth pencil souvenirs 


was another reminder of the great Boston | 


convention These souvenirs were to have 
been distributed during the convention but 
did not arrive in time. The company, how- 
ever, took the list of those registered at the 


convention—delegates ind visitors—and 
mailed them and many expressions of ap- 
preciation come from all sections of the 
country 


The souvenirs consisted of two pencils— 
one lead and one indelible, incased in hard 
rubber of splendid design and convenience, 
and neatly tucked away in a box. The pack- 
age in itself was tempting, but when it was 
opened and those two black articles 
brought to view with the firm name done 
in gold, it made the mouth almost water. 

It was a happy thought on the part of 
the company, but all the more demonstrated 
their unerring faculty of doing the right 


thing at the right time and in the right 


way 
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The VALUE of any Merchan- | 


; dise must be gauged according to 
IY the reputation of the maker and the § 
‘ standard of his goods. As goodness 
>®. and cheapness can never affiliate, & 
«@ buy the best from the maker of the % 





an only best. There is great ‘‘value’ 
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<< Typewriter Ribbons and Carbons @ 








Our goods DO ap- 
peal to the most dis- SS 
criminating user. 
Their quality and rep- 
utation have made a 
positive market for 
them. 








All of this means a Real Live 
ae, Advantage to the Dealer. g 
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AND Factory. PARK RIDGE, N. J., U.S. A. 
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NEW YORK, N. Y., 280 Broadway PARIS. France. ZURICH, Switzerland. 
CHICAGO, ILL,, 200 Monroe St SYDNEY, Australia. VIENNA, Austria. » 
LONDON, 7 and 8 Dyers Bldg., Holborn, E. MILAN, Italy AMSTERDAM, Holland, 
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GLASS HEADED 
GEOGRAPHICAL 
PINS 


For Routing Systems 








All Colors 
Noncorrosive 
Brilliant 
Durable 





Sole Manufacturer 


JOSEF JUNGBECKER 


AACHEN, GERMANY 


INTERNATIONAL 
NEEDLE SYNDICATE 


LIMITED 
29-35 W. 32nd St. 


NEW YORK CITY 


, Sole Distributors for VU. S. A. 
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Important Typewriter Facts 


For User and Manufacturer. 
By An Old Hand. 


HE typewriter is so ingenious and 
simple in construction that the aver 
age person can readily learn the key 

board to write words in-a very few minutes. 

Practice is the one essential thing necessary 

to become speedy Experienced help Is 

now demanded, and that too often is un 
satisfactory But how can it be otherwise 
when so many are not deficient in 

English education, but wholly 

ignorant of the machine they operate. They 

do not understand its mechanism; cannot 
even clean it properly, or even know where 
to oil the proper bearings. In fact, some 
machines look as though they thought the 
They have, 


only 
are almost 


oil was meant for a varnish 
furthermore, no idea of the possibility of 
their machine; of the beauty and variety of 
the work it is capable of doing 

Manufacturers have instruction books 
printed which are sent out with every ma 
chine, compiled in very good shape, and it 
is doubtful if they could be gotten up bet- 
ter. This does not accomplish what they 
are intended for, and the manufacturers 
should see that a special course of instruc 
tion be given to every new class of students 
where their machines are taught. You can 
not accomplish this by explaining from the 
assembled machine. It would be just as 
dense to the pupil as the instruction book 
Have the important parts in their various 
forms of assembling, and point out the most 
important bearings that operators should 
care for 

By so doing the pupils would soon lessen 


the expense of the many repair depart- 
ments, and manufacturers would find that 
the sales of their machines would benefit 


from the results. 

Make an inspection of any of our large or 
small business colleges, and see how much 
is done to enlighten the pupil in the care of 
the machine. Very little, | can assure you 
The teaching of the mechanical part of any 
typewriter is strictly up to the manufac 
turers, and instructions given in the schools 
at least year would not be very 
costly, considering what you would save in 
time through the many repair departments 

For the benefit of the many users of ma 
chines, I will give briefly the most impor- 
sure 


twice a 


tant points to watch out for, and am 
every user of the typewriter not under- 
standing the mechanical part of every ma 
chine thoroughly will benefit by following 
points 

Oiling and Cleaning. 

Any new machine does not require 
attention at first other than oiling and 
cleaning The latter is most 
especially in seaport towns and cities where 


these few 
much 


important, 


there is always more or less dampness, and 
steel is perhaps the worst of all metals to 
rust As a rule, oil wherever 
For the nickel parts that 
with the hands or 


accumulate 
there is friction 
do not come in contact 
paper, use a mixture of two-thirds benzine 
to one-third of sperm oil Apply with a 
wool cloth every week; then wipe off clean 
before making a new application Every 
night before leaving clean the following 
parts and oil all parts required: Carriage 
way rods, spacing mechanism, platen bear- 
ings, spacing dogs, escapement wheel where 


the loose dog comes in contact, and the rib 
bon shafts 
The Covering For the Machine. 


Machines should be covered when not in 


use, and the popular rubber cover is not 
sufficient to insure “dust-proof.” <A cabi 
net is the only proper method, not only of 
preventing dust, but when not in use and 
locked prevents being tampered with by 
other than the operator. 

The rubber platen on all machines should 
be watched with care, as this is next to the 
type, the most important part to insur 
good work. These harden with time, and 
should be recovered at least once a year 
unless several copies of manifolding is done 
on the machine at all times, which iss of 


work requires a hard cylinder. By keeping 
a medium, smooth cylinder on your ma 


chine it saves on your ribbons and pro 
duces a much clearer letter 

Too much tension on both the keys and 
carriage is detrimental to any make of 
typewriter, and makes the work much 
harder for the operator. Enough tension 


is sufficient, and care should be taken to 
have the machine adjusted to suit your 
touch. Many operators imagine that the 
entire machine with all its springs, et 


are controlled from the carriage tension 
spring, and when anything is wrong th: 


first impulse is to increase the tension on 


this spring, which, as a matter of fact, 
should never be tampered with, ii t de 
fective. Repair men should always adjust 
the machine to suit the touch of the oper 

tor, and not their own. This ts an import 
ant fact, and has not been given enough 


study by the many repair men. Very often 


it would aid the salesman in the sale of his 
machine, and it would insure against many 
machines doubling up, for I can safely say 
that 90 per cent of the repair men do not 


ictual writing fast enough to try 

for speed, and in adjust 
they should study th: 
who is to operate it. You can 


operate in 
out a 
springs, etc 
of the one 


machine 





never test the speed of any typewriter rat 


tling off the “t’” and “y.” It requires using 
nearly all the letters brought into a speed 
sentence such as this: “John quickly ex 
temporized five tow bags,” or “Pack my 
case with five dozen liquor jugs, nd the 
iction of the space bar included 


An important fact that has been given 
little attention its the fastening of the ma 
chines to desks. Two screws, s mes 
more, are used in so doing. The frame of a 
typewriter in nearly all cases is comprised 
of four parts fastened together by screws 
or dowel pins. In fastening to a desk cab 
net, care should be taken to av t 
ing the frame, for in hundreds 
will cause the rocker shafts and others n 
nected to Same to bother just enough to in 
sure a sluggish running machine Base 
boards sent out with machines fastened on 
ire just as bad, and if any ! s 
will take notice that where a machine has 
been fastened a short time they will observe 
that the rubber feet lay almost flat th the 
baseboard Packing and shipping depart 
ments are responsible for this It can 
readily be seen that this certainly has a 


tendency to strain the frame. 


¢ 
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THIS IS OUR LATEST MACHINE 


It has all the good features of our other binders with the following added: 


Automatic action; always ready for use, as shown in cut. 
Drives a broad flat staple. 
Will hold the thinnest and penetrate the thickest paper. 





Has fewer parts; not likely to get out of order. 


Very convenient for filing letters, binding vouchers, fastening pay roll 


envelopes, backing statements, legal documents, etc., etc. 





This New Acme, No. 2 Binder will be a ready 
seller. Dealers will be supplied promptly. 
s=3 | REMEMBER, we sell only through dealers. 


sf il 
‘ana TTF 


=) Illustrated List of the Complete Acme Line 


Holds Fifty Staples 

















Always in Position for Use of Binders Furnished Dealers on Request 


ACME STAPLE CO., Ltd. 50.12 st. Philadelphia, Pa. 
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NEW CINCINNATI MANAGER. : 


The Remington’s new Cincinnati n 
a 


* . e ager, N I: Hightower, is one of the prom 

e lott ressin ac ine ising men in the typewriter field. He has 

only been connected with the Remington 

Company for a few years but in that time 

has demonstrated a singular ability that has 


Prints the Neatest, won for him much recognition 
Plainest, 

Most Attractive, 
and ONLY 
Uniform Address. 


The Elliott Addressing Machine prints 
2,000 addressed per hour on anything or 











everything without mistakes. 

In purchasing a milling machine or lathe 
for your factory, you invariably look for 
quality of product, speed and economy 


The same reasoning should be used in 





buying an appliance for your office. 
You want the Machine that will save the most time and money. 
The one that pays the Aighest dividends on your original investment. 


The Elliott Addressing Machine is strictly an Office Appliance 





: : J, - 
q No matter what your particular requirements may be, the ‘‘-//iott : 
| : : ’ 
System will do the work, and get the business. 
i ; N. E. HIGHTOWER 

And will do it with less expense and in a shorter time than is possible 

He firs tere » Remington service 

bv any other method. e first ente red the Remingto1 7 

. : as a salesman in Texas, where he achieved 

° It is the one machine with which mistakes are absolutely impossible such noteworthy success that he was sub 

arte a — : | sequently promoted to the position of dis 

; superiority : verfection are the result of eight vears of practical : . . . 
Its superiority and perfection ss t eg t practic trict manager of the Remington office at ¢! 
experience. | Columbus, O., under the Cincinnati branch. t! 
i 7 His ¢ oO as Reming rer 
And it stands today endorsed by many thousand of the shrewdest lis appointment as Remington manager in R 
; "1 es. Why Cincinnati followed as a consequence of his b 
. cffice managers throughout the United States Sue work at Colembus. 
SIMPLICITY— ECONOMY —“ELLIOTT” are three synonyms which Mr. Hightower takes the place made va 
cant some time since by Mr. Barber, who 


von't be separated. Cori ; 
wont be pare : left for new fields of activity in the west 
His friends are sanguine of the same 


The Elliott Addressing Machine Co, J “°° "" 


UNIQUE CASH REGISTER. 
99 Purchase Street, Boston, Mass. 


“A proposition that sells’’ An interesting proposition 
“Write for particulars” for *‘Good Live’’ Dealers 


Tells the Exact Time Each Drink Is Or- 
dered and Paid For. 

A Sandusky saloonist has just installed a 

new cash register, which boasts. several 

unique features, one of which ought to be 


of service to patrons to enable them to de- 





; ; 


termine when they are “coming too fast 
The cash registers are massive affairs, 
weighing 400 pounds apiece, and are beauti- 
ful pieces of work. One feature of them 
is the clock system, which tells the exact 
time each drink is ordered and paid for 





+2 eee enenenne 


Nichols Pencil Pocket 


Newest and best on the Market 

















SEND % 


<> ols 
ge BEST 














Saves your pencils, fountain pens The eee” actically ; ae Pe 

FOR © CORNER ant seer times . 1€ : mat - is practically a mech nical “e 
SAMPLES . MADE ie ett easton is the sennel clerk as it totals the number of customers Hy 
. iain served by each bartender, all of whom have a 

and it does the work. SELLS AT état dane on isin Rained par 

SIGHT. Sold by all leading sta- a letter te low who its on duty, the amount writ! 

BOOK-KEEPERS tioners. Special inducements to of the purchase and the date. 7 
CUT OUT YOUR TRIAL BALANCE of Personal Ac- agents vate machine also has an apparatus to i. 

qounta, by using our Ledger Balance Proof It's Send 25c for sample. ‘kick” out tickets which are given to each a 
, and you have not seen it rite us and we w' a. . . “ + > p " > + > + re . 

seed you testimonials that will make you SIT UP MANUFACTURED BY ~ cay aed gga: 2 the ne sagerd to re- nae 
ce. yates on jewelry. 1e machine also prints “7 

MILLE NICHOLS & WILLIS, Worcester, Mass. | an advertisement on the back of the ticket Sch: 

R&HAM, Chattanooga, Tenn. }-€, lier irs She! 

ISII SS | The registers cost $610 apiece 1€) 
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MAKING READY FOR NEW YORK. | j 


Preparations for the Ninth Annual Busi- 
ness Show, to be held at Madison Square 
Garden in New York, October 17th to 24th 
inclusive, are going forward rapidly. This 
show gives all the promise in the world of 
being the banner trade exhibition. The calls 
for space by the different office device peo- 
ple is heavier than ever and the inquiries 
from all sections are much more numerous 
than before. Several novelties, yes, sensa 
tions, are to be exhibited at the coming 
New York show. Among them will be the 
Main Self-Writer, which, for ingenuity and 
cleverness, is one of the conspicuous things 
before the specialty people. But this is not 
all that will find ingress at Madison Square. 
There will be a long list of added attrac- 
tions that in itself will surpass other ef- 
forts at trade exhibition 

Quintano’s Royal Italian Band, under the 
direction of Joseph Quintano, and one of 
the best in the world, has been engaged for 
the entire week. The program musically 
is divided into two parts for each session 
of the show—afternoon and evening. The 
management has done away with the old 
plan of opening the show in the morning, 
so the daily opening will be in the after- 
noon and evening. The musical program 
embodies the latest productions and _ will 
form, as the management has expressly 
planned, one of the prominent features of 









There is Still Some Open Territory 
FOR THE FOX 


| 
| 
The FOX is the BEST Dealer’s Proposition | 
Being Offered To-day! 







@ Best because the FOX is already known in every corner of 
the world, where magazine advertisements go, as a high grade 
typewriter. 

Best because a FOX contract gives complete protection and 
enables a dealer to build up a business of HIS OWN. 

@ Best because the wearing qualities of the FOX bring “repeat 
orders,”’ the kind that come without expense. 

If you’re not fully satisfied with your present agency sup- 
pose you look into our proposition. 

@ We have some dealers who have handled the FOX exclu- 
sively since it was put on the market twelve years ago, and 
who have built up a business to be proud of. 









the show 

The list of reservations is large at this 
period and those making inquiry exceeds 
many times what was expected. The com- 
ing New York show, therefore, will sur- 
pass all previous attempts of this charac 









@ Complete Visible Writing-Tabulator-Automatic Ribbon 
Reverse-Oscillating Ribbon Movement—5 different lengths of 
interchangeable Carriages—-Speed Escapement-—Stencil Cut- 


ter 






THE UNDERWOOD IN READING. 

The illustration shown here is that of 
the office force of the Reading branch of 
the Underwood Company, presided over by 
R. H. Porter, manager Mr. Porter has 
built up a big business for the Underwood 






ting—Manifolding. 






Everything any Typewriter will do, and more. 


FOX TYPEWRITER COMPANY 


EXECUTIVE OFFICE AND FACTORY 
215 North Front Street GRAND RAPIDS, MICHIGAN 






















4 VIEW OF THE STORE 


his section of Pennsylvania, and reports 


the office equipment business to be good 
He is one of the hustlers around those 
parts and is taking care of his end of it 
with commendable pride 






Those shown in the picture are, reading 
from left to right: W. B. Koch, salesman; 
R. H. Porter, manager; L. P. Allen, fore- 
man repair department; Miss_ Alice 
Schmeck, stenographer, and Miss Meta R. 
Shelley, bookkeeper 


Model No. 25, Special Check Listing Typewriter for Banks 


Write for Particulars of this Special Machine 
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RICORD GRADWELL, ASSISTANT GENERAI. MANAGER OF THE OLIVER 


, COMPANY, TAKING HIS CUSTOMARY 
; THE CHICAGO ATHLETIC CLUB TO 
CANADA’S FORTHCOMING BUSI- 
NESS SHOW. 


In a circular just issued by the National 
Business Show Company of Toronto, Can 
exploit 
has to 


ada, the first business exhibition 1s 
ed. Here is what the company 
Say: 

Canada? 


con 


Have you a representative in 
If not, the “special representation 
tract” of the National Business Show Com 
pany will interest you. There will be $200,- 
harvest 


000,000.00 in circulation after our 
and it is now the time to seize your op- 
portunity. 

The management of the company offer 


you the services of this department, to dis 
play your goods and create a demand for 
them among the business men of Canada 
The booths for this purpose will be directly 
under the supervision of,the management 
and will be in charge of competent demon 
strators whom will be detailed to 
take care of your interests. 
Orders—Signed orders will be taken for 
those contracting this service, and turned 
over to your firm at the conclusion of the 


one of 


show. 

Complete cost for this service is $30.00. 
All advertising literature to be supplied 
free (customs duty at the rate of 15c¢ per 
pound to be paid by the exhibitor) 

Customs duty—No customs duty need be 
paid on the goods for exhibition purposes 
(unless sold while on exhibition) customs 
bonding privileges having been granted by 
the Canadian Governnient 
when in 
will be 


Risk—Insurance carried only 
structions are so received and 
charged to the exhibitor. 
your 


Service—Conscientious regard for 


AND 


YPEW 
LITTLE UN | 
SHORE AUB 


QUINT 
SOUTH 


Cc 


T 

EVENING R 
THE COUNTRY 
interests will be shown by us and every ef 
fort made to exploit your exhibit 


Canadians are looking for labor saving 
devices to handle their growing volume ot 
business and this contract is your oppor 


tunity without the expense of sending over 
special representatives 

Contract forms for this 
in by Sept. 20th 


service must be 


BERLIN OFFICE APPLIANCE SHOW. 
John W Dye 


General Ex 


Deputy Consul-General 
writes that the 
hibition of Office Requisites is scheduled to 
take place at Berlin from October 24 to 
November 3 of this year. 

The exposition is backed by many of the 
leading office supply men of Germany, and 
from all present indications should be a 
successful show. Foreign exhibitors ure 
cordially invited to take part and are ad- 
vised to send in their applications as soon 
as possible, as much of the available space 
has already been reserved by the 75 or more 
American concerns 


second annual 


firms who have applied 
having small patented labor-saving devices 
are especially invited to exhibit, and can 
make arrangements for showing their goods 
without renting an entire booth by ad- 
dressing the director, Herr A. Willner, Ex- 

ser- 


hibition Building, Zoological Garden, B« 
lin, Germany 

The grouping of exhibits will be as fol 
lows: (1) Mechanical time-saving devices, 


including typewriters, calculating machines, 
duplicating and copying machines, phono 
graphs, etc.; (2) accessories for articles 
classified under group 1; (3) office furniture 
ind equipment; (4) office supplies, includ- 
books, inks, etc.; (5) appliances for 
offices; (6) card and filing 


ing 
technical 


SsSvVs- 





tems; (7) and comm 


transportation nmunica- 
tion tacilities; (8) collective exhibits; (9) 
business education; (10) literature 

(Full details of the foregoing classifica 
tion, a list of exhibitors who have already 
reserved space, map of the halls, rules of 
the exposition, rates, and applicati blanks 
can be obtained from the Bur Man 
ufacturers on application.) 

Germany presents an extensive and grow 
ing market for office supplies of all kinds, 
and American manufacturers practi 
articles wishing to extend their export busi 
ness will do well to consider this oppo 
gunity 

ALMOST TRUE. 

“Hello! This is the ly] 
Company.’ 

“Well, send a repairman to right 
away My machine is broken agai Phe 
man was here just two days ago, and it has 
never worked good since.” 

‘All right, we will send a repair just 
as soon as possible What seems to be 
wrong? 

“I don’t know—everything won't 
work. It’s the same thing again 

“We will get you a man there right away, 
and have it fixed up.” 

The order clerk made out a repair slip 
putting on the remark, “Mch repaired two 
days ago was not repaired right,” and took 
it to the manager to have his O. Kk. The 
manager called the foreman of t! repair 
départment, who came forward, and said 
“Val, here is a call from igain. Now, 
this kind of things have got to be ipped 
this makes several in the last month which 
have been doubled on and I won't have it 
any more, if the outside men ca their 
work get some that can, and maybe you 


had better make this call yourself 
“All right, sir; but I have four 


to inspect to finish the order for 
and you know they ought to be delivered 
today sure.” 

“Well, make that call yourself ow, 
and get those machines out today sure, even 
if you have to work overtime.” 

[he foreman went back to the shop and 
spent some time getting his tools together, 
then started on the call 

“IT am from *% Typewriter Com- 
pany, to repair your machine.” 

“Yes; just wait a minute. Now?” 

“What seems te bother you with the ma- 
chine?” 


Do you suppose that if I 
around 


“I don't know 
knew I would be having you coming 


here bothering me?” 

“Well, if you will let me sit down to the 
machine so I can look at it, I will see what 
I can do for you.” 

“IT don’t know if you can fix my machine 
to suit me, but you can try anyway.” 

The foreman sat down and began to 
hunt for trouble. To save his neck h uld 
not find anything wrong—nothing loose, 
nothing out of place, or nothing tig! 

“Why, what does the machine do, that 
you think it ought not to do?” 

“Well, if you cannot tell, how do you sup- 
pose I know?” Where is that other repair 
nan who does the outside work 

‘He is in the shop now.” 

Well, why didn’t he come up e is the 
only man that you have who can fix a ma- 
chine to suit me.’ 

“How long ago was this n ine re- 
paired?” 














id 


1e€ 


CARBON PAPER LITIGATION. 
Justice Nathaniel Foote last month 
anded dowr decision in the case ergued 
ist February Equity Term of Adelbert 
» Little against Charles W. Mayor. The 
fendant from 


was to enjoin de 
uing ke at machines used 

for the manufacture f carbon paper, the 
tra sé vhich belonged to the Inde 
liba Manufacturing Company. The plaint 
iff's complaint is dismissed with costs 

Tl pp denied s tor a perma- 
nent injunctior [The temporary injunction 
granted in a prior application is still effect- 
ivé It is nt pated t t the case of the 
per! i ll be appealed to a 
higher 


A NEW BOX OPENER AND BOARD 
REMOVER. 


In nearly every trade t speedy opening 
of boxes is much to be desired Hitherto 
the n ols used for this purpose 

ive | drawet ich have general- 

smashed the boards, and done more or 
less injury to the contents of the boxes. 
Mr. Felt, who has been for many years as- 
ray iw typ business, and 
! vith the Roneo Company of 


New York, is bringing out a brand new 


box open board remover called the 
Herculever, which is certainly a marvelous 
nd most useful tool. This instrument re- 
moves one b rd at a time: not one nail. It 
es not injure the boards, and cannot dam 

g It leaves the nails per- 
y s g 1 is times as fast in 
operati n as t id methods. It consists 
I p ( i piercing ofr 
ifting membe T 1 bracket. The 
p g member is driven under- 
neath th r boards of the case by a 
S g the The bracket 
ollows ep ne member under the cov 
er board, the ther end f the bracket 


iching the e1 r side of the box. When 
the handle is depressed it 1uses the point 
vith tl board to travel verti- 

cally, thus giving the highest lift, and rais- 


g b tl 1 together. The 
tool is mad bes el, and the ‘slid- 
ing hammer is so designed that it cannot 
pin nd. Wherever the Herculever 
is sl | es an immense favorite 
It is being l H er Company 


f 106 Lafavett street. New York, at the 


FUNNY IT WAS. 


“2 1 


during the 


ngtor esmen at Ilion 

the first of 1 mont} There had been a 

reight wreck The salesmen had gone to 

the station in Ilion ready to take their spe- 

cial train to New York when the accident 
urred 

Tl g tior he Typewrit 

Band had just reached the station before 

s Manager Calder and as- 

tants had been endeavoring all day to 

show them tl l sight some asked it 

k S| the day’s 

program that 1 not beet announced, 

while that engineers on 

the « | ig Ww oO interested in 

the n I liscoursed by the band at 

the « saw r signals nor 

dang til t te to prevent it. Some of 

the visitors took pictures of the wreck and 

Phot T mmpson vas ible to get 





OFFICE APPLIANCES 59 






















You Can Sell Edison Business 


Phonographs to the Business 


Men of Your City When 
You Show Them 


the convenience of dictating whenever they please, without 


interruption, repetitions or time-consuming waits, 


the satisfaction of knowing that letters once dictated will be 
correctly typewritten and wil! require no reading over 


and revision, 


the economy of a system that takes only their own time for 


’ 


dictating and equalizes the work of the typewriting 


department 





The Edison Business Phonograph 


simplifies letter writing, cuts down the cost per letter, im- 


proves the diction and appearance of business letters, makes 
the working day more productive and relieves the strain of 


office routine 


We have an interesting sales proposition to make to office 


appliance dealers. Write for it 


Edison Business Phonograph Co. 







Q Edvon. 
Main Office and Factory, 205 Lakeside Ave., Orange, N. J. 


10 Fifth Avenue, New York 304 Wabash Avenue, (next to Auditorium) Chicago 
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traight Talk 


——————— $$$ ny 


<< v_ 











Emphasized words, important 
phrases, credils, in red 

Back again to the original 
color for the rest of your let- 
ter or invoice 

Or ribbon entirely out of 
the way for mimeograph 
stenciling- 

The work of an instant on the 

New Mope! 


L.C. Smith & Bros. Iypewriter 


Just a finger touch on the Ribbon 
Shifting Device, and it’s done 
~ — So quick and handy, we call it t 
Flying Switch 
Positively, too—no trailing from on 
color into the other 
Inbuilt—not an attachment 
Described in the Free Book 


L. C. Smith & Bros. Typewriter Co 
SYRACUSE N.Y., U'S.A 


he 















Head 
Office for 
Europe, 
Asia and 
Africa: 

# Queen 
Victoria 
Strect, 
London, 
&. GC, 


writing 
ALWAYS 
in sight 








CARBON PAPER AND RIBBON 


MACHINERY 


Hard Finish Carbon Machinery 


15 years’ experience 


JOHN WALDRON COMPANY 


NEW BRUNSWICK, NEW JERSEY 
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The American Typewriter 


Plans fcr Its Sale Through Dealers. 


who originated this typewriter to ap 
propriate to their machine the compre 
hensive title of “The American Typewriter.’ 
Twenty-five years ago, when this company 
was first incorporated, it was little thought 


| r was a clever idea of the gentlemen 


t 
, 





The American Typewriter Company is 
now placed on the market their N 
\merican typewriter, which embodies all 
the strong features of their previous most 
successful models, with other valu m- 


provements. They have improved 


in taking this name that the title “typ bar, wh1 gives greater strengt d 
writer” would be synonymous with the term rigidity The special bearing is | 1 in 
“American typewriter.” The mere mention the “saddle” in such a way that it | mes 
of the word “typewriter” immediately calls an integt part of the typebar, thus in 
to one’s thought “America,” for few type creasing its efficiency and durabilitv and 
writers are produced abroad that have any making the typebar action the most unique 
thing like the standing, wearing abilities ot ind simplest typewriter mechanis pro 
the standard American typewrite! duced 
But the cleverness of the gentlemen who As will be seen from the illustration, the 
wriginated the “American typewriter” was machine has the Universal keyboard with 
Va 
_ ‘ . 
“a” t j 
= — , 
4 e N *\ Eh eel // “a Py 
; 
7 
p 
THE AMERICAN MODEL § 7 
W 
not confined to the name of the machine \ . keys It is a tw ybon ~~ 
[It was demonstrated more convincingly in shi enables the ope pha , 
the wonderful key and typebar made of on size a sentence by | g d 
piece of steel, which not only mad very The operation of changing f r 
simple lever in a new way, and gave dire to anot is very simple and eff: \ v 
application of power, but reduced the tota pointer or indicator is another new teature 
number of parts in this machine to less than on the 1 ine. This shows wl t 
one-half as many as are required ett printed w r 
irst class typebar machines This great the s The carriage is ex ght, 
saving of parts has enabled the manuf ind s ball bearings Q g rh 
turers of the “American” to «pt sper r) irect action ¢ t : 
high grade, durable typewriter that can be sures ufolding abi 
sold at one-half, the usual price—viz.: $50 The pointer above ref 
Che company owns the exclusive patent for the tabulator indicator, as it e1 
this bar and began to make machines wit} do tabulating with ease and accuracy. P 
it in 1900. Since that time they have sold vision is made for two spacing 
thousands of machines, all of which have ments, and the paper feed, whil Q 
given the greatest possible satisfaction on tremely simple, is so excellent that it is in 
iccount of their wearing ability and sim possible to feed the paper ked 
] Maret stops are m bot! 


plicity of construction 


























: 
| 
: 
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| | ) 
machine, and the line spacer being on the j 
left the mere throwing over of the carriage : 
automatically turns the carriage to the next 2 ® 
line. The machine is portable and built for 3 
. - * = : 
rough usagt In fact so much faith have & Papers for Catalogues and 
the ergerrege turers in it that they have been a | 4 
selling the machines by thousands on the ; STAR M f ld LINEN 
installment plan of $10 cash and balance in 5 ani 0 
monthly payments, and wherever they have = Add quality and distinction to printed matter. 
been sold they have given the greatest sat - ’ 
‘sfaction : We also make Paper for Carbon Manifolding 
—— in all its branches. 
The company have just moved their fac : 
Te cones are es eee oe C. H. DEXTER @ “SONS 
: : - si te « * 
where they have much larger and more 
commodious quarters This will enable Windsor Locks, Conn. 
them to treble their output, and keep up 
with their orders, which has been impossi 
ble hithert Mr. Halbert E. Payne its the 
president of the company, with offices at 
ie Broadway, Mew York THE PRODUCTION OF 
The American typewriter has hitherto 
vaveanen. verre eee? TI CIRCULAR & FOLLOW-UP 
by installments. The company 1s now pre 
pared to deal with agents on a most lib : 
eral basis, and those dealers who have a 
little capital to spare would find it advan 
tageous to communicate with Mr. Payne THAT ARE 
re moctne Bcamwenscs | ACTUALLY TYPEWRITTEN 
eign market, as it has been sold with much 
IS THE WORK . 
nccomruseo ev The riterpress 
machine is a prac- 
. * . 
tical repeating typewriter 
without complicated parts 
or delicate adjustments, 
and is built to stand hard 
. . 
steady work without its 
parts breaking or wearing 
j out. It is 
DECIPHERING A PEN WRITTEN LETTER 
success in the English and continental mat TO LEARN 
kets. Possibly there is no company 1n ex- TO USE 
istence that has doné more to popularize | . 
the use of typewriters by the general pub 
lic than the Americat | ypewriter Com- | Your ordinary office 
pany For many years they published a | ° ° 
striking advertisement of a man endeavor help, with a few minutes 
ing to decipher a pen written Jetter, which instruction, will prepare 
we r¢ produce below This clever advertise- a 30 line letter for print- 
ment they used mainly in connection with a 4 * 
. $1c typewriter which the. brought out sev ing In less than an hour, 
eral years ago, a! d for which there is still a and will print 
considerable demand effect of this 
‘ yicture was to draw the attention of the 
aide 40 the ote i oan a AS FAST AS 100 TYPEWRITERS 
puditle to tf dvantag I the point ot 
e ’ ’ ' 1 
lear SS and gibili I typewritte et 
t io y* Eger Pe ap a4 - yn 45 cs In addition to producing form letters, it is used in printing order blanks, price 
0 -~iplitpedlive gprs Acorns as . eco lists, card index supplies, or other office forms at one-half the expense charged by the 
ing notice to their mat I it at the same 
t , agate ty : < printer. 
h time forced me to an - bserving public | Any size or style of type, cuts, electros or ruling may be used. 
the great importance of legibility, and in | Any number of forms may be held intact, ready for instant future use, 30 seconds 
benefitting tl American Typewriter Con only being required to change one form for another on the machine. 
| g req g 
pany it incidentally benefitted the whole | You can set up one form, distribute another, print from another;--all at the same time. 
d Swnewriter track Poscthiv there is no sin- | Printed sheets are automatically removed, piled and counted. = 
O gle advertisement ever published in connec- | Each outfit consists of the Writerpress, combination type and operating Fer mas 
’ vega rng ek wegen ts ial | and accessories. Send your name for samples of work, and complete information. 
tion V1 ers Ss proc cer | 
equal fa cahle cammentec nd reti s tha 
this advertisement has. | truth of this 1s 
. shown hy the fact that whenever it is pub P ———_ DEALERS EVERYWHERE 
. ewe by’ om ver it is { 
ie 
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Simplex Automatic 


Envelope Sealer 


Used and|Recommended by People YOU Know 


HAND 


Western Electric Co 
Title Guar. & Trust Co 
Cluett, Peabody & Co 
R. G. Dunn & Co 
Merganthaler Linotype 
Company 
Success Magazine 
Illinois Seed Co 
South Bend Watch Co 
Office Appliance Co 
Plumber's Trade Journal 
Parker Pen Co 
Spencer, Trask & Co 
Colorado Tel. Col 
Chatt'a Brewing Co 
Nat'l Bank of Commerce 
Nat. Copper Bk.(N.Y.C 
Henry Bosch & Co 
Rex Co. (Austria) 
Bank of Montrea! 
Lawrence Barnam & Co 
Hungerford Brass Co 
Fels & Co. 
Niles-Bement-Pond C: 
The Roya! Tailors 
Redmond & Co 
J. E. Linde Paper Cx 
Baldwin Loc'm'tiveWks 
Central Union Gas. Co 
U.S. Pidl'ty & Gr'n'teCo 
Inter Stock Food Co 
Fourth Nat. Bk.(N.Y.C.) 
Nat. Com. Bk. (Albany) 
Clarence Whitman & Co 


SIMPLEX ELECTRIC 
READY FOR WORK. 





A successful machine must handle 


( 
Marshall F 


U.S. Dept 
ture 
U. S. Dept 
ents 
U.S. Treas 
Genera! Ele 
Colgate & C 
Curtis Pub 
Phelps Pub 


A.G. Hyd 


N. Y.&N 
Chicago Tel 





( 

Girard Na 
A. D. Matt 
Larkin C 
Curtis-Blais 
Trav. Ir ( 


its work in as 





nearly a human way as possible. 


The Simplex 





moistens the flap, closes the envelope and holds it 





under pressure until it is dry. 


There is no other ma- 





chine on the market that does this. 


If you want a 





Sealing Machine you must buy the Simplex. 








1435 Chestnut St., PHILADELPHIA 
FACTORY; GRANBY, CONN. 


e 





Bell Tel. Co. of 
S. V. B. Dry Goods 
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The SIMPLEX MFG. CO. 


90 West St.,NEW YORK 108 La Salle St., CHICAGO 
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U.S. or Canadian 


Patents 
~$25.00 


legal matters 





Great Britain, 


and Canada 





Our Pamphle 


Write to us for preliminary opinions on all 


Colonies, South An 


us to investigate 


prosecute foreign interests with dispatch 


t tor the Asking 








We pay all expenses and disburse 





ments except government fees 






THE INDUSTRIAL LAW LEAGUE 
170 Broadway, New York City, N. Y 





] 


No charge unless retained 


Associates throughout Continental Europe, 


1erica 
and 









J. K. COLE RECEIVES APPOINT- 
MENT. 

J. K. Cole, better known throughout Wis 
consin as.“Jack Cole, the typewriter man,” 
has been appointed resident sales manag 
for Minnesota by the Monarch Typewriter 


Af 


Company, with headquarters at Minneapo 

lis 
Mr. Cole is not, however, going into a 
strange territory with the Monar is it 
was Il Minnesota where he started in th 
typewriter business Mr. Cole entered the 
employ of the Smith Premier Company at 
St. Paul, Minn., as repair man and supply 
salesman, working in both St. Paul and 
Minneapolis He was later given a po 
sition as city salesman at St. P ind 
for neat two 


after filling this position 











years was given a position s ft eling 
salesman in Southern Minnesot 901 
Mr. Cole entered the emp! 
ington Typewriter Company 
is §s sn in Central Wis 
he ters and i bra (Js 
k S \ttetr representing \’ 
Con \ seve years 
p! year ag 
p Mi rch ( g 
his Wisconsin te 

| vork and S g 
1 ty er man, Mr. ¢ 
pt ~ 

\\ by eV he \ 
t< v be +% { ( ‘ 
doub M 
be \ | S¢ ( unde M ( 


WHY MEN FAIL IN BUSINESS. ‘ 
In t course of its investigat tf 


ures through many years, 


brought together a vast d 

in regard to the immediat . 
mercial failures, from wi! 

conclusion “that tendencies 


the individual himself are 
four-fifths of business failur 
he remaining one-fifth being 


ik 


traneous conditions over wl 


ual trader has no control.” nd 

that “eight leading cases are dus 

dividual himself, while three thers re 

largely beyond his control.” eS eight 

are incompetency,’ “inexperier lack S 


of capital,” “unwise granting 








A SPLENDID DEVELOPMENT. 
The firm of M. M. Rothschild, at 96 Fifth 
avenue, Chicago, has in the fourteen years 
of its existence, made most commendable 
ress [t is no child’s play—this mak- 
ing typewriter ribbons And it is no easy 
r matter to get the using public to appre- 
the product Both take time—lots 
erseverance and thought. 
ild started in to make 
1 typewriter ribbons about fourteen years ago 


1) 
} 
~} 


Chicag t a time when there existed, 
e to say the last, considerable doubt as to 
e the enduring qualities of typewriter rib 
t bons This was, it is true, only another 
y symptom of the incredulousness of the 
d public Just as the makers of typewrit 
E. ers had t erily saw their way into the 
d confidence of the user, so have manufactur- 
ers of ribbons had to do the same 

But Mr. Rothschild has succeeded To 
: day his makes of ribbons are used over the 
' s+? ] . . ’ 


entire country and in many foreign coun 


tries He makes ribbons for eighty differ 


nt machines or specialties using an ink 


ing process There is not one that does 


In the plant of M. M. Rothschild there 
iré six typewriter ribbor machines of the 
itest patterr that day after day turn out 
these different ribbons Five of the ma 
chines ar the usual type, while one is 


nultigraph” ribbon be 


The grade f cloth used in the manufac 
ture f ribbons by this firm 1s one of the 
hest 1 the 1 rket It j the best that 





can be bought nd great re 1s exercised 
its selection. When the fact is stated 
that thet 246 thr to the square 
is th, it will I ppreciated how 


sely w n itis and w t the demand is 


The gross utput 1 lollars is about 
$2,000 veel More room is being made 
ter ribbon department 
~ The growtl been s teady and heavy 
)] Ens +h, ¢ c+ as ve re ‘ ‘ the present 


rs at nadequate t meet the de 
lies ine of carbon 
with great favor among 
ts client] varieties are such as are 
demanded bv the trade evervwhere 
[The department that draws another line 
e ft patronag is the fa imile letter depart- 
les many hundreds of 
S t isands of rcular letters yearly For 
this $s f rk the Rothschilds com- 
pany uses the Simplex machine that sets 
the exact typewriter tyy There are a 
7 


roe number presses special for dif- 


ferent classes of work This department 
has been built up under Mr. Rothschilds’s 
persor super ion and 1 mong the larg 

est f its ki the United States 
Starting fro sn | beginning and 
growing ft n institution that does $300,000 
: wort! f busi s in these specialty lines 
is remarkab ‘ n the ength of time 1s 
T ken int I ratior Fourteen vears 


5 he en eX 


pe ) ‘ l » a pon 
ement in 
I S t he in the sp 


\nd if the same rate 

, of progressior , ntinued for the next 
d fourteen years, 1 M. M. Rothschild Com 
ny will be or f the rgest institutions 
ntr \lready plans 

het ire going forward for ne building. which 
Is lence enoug!l f tl position attained 
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A Line to Get Acquainted With 
Prompt Shipments Our Specialty 


BUILT TO SE 


This is not an empty phrase with us. We 
select for manufacture items which have some 
distinct features of salability that enable the 





VY sé ek 


WRITE FOR CATALOG “E” 


DEARBORN DESK CO. 


MARION ‘3 ‘: :: INDIANA 


“A Place for Everything 
and Everything in Place.” 
A Feature of Our Desks 








dealer to move them quickly, and enable us 
to concentrate on economical manufacturing 
method 

Our desks are well constructed and well fin- 
ished, to a degree that is apparent to the 
most unsophisticated pur haser 

RESULT: THEY SELL ON SIGHT. 

Our line includes both the regular pattern 
and the Dearborn Idea in Sanitary Construc- 
tion Our Sanitary Models are built with 
heavv leg posts, which enable them to stand 
the extra strain peculiar to this type of con- 
struction 

BESIDES DESKS WE MAKE SOME 
VERY SALABLE SPECIALTIES. Such 
1s stationerv cabinets, typewriter chairs, mis- 
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Designers and Engravers 
Halftone and Zinc Illustrations, Wood 





Cuts and Electrotypes, High Grade 


Booklet Printing, Steel Die Emboss- 


ing and Copper Plate Stamping, &c. 


Samples and prices on request. 
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MONARCH CIRCULARS ARE GOOD 
ENOUGH TO IMITATE. 


If there is a typewriter company 


istence which can justly lay claim t 
most elaborate and complete line of adver : 
tising matter, it is the Monarch Typewriter 


Company. Certainly no other company has 
in the same length of time, spent 
money tor fine printing nor distribut 


varied an assortment of handsome booklets ' 




















: 
THE ORIGINAL “HERE IT IS” CIRCULAR 
GERMAN EDITION 
folders and circulars [The makers 
Monarch fully appreciate the value of | 
er’s ink, and right at the start, four 
ago, when the Monarch was t 
duced to the public, they determine 
Monarch literature should be second 
the machine itself 
One ot the m rst p¢ pula r Monat 
lars is the so called “Here It Is 
illustrations of which are shown i 
tion with this article This folder was 
inated at the time of the St. Louis 
tion in 1904, and was the result of 
eration of the fact that callers 
I 
THE IMITATION 
writer booths liked to see somethi: 
ten on the typewriter that they 
away as a souvenir. A circular 
of a large envelope was thought ¢ 
possible, nd hence the “Here It | 
was designed in such form that wh 
it has the appearance and utility of 
velope and can be used for incl 
idvertising matter, and when wu led 
£4 
ve 
n¢ 
f ' 
$ 














ey 


ween a 








shows a large and very striking picture of 
the Monarch Visible Typewriter. After 
some time had been spent on the prepara- 
tion of reading matter that would accurately 
describe the merits of the Monarch Visible, 

e wise suggestion was made that no mat- 
ter be used except the words, “Here it is; it 


speaks for itself Nothing better could 
have been adopted as an introduction of 
the Monarch Visible, for the machine cer- 
tainly “speaks for itself” on all occasions 
Che circular was prepared and extensively 
used during the summer of 1904 at the St. 
Louis exposition and thereafter was pub- 
lished in German, French, Spanish, Italian, 
Portuguese and Hungarian, and distributed 


throughout Europe, and, in fact, the whole 
world. Subsequently imitations of the cir- 
cular appeared, issued by several typewriter 


eMonarch Veable -Schrethmaschine 
epee ae ees nee 
-—~ 





i DRUCKSACHE. 
a 


tee wee 
: a 


THE CIRCULARS FOLDED AND USED AS 
ENVELOPES, SHOWING SIMILARITY OF 


EMBLEMS OR TRADEMARKS. 
ompanies and in various languages. The 
atest and perhaps the closest imitation 


comes from Germany, and is issued by the 
manufacturers of one of the several German 
machines built somewhat after the style of 
the Monarch. Not only have the German 
manufacturers imitated the machine and the 
circular, but they have aped the Monarch 
emblem, known far and wide as “the em 
blem of progress and superiority.” The 
German emblem, shown in the accompany- 
ing illustrations, consists of two circles 
around the picture of the typewriter, with 
the name of the machine in red letters be- 
tween the two circles, and with two spears 
or lances crossed back of the entire design. 
Its striking resemblance to the well known 
Monarch emblem, with its circles, red let- 


ters and torches, precludes the suggestion 
of coincidence [The German circular is 
identical in form with the Monarch folder, 
the illustrations and reading matter being, 


of course, somewhat different 

If “imitation is the sincerest flattery,” one 
must conclude that this circular published 
by the Monarch Typewriter Company at the 


beginning of the St. Louis exposition is 


nceded to be the best typewriter circular 
ever published. In further nfirmation of 
the fact data secured from the advertising 
department of the Monarch Typewriter 
Company discloses the f hat there have 
been, first and last, approximately one mil- 
lion one hundred thousand copies published 
ot the original “Here It Is ircular, to say 
nothing of the i1 1s 


ON TO NEW YORK! That's the slo- 
gan now. So whatever you may think, in- 
vestigate as to the possibilities of the Busi- 
ness Show—it will pay you! 
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IN ALL GRADES 


8 


: 
“AMERICAN” TYPEWRITERS 


there is to be had at all seasons a good margin of 
profit for the dealer. In addition to this we have a 
large and complete stock that places our representa- 
tives in position at all times to satisfy the needs of 
any customer. In quality of construction and finish 
there can be no better typewriter afforded any dealer 
than is afforded those handling ‘“‘American’’ goods. 








@ Every machine that leaves our factory carries our 
liberal guarantee 












Oliver 
Monarch 
Densmore 
Remington 
Underwood 
Smith Premier 
New Century 
L. C. Smith 
Hammond 
Yost 
Etc. 





5 


Rebuilt 

Ready to 

Use and In The 
Rough 


Oe 





AND WE SAVE YOU 
from 25% to 75% 
ON ALL MACHINES 


write for catalog and prices, 
ng and facilities revealed to you. 


WHOLESALE AND RETAIL 


AMERICAN WRITING MACHINE COMPANY 


345 Broadway, NEW YORK, U.S.A. 
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Typewriters 


(o the 
Trade Only 


Large assort 
ment of all 
makes, in the 
rough or repair- 
ed, at low prices 





Write to-day for price-list on machines wanted. 


Orders promptly filled. 


B.D. UNDERWOOD TYPEWRITER EXCHANGE 


S2 LaSalice Street Chicago, ill., VU. BS. A 











THE 


ENSIGN 


ELECTRIC 


does not require the services of 




















an experienced and expert op 
erator to obtain accurate results 
quickly 

This machine does all the 
thinking and most of the work, 
always indicating just what 
has been done 

There is no guesswork 

All keys are of */\«” depres 
sion with a light and uniform 


touch. 
MULTIPLIES DIVIDES 


ADDS SUBTRACTS 


PROVES ALL RESULTS 








AND 





Capacity from 1 x 1 l to 
999,999 999 « 9.9909 9990 


9,999, 998,990, 000,001 
ENSIGN MANUFACTURING CO 


24 Milk St., Boston ay 
Factory, Waltham, }|~* 


iss 























The Lineograph 
DUPLICATOR 


Simple in construction. Simple to 
operate. Results always satisfac- 
tery whether type or hand-written 


circular. Neat, clean, compact. 
IMPORTANT.  Lineograph machines are 


sold without restricting the user to purchase or 
use oursupplies. Send for Price Lists and de 
scriptive booklet 


TheLineograph Company 
Makers of Duplicates and Supplies 


112 Fulton St., New York, U. S. A. 


! 





TYPEWRITER NOISE ANALYSIS. 


By Fred S. Merrow 


; 
lism ¢ te 


Type writer noise, divided according 
origin, Is mposed of four parts 
which may or may not be present 
same tim¢ 

First: That produced by the imp 


type against the platen 


Second Chat produced by shifting 
carriage to make capitals 
Third That produced by the s 


mechanisn 
Fourth 

on which t 
The first 


some extent 


Chat produced by the basel 
machine rests 
hree parts may be 
but cannot be eliminated 
out destroying the efficiency of the m 
At least they never have been 
By the ordinary method of attaching the 
machine to its baseboard, in the prevailing 
form of typewriter cabinet, the mac! 
screwed down tightly, thereby producing 
aggravating increase of nots 
Automati 
systems hold the machine just as safely as 
ld and yet do not bind 


typewriter cabinet atta g 


the cinch 





chine dow to the baseboard I ts 
within recesses within the baseboar 

metal cups attached to it, within 

ingenious cushions, bearing thx 

weight only 

During the process of writing, 
chine is confined within the recesses ts 
own weight; when turned backward int 
cabinet, by turn of the cabinet ver, it is 
automatically clutched and held 
place 

When the cabinet is opened 
machine iutomatically releas« 
own we nd the writing is d 
not only ecrease of noise but 
proved touch—a thing of great importance 
in an all day’s work. 

Freedo1 from the baseboard d 
aided by permanent cushions 
produced another peculiar result 
bon lasts nger than it did be 
twice as long he rigidity with 
machine was formerly fastened 
ink to become exhausted and it 
out soor han under the new w 

Stull nother good result, a very 
ant one, is the fact that the mac] 
instantly moved for cleaning, 
purpose, and instantly replaced Al 
replaced the touch has not b 
By the old way, when the machin: 
removed and replaced, the touch is ually 
different, harder, caused by the set rews 
being turned up more tightly tl 
the machine had been remove 

Auton typewriter cabinet tt ng 
systems cost something, lik good 
things, but they repay their cost repeatedly 
and are practically indestructibl 
ranted give satisfaction or mot re 
fund: Made for all active 1 s, by 
the Typewriter Economy Compar 411-429 
Tribune building, New York 
price $2.50 Dealers are want 
pied territory 

CLEVER OF HORN-BAKER. 

During the recent convention at Kansas 
City of TI Associated Advertising Clubs 
of Ameri The Horn-Baker Advertising 
Company, of Kansas City, op 
in the Commerce building to rs 


and in other ways made it ager 


pleasa the many ad mer 





ubs 
ing 


ors 


and 





nd 


ADDING MACHINE OFFICIAL 
SCORER. 

During an automobile race recently at 
San Antonio, Texas, between a number of 
prominent cars, the officials score was kept 
on a Burroughs Adding Machine, furnished 
by E. A. Kalkhurst. This is what the San 
Anto h 


had to Say 





\ saw the event, many of the 
thusi ig on hand all day. The 
score was kept by Burroughs adding ma- 


chines furnished by | \. Kalkhurst, and 
the number of laps were posted every half 


hour. Regarding this method of registering 
the cars G. R. Moran, of the Alamo Auto 
Company, said 

“IT have taken an active part in the man- 
igement of several big auto races in the 
east, and I consider yesterday’s event one 
f the best managed, both as to registration 
of laps and in every other way, that it has 
been my good fortune to witness. That 
adding machine idea is great one.” 


A HANDY DEVICE—A GOOD SELLER. 


E ve ry man who carries pencil ora pe nN 
in his pocket is continually breaking the 
point of the former or else daubing’ his 


pocket with ink from the latter and inci- 
dentally losing his temper several times a 
day which is not at all conducive to the best 
business getting ability It is now recog- 
nized that if one wishes to keep his high- 
est efficiency he must keep his mind clear 
from petty worries and in accord with the 
best that is to be found. There is one little 


device which is calculated to keep the mind 


clear from annoyance and fret regarding 
the pen and pencil which must always be in 
the pocket, always sharp and always ready 


to be used instantly. It is the Nichols pen 





THE NICHOLS PENCIL POCKET 


cil pocket It is a well made little thing 


which fastens securely and easily in the 
pocket, provided with a spring on the in 
side which holds the -_ or pencil always 
in place and by affording protection keeps 


them from having broken points or mis- 


placed caps. It is made of good serviceable 
leather and will last al: st a lifetime It 
Saves many moment looking for the mis 
placed pencil and many pang when a pen- 
cil comes out with a good sharp point all 
ready to be used the minute point touches 
p 

Che trade is ssured i good piece of 
workmans!] vhen an order is placed with 
Nichols & Willis, 22 Dayton street, Woos 
{ Mass.. ar good seller when it places 


the Nichols Pencil Pocket in stock 
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“A Leader for Years and Cnceccctsmemnsncitssms) A Leader To-day as Well.” 
Ler rTLle’s CARBON PAPERS 
as a synonym for ty are represented in the well-known brands 
‘ 
“COBWEB”’ “ SATIN FINISH 7? —— “GOLD SEAL” 
known the world ove herever Typewriters are used, always the same. 
LITTLe’s Bh hye FINisH” and “GOLD S8AL”"’ RIBBIN 
Always uniform, afford ghest degree of satisfactory service under all conditions. 
A “LITTLE” AGENCY !I8 A BIG BUSINESS ASSET 
Distributing Offices: York Office is 
CHICAGO NEW . YORK cera eeer es 
PHILADELPHIA A. P. L ITTLE . best equipped office in office in the world 
PITTSBURGH LEVELANI “ Offi d Factor devo solely to Typewriter Sup- 
WASHINGTON, D.C. Rochester, N. Y., U, Se Ae Purchase’ hesstt sivas 6 
LONDON, ENGLAND ocnester 7 
4 
/ 
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(By Special Correspondence.) 
Abilene, Texas. 
Harry Brown, the local agent for the Oli- 
ver in Abilene, reports business for August as 
ve gary The genial “Traveler,” N. B. 

, made his regular visit on the 18th and 
exp’ himself as well pleased with the pros- 
pect. The Oliver contingent in Abilene are there 
with the goods and delivering them, too. The 
above mentioned local met the Fort Worth and 
Dallas boys last month and will long remember 


the visit. 
Atlanta, Georgia. 

The sales force of the Underwood Typewriter 
Co, held a convention in Atlanta August 16. The 
salesmen assembied at the Piedmont Hotel. 
Demonstrations of their billing and correspond- 
ence machines were made by S. Hexter, of Sa- 
vannah, and F. L. patty of Augusta, after 
which the force attended the ball game between 
Atlanta and Nashville. A banquet was enjoyed 
at the Piedmont Hotel. Those attending were: 
Mr. T. F. Hammond, manager, Atlanta; J. S. 
Hexter, Savannah; F. L. Patty, Augusta; L. A. 
Da Charleston, S. C.; J. H. Fewell, North 

regia; J. K. Felkers, South Georgia; . 
LaGrande, Columbia, 8S. C.; E. T. 
North South Carolina; J. B. Blanton, Atlanta; 
J. W. Wilson, Atlanta; J. K. Felkers, Atlanta: 
S. W. Orr, Atlanta; J. C. Slifer, Atlanta; J. Y. 
Wooten, Savannah: B. E. Ellis, Atlanta; J. B. 
Jackson, Atlanta; W. E. Johnson, Atlanta. 

angor, Me. 

Miss Flora E. Weed, the Oliver representative, 
has a number of excellent prospects which she 
has acquired through some very excellent work 
on her part. The Oliver is very well known in 
Bangor and much of its popularity is due to 
Miss Weed's efforts. 

Battle Creek, Mich. 

According to information given out by the 
Industrial Association, another minor a a 
is shortly to be secured for the city in the 
shape of a typewriter repair shop. he pro- 
moters of the industry have been investigating 
local conditions and have found Battle Creek a 
good field, as there are over five hundred type- 
writers in use in the city. 

Beloit, Kansas. 

Don C. Rozelius of Concordia, who represents 
the Oliver Typewriter Company in Kansas ter- 
ritory, has been in Beloit for some days this 
month transacting business for the company he 


represents. 
Boston, Mass. 
(By Our Special Correspondence.) 
Manager Thompson of the Oliver Typewriter 
Company is busy after hours treating his friends 
to a ride ina touring car recently purchased. 


8. A. Chase, manager of the Hammond Type- 
writer Company in Boston, is taking a much de- 
served rest at present, spending some time at 
the resorts along the Atlantic Coast. 


In the August issue of Office Appliances it 
was stated that Charlies McLoughlin had ac- 
cepted a position with the Elliott-Fisher Com- 
pany. The informant evidently got the names 
mixed, for it was Frank A. McLoughlin, for- 
merly of the Underwood Typewriter Company. 
who has accepted the position with the Elliott- 
Fisher Company. 


That Miss E. A. Scott, manager of the Em-* 


oe age Department of the Oliver office, is 
ighly qualified for the important work in her 
c . is reflected in the universal popularity 
of the department among stenographers and 
employers generally. A material gain in number 
of positions furnished over a_ corresponding 

riod of last year means much to the needs of 
usiness men who have come to reply upon this 
source of supply for help exactly fitted to their 
requirements. 
. >. > 

During the recent encampment of the Knights 
of Pythias, which was attended by over 12,000 
visiting Knights, many complimentary remarks 
were made on the window decorations of the 
Oliver office. As the visitors numbered repre- 
sentatives from almost every corner of the 
United States, there were many who were 
agents for the Oliver in their respective towns 
As the well-known Oliver spirit pervades the or- 
ganization everywhere, it was perfectly natural 
that several calls from visiting Knights should 
be made at the Boston office, who accepted a 
welcome assured them by the Knights of Pyth- 
las emblems so much in evidence. 

Buffalo, N. Y. 

P. F. Bacon, city salesman for the Reming- 
ton. Typewriter Company, has just returned 
from his vacation to the Thousand Islands and 
down the St. Lawrence. He reports having one 
of the greatest times of his life, but says he is 
giad to get back to Buffalo once more and into 
he harness again. 

Burlington, Vt. 

Salesman J. H. Faught of the Oliver Company, 
who makes his headquarters at this place, is an 
example of one who takes advantage of the 
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summer months while his competitors have re- 
laxed their efforts, to redouble his energies. The 
number of Olivers that are coming into this sec- 
tion is indeed evidence of the merit of his tac- 
tics. 

Chattanooga, Tenn. 

E. L. Huffman, who was in charge of the 
sales department of T. H. Payne & Co. for a 
number of years, resigned his ition with 
them to take the general agency for Tennessee 
for The Wales Adding Machine Co. He will 
continue to reside in Chattanooga and will have 
his office here. 

Chicago. 


The following are the most recent additions to 
the Oliver city sales force: H. G. Weakley, 
Geo. A. Townsend, F. J. Bell and F. 8. Dunn. 

. > . 


Manager C. E. Graves, of the Oliver has been 
placed on the committee-at-large of the Chi- 
cago Association of Commerce. 

* * . 


Wm. 8S. Holbrook, the Oliver war-horse, has 
been decorated with the Ten-Year Gold Serv- 
ice Badge, of which he is naturally very proud. 

. 7 * 

A. E. Larson, formerly with the Underwood, 
and lately with the Burroughs adding machine, 
is now winning laurels as a salesman on the 
Oliver city force. 

> . 

George Forsyth, bookkeeper for the Monarch 
Typewriter Company, has purchased a home at 
Glen Ellyn. Do typewriter salesmen ever own 
their own homes? 

. * 

R. S. Smith, of R. S. Smith & .Company, 
Peoria, IIL, representatives of the Monarch 
typewriter, was in Chicago recently. After con- 
ferring with Manager Angell, Mr. Smith wore 
“the-smile-that-won't-come-off.”’ 

+. * . 

H. E. Russell, representing the Monarch at 
Burlington, Iowa, will.spend a part of his vaca- 
tion in Chicago. Mr. Russell is one of the most 
active and successful typewriter men in the 
United States. 

> > * 

E. J. Goldblatt, formerly a Monarch salesman, 
and who wanderea trom the fold for a short 
time, lured away by enticing smiles and fair 
promises, has returned to his position with 
the Monarch Typewriter Company. 

> 


The vacation season in the Chicago office of 
the Monarch Typewriter Company expired Sep- 
tember Ist. All have enjoyed this period except 
Manager Angell, whose multiplied duties have 
prevented his taking a rest. 

. al . 


F. J. Murphy, the hustling Monarch repre- 
sentative at Rockford, Ill., spent a short time 
in Chicago conferring with Manager Angell. 
From all reports, Murphy's competitors have 
learned that there's always something doing in 
Rockford. 


> > . 

Marshall B. Sargent, superintendent of the 
Remington-Sholes Co., and family left last Fri- 
day for a 10 days’ fishing trip. Most of the 
time will be spent at White Lake, Mich Mr. 
Sargent states that after his return no one 
need go this season to White Lake expecting to 
eatch fish. 

. . . 

The high record hung up in the Chicago office 
of the Monarch Typewriter Company for the 
month of July bids fair to be outdone by a good 
margin in August. The Monarch boys are al- 
ways enthusiastic when they are trying to 
break a record. Enthuiasm is a good thing; it 
sells typewriters. 

+ . 

Charles P. Price, secretary and treasurer of 
the Remington-Sholes Co., and family, are 
spending their vacation in White Mountains. 

hey will also visit Boston and Utica. Utica 
is Mr. Price's old home, and no doubt he will 
have a great time among his friends and rela- 
tives. 

. . . 

The Monarch Employment Department, under 
the management of Miss Kathryn Carroll, has 
established a new record August is the ban- 
ner month. More positions have been filled dur- 
ing this month than during any previous month, 
an index to conditions generally in the business 
world > 

. > . 

H. W. Carpenter, purchasing agent, Reming- 
ton-Sholes Co., together with Mrs. Carpenter 
and Miss Flora Remington, of Ilion, visited the 
Fulton chain of lakes in the north woods in 
New York state. Mr. Carpenter has just re- 
turned and reports that he had a most enjoy- 
able time. We hear reports of extended auto- 
mobile trips taken with Harry Golden and 
Frank Golden of Mohawk. These trips estab- 
lished the fact that Harry’s Thomas tour- 
ing car is the fastest in that section of the 
country. There were no Glencoe dumps or 
traps, or Carpenter would not be on duty, but 
would be wiring at this time for someone to take 
him out of the jug. 

Cleveland, Ohio. 
(By Our Special Correspondent.) 

E. S. Geery was called to Fairhaven, N. Y., 
on account of the serious iliness of his wife 

> > 


Cc. P. Ellis of the Oliver traveling force is on 
the sick Tist. 











R. L. Bowen, Elliott-Fisher salesman, is on 
his vacation. 

. . > 

Manager H. B. McAlpin, of the Underwood, 
spent his vacation in Canada, his original home 

* al > 

L. D. Wood, salesman for the L. C. Smith, is 

spending his vacation.in the Catskills. 
* * . 

Frank Klima, Underwood salesman, is enjoy- 
ing a vacation in the St. Lawrence River region 
> > > 
R. B. Buswell, district manager of the Elliott- 
Fisher, reports business for July better than 
that of the corresponding month of last year 
. * . 

F. W. Allison, formerly salesman for the 
Underwood at Pittsburg, has joined the Royal 
sales organization and is doing exceptionally 

good work in his territory. 
> > > 


H. A. Thompson, formerly assistant manager 
of the Underwood, is now on the road for the 
Royal and meeting with success all along the 


line. 
* . . 


Manager L. S. Smith, of the Remington 
spent his vacation last month in Baltimore, Md., 
and Hobarts Beach, Del. He also attended the 
convention of Remington managers. 

7 . >. 

The Royal Typewriter Co., under the success- 
ful management of Y. S. Stewart, has entered 
on the first month of the second year of its 
establishment here and is enjoying a splendid 
business. 

> * 7 

H. A. Considine, Elliott-Fisher salesman, is 
going after business these days with a new 
vim and purpose as the result of the arrival at 
his home of a brand new  seven-pound 
daughter. 
> . 7 

Mrs. Henry, manager of the Employment Bu- 
reau, informed your scribe that the demand for 
stenographers for this month has been espe- 
cially heavy for permanent positions, which 
means that business conditions are again nor- 
mal, which in turn accounts for the lively hus- 
tle and bustle about Oliver headquarters. 

> * * 

Cashier Noble returned from his vacation 
looking much tanned and refreshed, with a nice 
iced box of fish as an evidence of his pisca- 
torial feats, but Salesman Koerner looked 
askance at Salesman Noggle and asked in a 
stage whisper, “‘Don’t you know where that 
fish market is on River street?” 

. . 


A dispatch from Cleveland states that in a 
period of forty-eight hours nearly a dozen type 
writers have been stolen from downtown offices 
and the police are working upon the theory 
that expert typewriter thieves are busy. So 
far no one has been apprehended, Recently 
a typewriter was stolen from the office of J. W 
Sykora, Public Square. 

> > > 

The Royal Typewriter Co. has opened a 
branch office at Toledo. A. Rattenbury, who is 
in charge, is doing a splendid business. Mr 
Baughman, formerly with the Oliver at St 
Louis, has been secured as salesman, and J. H 
Jarvis, well known in Cleveland as an expert 
typewriter mechanic, has charge of the repair 
department. 
. > > 

A. F. Champion, formerly with the New York 
selling force of the MMAjott-Fisher Co., has been 
promoted to the charge of the Detroit office 
Mr. Champion made an excellent record in 
New York and his friends are expecting that he 
will be deservedly successful in his new loca- 
tion. The Detroit branch ‘recently moved into 
new offices in the Majestic building. 

> Se 2 -@ 


The employment department of the Smith- 
Premier had an almost unprecederted cal! for 
stenographers last month. In one week they 
found it necessary to advertise for 76 experi- 
enced stenographers. Business is booming and 
Manager Fairbanks’ soul-warming smile, always 
of generous proportions, accordingly shows a 
noticeable expansion. This smile is a valuable 
asset to the Smith-Premier business and should 
be copyrighted 
7 >. > 

Messrs. Gradwell and Pennington, respectively 
general manager and general fleld manager of 
The Oliver Typewriter Company. made a flying 
visit to the Cleveland Branch Office. 

There can be no mistaking the fact that 
these officers are as much pleased with the 
Cleveland business as Manager Frost was 
pleased and benefited by their visit. He says 
the coming of a general officer affects his or- 
ganization like charging an electric battery and 
that it is this harmony and enthusiasm that 
compels business 

: Cincinnati. 

H. A. Zimmerman has been putting in a waca- 

tion at South Haven, Mich 
” 7. oe 


J. B. Blinckensderfer paid a visit to the local 
office during August A lively business is re- 
ported for the Cincinnati district 

> > > 


R. E. Gerardy, formerly with the Remington 
Company at Dayton, is now in charge of the 

















—— 
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sub office of the L. C. Smit Co. at Columbus 
> > . 

A. L. Bailer, formerly ead repairer, Cincin- 
nati branch, Hammond Typewriter Co., has been 
transferred to the Pittsburg branch of the com- 
pany 

. . . 
(By Our Special Correspondent.) 

Cc. W. Knox, Jt local manager of the L. C 
Smith Co is leaving on September 1 for a 
two weeks’ vacation at Marietta, O 

> - > 


R. F. Bear formerly wit the Pittsburg or 
ganization of the Underwood Typewriter Co., is 
now in charge of the West Virginia territory 
of the L. C. Smith Typewriter Co 

> ol > 

J. H. Blodgett, local manager of the Under 
wood Typewriter Co., reports the sale of 25 ma 
chines to the Nelson Business College, one of 
the oldest business colleges in the city 


> . > 
W. W. Killen, of the Oliver Typewriter Co 
reports that the Cincinnat ffice leads the com 
pany for the period closing August 15th, on the 
financial end This means that collections are 
very good locall 
Denver 
R. C. Smith is again covering his old terri- 
tory in New Mexico for the Remington Mr 
Smith has been a wanderer for the last two 
years, and e Says that ming back to the 
Remington is like coming back home 
* ¢ « 


The Denver office of 


eiving congratulations 


mington are re- 
1dquarters on 


their first sales of the illing machine 
equipped wit the new W idding and sub 
tracting atta ment ys ! \ machine is 

1using widespread interest nong typewriter 


users 
Des Moines, ta. 
The B. F. Swanson Company of this city is 


doing a remarkable busi it the typewriter 
lir in tl territory covered b the organiza 
tion The company started a typewriter ex- 
change in Des Moines in 5 and met with such 
success from the first that i April of this 
vear the dealership for t L. C. Smith & Bros 
typewriter was given the ompany for the 
greater part f lowa —_ machine proved so 
popular that additional territory was given to 
the firm and now it has al f lowa, Nebraska, 
and the greater portion of South Dakota On 


July ist an offic was opened in Omaha under 
the supervision of Thos. W. Symonds, who was 


formerly lowa manager for the Underwood 
Typewriter Company The Omaha office is lo- 
ated at 1614 Farnham street The main office 
of the company is still at Des Moines, and from 
there six salesmen travel ind it is expected 


that in the near future the number will be con- 
siderably increased Taken all in all this report 
shows well for the Swanson Company and for 
the L. C. Smith typewrite 


Edward H. Quimby, agent for the Oliver type 


writer in this city, is making a splendid suc 
cess of the Oliver as a local enterprise 
Evansville, ind. 
4 Ww Randall resident manager for the 
Underwood Typewriter Compar closed a deal 





with the Lock ir Business College recently 
for the sale of fifty-six Underwood visible type- 
writers, which are to be u 1 in this school for 





instruction |] I es This is the largest singk 
order for typewriters eve given in the state 
and will be the largest typewriter equipment 
used by any concern in the state 

Fort Scott, Kan. 

Shannon Jones has made his initial trip out on 
tl road for the Sun Typewriter Company, 
whose agen e has take Mr. Jones has 
Fort. Scott and the count: north along the 
eastern border of Kansas 

Mr. Jones has been working on the county cir- 
culation of the local papers for some time, in 
addition to conducting a impaign for the Re- 


nation for register of deeds 
Fort Worth, Texas. 

With the coming of autumn and relief from 
the intense heat, busines s picked up won- 
derfully and the typewriter dealers are all 


publican nomi 


> . + 
(By Our Special Correspondent.) 

L. A Amis, formerly agent for the Under- 
wood in this city, has accepted_a position wit! 
Cc. J. Chabot, state agent for e Underwood it 
Dallas, and will make that itv his future home 

> . - 


The L. C. Smith Typewriter Co. is opening 
an offi on Main street in the Fort Worth Na 


tional Bank Building vit Ollie Warren as 
manager This is the first office opened here 
by this compar ind here's wishing them suc- 
ess Mr. Warren is well nown in typewriter 
circles in this state 
> > > 
4 number f Dallas ¢t ewriter dealers in- 
vaded this city last weel ind called on the 
local dealers Among the visiting brothers 
vere S. L. Ewing, state agent for the Fox; Mr 
Arringtor f the Texas Typewriter Company 
1 Mr jones, manager for the Dallas Office 
Supply Co 
* ee 
4 fire originated in tl r r of the building 
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The 


U.S. GOVERNMENT 


Approves the 














VICTOR 


for use in its various departments 


Uncle Sam is fastidious, but 


does know a good thing when he 


sees it. Always has his eyes open for the latest and best. 
If the Victor will do his work it ought to do yours. 


A trial will convince you 
Catalogue free 


Territory open to dealers 


VICTOR TYPEWRITER CO. 


812 and 814 Greenwich Street 
New York. 














Safety Fountain Pen 
and Pencil Holder 
Fits any Pocket 





Holds Securely One to Six 
Pens or Pencils 

Absorbs Ink From Leaky 
Fountain Pens 

Preserves Pencil Points 
Por Sale By Al! Jobbers 








Manufacture 


The 
Valley City Novelty Co. 


Grand Rapids, Mich. 








JUST DIFFERENT FROM THE OTHERS 


in grade of white paper and freedom 
from spots 


GET OUR PRICES 
MANUFACTURED BY 


THE NYE WELTY CO. 


Hartford Bldg. Downing Bidg. 
CHICAGO, ILL. NEW YORK CITY 
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BICHROME CARBON PAPER 


An Entirely New Product 


We are prepared to furnish to the trade Bichrome 
Carbon Paper in any size and of any color, with 
any different colored band of carbon running in 
either direction on the sheet. 





If desired the paper may be furnished with any 
proportion of its length or width uncoated. 





We appreciate that the present demand for this 
product is limited, but we consider the needs of 
the few as well as the many in designing our 
products. 


If desired carbon copies of tabular work will show 
individual columns, say of credits, in red. Or col- 
umns may be omitted entirely on carbon copies by 
the use of an uncoated strip on the carbon sheet. 
Should you have a demand for this article, or any 
other specialty in the typewriter supply line, you 
can get it from us. 





We can match the carbon paper you are using at 
a considerable saving, and will pack the goods 
under your brand name without charge. 


Only those who write us get the benefits of the 
economies we are continually offering, for we can- 
not afford to send a salesman to see you. 





An inquiry from you will put you on our mailing 
list and you will receive samples of every new 
product we make from time to time. 


Isn’t the mere advantage of being 
“up to the minute” in your chosen 
business worth an inquiry? 


SPECIAL NOTICE. 


We are prepared to furnish typewriter ribbons 
which will work the automatic reverse of the new 


Underwood machine. 


Neidich Process Company 


BURLINGTON : : : NEW JERSEY 
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occupied by the Griffith Typewriter Exchange, 
and caused some considerable damage before it 
was extinguished by the boys in the shop. No 
damage was done.to the large stock of type- 
writers whioh Mr. Griffith had on hand at the 
time, as the flames were confined to the rear of 
the building. 
. > 7 

Rumor has it that Mr. Long, representative 
of the Smith-Premier at this place, has taken 
unto himself a wife. While no official announce- 
ment has been received by those interested, the 
event had been long anticipated. We may onl; 
hope the report is correct, and that we may 
have the privilege of extending first congratu 
lations. 

Hardwick, Vt. 

H. F. Cummings, representing locally the 
Oliver typewriter, has demonstrated that the 
sale of typewriters in the smaller towns is 
only lHmited by the amount of time and effort 
put into the work Hardwick has become 
Oliverized 

Havana, Cuba. 

Charles Blasco, Smith-Premier dealer re 

ports a growing business all over the island 
> . e 


(By Our Special Correspondent.) 

M. G. Harris, of Harris Bros., typewriter and 
office appliance dealers, is away on a bridal 
tour that began at Gainesville, Ga., July 25t 
and will extend over Europe and last about six 
months Congratulations and all good wishes 

Huntington, W. Va. 

The Monarch typewriter is now being handled 
by The Swan Printing and Stationery Company 
A good stock of machines and Monarch sup 
plies is being carried, and prompt deliveries are 


guaranteed 
Ilion, N. Y. 
(By Our Special Correspondent.) 
Baseball still holds its interest for the 
writer people here, and several games of v« 
great merit have recently been played T 
Richfield team met with a defeat at the hands 
of the typewriter team by a score of 3 to 2 
while more recently the fifth game in_ the 
Remington-Arms typewriter series was played 
resulting in a victory for the Arms team 
> . . 


tvne 


On Sept. 1 at Recreation Park the Reming 
ton Typewriter Band challenged the Remington 
Typewriter Glee Club to a game of baseball, 
which was accepted, and played Although the 
glee club missed its famous backstop, Duke 
Smith, and others who were unable to play 
they were defeated by the score of 4 to 0 Sev- 
eral special features might be mentioned in « 
nection with the game, which was exceedingly 
interesting 


i 


. . > 

At 4 o'clock on the 20th of August occurred 
the marriage of Miss Caroline Stoefler of Grant 
street, daughter of the late Joseph Stoefler, 
and William George Everson of Syracuse The 
ceremony was performed by Rev. Father Mc- 
Donald in the presence of a large number of 
the friends of the contracting couple Miss 
Caroline Stoefler, sister of the bride, was maid 
of honor and the best man was Jeremiah Sco- 
field. The bride was gowned in a traveling 
suit of steel gray silk with applique trimmings 
and wore a white plume hat. Immediately 
after the cerefnony the bridal couple left on a 
wedding trip to Buffalo and Niagara Falls, and 
after September 15 will be at home to their 
friends in Svracuse The bride has been an 
employe of the Remington Typewriter Works 
and is a young lady who has many friends 
Her husband is a former employe of the Rem 
ington Typewriter Works, but of late has been 
in the employ of the Smith-Premier Typewrit« 
Company at Svracuse he is a son of Mr. an 
Mrs. Martin Everson of Utica and a your 
man of excellent character and standing mM 
home city 

Jackson, Mich. 

A patent on a typewriting machine has been 

issued to Chas. W. Brown of this city 
Jackson, Tenn. 

Rooks Brothers, Humboldt, have the banner 
agency for the Oliver, in the Jackson territory 
They go after the business and get it 

> . . 


J. F. Howison, Memphis manager for the 
Underwood Typewriter Company, was in Jack 
son, August 10th, looking after the local situ 


ation. 
>. * . 


“Another Oliver Agent’’ was the announce 
ment that came out on the 10th inst To the 
wife of John D. E. Boaz, “The Oliver Man i 
fine boy Both mother and babe are doing w« 

7 > . 


(By Our Special Correspondent.) 

The August issue of Office Appliances insists 
on again putting us farther South—Jacks 
Miss. This I suppose is because Jackson, Tenr 
is such a “hot” place on the typewriter ques 


tion. 
. . ° 


Harry L. Peters, traveling representativ« 
the Underwood Typewriter Company, with lo 
headauarters 
Mr. H. D. Parker has been assigned 
his place Mr. Parker arrived on August 

> + > 


to 


H. D. Parker, of the Memphis offic 


here, has been transferred nd 


comes eet: 























— 
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Underwood Typewriter Co., has arrived to re- 


open the Underwood office in the city, which 
has been closed for a few days on account of 
the illness of Mr. Peters, who has been local 


manager for some time. Mr, Parker will prob- 
ably be in permanent charge of the office. 
Jacksonville, Fila. 
D. C. Baldwin, manager of the typewriter de- 
partment of The H. & W. B. Drew Co. for a 
number of years, has resigned, and is now rep- 


resenting the Smith-Premier Typewriter Co. 


direct in the Jacksonville territory. 
Knoxville, Tenn. 
William Sommerman, special Smith-Premier 
representative, has been spending some time 


with George Doll, their dealer in this territory 
> > J 

Smith-Premier pioneers in 
have made a direct contract 
Smith-Premier Company to handle 
territory 

Libertyville, Jil. 

Libertyville has secured another new indus- 
try—the Phillips & Hicks typewriter, cash reg- 
factory—by paying 


& Co., the 


nessee, 


Doll 
eastern Ter 
with the 
the Knoxville 


ister, adding machine, et 
a bonus of $2,000 and donating a site. 
Little Rock, Ark. 

It is rumored that the suit between the Fox 
Typewriter Co. and the Parkin Supply Co. will 
be settled out of court 

. > + 

The charter of the Southwestern Typewriter 
Company, of Little Rock, chartered under the 
laws of Arkansas, was filed. The capital stock 
is $2,000 and the incorporators dre: J. A. Fran- 
cis, H. L. Julian and P. 8S. Hillman, 

7 > . 
Jesse A. Francis is now secretary and treas 


Typewriter Co. He 

office to the Kahn Building 

He reports a good business in all lines, espe- 

cially in the sale of new Smith-Premiers. 
Macon, Ga. 

H. D. Land, the redoubtable Smith-Premier 
manager, has returned from a flying trip north 
He visited Chicago, spent a few days at the 
factory in Syracuse and came back via New 
York feeling much refreshed and invigorated. 


urer of The Southwestern 


has moved the 


Madison, Wis. 

The branch of the Remington Typewriter 
Company located at Madison, Wis., announces 
their removal from their old quarters at 19 
South Pinckney street to the Pioneer Block. 


Memphis, Tenn. 

The Southwestern Typewriter Co., of which 
P. S. Hillman is general manager, have opened 
an office in the Business Men’s Club Building 
They will handle the Smith-Premier typewriter 
and do a general typewriter and office supply 
business 

Mexico City. 
Stanford, general manager for the Rem- 
Typewriter Company, left for New York, 
to attend the convention that will take place in 
September, on his trip will visit 
Atlanta to see some of his family. 
7 7 > 


i. B 
ington 


Chicago and 


Smith Typewriter Co., represented 
city by Messrs. Muriel & Armida, 
their general offices from Tiburcio 
they first opened up, to Avenida, 
This place is much better in 
They have a good sized display 
window, which they did not have on their 
Tiburcio office, and it is nearer the center of 
the typewriter district 
* 


The L. C 
here in this 
has changed 
street, where 
San Francisco 
all respects 


>. 

The Wahl adding attachment for the Rem- 
ington typewriter made its first appearance in 
this city, and while it is a new apparatus here 
as everywhere else, its simplicity and good 
work is the best recommendation for that ma- 
chine The Remington office has been very 
busy filling orders for banks and government 
offices. Their second big shipment is expected 
very soon, as some orders have not been filled 


Wahl had 


on account of the great demand the 
* > = 


Guillermo Trejo, who has a shop here where 
he repairs all kinds of typewriters, has just 
come back from a trip he made to Washingtan 


was to get a patent 


His object 
make the 


and New York 
invention to 


on an apparatus of his 

carriage return and space when it gets at the 
end of the line You can arrange this so that 
when it gets to a certain point it will return 


by itself, or if you do not want to do that, by 


pushing a lever it will return from any place 
you desire This works by means of a little 
motor placed on the back of the machine and 
connected to the electric light current. He can 
place this apparatus on the Remington, Under- 
wood, Oliver, Continental, Monarch and a few 
others 


> al > 


Antonio BGInes Tavares cashier 
Mexico City branch of 
Company, has just 
Chamber of Dep- 
Mexi- 


Sefior Dor 
and bookkeeper of the 
the Remington Typewriter 
been elected member of the 


uties (House of Representatives) in the 
can Congress, representing the state of Zacate- 
eas, Second District Mr. Btlnes has never 


ind this election Is 


sought political preferment 
quite a compliment to hin 

Since the sessions of Congress are very short, 
this will not interfere in any way with the 
work of Mr Biilnes,. and he will continue in 


the Remingt employ While in session, Con- 
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A. K. GOODRICH, Secretary 
BUSINESS 


OF REBUILDING TYPEWRITERS 


Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


Cylinders Recovered 


All Makes 





TYPEWRITER INSPECTION CO, 
317 BROADWAY, NEW YORK. 


ESTABLISHED: ---1892. 








“Easy” Fastener 








es 


different length prongs 


Patent Pending 


Great discount 





Manufactured by E. G. ROBESON, = 


For attaching correspondence to file 
covers, attaching legal papers, invoices, 
manuscripts, freight bills, etc. One 
‘‘Easy” Fastener will do the work of two 
of the old style fasteners, and do it 
‘easier,’ there being only two prongs to 
bend. Standard distance between prongs; 
to trade for the purpose of introduction. 


ATLANTA, GA. 








BRANDS 


Ribbons and Carbons—Unsurpassed in Excellence 





“EXTRA DURABLE” Typewriter Ribbons 
Also Makers of 


Multigraph, 
Adding, Stamp, 
and Dating Ribbons 


New Process, possessing great strength of 


“EXTRA QUALITY” Carbon Paper 
est for Fine Work 


“JAPANESE TISSUE” Carbon Paper 


Best for Multi-copies 


“BUCKEYE STANDARD” Carbon Paper 








Full Wax Finish 





INKED RIBBONS AND CARBON PAPERS for every purpose. 


AGENTS WANTED IN ALL CITIES. 


Write for our selling plan 





THE BUCKEYE RIBBON & CARBON CO., Manufacturers 


328 Frankfort Avenue, CLEVELAND, O., U. S. A. 
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, \- 
did a typewriter so entirely and 


perfectly meet the demands of 
the public as does the MONARCH VISIBLE 


NEVER iia. the pubic 


so quickly and 





universally recognize the superiority and su 
premacy of a typewriter as it has the MON 
ARCH VISIBLE 


NE \ K R did typewriter manufacturers % 


perfectly appreciate the needs 





the business oad and so adequately supply them, 


as have the makers of the MONARCH VISIBLE 


orn WHE REV ER: yusiness is con 


ducted through 





out the civilized world, there will be found the 


MONARCH VISIBLE 


WHATEVER * satu of tn 


work demanded, 


there is made for ita MONARCH VISIBLE 





THE MONARCH VISIBLE TYPEWRITER is 
made with nine different lengths of carriages, 
ranging from 84 to 324 inches. Any one of 
them will do your work better and more easily, 


and for a longer period of time, than any other 





typewriter. Ask to see it. 


The Monarch Typewriter Company 
EXECUTIVE OFFICES 
300 Broadway , : NEW YORK 
Branches and Dealers Throughout the World 








TYPEWRITER PARTS 


FOR ALL MACHINES 


Large Illustrated Catalogue and Supplement 
FREE TO DEALERS 


THORP @ MARTIN CO., Boston, Mass. 
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gress meets at 3 o'clock and adjourns at 
though they sometimes have night sessior 
after the manner of the English parliament 
Mr Balnes received a letter of congratula 
tion from the main offices of the Remingt 
company, and all join with them in wishing 
him all success ir the enjoyment of his 
honors 
Milwaukee, Wis. 
(By Our Special Correspondent.) 
J. T. Cole, formerly connected with the M 
waukee branch of the Monarch compar 
been made resident salesman for the Mor 
at Minneapolis 
> > > t 
W. Cc. Kreul, president of the W Se & - 
Company Milwaukee and Wisconsin rep: nN 
sentatives of the Oliver, has returned to M 
waukee from his recent vacation at Dela 
Lake, Wis 
> o > 
\. Bothe, Milwaukee and Wisconsin manag 
for the Monat ompany, is again in 
after a short rest at Butte des Morts 
the well-known Wisconsin summer resorts 
> > > 
‘We are finding that the Milwaukee | j 
writer business is continuing to be very s - 
factory,” said W. C. Kreul, president of the W 
Cc. Kreui Compar representatives of the © i 
vel “Sales e showing much life and t 
uutlook for future business is very promis 
o > 
The Fox t ewriter is as yet unrepre 
in Milwaukes One of the well-known Milv 
kee establishm ts is now considering a pro 
sition to carry agency for the machins I 
J. Coad, former! Milwaukee manager for 
Fox, is now located with the Monarch peop! 
Milwaukee sales! I 
> > * 
“Orders fron ibout the state and in ti 
ire graduall I the increase said |! 
Johnston, manager of the Smith-Premier ‘ 
pany at 416 Broadway. ‘“‘Business for the m 
of July was very satisfactory, but the pr 
month is developing much improvement j 
of us are planning on bigger things this f 
> > a 
Generally speaking, business is very goo 
said A lot ! Milwaukee manager of the M 
rch Typewriter Company The outlooh ! 
brisk fall business is concoes bright 
present time Our offices have been remod 
and enlarged and in various ways we ar¢ 
viding for hea‘ fall orders.’ 
> > > 
The new salesmen have been sent out 
Wisconsin territory by J. B. Lanigan, Wis 
ind upper Michigan manager of the L, ( 
Smith & Bros. Typewriter Company Ons 


salesman has been placed at Green Bay, W 
ind another at Marinette, Wis. J. B. Lanig 
reports that business is rapidly improving ar 
that prospects for the L. C. Smith & Bros 
writer are very bright at the present tin 

> 


* > 
Milwaukee, the birthplace of the typew: 
and the city in which the first girl to me 
the writing machine invented by her father 
resides, was recently honored with the preser 


of the ‘fastest xpert typewriter in the wor 
Miss Rose L. Fritz, of Brooklyn, N Y M 
Fritz was in attendance at the tenth anr 








convention of the National Shorthand Report: 
Association held in Milwaukee, August I18§ t 
> > . 
The H. H. West Co., of Milwaukee, who 
agents for the R il typewriter, have re 
secures valuable 0o-operation in the pus 
rf this department of their business in t 
son of F. H. Jones, who has been in the t 
writer business some time and qualified t 
perience to p the Roval in Milwauke 
Royal should find a ready market in this j 
. > > 
The Milwaukee typewriter business seer 
be drifting awa from the period f du 
mer sales and nsiderable improvement 
been noted within the last ten days Ir 
tions are that the fall business with a 
leading lines of machines is to be very eg 
Several Milwauke« branches are alread 
sure of a good fall trade that plans arse 
way in mar cases for sending out 
force of salesmen in the near future 
Minneapolis. 
N. R. Downham, the new recruit to the O 
sales force is setting a new pace for 
ginner that t ler men on the force r 
ing to imitat« 
> > > 
Manager St. John of the Oliver Typew! 
Company is soon to hold a celebratior 
October Ist, t Minneapolis branct ft 
be five years I During these five y 
kinds of sales records have been piled up 
7. >. > 
(By Our Special Cosrenpondent ) 
W. F. Vergow travel for the Oliver 
writer Company in N« rth Dakota met 
quite a serious accid at Hillsboro VM 3 
leaning against Deavaen pole his left ¢ 
touched a lh wire while his right } 
came in contact with an overhead live wir f 
ating a circuit, which badly burned his , 
hand He is gradually recovering and is é 
gratulating himself upon his escape 7 
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TYPEWRITER NEWS—Continued. 


Montgomery, Ala. 


\. B. Henr former! Smit Premier man- 
wer for J J Pastoriz t Houston, Texas 
ow tt irge of 1 Smit Premier com 

41 S 


if this Tt 
Nashville, Tenn. 


The Smit i mi vriter Co.'s brancl 
ffice that was recent stablished here witl 
W. R. Patt ir irg doing a humming 

Sil sx 

D. Craig, w was the Brandon Print 
nz Co. for rs is 1 ‘ lirectly connected 
wit the Smit Premier Typewriter Co. in their 
Nas fl 

. 

Dardet Craig for mn ears with § the 
Brandon Printing Co n their typewriter dé 
partment gone wit the Smith Premier 
Co. of this t Coul t forsake his old 
frie 

.2 

Reese Porter, who is for several years been 
manager of t Nashville Typewriter Exchange 
as disposed [ is interests in that company 
ind will in the future handle L. C. Smith type 
writers for the Brandon Printing Company. 

7 a > 

The Brandon Printing Co., who have for over 
ten years handled the Smith Premier Type- 
writer, have severed their connection with that 
company and will in future handle the L. C 
Smith Visible Typewriter They claim that the 
growing demand for the gle keyboard visible 
has forced t m to give up the “good old Smith 
Premier’ for the other 

> 

W. R. Patterson, former on the Smith Pre 
mier typewriter sales for it Omaha, has been 
transferred t Nashville and will be manager of 

is bran fi He is an “old timer,” and 
5 an tell m the new machines we see go- 
ing out ever day that is going to uphold 
the prestige of the Smit Premier in this fleld 

> > > 

The Remington seems t be the ‘“winner’’ 
with the railroads still, a is evidenced by the 
sale of eight late mods Remingtons to the 
Tennessee Central Railwa Mr. Day, the man- 
iger of this office ind the champion tennis 
player of the state, is responsible for this. He 
ilways wants the whole thing 

* > > 

R. L. Carter: former! 1 city salesman for the 
L. C. Smith & Bros. Typewriter Company, has 
I appointed manager of the New Haven 
office of that company He is been with the 
company for a little over a year and in that 
time has shown his abilit to the above extent 
He is receiving the congratulations of his 


friends and associates 
Newark, N. J. 
Vice-Chancellor Howell signed an order today 
permitting Thomas L. Raymond, as receiver 
for the Blake Typewriter Company, to sell the 


plant of that concert t Nassau, Sheffield and 
Boyden streets, for not less than $40,900 The 
company was adjudged insolvent in February 
The factory plant is its principal asset The 
liabilities ar said to be greatly In excess of 


assets 


New Orleans. 
ho for t past two years has 
the mechanical work for the 
ch in this it has severed his 
th this cor rn and is at present 





Mr. Thomas H. King, for 21 vears a mechani 
for the Remington Typewriter Company in the 


New York office and a number of their branches 
and for the past four years at the local branch 
s secured ¢ ployment with the local branch 
ft Underw d Typew! ( Mr. King is 
of the best mechar s in New Orleans and 
tl Und 4 j t in securing his ser 
> > 
I ur i rr ting the stockholders 
Souths Typewrit« Exchange Ltd., was 
eld during t past mont ind the following 
Officers were elected for t ensuing year Mr 
J KE. Gray sident \ H Pike vice presi 
dent and m iger; Edw Duy ntier, secretary 
tr surer Regardless the so-called hard 
j has 1 ‘ very good show 
ing and ti} report eg d rospects ahead for 
iture business The tained their entire 
r iring tl summer and we understand 
‘ soon t ease their selling 
rT 
> > 
The Underw ad Type I ro report a ver 
good increas ir busir during the past 
. +} und «the best of prospects for the fall 
ind winter Mr W herr the local manager 
recently mads 2 trip thr zh his territory t 
} icquainted with the exact condi 
ions and mprove the working arrangements 
wher er possibk N ! s changes wer 
’ nd the forc: f s smen have alread 
ised At t | sent time this com 
pany has ! f the best selling organizations 
ur typewriter company in the soutl 
> 
Business nditions h greatly improved ir 
luring the past month and the type 


Writer business is nm eption Orders are 
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NION 


RIBBONS“CARBONS 


will insure the success of any dealer handling rib- 
bons and carbons 


@ We believe that the quality of the goods, the 
fairness of the price, and the method of treatment 
and co-operation afforded by the “Union” House, 
is such as will sustain any Dealer in going after the 
biggest slice of business in his territory. 


What Proportion of the Business in 


Your Territory Are You Getting Now? 


q If you are handling other than ‘“‘Union” goods, =" 
take thought of the morrow, with the prospects of 
some other dealer getting this line for your terri- 
tory, and get acquainted with what we have to offer. 


It Costs Nothing to Get Samples and Prices 


@ Inthe manufacture of our product, we employ 
the most skilled labor, the best material and the 
latest discoveries of our laboratories—the result 
is carbon papers and ribbons which will stand the 
test of time and wear. Impressions that will be 
legible for all time, and not simply bright records 
which will fade away in a few months or years and - 
be indecipherable 

Best of All There is a Good Margin of Profit 


That You Can Conscientiously Make on 
Your Trade While Giving Them Satisfaction 




















If this Ad does not persuade 


REMEMBER 
A TRIAL ORDER WILL CONVINCE 







Union Ribbon & Carbon Co. 


9th and Thompson. Streets 
PHILADELPHIA, PA. 











Chicago Office: 
324 DEARBORN STREET 
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BLICK ‘Typewriter 





Visible 
Writing 


Light 
Action 


Interchange- 
able Type 


Back- 
Spacer 


NEW No. 8 MODEL 





Equipped with DECIMAL TABULATOR for which no charge is made 


SEND FOR CATALOG THIRTY-TWO 











The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 

















“The Carbon and Ribbon Manufacturers Supply House” 








S. J. ROSE & FRANK 


201 Wooster St., New York City 


Importers 


Onion Skin 
and 
Feather 
Weight 
Typewriter 
Papers. 
Manifold 
Papers. 


and Manufacturers 


Decorated 
Ribbon Boxes 








mr \ Lithographed 
= and 
sme] Pain Spools 








Peet’ Rotor 
wm THe BEX wire arava 
ment OF BEFECT WE wc 
REPLACE IT Mme omrec’ 











SOLID HUB UNDERWOOD SPOOLS 
CARBONIZING PAPERS. ALL WEIGHTS AND 


GRADES FOR ALL PURPOSES. 
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TYPEWRITER NEWS—Continued. 


coming in with more regularity and the typ 
writer men that wore the long faces during th« 
summer are beginning to smile and look happ 
They all “‘knew it “would come,”’ but for som« 
it was a long wait Everything looks prosper 
ous now and a geod fall and winter business is 
a certainty Business concerns who have put 
off buying during the summer months are read 
to place their order and it is up to the “‘man 
with the goods” to get the business. There ~ 
been no failures reported among the typewriter 
firms and all the typewriter companies 
stocking up and getting everything for a good 
business which is bound to come 

> > al 


(By Our Special Correspondent.) 
Although October 1 is moving day 


city there will be but few changes among 
typewriter companies The Remington T 
writer Co will move on the ist from 
Common street t $29 Gravier street T 


? 


new location is not so advantageous | 
fact that the are so well known here w 
make very little difference The Remingt 
salesroom has been located at 732 ; 


Cor 
street for the past ten years and as reg 
location was the envy of nearly all the t 
writer companies in the city The typewr 
companies that will remain at their old s } 
for the coming year are as follows Und 


wood T WwW Co., Southern Typewriter 
change, Ltd Schumert & Warfield, Mor 
T. W. Co. and John M. Hyman 
New York City. 
ye tose, city manager of the Remingt 


Typewriter Co., is enjoying a well-deserved 
cation 
> o > 
F. S. Sholes, manager of the Monarch T 
writer Co., has been away on his annual va 
tion 
> > . 
B. F. Webb, formerly with the Oliver T 
writer Co is now in charge of a New Y 


territory with the Royal Typewriter Co 

> . > 

Milton Kellogg, well known in typewriter 
cles has just returned from a trip of s 
weeks’ duration, which he took in the int 
of the secondhand typewriter trade 

> > . 

J. Neahr, general sales manager of 
derwood Typewriter Co., is on an extended 
through the West. He may eventually rea 
coast. 

> 7 > 

Miss I. Z. Rooney, assistant manager 
Employment Department of the Oliver T 
writer Company, New York City. spent her 
eation with her parents at Carbondak Pa 

> > > 


Ernst Martin, one.of the pioneer salesme! 
the country sales force of the Oliver 
writer Company, New York City, traveling 
Long Island, reports business in a flouris x 
condition 


Mr. King, manager of the Smith-Pret 
Typewriter Co. is wearing a happy smile t 
days Everything seems to be very pros 
ous in this office, and the billing mac! 
making good progress in public favor 

> al > 


) 


A. I. Young and R. L. Fornasis, b 
enced typewriter men, have joined the st 
the Royal Typewriter Co. as salesmen, ar 
making satisfactory returns in their New 
territories 


> > * 
F. S. Curtis, formerly cashier of the 
Typewriter Company, 310 Broadway, N: Y 


City, has accepted a position as gen 
ager of Messrs. Wm. Demuth & Com 
New York 
>. > > 
Messrs. Ryan, Miller and Coenr 
the factory of the Oliver Typewrit 
pany, Woodstock, Ill, while on a tri; 


the east recently made a short sta N 
York City 
It is with great regret that we haves 


nounce the serious illness of M. W. Haz 
inventor of the Standard Folding Typs 
He had a paralytic stroke six weeks ag 
at the present time a very sick mar 
* > * 
Manager Humphrey of the L. C. Smit 
Typewriter Co. is spending his summer t New 


Rochelle N Y.. where he has a si f ] 
rigged, of the kheck-about typ« He : 
giving great enjoyment to his many |! s 


and having a “big time’ himself 
> . . 


‘ 


S. T. Smith, general manager 

wood Typewriter Co., has left his desk 
few days to take a well-deser I 
Possibly there is no man in the typewr 


ness more regular and prompt i 
than Mr. Smith 
> > > 





“The New York Herald” and “Ever 
gzram™” have recently contained some 
ing articles on the great typewriter ba 
being waged by the Royal Typewrit ( 
against the $100 machines We repr ex 
tracts from them in another colum: 
>. > > 


ter, superintendent 


> He 
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TYPEWRITER NEWS—Continued. 


fices, the Hammond Typewriter Company, has 
just returned from a visit to the company’s 
Canadian offices and reports the outlook for 
fall and winter trade in Canada as being very 


encouraging 





> > ] 

J. W. Campbell, manager of the country sales 
department of the Oliver Typewriter Company, 
New York City, made a recent trip through his 
territory, visiting local agents at Albany, Sche- 
nectady, Saratoga Springs and Troy, and reports | 
business in a flourishing condition 

o > s 





A prize contest for $1,000 is now attracting a 
considerable amount of attention amongst the 
Underwood offices It will be awarded to the 
office making the largest amount of sales. The 
amount is divided into three prizes of $500, 
$300 and $200 Up to date the Omaha office 
is in the lead 

> ] +. 

Charles N. Miller, local agent for the Oliver 
Typewriter Company at Johnstown, N. Y., spent 
some time in New York City recently. Mr. Mil- 
ler has been local agent for the Oliver Type- 
writer in his town for ten years, and has been 
successful in placing a large number of Oli- 


supecestel im siting 6, inten. Sam For Forty Years Discriminating Buyers Have 
G. Walters, in charge of the repair depart- Voiced Judgment in Favor of Weston’s Ledger 





ment of t Oliver Typewriter Company, New 
York City, has been on leave of absence, visit- and Record Papers. 
ing relatives at Illinois Mr. Walters reports | 


having visited the factory of the Oliver Type- 
writer Company, where e was at one time em- 
le ‘ 


A book made of ‘‘Westons” for use on your 


oe i re desk, or for sale on your counter, will enlist you in 
branch of t Oliver Typewriter Company, who 66 , ” . . 
has gained considerable notoriety as a musi- Weston majority. 
cian and soloist, has just returned from a leave . : 
of absence Mr. Kells sings in one of the lead- ~ . ra . 
ing churches of Brooklyn From the selection of the stock in the rag room 


* * @¢ 


|. H. McDowell, manager of the Oliver Type 4] through duster beater, Fourdrinier, calender and 
cutter —throughout the entire complex process of 


writer Company, New York City, recently made 
an auto tour of the Ramapo and Catskill Moun 


tains ind judging fron outward appearance \y - 

a ap mente pp ag Oe ge Es manufacture to its preparation for shipment — 
F. S. Sholes, manager of the Monarch Type- Weston product shows the influence of our 40 years 

writer Co., has just returned from his vacation " 2 

which he spent on the Jersey coast He had a experience. 

most enjoyable time and appreciated it par- , 

ticularly, as this was the first vacation he had - } 

ee ae ee re ke rhrough their use the perpetuity of the records 





Charles Spiro, president of the Barlock Type , = a : 
: gay of the duluene in | 5 ot the nation state county oum municipality and 


writer Co., states tha spite 

trade especially in the typewriter business H ‘ 4 ‘ 

his factory has .- stopped ng an ee (Amy business ot every kind. are assured. 

none of the men have been out on shor me P 

This is a great record nd shows the benefit of . 

cultivating the foreign trad By common consent of users and makers of 


G. K. Kendall, sales manager of the Elliott- i| account and record books—both the “‘old-line’’ and 






































Fisher Typewriter C reports fine business . 
a i . } nast mont The addi ¥ achine sé ° mes “ " - ‘ . ‘ - ~ ~ M4 ; 
Sere aches te thet: maaan ee loose-leaf’’ record and ledger papers are divided 
vide field f usefulness hitherto untouched by . 
the ual typewriter The high price obtained into two classes 
for single machines are astonishing. 
> > > 
James B. Hammond, president, The Hammond ? d h Oth 
Typewriter Compan s at present enjoying a Weston s —an t e ers 
trip throug Europe Mr. Hammond enjoys the 
distinctior f being a great traveler and has 
for many rs made it a practice of visiting 
England and the ontinent yearly His present 
s Ol busines mbined with pleasure 
> > > 
w. J. D n, former! with the Royal Type 
vriter C now wit e Underwood Typ: 
writer ¢ d is in t billing department 
nd Mr McCorma The latter gentlemar 
is rT past master n all matters in conne 
tion wit illing ma ne that there is littl 
doubt but t t Mr. Dunn will receive the best 
. > . 
L. S. M I is resigned as president of the 
Standard |} ing Typewriter Co. The company 
has recent een reorganized with the fol 
lowing fficers J jackson Snow, president 
,. W t ! treasure! W. S. Crevey, sec VO Pi 
retal W y W. Yeartl vice-president, and ; SF B W 
las. ( H issistant secretary The pros 
a Pensa way : yron-Weston Co. 
> — > + 
Chas. B shoft. 2 ral representative, The 
Hammond Typewriter ‘ mpany, for Europe Dalton, Mass. 
S is Vv rs ifving pleasing informatior 
garding sun of business of all 
kinds it pe { ; as the boys all 
cnow hit s a prime favorite with all whe 
know hin na has n I friends on this sid: 
At 
- > . 
W. W. Ramer of t Wholesale Typewriter 
Cc 110 Duane street, report that trade during 
S nth in re t machines had beer 
exceptior ] good The sold more machines 
than ever efors ir the history of the co 2 
pany. whi ill goes to show that there must 
be a large revival of trad: n the way or actu- 




















70 





WALKER’S 
VERTICAL CABINETS 












7 
DAVID D. WALKER COMPANY 


MANUFACTURERS 
TO THE TRADE ONLY 


79 Lake Street, Chicago, Ill., U. 5. A. 

















Two large factories devoted exclusively 


to making Vertical Cabinets. 


Made in two, three and four drawer letter 
size; four drawer Cap, and five drawer Bill 
size — solid or with detachable sides, as 
shown above 


PLAN OF Built to extend late 
CONSTRUCTION rally, sections being 
joined together, making one solid cabinet 


APPEARANCE Quarter sawed oak 
fronts, paneled oak sides and finished 
backs. Solid oxidized brass trimmings 
Extension slides on all drawers 


shides are 


FEATURES Ali! drawers and 
fitted with rubber buffers 


Mechanicaily Perfect. 


or bind, 


MODERATE PRICE 
HANDSOME STRONG 


They will not warp 


Our Cabinets are as near perfect as the 
best labor and material can make them 











——S S—[—[ 
DEALERS 


Write us for catalogues, terms 
territory and full dealership 
proposition, the 


BEST EVER MADE 





DEALERS 
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TYPEWRITER NEWS—Continued. 


mong the trade very little is heard of the 
American typewriter It is still making good 
progress at 269 Broadway under the manag 
ment of A. G. Payne. Their new No. 8 machine 
is now being put upon the market, and is being 
sold direct to users at $50 payable by install 
ments. The American Typewriter Co. are ente! 


prising advertisers in papers outside the trad: 
> 7 . 


F. M. Farnsworth, formerly chief aceountant 
in the New oth aenee of the Oliver Typewrite: 
Company, his. been promeérea yo the position of 
cashier. Mr. ¥arnsworth wa¥® at.en: 


con 
above 
a very 


time 
nected with “the Zeneral offices of the 
company at Chicago, and 1s regarded as 


compe@@nt man for the position to which he 
has bétn appointed 
> > 

Cc. @ Hammond, manager*of the New York 
office of the Hammond Typewriter Co., is away 
on a vacation The Hammond in New York 
enjoys a considerable degree of popularity, and 
always seems to pursue the even .tenor of its 
way in spite of any amount of opposition Its 
interchangeable type and beautiful regular 
writing makes it a favorite in a good man) 
places 

. > > 

Considerable activity may shortly be expected 
among the commercial schools of the country on 
behalf of the Underwood Typewriter Co Mr. © 
©. Oden has been appointed head of a newly 
created school department He will have as his 
assistants Miss Rose Fritz, and Mr Otis 
Blaisdell, the champion typewriter operators 
Already the department is producing fine re 
sults 

> > >. 

Messrs. Ruffin, Ecklin, Hill and Mehl con 
nected with the home office the Hammond 
Typewriter Co., composed a fishing party which 
recently “tried their luck” at Wreckleeds 


There seems to be some doubt as to who caught 


the largest fish but from the number which 
they supplied their friends on their return 
there is no doubt that prices in the fish mar 
ket advanced sharply 

> > * 

On Saturday, the 29th of August, the em 
ployes of the Wholesale Typewriter Co., had 
an outing at Glendale, Long Island The day 
was an ideal one, and a most enjoyable time 
was spent They had games and sports of all 
kinds The great event of the day was a bas: 
ball game between the married and single men 
A fine dinner added to the general enjoyment 
The rapid growth of the Wholesale Typewriter 
Co. has been marvelous, and the number of 


employes has been increasing every month 
+. > 


treasurer the 


tancroft, secretary and 
attended a 


Typewriter Company, 
on August 27 at Toledo, O 
the reunion of the G - oe 
Bancroft is a veteran of the 
member of the G \ R 


J. 
Hammond 
family re-union 
le also attended 
at Toledo Mr 


civil war and is a 

His residence is in Bloomfield, N J Mr 
Bancroft is one of the “young old fellows” 
and never seems to grow older and will ur 

doubtedly have been seen “in the ranks at 


Toledo 


> > > 

sold for William 
of Manhattan, the 
twenty-three 
Royal Type 


EK. Thompson & Co 
Lane to 8S. M. Bixby & Co., 
factory buildings and a plot of 
lots formerly occupied by the 
writer Company on the west side of Second 
avenue, between Forty-fifth and Forty-sixth 
streets, South Brooklyn The factory build- 
ings cover a plot 60x200, are five stories in 
height and of heavy mill construction After 
making alterations the Bixby company will 
occupy the premises 

> 


John 


> « 

spent a 
visit 
Type 


of Hamburg, Germany, 
latter part of August 
office of the Monarch 
and incidentally, “seeing New 
is a member of the firm 
of Teege & Stielow, who handle the Monarch 
at Hamburg, and who are among the most 
successful Fiuropean dealers for this pepular 
machine Mr. Stielow intends to spend a year 
in America, most of which will be spent in the 
mountains of Colorado, where he has relatives 
Mr. Stielow, by the way, is happily married to 
an American girl He appreciates the fine 
products of America, both In the matrimonial 
line and the typewriter line Mrs. Stielow was 
formerly a Miss Adams of Julesburg, Colo 

*. > >. 


Kratochvil, chief stenographer at 


Hans Stielow, 
week during the 
ing the executive 
writer Company, 
York.”” Mr. Stielow 


Miss Louise 


the home office of the Hammond Typewrite: 
is enjoying her vacation Miss Kratochvil et 
joys the distinction of having been connected 
with the home office stenographic force for 
about fourteen years during which time she 
has set an example to her co-workers of loy 
alty and faithfulmess to her employers The 
present absence of Miss Kratochvil from the 
office is felt by all connected with the offic 
from the officers and management down to the 
office boy, and her return to her desk will 
cause a feeling of satisfaction throughout the 
office 
7 . al 

The Royal Typewriter Co. has entered into a 

very extensive contract for bill board advertis 





ing A great portion of it will be on tl 
roads entering New York City, and wi 
tend over a distance of 500 miles T 
between 300 and 400 twenty-four sheet 
tions and about -5600 eight-sheet locations 
vertisements and show bills will be ex 
on every ited line, subway sta 
ferry house in New York and Brookly: 
have also rranged for several illu 
signs, and three or four large electri 
which will be in prominent locations 
city It is claimed that this is the larg 
vertising in ign ever entered int 
typewriter company the amount 
pended beins ! he neighborhood of $ 
> > > 

Henry L. Wagner, head of the invent 
partment of the Underwood Typewriter ¢ 
pany of this ity, died in Mount Ver 
7 from tube re 110818 at his home No " 
avenue after 1 comparatively brief 
His deat was unexpected Mr. Wagner 
the son of P K Wagner the origi 
ventor of ft Underwood typewriter 
his father died the son was placed at tl 
of the inventing department, and he n 
eral impro ments on the machine wl 
now in use He was thirty-eight years 
and is survived by a wife and two child 

General Manager Stephenson of the H 
mond Compart is enjoying (7) his annua 
of hay fever and says he hasn't much time 
anything else just new, as it requires about l 
of his attentior The other day he was 
heard to sa CThads ride Joke me 
Do I loog lige I'd been oud habig a good ‘ i 
cod a code i by head? Why dode you ¢ ! 
set Fred Y e of the Neidich Process ¢ i 
ask hib w the madder wid hib? H 
you ad he wont waste addy tibe t ] 
eider?’’ Poor “Steve, he’s got it bad 

N. Bennington, Vt. 

Traveling General gent Geo. D. ¢ 
the Oliver Typewriter Company is spend 
vacation her it his old home 

Omaha, Neb. 
(By Our Special Correspondent 

H. M. Graham of Des Moines is a 
eler for t Oliver in southern low 
said to big success 

> > > 

J. T. Hughes, foreman of the Smith I 
shop in St. Louis, is spending a little ti 
the boys i the Omaha office showing em 


how it is done in San Louies 
> > > 


“The Oliver office has been beautifully 
ated in red, green and buff Considerab 
tional floor space has been afforded 
erection of a large balcony 

. 

B. F. Swanson & Co., Des Moines, handling 
the L. C. Smith, have established a sub-offics 
in the New York Life building Thos. Syr nds 
an old typewriter man, well known in Or i 
is in chargé ' 

al . . 

EK. W. Clark has taken the Oliver ag 
Mason City and has started out to pus 
in his istomary energetic manner \ 
City is an Oliver stronghold, and Mr f I 
should do well with his new venture 

Oklahoma City. 
(By Our Special Correspondent 

On September 15th next Mr. Jno. B. Y ger 
of Oklahoma City becomes the spe ! re 
sentative of the Fox Typewriter Co ng 
Oklahoma and Arkansas 

r auger has long been identif l ‘ 
Fox interests in the southwest and « ‘ 
large acquaintance among typewriter s 
both Texas and Oklahoma 

Mr. Yauger’s headquarters will b« t ¢ 
homa Cit 

Ottawa, Canada. 

E. R. MeNeill, dealer, Smith Pren 
writer C Ottawa, Can., met with a seri 
ous accident on the 26th June Whi r ul 
automobile tour with a party of friends t } 
an unsettled district in the Province of Q 
the machine was thrown from the ré t ] 
turtle and landed in a creek eighteen f D 
so below Mr. McNeill was the only unfortu 
ate, breaking his leg completely Lc! ind 
just below the ankle, the break ling 
downwards into the joint He lay in 
dition at the bottom of the creek for s s 
before assistance could be had He is s Lid 
up and it will be late in September f 
is able to get down to his office 

Philadeiphia, Pa. 
(By Our Special Correspondent 

S. E. Cox, head repairer, Philadelp) 
Hammond Typewriter Co., recently pal 
to the Company’s factory in New Yor 

> > > 

The Remington Company landed 
for twent ve machines for the P 
Evening Times 1 new newspaper st 
by Frank A. Munsey They don't talk ut 
110 S. 9th street, but just take the ord t 
out making any fuss 

> > > 

The Oliver Company received 
twenty-six machines last mont! 
being destr ed in a warehouse fire the xt 
day se the made the order read tw 

a 
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isible Typewriter 


E. C. STEARNS & CO. beg to announce that the New Model of the Stearns Visible 


Billing and Writing Machine is now ready. 


In every detail it is a refined and perfected typewriter — excelling in every require- 


ment of a high class writing machine 


The splendid touch and action of the New Model afford to the operator the maxt- 
mum of speed with the minimum of fatigue. The touch is wonderfully light and 


wonderfully ‘‘buoyant,’’ almost like a cushion of air 


The Stearns Decimal Tabulator which is built into every Stearns Visible Typewriter 
at no extra price is the most remarkable advance in typewriter manufacture of recent 


years. No other tabulator can approach it, 
Responsible dealers will here find the sum total of their expectation. 


E.C. STEARNS @ CO. sa” * | 
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instead. “Every little bit added to what you've 
got,” etc. 
. > . 

The Royal Company is setting a live lot of 
salesmen on their staff. Something is already 
doing, they just entered an order for ‘fourteen 
machines, trading out fourteen of another well- 
known make of visible writer. That sort of 
thing helps at any time, but particularly in 
the summer time of an off year. 

. * 


W. W. Lesley, manager Philadephia branch 
the Hammond Typewriter Co.. has returned 
from a@ two weeks’ vacation in Virginia. Broth- 
er Lesley'’s vacation was well earned and the 
fraternit in Philadelphia will have to look 
well to their laurels as he has returned rejuven- 
ated and feeling “fine as a fiddle.” 

. > 7 


H. B. Beckley, one of the mechanical ex- 
perts of the Office Appliance Exchange. Inc., 
tucked a Remington-Sholes Visible under his 
arm and walked out of the shop the other day 
without’ making any comment. No one knew 
what the idea was until he returned about two 
hours later with an order for three new ma- 
chines, accepting in part payment a well known 
standard make of machine that had been used 
only ten days. He says he had no previous 
arrangement to demonstrate the machine, but 
just walked into the prospective customer's of- 
fice, demonstrated the machine and walked out 
with an order for three. Who said Philadelphia 
was slow? 

Portiand, Ore. 

E. W. Maloney, recently manager of the 
Smith-Premier Typewriter Co., Portland, Ore., 
has been assigned city territory in the Seattie 
branch of the Underwood company. 

> 


Boyd C. Tyler, who for many years has been 
an expert stenographer, has entered’ the em- 
ploy of the Remington Typewriter Co. as trav- 
eling salesman at ‘Portland, Ore. 
>. > 


Another case of “back to the Remington” is 
reported from Portland, Ore., where Mr. J. W. 
Whitney, former salesman of the Reming.on 
Typewriter Company in Portland, has returned 
to the Remington fold, and looks forward to 
great business with the old reliable. 
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Providence, R. |}. 
(By Our Special Correspondent.) 

J. J. Dorgen, foreman of the repair depart- 
ment at the Underwood office, is spending a 
vacation taking a southern trip. 

7 * > 


Charles Skillman, manager for the Monarch 
Typewriter, says that business is the best this 
summer that they ever had. 

. > . 


J. E. Neahr, general sales manager for the 
Underwood Company, recently paid Providence 


a visit 
> > > 


The Underwood Company have taken several 
large orders for machines recently and have 
broken all records for business during the sum- 
mer’ months. 

> > . 

Miss Sarah Andrews, who has charge of the 
employment department at the Underwood, has 
just returned from her vacation, which she 
spent at Cottage City. 

> > 

The Ganet Electric Company are making 
things pretty lively in the typewriter line since 
they have taken the Oliver agency The boys 
are certainly hustling. 

7 


The L. C. Smith & Bros. Typewriter Company 
have recently changed managers. Mr. Sanborn 
resigned. They have had rather hard luck, 
having had quite a number of changes in man- 
aging in the past two years. 

> . 


D. P. Whytock, special billing representative 
for the Underwood Company, says that his bill- 
ing business has been the heaviest in the past 
six months than he has ever known sirce he 
has been in the typewriter business. 


Quebec, Canada. 
¢By Our Special Correspondent.) 

Mr. Pelletier of the Remington Typewriter 
Co. Montreal office was here last week on his 
usual monthly’ trip and reports business fair 
with good prospect for the next few months. 
J. T. Harrower, Jr.. has been appointed their 


local agent. 
> . > 


Leon Levy, representative for the Oliver 
Typewriter Co., was in town this week and 
has placed the agency for the Oliver with 
Messrs. P. Dumontier & Co., stationers, St 


Joseph street This firm carries in stock al) 
“up-to-date” office equipment and this new ad 
dition to their trade has proved very profitable 
Several machines are now in use in this city 
and prospect looks bright for the future 


Reading, Pa. 

W. H. Housel, manager of the L. C. Smith 
Bros. Typewriter Co., wore a happy smile and 
intimated that trade was on the improvement 

> . > 


S. K. Mitchell, manager of the Scranton 
branch for the Underwood Typewriter Com 
pany, stopped over in Reading for a day this 


month. 
> > 7 


A call on Mr. T. G. Whitaker, manager of the 
Remington Typewriter Co.'s office, elicited the 
information that trade was improving all along 
the ‘line, and prospects were good for the fall 

> > > 


H. C. Harding, manager of* the Monarch 
Typewriter Co.'s local oie. has a fine show- 
room, and does quite a business in second-hand 
machines. He reports that the Monarch is 
quite a favorite in Reading, and is more than 
holding its own against competitors 

> . > 


Robert B. Cone, auditor for the Underwood 
Typewriter Company, spent three days at the 
Reading branch this month Mr. Cone reports 
a prosperous growth of business for the Under- 
wood machine during last month, notwithstand- 
ing the so-called hard times. 

> > > 


Miss Meta R. Shelley. stenographer and book- 
keeper for the Underwood Typewriter Company 
at Reading, has just returned from a two 
weeks’ vacation spent in Maryland and Penns 
vania. Miss Shelley is a very capable office 


assistant. 
> > . 


n charge of the repair derart 
Underwood Typewriter Company 


L. P. Allen, 
ment for the 


at Reading, has left on two weeks’ vacation for 

his home at Providence, R. lL. Mr. Allen was 

formerly connected with the repair department 
. >. > 

R. H. Porter, manager of the Reading office 

of the Underwood Typewriter Co., reported 

“good business’’ to our representative when : 


called a short time since. Mr. Porter has been 
making good use of that well known phrase of 
the Underwood Co “The machine you will 
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Open, Ready for Use 





Little Wonder.’”’ 
machine made. 
writer. 


Writing Visible. 
Most visible machine ever produced. 


We have some territory open for exclusive agents. 


Standard Folding Typewriter Sales Co. 


STANDARD FOLDING TYPEWRITER 


MECHANICAL MARVEL 


Made of aluminum. Guaranteed to turn out good, clean work. 
Portable Machine to successfully compete with the high priced ones. 
Carrying Weight Only Six Pounds. 


The Only Folding Typewriter Made 


One dealer aptly named it ‘The 
It is positively the neatest, most compact and complete 
Every live dealer should sell the Standard Folding Type- 
Write us. 


309 Broadway 
NEW YORK Occ 


Only 
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Folded, for Carrying 
ipies Space 5”x7}"x10" 























Abolishes the 
Marking Pot 








THE DEXTER MARKER 


Makes Easy the Work of 
Marking Boxes, Packages, Crates, Etc 
Butchers’ Sign Writing 


A Fountain Marking. Device ie oe Sei Bon rm 


TRADE 


MARK 


Ideal for Grocers’ and 


that writes on wood, paper 





can't clog——-wont leak 


PRACTICAL 


use one or more 


Bump feed supplies ink constantly at marking point; 
motion of marking insuring an even flow. 


Made of brass, heavily nickei-plate 


Retails $1.50. Big Profit for the Dealer 


A. J. MAIER & CO., 


INDESTRUCTIBLE—DURABLE 


1. Every concern car 


234 La Salle St., Chicago 
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eventually buy,” and has had the legend let- 
tered on the windows of the salesroom so that 
all who run may read. 
Salt Lake City, Utah. 
(By Our Special Correspondent.) 

A. L. Armstrong, for several years salesman 
for the Smith Premier Typewriter Company in 
Utah, Idaho and Nevada, has been promoted to 
the position of sub-office manager at Salt Lake 


City Mr. Armstrong’s work in the past has 
warranted this promotion, and he is well known 
among his competitors to be a most energetic 
worker We congratulate him upon his suc- 
cess. 


San Francisco. 
(By Our Special Correspondent.) 
Mr. Elkins, formerly a salesman for the Un- 
lerwood typewriter, is now with the Armour 
Tir Compa! 


. a. . 
J P. Daves, representing the Remington- 
Sholes visible machine was in San Francisco 
late last mont! 


Mr. Monroe, who has for some time been 


with the Royal Typewriter Company, has re- 
turned to his old occupation of selling Mon- 
archs 

> > > 


W. F. Devine who joined the sales depart- 
g 1 Typewriter Company some 
time ago, has been making a decidedly good 


> 7 7 

G ( B nann says his Oakland branch 
is a thing to be proud of N. M. Hayter, who 
recently t t manager! nt of the store in 
Oakland, is doir a fine business 

- > > 

E. S. LaPierr of the Bushness Manufactur- 
ing Compa manufa rers of typewriter rib- 
bons rej nsid improvement in 
sales 

> > > 

The Wright Computing Typewriter Company 
has been ir rporated in § Francisco with a 
capital stock of $2,000,000, by G. A. Suell, W. P 
Smit I B. Baxley, M. Mare and W. H. Pay- 
son 

7 ” > 

R. |} Re s planning establish a store 
f th Und i typewriter that will be sec- 

nd to none on the Coast It will be some 
time ow before is lease on the present 
qual s x S 

> > . 

The Rebuilt Typewriter Company, J. A. Ra- 
mus and J. W. Pettinger. recently started busi- 
ness at 636 Market street, and has been kept 
ve bus é sin« Mr Ramus and Mr 
Pettinger also control the California Ribbon 

nd Carbon Company, and are building up a 
Zz i trad ese lines 

> > > 
Erl Whi the issista manager of the 


Typewriter Company, has gone on a 
p in southern Oregon, and will act 
ide for E. H. Harriman in the Klamath 











yuntry, with which he is very familar He 
expects to be gone for about three wee The 
men at the 1 office are wishing him a bully 
tim ind expect that : s return he will be 
ir fine tr f t € Su g es 

> > > 

Mr. Wild ( ist manager for the Remington 
company, s just left for a three weeks’ trip 
to t east He will go to New York, stopping 
off at Chicag d Cincinnati He states that 
t! ist mm has been the best so far this 
yea whi pretty good for the end of sum- 
mer He made a great hit this week by a 
window dis} of the Burmese and Arabi 
typewriters the exhibits of which have just 
) 

. > > 

R. E. R & Co igents for the Under- 
W 1 ters itinue in their good work 
[ sta a £ t 1 ranks of Under- 
W j S I k states t t it is amuzing to 
I Ww l stenog! ers divorce them- 
selves fron ld ma nes they use when an 
Underwood is placed on their desk; its off with 
t old and n with the new The time was 
not so long ago when it required a great deal 
of hard wot to even be allowed to place the 
Underwood n trial and t make it stick was 
more hard work Times " changed, how- 
ever and now the Underwood sticks closer 
thar glue r the proverbial mother-in-law 
Their ymne best bet ir August was orders for 
eig ew | erwoods f Standard Oil Co 
making in the neighbor d of 140 machines 
sold them s e the great fire two years ago 
T typewriter business is improved on the 
coas ir ig ral wa ind the outlook is 
promising for a big trade ijuring the fall and 
wint I ‘ 

Seattle, Wash. 

G VW Lawrence latel ir charge of the 
Underwood 'vpewriter Cc office at Boise, 
Ida} ind rmerly mar r of the Reming 
ton Typewriter ¢ it Portland, Ore for many 
years us been appointed manager of the Se- 
tt ranct f the Underwood company, su 

ne Mr. E. W. Birge. who resigned July 
Seattie, Wash. 
E. D. Brown, former; nnected with the 


Smit} Premier Typewriter Co. in the Seattle 
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EVERY STATIONER 
EVERY 








should have our proposition. 


cally new and absolutely 





Tvpewriters, with new office case, 
the best 


OUR PROPOSITION 


SOLELY FOR THE BENEFIT OF 


. 


TYPEWRITER 


DEALER 


Or the Person who desires to beck’ one. 


EVERY DEALER IN QFFICE APPLIANCES— 
AMBITIOUS MAN. EVERYWHERE— 


We ship machines daily to all parts 
of America and abroad—why not some to you? 
By recent contracts we have received a! large number of 


Factory Rebuilt 





etc. These machines are practi- 


stock for a Dealer to handle. 


GET OUR PRICES on these machines—it will pay you. 


TYPEWRITER EMPORIUM 


Established 1892 $3 33 


92-94 Lake Street, CHICAGO 











U. S. RIBBONS @ 
CARBON PAPERS 


NON-F ADING 


OILS, ERASERS AND PENCILS 


ESTABLISHED 1899 
ther manufacture in the following detail: 


NON-FILLING 


We claim our ribbons to ¢ 
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xcel those,of all o 





NON-DRYING 








7.—Ink automatically distributes 
itself by capillary attraction, 
always presenting an evenly 
inked surface and ensuring 
uniform results. This feature 
also admits of goods being 
inked clean and yet giving 
good, clear, strong copies 
to the extreme endurance 
limit of fabric. 


&.—Tested and in constant use 
by United States and Brit- 
ish Governments. 








Bi-Chrome Ribbons a Special Feature. 
Large Contract Work and Manufacturing Imprint Goods 


V 
VV 
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Sansom and Spe | Sts., 


U. S. Typewriter Ribbon Mfg. Co. 


for the Trade a Specialty. 


Inked Ribbons for Adding Machines, Time Records, Etc. 


bons made to order 
nsions Wanted 


ress 


Philadelphia, Pa., U. S. A. 
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Seen mere tReet ee 
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For the Trade Only 


Bf A TALE SHORTENED 


“Factory Grade” 
Typewriter Platens 


The only exclusive platen concern 


AMES & FILSTEAD 


332 Dearborn Street 
CHICAGO 
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1649 Champa Street 
(2Plants) DENVER 


















Deliveries. 








TYPEWRITERS 
WHOLESALE 


Extensive Stock and Variety of All Makes 


In the Rough, Repaired and Rebuilt. 
Let Us Quote You at Once. 


| Eagle Typewriter Co. 


237A Broadway, New York 








Prompt 




















et Our 
New Fall 
Catalog 


Write For It Now 








desks made in Grand Rapids 
Our line is bigger 
better assortment to fit YOUR needs 


the famous Grand Rapids finish 





q Select your fall stock of desks from the biggest and best line of san 
We sell more desks than any other firm in Grand Rapids 


more comprehensive than ever 


other line. Anyway, see about it at once. Write for our new fall catalog. Compare 
our desks with others. There can be only one result. You'll make up your order 
from our catalog. @ ‘‘V.C."’ desks are the best—hbest in design—workmanship and 


Write for catalog and do 


itary and standard 


1 
Ten to one you can pick out a 


one that YOU can sell faster—than from any 


it this minute 








190-210 Butterworth Ave. 





Valley City Desk Company 


Grand Rapids, Mich. 
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territory, has now joined the Underwood organ 
ization and has been assigned the country 
around Bellingham With such a strong selling 
force, added to which are the old stand-bys, J 
R. Robertson and ’. Hooper, the Seattle 
branch fully expects to carry off first prize 

> > * 


Seattle A 
the 


very pleasant evening 


Banquet at 
Seattle force, wher 


was recently spent by 

Mr. C. W. Lawrence, the newly appointed mar 

ager, was installed by Mr. J . Browne, Pa 
cific Coast District Sales Manager of the Ur 

derwood Typewriter Co., who occupied ths 
chair. The whole of the Seattle organizatior 
was present and Mr. E. W. Birge, the retiring 
manager, paid a high tribute to his former | 
leagues, and wished his successor the very best 


of prosperity 
Spokane, Wash. 


C. A. Saffle, an old typewriter salesman of 
about eighteen years’ experience, has accepted 
a position with the Underwood Typewriter Co 
to travel the Montana territory and in a short 
time will make his headquarters at Butte. Mr 
Saffie has started off like an old war horse, and 
we can look for some nice big results from that 


territory in the coming months Mr. Gregory 


resigned to go back east. 
Syracuse, N. Y. 

July was the record month for the Syracus¢ 
sales office of the Monarch Typewriter Com 
pany. Manager Wyckoff is hustling day and 
night; his enthusiasm is contagious, and all his 
boys are shouting vigorously for the Monarch 

> > 

E. B. Lightheart has recently been placed 

charge of the Monarch Typewriter Company's 


sub-office at Rochester, and is doing good work 


He is an experienced Monarch man, and a hard 
and willing worker 
> > . 
The Syracus« sales office of the Monarcl 
Typewriter Company now handles the larger 


Sub-offices are 
Utica and Rocl 
satisfactory, and ids 


rk state 
ighamton, 
points is 


part of New Y 
tained at Bir 
Business at all 


matt 


fair to increase steadily 
* 

E. R. Fit is now doing road work fo 
Monarch Typewriter Company throughout t 
southern part of the Syracuse territory Mr 
Fitch has had much experience in the type 
writer trad: aving recently held the positior 
of district manager for one of the ] re 
visible writing machines He knows his terri 
tory, and has every opportunity for workir 
a fine business for the Monarch 

Springfield, Ill. 

Mr. Arthur L. Brooks is a new man wl 
representing t Remington Typewriter ¢ 
pany in Springfield Ill., and vicinity W 
such backing as his it will be next to ir S 
sible for Mr Brooks to do anything but 1 
good in tl ipproved fashion 

Springfield, Mass. 

Keyes & Pinney, the hustling agents 
Oliver typewriter report business mu 
proved and t sutlook the best in mont 

St. Louis, Mo. 
(By Our Special Correspondent.) 

Floyd C nbs of the Smith Pre 
writer C 3 1 hanical department Ss] 
vacatior isit relatives at Hot Spring 

> > > 

H. A. Fis issistant manager for t 
Premier, s t is two weeks 
Ozarks, and reports plenty good tims 

> 7 > 

W. Cla Met city sales manag 
Smith Premier Typewriter Co re} 
satisfactor siness during t 
months 

> > > 

i, Ae, mpson has resigned as 
iger of 1 Ar rican Writing Machine ‘ 
has returned Philadelphia, not having 
termined is future plans 

> > > 

Wesley D. R irds, who has been 
man for t ) er nearly six years 
signed his position and will engage |i 
estate busi S He was with the Smi | 
mier eignt years before going with t ) 

> o > 

The mar friends of R. E. Ledwidg 
the Smith Premier organization and 
were greatly pleased by the successf 
of the surgi operation he was recent 
pelled to undergo 

> > > 

Miss Maude M. Dealy, private secretar 
A. Zueers, southern supervisor for the 8S 
Premier Typewriter Co., spent her 
visiting the home folks in Lafavett« I = 
thinks the Wabash River has some pol 
the Mississippi 

> > > 

The Monar Typewriter Company's b 
during the summer months has in led 
large sales While ordinarily the warn 
are not sidered the best for the type 
business, there are many business houses 
take this time, when business in other | 
less activ te look over and maks 


changes in their office equipment 
. « > 
Dill are re 


force in St 


James E. Lewis and E. R 
ditions to the Monarch 
Both are good men 


sales 
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iL. Cc. Smit 





: i machines, is now associa 
The Monarch Employment Department broke vit Mr. Montgomery at Tacoma Wwe 
l record for the ! nber of positions filled ‘ . ‘ 1 T fr ‘ 
‘ excellent results rom hese “w 
luring the month of J August also was a rgetic and competent ‘old timers 
rood mont and all dications are for a P Ww : is 
> 7 aterioo, ta 
tul r il busin 5 onditions Ir in interview with M. ©. Plowmars m 
‘ er of 1 ibove ompal for le iand Ne 
W. W. Phillips, manager for the Hammond Seeman ein ae to Mie Ge Gee scam 
Compatr t St. Louis as returned to his ad teeieniied teed , 7 - 
duties aft 1 seve nd protracted illness “y ays | e- Re at 3 tom - 
Mr Phillips contracted typhoid fever while puts the version in a ligh t is W 
: recent trip throug the southern portion I re is no Lott j x ft the } 
his territor He is t subject of congratula =  Gmminbieain . communis the % 
tions or j recovel! It takes more thar ai ‘ ene , : ; ; 
el us ess ol eop e not bu ng 
, id to knock out } lips. He states that ne oe Wh nso pra  Bene tn B ~ 
is “from Missouri ers unless they are prospering. uaz . 
is ““fre souri ld machines, b is soon as bu 
St. Joseph, Mo. mo% thee bad ti « hr ‘ 
If Geo e Moors DeKalb. student at rade their old ones for inane’ saiaael and 
cal business college prove tnat a certa bas "T ‘ 1! 
' new SSiIsSta ts rhe vHusIT SS Coluerz } 
typewriter i worth less thar $320 she will s y ~ i t} t +1 , ‘ 
Harry lastings fro enitentlary sentence ills for offic issistants thar he can f 
Hastings pawned the hine loaned him b : eral om aheul a 
the girl while she wa t of the city, and it is St Stepan bard nag mags eda 
illez~ed in the inform it its value is $5 etofor Ous sales tn W aterk ‘ ring : 
Miss Moore who was lentlessly opposed se st few mont s } ive jun ped 1 2x 8 
eral day ro to al . w of merey toward ching ‘ : ; 
» ing tha we have expec d ‘ we 
Hastings s xperi ed change of hea ! t ret Ph  peetehas ‘ tak a 
und now she says that will attempt to pre Le ; : ' 
tnat © ma ine la A. Ur ess than the value We are going to open a supply depot 
gi i e compli d handle a complete line of everyt 
oe . t t public demands or ar 
Hastings was arrai Justice Nies’ cour In rec enising Waterloo to this exte! 
is morning and é vas bound over to crim establis ane Yr precedent ye? r 
inal He said that s father, who inter ve direct bras flices : t} 
ded for him a week ago when another staté Wate , hy t “ feel I i 
} oe ending a mst hir : . 
arg y vs pending 7 im, will furr ditions will bear us out in t stey It 
as z 
. ‘ Know it Will 
Syracuse, N. Y. Vhile I have only been in charge of this 
( Our Special Correspondent. ) ritory a few months. I recogs ! eeds 
Edward Jackson of tl executive office of to service at this point ind i ads i 
Monarcl cypewrites G is been spending ad better give Waterloo typewriter users 
acatl Sy racus service it deserves Waterloo has stood 
ind giver ip 50 per ent f ll t type 
Edwin | Rarney, superintendent of the Mor at Roo Re a re not mesh then it 
reh T ewrite orks snen ' able —_ 2 . =. 
ure vt wri or work . 8} mt 2 very A ae ngly when we predict that Mr. Small w 
cation w th 16 far a A... t + aa shore, re ncreased facilities will serv ll typew i 
irning yracuse = ae =a rs in such a way that our business wi i 
ease rapidls t bear is out i r ideas 
So urgent has the typewriter business beer “= erin rapid ind bea ‘ ur idea 
ist " weeks in August that a good sl oa ¢ thing hat } ‘ 
t t ile in Syracu re t Une oF U things tne ba mor » do 
ne ypewriters made n svrac Se are eT > 
f | was ecent sale of t re e! 
sent by express On Aug. 27th over 200 typ: ir on aie Watering RB _ —s c - y s+ 
writers w shipped from the L. C. Smith & a arin 3 the } seer nese < Ws ° - 
. - ‘y is t “ ¥ at tll : a) | ’ ul 
roe thie oO } a Sr t Ire opr fe ‘ es 
Br 1 Monarch and nith Premier factori siness college situation 
by expres et I expect to visit Waterloo frequently, as I 
T , . enthusiastih bout your little 
Chairman Timothy L. Woodruff of the Re ‘ : ‘ : 
publican committee attended: the meeting of the : Wichita, Kan 
officers of the Smith Premier Co. held on Aug j. Husted, for ten years in t _repai ae 
261 My Woodruff was formerly president of artment of _ the Smith-Premier Typewrite1 
t! Smith Premier Co While in Syracuss Company at Kansas City, Mo., has been pr 
stopped with his son on James street On the moted by that company to a salesman’s posi 
campaign subject Mr. Woodruff had nothing to tion at Wichita It has been the dream of Mr 
; Husted for some time to get out of the repa 
Sa ’ 
* *¢ @ lepartment and now that he has been re rf 
On Ju 18th Edward Hutchins of No. 21 nized as a salesman he will endeavor to show 
Hudson street, while working for the Monar: vhat can be done by pluck and perseverar 
Typewriter works, had the misfortune to los His address hereafter will be 13 Winne Build 
a thumb and the end of two fiingers whil« ng, Wichita 
running a punch press Mr. Hutchins started Winona, Minn 
to bring suit against Monarch Typewriter Five Remington typewriters for use during 
works. whi was settled for $900 without going the coming year in the commercial department 
; anne it the high school have arrived Three of. thes: 
. . . ire entirely new machines and the other 
The Smith Premier me office was visited old machines which have undergone a 
in August by Mr. William T. Humes, general plete renovation. The school supplies are being 
director for Continental Europe, whose office is 1uled to the different buildings by a dr 
in Paris Mr. Humes reported that the gen With the paper, books, etc., each school get 
ral depression had affected the European trad mall load by itself 
SOT! degree but that on the whole his busi 
S was ' satisfa showing a substan 
increase over last year STOCK CHANGES HANDS. 
hl nnounc , . | 
\. W. Bates, assista Continental director [he announcement has bee made that 
the Smith Prémier Type wane Co., cam Marselis C. Parsons has purchased the stock 
er from Paris to spend a few days at hea ae } 
' : ' } y oO allie Ia rcnne na ow 
quarters in August He eturned the 11th cIngs f William H. Par ‘ ind H 
t Kronprinz Wilhelr rd Whittemore in the Parsor lrading 
a. < 


Company of New York, 


Smith Premier Company makes the f 


owing announcement regarding the supply dé ntlemen have retired f1 ympany 
artment May roll of nor Territories in their my . ’ 
| ‘ : . : ag ne Parsons frading { mpany 1s an 
relative rder showing reater percentage 
increas¢ n total sup] sales, furniture growth of the firm f Pats Brot] 
luded Ni 190R_ « er Mat 1907 , rot ; 
Bud at Spokane as ganized sevet vy Ss ag 
Dallas . St. Paul genet exporting busi in paper 
Albar Providence nting mas 1 ‘ners - ex: 
Atiant Minneapolis 
Washingtor London nt tor t Americal \ ‘ G Pa 
Zuric! !. Baltimore | \ 1D 
; é Company. the West Virg | id I 
Ri mom New York . ss 
Oma f Buffalo { mpanv and the George W elwric 
June R f Honor cr Comy he Par ( 
() Rochester t ; 
\ , Zurich , ntrole a irge paper rtine t 
Los A Svracuse P ~ . | 
Atlar Raltimore 
' ‘ \ +r | ; y _— { 
1) London \ STI i ig¢ l 
I Detroit . af type ( ompany | 
Tampa, Fla. ° , ‘ 
pewriter C« dealers for the t mpany 1s iter _ 
loing most excellent bus road oh theranches ae *@ c . 
rt riter store that d 
2 Cay I 
Tacoma, Wash. Ce : Buenos Avres \ 
I I { met! r lv connected vw 
U1 od Typ ! r Co more recentl expo og bh 
’ L. ¢ Smit Typewriter C 
t? ! nd is now manage 
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CARBON 
PAPER 


We want to emphasize 
the fact that our Car- 
bon Papers are actually 
The 


coating is so perfect— 


the ‘‘nicest.”’ 


the colors are bright 
and beautiful and the 
paper itself so free 
from_ imperfections. 
Each and every sheet 
speaks for itself. 
Three qualities that we 
are particularly proud 
of are, 


“Classic” Light Weight 

“Duplicating Gauze” Med. 
Weight. | 

“Pinnacle” Standard Weight 


We will furnish any of 
in either 
plain or branded boxes, 
Write 
us today and samples 


the above 
as you desire. 


of mentioned qualities 
and prices will be 
promptly sent. 


COLUMBIA RIBBON 
& CARBON MFG. CO. 


( Originators of Perfect 
Coated Carbon) 


W. Broadway and Reade St., NEW YORK 


FOR EUROPE 
Hornergasse 10, Zurich, Switz. 




















Expense Account 





To 100 sheets 
carbon paper. .| $3.00 
| Credit 
Feby. 1. |By 4 more wear 

| using Adams’ 
| Carbon Paper 
Preserver .... 


Net cost...... oe ae | $2.00 
j 


1908 
Jan. 1... 





MEMORANDUM: 

September 1, 1908 

In 1907 we paid $36.00 for Carbon 
Paper, in 1908 for more work we will 
pay less than $24.00, a saving of $12.00 

y service rendered using Adams’ Car- 
bon Preserver. 


That’s Not All— 


Clearer and better results by 
using Carbon paper at proper de- 
gree of moisture were obtained. 


That’s Not All— 


Writing paper to be used follow- 
ing day placed at night on top of 
carbon, will, in its evenly moisten- 
ed condition, produce clearer writ- 
ing than dry paper, good writing, 
even when using a badly worn rib- 


bon. 











Contents of moistening pad which 
lies in bottom of cabinet under 
brass mesh holding paper, is Min- 
eral Fibre and at all times odor- 
less. 

Manufactured from brass with 
sliding drawer and moistening de- 
partment, size 9”x14”x1”". 





For an article al- 
ways wet aor bg 


the one 
able a 


Price, $5.00 


delivered to any office in the U.S 


DEALERS: Special Discounts and 


territory arrangements for those who 
will push this article. 


ADAMS MF6G. CO. 
2231 Market St., Philadelphia, Penna 


| 
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OFFICE APPLIANCES 





Wisdom of a Typewriter Trader 


(From the New 


' “HIS week we have been busy get- 
ting a new typewriter. That is, 
anew one tous. No doubt some 

other fellow used it a spell, or we could 

not have made a trade for $3 down and 
the balance on the guess again plan. 

But we had to buy another machine. 
The typewriter we had was a good 
one, and will do very well for a coun- 
try insurance office yet. But it had 
told about all the good stories it ever 
knew, so if we were intending to stay 
in the cent-a-word class and furnish 
bright thoughts to the press, we real- 
ized that it was a case of getting a 
fresh machine and teaching it some 
new tricks. 

The one we had was a Backslider. 
We thought of getting an inkslinger 
next, but found there were no good 
ones on the market—"slightly used, 
$100 machine, but will sell for $30 cash, 
as the young lady stenographer who 
owns itis going to be married, or will 
exchange for a go-cart and a gas range 
in fair condition!” Just our luck! 

Then we thought of getting a fold- 
ing typewriter that we could carry 
South with us in our vest pocket next 
winter’s vacation. We also found fold- 
ers were scarce; though there were 
some manifolders, there were not many 
folders. 

One man thought we should buy a 
front stroke visible. He said there is a 
number of good makes on the market. 
We said we did not especially desire a 
visible; now if we could only get hold 
of a risible machine, though, we knew 
where we could sell the jokes for spot 
cash. Good jokes are as scarce as new- 
laid eggs. 

Once we used to get letters from a 
friend in the country—down in Maine 
—typewritten letters. If we thought 
anything about it at all we surmised 
that he had an up-to-date, six cylinder 
machine with billing attachment, tabu- 
lator, and at least a bi-chrome ribbon. 
Time was when one color ribbon was 
good enough for anybody. Then some 
bright Billy invented an attachment 
and a sliding jigger so ‘that one could 
shift at will from the blue half of the 
ribbon to a red streak. Along with 
the paper, this would write a_ red- 
white-and-blue letter. This was called 
a bichrome machine. 

Then some _ other bright Alec 
thought he could go him one better 
and devised a triple streak ribbon all 
on one machine, so that a fellow could 
write red, black and blue all on the 
same page. If he was making out a 
bill he could write the figures in red 
and scarce the other fellow half to 
pieces—write a sort of scarlet letter 
so to speak. He could write to his girl 
on the dreamy blue, and then have 


York Herald.) 


plenty of black to do newspaper stunts 
with. By and by they may invent a 
four color ribbon, and that will be a 
quadroon, maybe; if they do, some one 
else is sure'to go it one better and 
put on a five, then a six, and finally a 
seven, and then we shall have the pris- 
matic colors—violet, indigo, blue, 
green, yellow, orange and red—lI Bb 
G Y OR, as the old school books used 
to call it, to help us to memorize. 

We thought perhaps our friend had 
a typewriter like this. He was in good 
circumstances and could afford to own 
a good machine. Imagine our surprise 
to find he had one of the old plugs of 
the vintage of 1873 or thereabouts. It 
was about as big asa cradle. The key- 
board spread over a generous surface, 
but that doesn’t matter so much in the 
































A TYPICAL INSTANCE 


country, where rents are low. he 


huge banks of kevs reminded me of th« 
rising rows of seats at the baseball 
grandstand, and suggested the thought 
that a stepladder might come in handy 
to stand on to reach them. 

Some of the old typewriters, like old 
horses, are sold off in the country 
where they pass a peaceful old age 

But if a fellow owns a dictionary, a 
typewriter, has a grammar school edu 
cation and a diploma from the Scram 
bleton School of Magazine Journalism, 
it’s comparatively easy to make a liv 
ing these days writing almanac jokes 
and such. The diploma doesn't take 
up much room, the typewriter takes 
up a little more, and the unabridged 
most. 

A good unabridged is a mighty fine 





eee rye « 


a 











thing to own. If you only know how 
to spell the word you can look it right 
up and find out all about it, including 
its Greek or other root and the way to 
spell it. One day we wanted to spell 
“miniature.” We had an idea it was 
spelled “minature” ; do you suppose we 
found it among the “mina’s?” Not by 
a jugful. So we turned to the 
“minit’s.” Did we find miniature? Not 
on your tintype! Later we found it by 
chance and memorized it to make sure 
next time. 

But a typewriter, these days, is 
something wondrous. If you don't be- 
lieve it, some day get a claw hammer, 
take your own apart and then try to 
put it together again. If you are not 
an adept, a regular typewriter repair 
man, and factory bred at that, you are 
apt to get it together, somehow, and 
then have enough odd parts left over 
to build an old fashioned eight-day 
clock. 


BOOST A BIT. 
“Here, you discontented knocker, 


Growlin’ "bout the country’s ills; 


Chloroform yer dismal talker; 
Take a course o’ lfver pills 
Stop yer durn ki-o-tee howlin’ 
Chaw some sand an’ git some grit; 
Don’t sit in the dumps a-growlin’, 
Jump the roost 
An’ boost 
A bit! 
“Fall in while the band’s a-playin’, 
Ketch the step an’ march along— 
‘Stead o' pessimistic brayi 
Jine the halleluyah song 
Drop your hammer—do some rootin’ 





Grab a horn, you cuss, and split 
Every echo with yer tootin’ 

Jump the roost 
An’ boost 

A Oat” 
; —The Macey Monthly 


OFFICE APPLIANCES 


NON-USING OF PATENT. 


In an infringement suit brought by the 
Eastern Paper Bag Company against the 
Continental Paper Bag Company, the ques 
tion came up: Can a manufacturer buy a 
patent, tuck it away in a pigeon hole with 
out ever using it, and then sue another 
manutacturer for infringement? It is held 
by the Supreme Court of the United States 
in an opinion written by Mr. Justice Mc 
Kenna that a court of equity has full power 
to restrain the defendant in such a case, 
whether or not the complainant unreason 
ably withheld from the public the benefits 
to be derived from the invention covered 
by the patent 

That the decision is sound follows from 
a consideration of a inventor's rights un 
der the patent laws of this country rhe in- 


law that 


ventor receives nothing from the 
he did not already possess A patent 
operates merely to restrain others from 
making and using for a limited period what 
he has invented. If he so chooses, an in 
ventor may keep his discovery to himself 
He is given a monopoly by patent in order 
that he may be induced to disclose it The 
franchise which a patent grants con- 
sists altogether in the right to exclude every 
one from making, using, or vending the 
thing patented without the permission of 


the patentec If the patentee sees hit to use 
his device, he has but suppressed his own 


His title is exclusive. He is no more com 
pelled to work his patent, than the owner 
ot a ptece of real estate is compelled to 
build a house upon it 


ASK YOURSELF. 

When a salesman does not succeed to his 
own satisfaction, in his business with a cus 
tomer, let him ask himself the cause of 
failure \ careful self-analysis will elimi 


nate some of the causes of failure each time 


INDIAN INK. 
Indian ink is made from burned camphor 
The Chinese are the only manufacturers of 
this ink and they will not reveal the secret 


manutacture 





THE BURROUGHS AT THE DEMO‘ 
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ATIC NATIONAL CONVENTION 
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YOU CAN 
SELL THIS 
AND MAKE 


MONEY 








You have been looking for 
something for which there is 
a very considerable demand, 
something you can handle, 
incidentally cheaply and prof- 
itably; something that is no 
experiment but is a perfect de= 
vice and has an established 
trade. Look into the merits 


of 
THE PLANETARY 
PENCIL 
POINTER. 


The most convenient and ‘use= 
ful little device for an office 
—a time, labor and money 
saver, and a money maker for 
YOU. It is the best sharpener 
and the best seller. 





For Detailed Information 
and Agency Proposition 
Ask for Circular 


“HERE IT Is” 





Manufactured Only by 


A.B. DICK COMPANY 


161 W. Jackson Bivd., CHICAGO 
47 Nassau Street, NEW YORK 


UGC 








| 


H f 


ee I ee EE oe 


A rT rT 














TYPEWRITER 
RIBBONS 


CARBON PAPERS 


I. M. C. 








@ New management, new 
policy, new machinery, 
new processes. 


@ Everything new and 
up-to-date. 


@ Second to none in hard 
finish varieties of carbon 
paper. 

@ Prices commensurate 


with quality. 


@ Pencil and Pen Carbon 
Papers, all kinds. 


@ Ribbons of all kinds for 
all typewriters. 


@ Two colored and three 
colored ribbons a_ spe- 
cialty. 


@ Agents wanted every- 
where. 


@ Special attention to 
large consumers. 





@ Price lists, and sample 
carbon paper, to responsi- 
ble parties. 


g Write today—you may 
forget it tomorrow. 





indeliba 

Manufacturing 

Company 
Rochester, N. Y. 
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Map and Tack System 


A Review of a Number of Ways in Which 








This Proves Invaluable in Modern ' 
Business. 


~HE- Map and Tack System, while not 

new, 1s still being discovered in new 

adaptation, in new lines of business 
and where it proves of great value 

The principle its simpl« Briefly, it con 
sists of a map mounted on-‘bass wood, 
special board, which permits of ready pun 
ture by sharp tacks with special beads, to 
gether with various colored strings in som: 
instances 

This sounds simple indeed, but in pra 


becomes until 


tice the map many maps, 

multiplied into a whole map department 
the tacks become many tacks consisting of 
thirty different colors, three sizes to each 
color, making possible ninety different 


meanings, with a further differentiation by 
numbers 0 to 999, and a tack holding a nam: 
colored sfrings 


boundaries 


card when necessary, the 
signifying routes and territory 

To make these maps convenient and ac 
cessible, as well as to preserve them from 
dust and disturbance, they are either 
mounted in drawers in cabinets, or 
in racks on the wall 


The purpose of these maps and tacks is 


Swune 


to indicate quickly and accurately any e@1\ 
en information, for the purpose of enabling 
in executive or correspondent to act intel 
ligently For this purpose they are ideal, 
and superior by far to any other method 
As will be noted by the instances of their 
utility hereinafter referred to, a situation 
is presented graphically to the eye, and the 
mind carries a mental picture of the data 
thereby revealed, which no written figures 
or facts could convey with the 
same intensity of impression 
Value and Application. 

In this day of complex business 
tions, when a man’s mind must work with 
lightning rapidity, with sureness, and at the 
same time with as little actual stress as 
possible, it is highly essential that the mind 
be relieved of every burden and detail pos 
sible. The highest type of executive effi 
ciency is promoted by such adjuncts as the 
map and tack system. It is just as neces 
sary in business as it is in military opera- 
where the same system shows the 
every regiment and 


pe ssibly 


oper t 


tions, 
disposition of 
battery 

The following are some of the applica 
tions of the map and tack system, which 
illustrate the many ways in which its uttl- 


every 


ity may be developed. 

The most common and widely used appli 
‘ation is that of keeping track of, and di 
recting selling operations, gither by sales 
men and agents, or by mail, or both com 


bined 

For handling sales proportion the map 
and tack system is invaluable The first 
information shown would probably be the 
division of territory The territory would 


with a colored pencil. 


colored guided 


ther be marked off 
or roped off bv a string 
around tacks at the turning 
former would be best if ,¢erritortes re 


. cp > 
mained fixed, the latter if temporary \ 


points The 


tack of a certain color would indicate a 
local agent, and this tack would be insert 
ed in the point which served as his head 


more than one class 


quarters. If there be 


ot agents, selection of colors w 
ferentiate between them. Thus at a eg 
there Is Sé €1 the developed ind unde 


oped territ where a salesman 1 


in, and where he must stay out, 
inquiries may be sent, etc 
We will suppose in this instance 


territory not covered by local agents 1s 


ered by a rps of salesmen working 

der direction of the home office In this 
case each salesman is shown by the key 
the margin the map, to be represented by 
a certain ed tack. Salesman Jones 
this instance we will say had a red tack op 
posite his name in the key. Red tacks 


be inserted in the map at the pornts 


sented by thx 
make on his 
around thes 
followed in making the towns 


towns he was expect 
route \ red string ! 
tacks shows the exa 


In order that the progress Mr. Jones 
makes may be noted at any mon 
green string is started at the home office 


or headquarters of Jones, whichever mi 


be the point of origin of his journey 











A MAP DEPARTMENT 


as soon as word is received from Jones by 


wire or letter that he has cleared the rst 
town the green cord is looped 

tack at this point and hangs loosely ere 
from. ‘When he has cleared the next tow 
the green cord is extended to that point 


and so on 


Thus at a glance the sales manager in 
te]l wher reach his man and the 
he follows If a prospect or coll 


at any point on the 


awaits attention 
a tack representing this in accordanc: 

the key is inserted there. Upon getting 
report from the salesman covering this col 
information 
index whi 


lection, or prospect, the 

be entered 

very advantageously be 

map and tack system 
Where a démand for goods is be! 

ated by advertising, a tack indicating 

prospect or inquiry, may be p! 

map at that point. When a:sale is 

mated the prospect tack” may be 

by another indicating,a sale! The n thus 


upon a card 
combined 


becomes dotted with» tacks indi 

extent of returns from advertising I 
extent of sales. The thickness wit 

the map is dotted at different points 


ing the degree of interest arouse: 











A PRP repair Peg 








section, and the comparative returns ac 
cording to locality, which serves as a basis 
for formulating plans for further cam- 
paigns 

Applications Varied. 


As emphasized before, the graphic dis- 
play of this information on the map pro- 
duces a much more vivid, as well as an in- 


stantaneous impression, that cannot be ap 
proached by tabulated figures 

Another large field for the map and tack 
system lies in municipal government de 
partments, as the following instance will 


suggest 
Health Department: Tacks inserted at all 
addresses where there is located a con 


tagious disease—a color being. used for 
each disease. Thus at a glance it is possi 
ble to note the spread of the disease until 
it assumes the proportion of an epidemic 
The system facilitates prompt action in 
coping with the epidemic, and kept up to 
the minute 

Police Department: Keeping track of sa- 
loon locations; locations of disreputable 
information _ that 


would serve to perfect the efficiency of the 


houses, and any other 


service 

Fire Department: Used to indicate the 
location of fire plugs, et 

Water Department: Used to indicate the 
location of manholes, meters, etc 


In each hese instances, the application 
may readily be seen to be of immense serv 
ice in maki information available at a 
glance, as can be attained in no other man 
net 

Gas and « tric companies use the sys 
tem in keeping track of meters, transform 
ers, manholes, etc. Indicating the character 

id rout nduits. cables. etc 

Real estate companies use the system t 
fine advantage, especially where a_ large 
company 1s handling a town-site or subdi 
vision One color of tack indicates the lots 
for sale: another color the lots not for sale; 
inother color those y sold In cast 
of mortgag record, numbered tack can 
be used to indicate the a unt of the mort 
gage, the amount of the loan, etc 

Insurance mpani nd in this system 

conve! thod of indicating the kind 


ings at the various locations, the 


rT 
racter and mount of the sk. etc 


Unique Adaptations. 








\ uniqt pplication f this principle ts 
that ft lvceu bureat booking assoc! 
itions, wher e \ dates of attrac 
tions, together with routing, and progress 

the different attractions is clearly indi 
cated 

\r nte g de ment that was 
made recently was on the tmitiative of the 
state chairman of a polit party im a cer 
tain state. where the system is being in 
stalled for the purposs f indicating the po 
litical status at the different points, and 
such other infofmation as they may wish 

develop the campaign proceeds 

Dealers throughout the country wi!l find 
it advantag is to enlighten their clientele 

he advantages of stalling some sys 
tem, as adapted to the 1 urement of their 
business l system is inexpensive, and as 

idjunct to perfect executive administra 
‘ Sa hle 

Not Da is a S ipplic d by Jol | 
WW iff & ¢ Chicag vi furnish full | 
i rm i i mir system suc! is 
~— ey ; ob acne 
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To Georgia Car Compeny 


Actual | - o tt 
Example || <...-~ 
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INSTRUCTIONS 
Copy for Supt. Lowe. Co 
CG C Ge Shep Ghee 

















GEORGIA LOCOMOTIVE COMPANY. 


Material, charging to our account, for account of Engine 
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Gammeter Multigraph 


and Multiple Typewriter 


Office Printing Machine 


The Multigraph does g ‘eae 
™ time oma lant 
the print. iding eas 
The Multig ip! not é 50 
confidential +4 , I'he 
Multig handle to 84x17 
Sx] i! I t 


“AS 3 a “Multiple Ty pew riter 


immeter Multigraph type rf 
enticn with the wor ol a vexuion tial z l ty pewrite 
turns it pies faster than any dup ' e de und eact 





print d origit 


py is ay f tr OF 

rt mmeter Multigraph has an automat type-sett 
and-d yuuting device which a ds a t« z of 

t! ) nute toa ne is rec } setting 





‘LET US SEND YOU SAMPLES 


forms printed on the Gammeter Multigrapl 
1 Multigraphed tyre written etter addressed t 
Simply send us your name, the nar 
osition you occupy We iiso send d 
Dbookiet or catalog 


The American Multigraph Sales Co. 
1804 Case Avenue CLEVELAND, OHIO 
Branch Offices Everywhere 
European Selling Agents: The Intert } 
Multigraph ¢ ? Queen St London, E. ¢ 


ed at the lowest rate, instead of according 


he cost in printing, but it saves time and 









practically the cost of the paper and an 





rate as the quantity is decreased. 


produced with twice the speed of a 
hed on the same day as started. The 


in size. (The actual size of the form 
be used on the Multigraph and a direct 


ing purpe Ses 

















25 YEARS EXPERIENCE 


Gives us an advantage in 


REBUILT TYPEWRITERS 


Let us Prove it to you. 
WE RECOVER PLATENS 
FOR THE TRADE 
Capacity One Platten a Minute 


We use the best air cured rubber which re 
tains its elasticity indefinitely 


IT WILL PAY YOU TO KNOW US. 


The ST. LOUIS TYPEWRITER EXCHANGE 
812 Olive Street, ST. LOUIS. MO. 
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‘Are You Interested in Maps? 





WE MANUFACTURE AND INSTALL THE MAP 
AND TACK SYSTEM. A system recognized by leading 
merchants as the Ideal System for keeping track of 
Sales, Salesmen, Agenta, Collections, Etc. 

WE MAKE MAP TACKS AND INDICATING PINS. 
WE MAKE MAPS In wax, copper, zine, and stone. 

WE CARRY MAPS made by all the principal map 
nakers. For the Pocket, for the Wall on plain and spring 

lers and in cases. 

WE MOUNT MAPS under glass for the desk. On 

th, on three-ply veneer and pulp board for handy ref- 
erence and the Tack System. 

WE PUBLISH ATLASES of the United States and the 
World, for the shipping room, office, home, pocket and 
ibrary 


Maps and Appliances for Maps Our Specialty 
S-nd for Catalogue and Wholesaie Price List 


JOHN W. ILIFF & COMPANY 


225 East Washington $ 
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OFFICE APPLIANCES 


Trials of a Salesman 


Tips by a Type Tapper. 


made by the president of the Commercial 

Travelers’ Association as to how very dif 
ferent salesmen are today to what they 
were a few short years ago. Well, within 
the average man’s recollection, the sales- 
man on his travels was supposed to be a 
lively, sporty gentleman, dressed in gar- 
ments that spoke more eloquently than 
words of their wearer's proclivities. The 
ubiquitous cigar was a feature of his face, 
and one could judge of his state of mind 
and condition by the angle at which the 
“fulsome weed” was poised He was one 
who could take a drink with every comer, 
tell a risky story in an entertaining way, 
play cards until the early morning, fill his 
prospect with liquor until his mind was a 
blank, and then get him to sign a large or 
der, of which he was perfectly oblivious 


Generally the salesman ot 


| WAS reading a statement the other day 


next morning 
the past could make himself a fine, genial 
fellow among a certain class of buyers 

The ‘traveling salesman of today 1s an en 
tirely different individual. He is as respect 
able a member of society as the next man 
He no longer affects the “sport.” He has 
cut that out long ago. In appearance he 
must look prosperous and clean. He is a 
quiet, modest dresser without display or 
ostentation. He is strictly business trom 
the word “Go.” He enters the place of 
business of his customer in a respectable 
manner, and in a way which will not offend 
the most fastidious customer. If the prin- 
cipal is too busy to attend to him, he either 
waits his turn patiently or goes away to 
return a little later at a time convenient to 
his prospect 

There is none of that loud, coarse talk 
which formerly was so characteristic of the 
traveling man. There is no doubt but that 
the present day salesman has much im 
proved, and he transacts his business in a 
manner more suited to the times, and more 
in accordance with the reputation of the 
commercial house which he represents 

The manner of approach of a salesman 
has much to do with his prospects for mak- 
ing a sale. There must be and need be no 
cringing, but a respectful though fairly bold 
manner, and above all a politeness which 
must of necessity call forth from the pros- 
pect a corresponding style of politeness and 
courtesy. In spite of a surly, cool reception 
be courteous. It pays. 

The salesman who rudely “butts in” does 
not receive today the attention he used to 
Formerly the man who pushed himself to 
the front, whether he came first or last, was 
termed “a hustler,” and deemed well worthy 
of notice and attention. Today, in the ma 
jority of cases, that same man attempting 
such tactics would receive, as he deserves, 
scant treatment. Every salesman should 
await his turn. He should not try to usurp 
the place, which some other man, who came 
before him, would in the ordinary course 
of events have. If he atempts to get ahead 
of his turn, the business man of today will 
resent it. 

It is altogether a good thing that a little 
more politeness is entering into our busi- 
ness life. It was certainly needed. The 
rush and eagerness to make money should 
never make us forget to be courteous 


There was a time when the salesman’ behind 
the counter barely had politeness enough to 
wait on us, but all this is altered and grad- 
ually as competition gets fercer and harder, 
so will politeness become of necéssity more 
common with all of us. The polite man on 
his second visit will receive prompt atten- 
tion, and a respectful hearing, whereas the 
curt, brusque, forceful individual will re 
ceive scant attention and only a partial 
hearing 

One other point to be noticed is—not t 
talk too long or too loudly, and above al 
do not berate your competitor. 

These facts have forced themselves home 
not only on the traveling salesman but on 
all buyers and purchasing agents. They 
have no use for the man today who spins 
a long yarn, or tells a laughable story. The 
latter is good after business hours, but not 
during the transaction of business. 

The salesman who calls, shows what he 
has to sell, and does his “little song and 
dance” in a quiet, bright and cheerful man- 
ner, without running down his competitor's 
goods, or unduly praising his own, nowa 
days receives the glad hand and the order 
Salesmanship has changed and changed for 
the better. 
keep up with the procession. Be 
an honor to your calling, a credit to your 


Boys, 


profession, and let your manners be as 
good as the quality of the article you have 


to sell is high 
HERE'S A POWER. 
S. A. Charles, president of the S. A. 
Charles Company of St. Louis, passed 


through Chicago recently on a two weeks’ 
vacation in the Wisconsin woods While 
in Chicago Mr. Charles had something to 
say relative to his company that certainly 
bespeaks ingenuity and cleverness, both of 
which usually make of a man a power in 
his field 

The S. A. Charles Company does type 
writer- rebuilding and repairing on the jour- 
neyman basis—that is, traveling from town 
This does not mean that the men 
itinerant repairmen Far 
They constitute the active force 
organized and quite successful 
company Mr. Charles is one of the oldest 
repairmen in the United States and he is 
still a young man Several years ago, 
while working in St. Louis, he conceived 
the idea of taking a number of men through 
the Southern states and finding out what 
chances there were for repair work 

He started with only two or three men 
with an outfit consisting of the principal 
parts of all standard machines It was 
hard work for the first two or three years, 
but he kept at it. To-day he employs a 
large number of men, has them divided into 
squads and sends them in all parts of the 


to town 
employed are 
from it 

of a well 


country. They work close together, so as 
to be of immediate assistance to one an 
other 


They open up a regular repair shop the 


moment they strike a town Sometimes 
they make arrangements with a typewriter 
company or supply store. If not, they fi 

a vacant room themselves and there they 
proceed to repair and rebuild all the ma- 
chines they can find 


find 


i 





A GROWING PITTSBURG CONCERN. 

The Pittsburg Typewriter and Supply 
Company is one of the most promising in 
stitutions in the country. It is owned and 
managed directly by J. P. Durkin and W 
A. Reeves, two of the great army of Pitts- 
burg hustlers who make things count ove! 
that way. 








W. A. REEVES 
These gentlemen also operate the c¢ 
pany that handles the “Modern Dupli 
tor,” being known as Durkin, Reeves & 
Company, which is strong and very su 
cessful. 


The Pittsburg Typewriter and Supp! 





Company handles all office devices 

deals in supplies for the office. It employs 

r _ 7 
i 








P. DURKIN 


six salesmen, does a rebuilt business 
standard machines, besides being agents 
other typewriters 
The company is only eight years 
has made great progress in that time I 
other company employs fifty salesmer 
all parts of the country and is building 
the duplicati 
splendid reputation in all sections 
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ng machine that has made t 
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world They are making a new and 
improved  zin tray for the duplhi- 
cator in bronze and black with a handsome 
finish and gold lettering which is hinged on, 
thus making for_the machine a complete 
and attractive case. This will be ready by 


October 1 and will be in four sizes, rang- 
ing from note size to foli 

No improvements are contemplated on 
the duplicator itself and none are needed. 
[The firm thought that since nothing could 
be added to the machine they would im- 


prove the case, all of whi makes a very 
ne utht 

Both concerns are experiencing a pros- 
perous business Concerning the situation 
Mr. Durkin said 

“We have no fault to find with our busi- 
ness in Pittsburg Of course, it has not 
been as heavy as at other times but there 
has been a steady growtl Both the dupli- 
‘ ng macl 1 the supply store have 
he d he1 \ 

Both offices are at 339 Fifth avenue 


JOHNSTON W. EMRICK. 
In the July numbse : @ f Onl Appliance ~ 
brief mention was made f the death at 


Minneapolis on June 18 of Johnston W. Em- 


k, an instructor of the salesman’s class 
ind home office representative of the Smith 
Premier* Typewriter Cc n this issue there 
is given a more detailed unt of the 
popular and eff nt Smith Premier repre 
sentative Ss timely de 

=¢ 

tr k Beave 
Falls, Pa., and e1 young man became 

‘ A wat 1 Chicago Office as Sales- 
mat H a ter transferred to our Cin- 





s N W Kn 

1 tor é 
é g The Higgins 
M g Company Pittsburg, Pa 
He returned. 1 wer. % r Organization 
5 Salesman at Cleveland 1 in 1903 was 
ted Manager of tl nver Office 

y summer 

1905 w n | signed t gage in brsi- 
ae as ey After short interval he 
returned t us and until t time of his 
h. was wit! HH e Office 

¥ r ~ "s ( e< 
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THIS MACHINE WILL. THE 


Packages 
Bundles 
Boxes 


Securely 
Quickly 


and 











This is Our New Model No. 2 


Handy Package Sealer 


[Made of Cast Iron, Black Enamel Fintshj 
















Q Note position of tape r Long strij ipped off as easily as short ones. 

@ The most economical package sealing device ever produced. 

@ Gummed tape costs but a fraction of twine, sealing wax or rubber bands. 

g@ Print ed gummed labels in roll form can be used to greatest advantage with 
, iti id labels are always handy for immediate 

use. Thev are moistened automatically as they come off the roll. 


— 
” 


@We desire to apologize to the dealer have ordered machines and not 
ved them. We were unprepared for the remarkable demand resulting 


@ Gur New Model No. 2 is now ready, and we are prepared to make 
pt deliveries in an‘ uantit 

@ There is still some unassigned territory open to dealers. If you desire to 

re in the big sales and profits being made, better write for liberal proposi- 








THE FRANCIS SALES CO. 


The New Method The Old Iwine Method 


2159 wares 
ez 


















Madison 
Avenue 
New 
York, 
N. Y. 
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A STRONG DEPARTMENT. 
HERE is nothing like branching 


I little into new walks of business 

nN S Oftentimes one avenue of develop 
ment will get so terribly worn that it loses 

S Ace ! 








interest But if a new one can be 
akin to the business and aiding directly ir 
a n e yielding results beneficial to the genera 
‘ business, it helps mightily 
The Macey Lompany has installed i 
For Our Patented Chicago office what is known as a “Bank 
Foot Power At- Equipment Department,” started last Fel 
tachment f< ir the ruary that has tor its sole object the equip 
ping of the bank from the tile floor to tl 


decorations on ceiling. Now, this is a n 


Burroughs idea but a good one 


The bank department of the Chicag 


° ° “3 
in ac ine fice has a staff of artists that devote thet t 
selves entirely to the preparation of plans 

4 


and specifications As soon as the 


Increases Speed learns of a proposition, forthwith thes: 
























(25% to 50%) tists get busy on the plans. They are sul 
Efficiency mitted to the bank or the concern desiri 

the job [The plans may be said t 
Reliability among the finest of their kind ever d1 ' 
The plan is in the form of a water i 
Economy ored perspective This shows just | 
and pre motes comfort the floor, the wickets, the counters, t! 
of operator and marble used ind the decorations ' 
. the ceiling, will look like when put in ' 
} IN¢ YUIRIES hus, me eoukes is made to see his 
a > oe a its true lik ess ’ 
WANTE D \Ymong t contracts that the’ M ' 
Company has closed in the past few mont I 
LITCHFIELD are Second National Bank of Dar ' 
‘ Illinois, amounting to $20,000; the Ce : 
MFG. co., INC. Falls Natio Bank of Cedar Falls, | ' 
118-124 Beekman St. imounting to $11,000; the State Ban} 
N E Ww Y oO R K Roseville 1 unting to $3,000 
others of similar nature ; 
The id vas originated as offer: 
agency purely and simply t t] ' 
equipment business which this compan) 
has conducted with conspicuous suc : 

many years It is, as yet, entirely 

vidual with the Chicago office, but tl 





North American Swing- 


pany contem}] tes 1ts extension { 


Stren 
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Desk §$ 
ing es tand For branches ther sections oft tl 
try 
Before, we mentioned neatness, « pact The department is in charge 
“O7, ind aut _— ie — Peterson, for ten years with the Ar 
4 this time it Strengt! “c ” 
Plo : ‘ —— : mee Desk Company, of Chicago. W. B.S 
lace on it weilg! ly’ pu N ’ 
er and it wilknot break, give i terson, . Cag ae tor 
lesirable feature in supporting heavy 1] Company, s given the departms 
writers, Files, Rating Books, et personal tion and succeeded 
Dealers, you are missing sales 1 it a remarkabl idjunct to the bust 
haven't our Stand in stock the company 
Send for illustrated. descriptive circular of the North American Sw ‘ 
Desk Stand and other high-grade Specialtic Mention Office Appliance east NEW HUNGARIAN INVENTION 
° \. Pollak. a Hungarian, ts demonstrat 
The North American Supply Co., Inc. Bo asiiy in codon the marvels of a 
COLUMBUS, O., U S. A. ment by n ns of which he can tr 
40,000 written words an hour. over the 
phone There are three parts to | : 
machine—the perforator, the  transt 
ind the receiver The first can be w 
by a typewriter: the other two ar 
PETERSON’S DESK COMPANION J tutomanc, working through the ag 
electricity nd photography Owing 
For Roll Top Desks : . . 
.s +} ioe a mate *- 
Piaced under pigeon holes of roll top desks. Clears the desk of ink delicacy e electric currents, tw 
wells, pen trays, etc.. and provides a properand convenient place for 1s Use 1 of telep!] ones. are requiré 
desk necessities. Two inkwells on a pivot, swing beneath cabinet F : , 
sealing them from dust and evaporation. Four tubes backed with not i sine! wire as used 
corks are adjustable to any length pen or pencil! Drawer with seven ’ . 1. 1 4 P P 
telegral \ ne instruments ca 
compartments for clips. stamps, etc t vi . : 
An ornament to any desk. Occupies no valuable space and gives connected ft nv ordinary tele p 
additional! desk room Pollak | , . , df 
) ik | discovered a means 
Deaters and Saies Agents ; x ; yg? 
‘ ; 4 thi = aa I te to ing light t electricity, a metnod D 
here 1S a deman¢ or us device and we are stimuiating 7 
our advertising, which ts br.ng:ng inquiries and orders fror he can contr the movement 
every part of the country - peo +g bE ‘ , : 
We refer orders and inquiries to local dealers and assist y« ot nent eds Of Miles aw y i 
to make sales as thoug!] had the mirror reflecting : 
' Write Us for Complete Information his own hand Every child knows 
' , ae J , , 
SCOFIELD & COMPANY, 150 Nassau St., New York | | spot of light reflected from a mirror 
made t write’ on a blank wall or g 
? 
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NEATNESS ABOUT THE DESK. 

In these days when. it is the thing either 

use flat topped writing tables or to keep 
the lid of the desk down most of the time, 
it behooves the careful | sekeeper to an 
'therwise a lit 


swer her letters promptly. ¢ 


tered desk is unavoidab 
rreé ft | 


System 1 sp e only way 
is can be 1 I iged \ soon as a letter 
irrives op« carefully envelope is 
r from si ly nd if it 1s of no particu 

r import dd juire a reply 

stroy it ce 

Separate your business letters, invitations 

i rrespondence int three piles and 

ve pig Keep them 
there until answered; then if you wish to 
save them file them under the name of th 
sender in one of the eted boxes tHat 
come tor the purpos« 

If this 1s not done it is senseless to keep 
etters as they never in be. found when 
wanted and make the drawers of a desk 
cluttry Keep the closet in the 
same roon the desk, or if there is none, 

\ t i é | wer u I 
id 

Letters that require ar nswer the sam« 
day should be put unde: veight, in a con- 
spicuous spot where t ill not slip fron 

e m¢ \ S rs nswer them 
it once, even when you t k you have n 
time You can usually 1 ge it somehow 

d it means much tor the busy woman not 

» have her mind bu d with trifling 
luties 

Writing ind e1 ves should have 

eir spe ice¢ 1 Hat topped desk 
1s should 1 one the racks that com«e 

the purpose in leather, burnt wood or 
brass ‘J hey may be bi ught rather reason 
bly and are a big fact neat desk 

In compartment desks ive special places 


for the paper and others f envelopes 


On account of dust, small supply of 


ach should be kept out if the com 


partments are uncovs 
Stamps, pens and pencils should have 
their own 1 ks and be kept in them 
Nothing is more untidy n an indiscrimi- 
nate mess f writing utensils on a 
esk 2) | i es divided into 


three sections to hold stamps, elastics and 
pens are useti in preserving neatness 


ooks sold by the 


Government is better than any other way 
f keeping them There is no possibility 
f them getting lost o1 tickv and the book 
‘an lie on the blotter just beside the pen 
iider If a dollar’s worth of stamps are 
bought at o1 three cents are saved on the 
price of these books, as they a cent 
whet g forty-nine 
Stam! 
If a large is lo not blot the 
letters on tt s it makes the desk look 
ovenly to see it heavily blurred with tink 
One f the small roller |! tters 1s conven}! 
nt, as it 1s vays on ! d when wanted 
Do not cram pigeon! in a desk It 
] | tant. but 1 trom neat 
With rdinarvy Tee ee one’s corre 
é g rtments that 
1 in many desks is quite unnecessary 
sibl ve o1 ich week that 
"11 lence is 
| wi nded wit 
g 1 rs seven 
M ur living 
neatnes 





OFFICE APPLIANCES Ro 


I Will Send Roth- 
schild Ribbons 
Prepaid To Any 
Live 
The United States 
Without Charge 


MY OFFER IS THIS 


Inform me what make of typewriting machines you use, 
and color ribbons, and I will send you some Rothschild 
ribbons, express prepaid, for test. 













Simply try my product right in your own office, on your 
own machines. under your own observation. They will 
prove worth all that any high-grade ribbon is as to wear- 
ing qualities, clean-cut}! impressions, and permanent rec- 
ords. 







Having confirmed by actual test. your confidence in my 
product, discovering its strong salient features, you will be . 
interested to know the price | make, and the margin there- 
by made possible. 







Then, not until then, do! solicit your interest to the point 
of wishing quotations. Suffice[to say that 


MY PRICE IS THE LOWEST 


My ribbons are fully guaranteed, and if they do not please 
you and your customers in every way, just fire them back 
at meatany time within one year, and your money will 
be instantly refunded. 










I make Bi-chromes, Tri-chromes, and ribbons for the Mul- 
tigraph and Writer Press. And remember—the sample 
ribbons will be taken from regular stock, and that all 
future orders are guaranteed same high quality. TRY 
THEM NOW—WRITE TO-DAY. 










M. M. ROTHSGHILD,  !ewiter_tiobon specials 


Fifth Avenue and Washington Street 
CHICAGO, U. &. A. 






Dealer I[In- 
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OFFICE APPLIANCES 


A Point for the Dealer 


HERE has come to the manufac- 
turers of office furniture in the 
past two months a_ condition 

that will in all probability open up a 
field for thé dealer that has been con- 
sidered for the most part rather indif- 
ferent and stiff-backed when it came to 
using modern office furniture. 


The condition is that of the strong 
tendency among lawyers to discard the 
old documentary system of filing and 
to supplant it with thé vertical system 
in the use of all documents. Hereto- 
fore and still, for that matter, the law- 

er has simply folded his document, 
legal paper, up in an envelope of con- 
siderable strength and thickness and 
filed it away among other papers with 
just a name on the back to indicate 
what it is, nothing however, to tell 
where it is. But the persistent ham- 
mering of the office furniture salesman 
has demonstrated that his mind is be- 
ing filtered of its cob-webby ideas and 
got to leaning toward the vertical sys- 
tem. The vertical system is used as in 
other cases save that the drawer is of 
“cap” size. The paper is placed in the 
envelope and filed according to a sys- 
tem that makes it as convenient for 
him as for any other user of the verti- 
cal system. 


One of the biggest office furniture 
houses in the country has only recently 
had a very profitable experience in this 
respect. One of its Salesmen was sent 
to a large law firm in a city of the 
central West with instructions to find 
out what the lawyers thought of the 
idea. One of the members of the firm 
said: 

“Oh, we have been using the old 
legal envelope for that kind of filing 
and it answers the purpose very well. 
Lawyers, you know, are rather clanish 
in matters of their own and I suppose 
this is no exception. We just file the 
papers drawn in law suits away in those 
thick yellow envelopes and stick them 
up on the shelf. That's good enough.” 

The salesman insisted that he bring 
a vertical drawer up the next day and 
show what the difference is. He did 
so and the new way so impressed the 
lawyer that he at once ordered five ver- 
tical drawers of the cap size made to 
their order. From that one sale many 
others were soon made. 

This is the cue for the dealer. It 
opens up a line of business that it is 
safe to say has been neglected by most 
dealers, because they were so firmly of 
the opinion that nothing could be done 
with the lawyer that he had better be 
left alone. But not so. Go to him, like 
the salesman above mentioned did, and 
show him the difference. The state- 
ment is ventured that with little effort 


every lawyer of any practice whatever 
can be persuaded to put in the vertical 
system. 

The dealer cannot afford to ignore 
every possible avenue of trade, no mat- 
ter what the circumstances have been. 
The manufacturer is to-day racking 
his brain and busying his sales force to 
unearth new channels of getting busi- 
ness. Start a promotion department in 
your store; make it grind out queries 
addressed to the different manufactur- 
ers and in that way, at least, find for 
yourself just what the possibilities are. 
The time spent and the money needed 
will be of small consequence when the 
results are considered. 

This getting into new channels of ef- 
fort is like putting on a new suit at the 
first approach of winter. It feels good; 
you look better; you feel more like 
yourself. Yes, get on new clothes once 
in a while. One thing that the dealer 
sticks too closely to is the belief that 
“Oh, this is good enough for a while 
yet.” No it is not. It will wear so 
long, do so much and that is the end 
of it. Have a habit of dressing up your 
efforts every months or so. 





IN HONOR OF MR. MIELKE. 


On the night of August 24th the Com- 
mercial Club of Portland united in a small 
dinner, their object being to show the uni- 
versal esteem in which-O. W. Mielke, for- 
merly of the Blake-McFall Company, Port- 
land, is held. Mr. Mielke is forsaking his 
old haunts to becOme affiliated with the 
American Paper Company of Seattle 

This pleasant little dinner was the spon- 
taneous out-pouring of the fraternal spirit 
which characterizes the relations of the 
commercial stationers of Portland with 
each other. The little smokefest was at- 
tended by the following gentlemen 

O. W. Mielke, of American Paper Co., Seattle 
Wash. 

Charles R. Fargo, of Kilham Stationery & 
Printing Co., Portland, Ore 

T. N. Stoppenbach, Pacific Paper Co.. Port 
land, Ore. 

J. S. Ball. of Kilham Stationery & Printing 
Co., Portland, Ore. 

Cc. R. Davis. of Howe, Davis & Kilham Co 
249 Morrison St., Portland, Ore 

J. L. Burgoyne, of The Globe-Wernicke Co., 
Box 149. San Francisce, Cal. 

L. D. Hunter. of Pacific Stationery & Printing 
Co., 2083 Second St., Portland, Ore 

kK. K. Kubli and Chas. H. Miller. of ‘Subli- 
Miller Co 82 Fourth St Stationery Depart- 
ment; 227% Stark St:, Printing Department 
Portland, Ore 

G. B. Buck and W. A. Montgomery, of J. K 
Gill Co., Portland, Ore. 
and by R. B. Wilson, president of the C 
S. & R. B. Co., Chicago, Ill., who happened 
to be in the city at the time 

Before the close of the evening, Mr 
Mielke was the recipient of two handsome 
mementoes, one from the Blake-McFall 
Company, and the other from the Commer- 
cial Club, and it is such evidences as this 
which keep alive our faith in the universal 
brotherhood of men, even though they are 
competitors and live in the same city. 








(By Special Correspondence.) 


Altoona. 

W. A. Graham, formerly with the Pitts- 
burg office of the Burroughs, has taken a 
position as salesman with Salesmanager J 
A. M. Sexton, representing the Burroughs 
in this territory 

Birmingham. 

On May 16th the Birmingham office of 
the Burroughs celebrated the Fourteenth 
Anniversary of the selling of the first Bur 
roughs Adding Machine sold in Alabama 
No. 698 was purchased by Jas. P. Ferrall 
Cotton Co. of Montgomery in 1894, and is 
still in use-in their office. These phenom- 
enal records of the Burroughs machines are 
the greatest advertisements the Burroughs 
Company issues. 

Cedar Rapids. 

The Commercial Club of this city takes 
an annual trip, in a special train,- for the 
purpose of stirring up business for the 
Cedar Rapids Wholesalers, Jobbers and 
Manufacturers. Salesmanager P. G. Ben- 
der, of the Burroughs local organization, 
and his salesman, B. C. Eagon, always 
make a point of going out on these trips 
In the recent trip, which covered three 
days, Mr. Bender placed 21 Burroughs Add- 
ing and Listing Machines. One of the 
biggest hits of the trip was the famous 
Burroughs book, entitled “Cheer Up,” of 
which, by the way, nearly 100,000 copies 
have been distributed in the past six 
months. 

Chicago. 

L. E. N. Ogle, for some time with the 
Comptograph Company as a city salesman, 
has resigned his position 

* - - 

A. A. Meeker, an old Comptograph sales- 
man in this city, has taken a position under 
L. F. Benton as a city salesman for the 
Dalton Co 

. + ” 

Wayne P. Bissell, formerly connected 
with the Comptograph Company, will be 
associated with the Burroughs Adding Ma 
chine Company within a short time 

* - * 

T. N. See, one of the well-known Chi- 
cago ‘adding machine salesman, has re- 
signed his position with the Comptograph 
Company and is now operating as a sales- 
man for the Dalton Adding Machine 

« « = 

P. G. Putnam, for some time represent- 
ing the Pike Adding Machine Co. in Chi 
cago, will probably accept a position with 
the Burroughs Adding Machine Company 
in a Chicago territory at an early date 

* * 7. 

W. A. Rotter has accepted a_ position 
with the Chicago Agency of the Burroughs 
Adding Machine Co. Mr. Rotter has been 
with the Comptograph Company for sev- 


eral years, having recently been appointed 
inspector for the city 
~ * * 
Mr. C. R. Withcomb, the dean of Chi 
cago Adding Machine Salesmen, has just 


returned from an Eastern trip and reports 
the fall business of the Burroughs Adding 
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ADDING MACHINE NEWS—Continued. 


Machine Company as opening up nicely. 
Mr. Withcomb has made a_ phenomenal 
ecord in the sale of Burroughs machines 
in Chicago for the past four years 


> 
L F Benton, who is handling the 
marketing of the Dalton Adding machine 


in Chicago and the Northwest clear to the 


Pacific Coast, has made quite a dent in his 
territory at this end in the last few months 
\ large and competent sales force is push- 


ing the sale of product fast in the Chicago 
territory Mr. Benton has recently opened 

Milwaukee office to which he gives his 
personal attention, running up there for a 
day as often as necessary to keep in touch 
with the situation. The fine train service 
these days between Milwaukee and Chi- 
cago, makes it very practicable to do busi- 
ness in both cities 


Mr. Benton is a man of energy, and is 
already placing the Dalton factory in the 
position of hustling the production capacity 


to keep up with the sal d 


Cincinnati, Ohic. 
(By Our Special Correspondent.) 
L. A. DeBerard, manager of the local of- 
fice of Felt & Tarrant, has removed to 1007 
Mercantile Library Bldg 


* * 


The local Universal \dding Machine 
Co.’s office has been closed down and the 
business has been consolidated with the 
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to build up a business with a poor 






































: line of goods—ninety per cent of the 
De og Xa effort is wasted because a new 
+ customer must be found every time. 

















fae UNSATISFACTORY GOODS mean 
doing the same work over and over. 


KEYSTONE 
CARBONS @ RIBBONS | 











Burroughs Adding Machine Co., which has | 


its office in the Pickering Bldg. 
Chattanocga, Tenn. 

About forty members of the Southern’s 
sales force of the Burroughs Adding Ma- 
chine Company, headed by A. J. Taber, lo- 
cal agent, are holding a three days’ con- 
vention on Lookout mountain. With them 
are A. J. Lauver, assistant general man- 


ager of the company; Mr. Foster, sales 
manager; Mr. Dodge, assistant sales man- 
ager; Mr. Smith, head of the business sys- 
tem, and Mr. Lewis, advertising agent, all 
from Detroit [The convention is being 
held for the purpose of exchanging ideas, 
improving salesmanship and _ information 
generally The members will hold a one 
day’s convention at the Hotel Patten to- 
day, at which there will be an illustrated 
lecture on adding machines, past and pres- 


ent A stereopticon will be used to show 


the different models of machines and their | 


improvement 

These conventions have always been held 
in Detroit, but the big expense to the 
salesmen or ttending them decided the 
management to hold thi convention in 
some good southern city Urged by Mr 
Taber to come here, they finally decided 
that Chattan yg was the ideal spot. 

Denver. 

\. A. Arter f the Omal office of the 
Burroughs came down t Denver during 
the Democrati nvention and put in eight 
Burroughs Adding and Listing Machines | 
for the purpos f counting the votes dur- 
ing t different roll « 5 The Burroughs 
got a good f ac tising out of it, 
because thi ily papers me out with 

g t the conven- 

n hall re right 
ey uld 


_are contributing to the profits of many of the most enter- 
prising dealers throughout the country. In them” is the 
ideal combination of right price and right quality. They 
afford a satisfactory service that wins the esteem of the 
discriminating user and makes him a permanent customer 
of the dealer who supplies his wants. They mean more 
profit because the initial sale is sure to be followed up by 
repeat orders. 


YOUR LOSS IS AS » 
GREAT AS OURS 


if you are not handling the line. If you are not acquainted 
' with it let us send you samples and price lists. Make a 
comparative test with the goods you always thought were’ 
best and we believe you will voice your’ judgment in favor 
of “KEYSTONE.” 


The Keystone Carbon Paper Mfg. Co. 


Home Office and Factory, FRANKLIN, PA. 
New York Office, 26 Broadway, NEW YORK 
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ADDING MACHINE NEWS—Continued. 


Des Moines. 

Mr. August Pohl, salesmanager for 
Southern Lowa for the Burroughs, won the 
agency prize in the selling-force contest for 
June, 1908. Mr. Pohl sold 23 machines in 
the month of June which is certainly “go 
ing some.” 

Eau Claire, Wis. 

The Burroughs Adding Machine Co. of 
Detroit through their representative, Mr 
K. J. McIntosh, have just closed sales of 
two electric adding machines to the Eau 
Claire National Union National banks 
of this city 


Little Rock. 

St. George T. Cordell, salesmanager for 
the Burroughs for Arkansas, recent 
visitor at the Burroughs factory at Detroit 
He reports that he found the principal 
topic receiving consideration was the new 
building, which the Burroughs is erecting 
to accommodate their constantly increasing 
office force. The Burroughs outlook = in 
Arkansas is excellent 

Milwaukee, Wis. 

O. H. Chamberlin, salesman for the Bur- 

roughs in Milwaukee, is spending a two 


was a 


weeks’ release from his duties at various 
points in northern Wisconsin 
> > * 
(By Our Special Correspondent.) 


R. W. Kinsey, office manager of the Bur 
roughs Adding Machine Company at Mil- 
waukee, is spending his vacation at Dayton. 
0. During ‘his absence E. D. Haven, gen 
eral manager, is in entire charge 


n > > 
Sales and inquiries concerning the new 
Wahl adding and subtracting attachment 
are steadily on the increase in Milwaukee 


A. W. Roth, Milwaukee and Wisconsin 

manager for the Remington Company, who 

is handling the new appliance, ts much en 

thused over the future of the Remington 
with the Wahl! attachment 
+ > > 

R. W. Kinsey, office manager of the Bur 

roughs Adding Machine Company at Mil 


waukee, has returned to Milwaukee after a 
spent at 


two weeks’ vacation Dayton, O., 





Leaves Always Perfectly Fiat. 
No Bulging or Curving Pages. 

Complete outfit includes covers, rings and twelve sets of leaves for refilling. 1 
Made in two sizes, 44x8 in., and 54x84 in. 


Write for terms to the trade. 


American Business Supplies Company 
147E Congress Street 


for peh or pencil. 


‘. 


_ roughs 


easily and can’t flop back. 


No copy-holder is required 
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now bac h 
Milwauke: 
salesmen ar 
all about the 
August 


“Business is 
the 
“Our 


and Detroit, Mich 
to the normal 
held,” said Mr 
steady 


Stage in 
Kinsey 
improvement 
for the month of 
been most satisfactory.” 


. * * 


Adding 


finding 
State 
have 


and sales 


and Subtracting it 


considerable 


The Wahl 
tachment is arousing 
in Milwaukee. The appliance is being han 
dled by the Remington Company, with A 
W Roth as Milwaukes Several! 
Remington machines have 
with the Wahl attachment and are on 
bition at the Milwaukee Prospects 
ire that the appliance will meet with ready 


interest 


manager 
equipped 


exhi 


bee n 


othices 


sales in the city as soon as a larger stock 
is received 
New Orleans. 
Gabe Conrad, for the past year local rep 


Adding, has 


position 


resentative for the Universal 
left this company and secured a 
with the Good Luck Baking Powder Co 
Mr. S. M. Regar of Tampa, Fla., has been 
transferred to this city to take Mr. Con 
rad's place 
New Ycrk City. 

Mr. H. C. Peters, manager of the 

Adding Machine Co. has been away 


sur 


for the past few weeks on a vacation 
= * * 
It is stated that -Mr. B. C. Burnett is no 


longer connected with the New York offic: 

of the Universal Adding Machine Co. The 

office is now in charge of Mr. Flinterman 
* ” 

The Pike Adding Machine Company re 
port business from the Southwest ts ex 
ceedingly good; more machines being sold 
in the state of Texts during the month of 


August than any other two previous 
months 
. 
In a recent speedtest on Pike Electric 
machine, a speed of 220 items per minute 


was maintained for thirty minutes with all 


nine keys down Printing aligument 
throughout this test was perfect and the 
addition correct 


+ . * 


charge of 


maintained 





salesmal 


Alban y 


Mr H C. Peters as 


branch offices at 


ager, 
Binghampton, Syracuse, Rochester and 
Buffalo. On August Ist these branches be 


came regul 


af saies 


agencies 


- . * 


Phe Burroughs Adding Machine Co. s 
machine the U. S. Battleship “N« 
Hampshire” when she was in New York 
previous to going out for her speed test 

[The machine was wanted so badly t 
was placed board one hour after t 
vessel reached her dock 

\fter an absence of six months in Et 
rope, Walter B. Manny has return 
is once more to be found at his old stan 
the Pike Adding Machine Cmpany off 
No. 180 Broadway 

Mr. Manny made an_ extensive trij 
through Europe on both business and pleas 
ure, and reports that conditions abread i 
the adding machine business are looking 
very bright 

> 7 * 

The New York agency of the Pike Add 

ing Machine Company report much heavier 


business fo 


anticipated, 


is exceedin 

Sales 
cess of the 
addin 
were 


as if 
City 
more 


The Compt 


ply of thei 


cam driven motor, and built especially 


driving the 


It is constructed 


bronze It 


for 


month of August than was 
outlook for September 


r the 
and the 


gly good 


August, 1908, being far in ex 
same month in 1907, would look 
g machine affairs in New York 
back in normal condition onc: 

graph have now a large sup 
r new electric motors It is 


Comptograph, and nothing els 
of.tool steel and phosp! 
runs in a bath of o1l, enough o1 


being put in the machine to run it probably 


without replenishing. It can 


for a year, 

not run dry, and cannot get overheated 
It will take care of any fluctuation in cur 
rent, because it has reserve power enoug! 
to drive three adding machines. It cannot 


burn out 
action, and 
of which te 


great 


be a 


It is absolutely noiseless i 
has many other advantages, 
‘nd to make it, as it promises to 


success 





Up to July 3lst the New York agency 
of the Burroughs Adding Machine Co., in 
eee 
ANS 2 sear 











The Best Seller We Have Ever Offered. 


“ZENITH” Stenographers’ Note Book 


Costs no more than the ordinary note book. The leaves can be turned 
Every inch of writing surface can be used. 


Saves Time. Nerves, Money 


the book stands upright on its covers. 


Price, $1.00. 


Boston, Massachusetts 


‘he paper is adapted 
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ADDING MACHINE NEWS—Continued. | 
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by mail; also for filing small quantities of 
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COMMERCIAL STATIONERS’ SECTION 





Staples and other Office Supplies of 


particular interest to the Commercial 





RR “Staples. on the Field of Specialties, 
Stat 


OF “OFFICE 





UIDING the modern Stationer in the 
sale of office appliances Showing 
how to successfully handle such and 

other goods of the trade 
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Utilizing Opportunity 


OES the stationery salesman 
differ from any other? He 
does. Is his line of work such 


that a more diversified capacity is 
called for? It is. These two propo- 
sitions are prima facie true. They 
stand out distinctly by themselves. lf 
s>, in what respects does the salesman 
in the stationery store differ from any 
other? 

In the first place, the stationery 
salesman has not one but many lines 
of office devices to sell. This is prob- 
ably the most essential difference. In 
the second place, there are not one but 
many opportunities for him constantly 
to enhance his value and thus promote 
the business of the firm for which he 
is working. This constitutes the theme 
of this story. It forms the key to the 
subject that appears to be little con- 
sidered ; at least, too often ignored. 

It must be remembered, however, 
before advancing to the primary con- 
sideration of the proposition, that the 
stationery salesman has many duties 
to perform. That’s true, else he would 
not differ so much from any other 
salesman. But g-anted that, there 
is abundant reason to assume that he 
can still perform his duties and do a 
littke more—on his own account. Also 
remember that in doing something for 
himself he is manifestly doing some- 
thing for somebody else—the house. 

Where the Opportunity Lies. 

What is the main point? Just this. 
When a customer comes into the store 
and asks, say, for some lead pencils or 
other staple, it frequently happens 
that the salesman permits him to leave 
the store with just the usual query: 
“Is that all to-day?” But that is just 
where the mistake comes in and where 
the point lies. Don't do that, or, rath- 
er, do more. 

Keep in mind that you have other 
things in the store besides lead pen- 
cils, pens, loose-leaf books. For ex- 
ample, there is the check protector; 
the time stamp; a unique stationery 
holder; stamping press; and one and 
a hundred little specialties that the 
customer perhaps has only seen an- 
nounced but had not thought to exam- 
ine. 

Say to him that you have something 
novel and most useful to show him 
that you feel he would be deeply in- 
terested in. Then, get the specialty 





How the Stationery Salesman May 
Materially Enhance His Value. 





which you have in mind. Demonstrate 
it as though you know you had orders 
coming for a dozen of them. Show 
the merit of the article in its entirety. 
He will appreciate your effort; if he 
does not buy, you have disseminated 
information about the specialty that 
will bear fruit. That is getting pub- 
licity in a few seconds’ time which if 
experience counts for anything will 
double in value in a short while. 

This little aside was intentionally 
and carefully tried on an old customer 
of a large stationery house in Chicago 
recently. The salesman had been sell- 
ing the customer for several years. 
Not once had he ever called his atten- 
tion to an article outside of what the 
customer had asked for. He went on 
the assumption that he knew just 
what he wanted and if there were any- 
thing else he cared to look at he would 
make it known. Sort of felt afraid 
of tackling him on any new proposi- 
tion, for fear of offending him. Well, 
one day he got the idea that that very 
man would be interested in a certain 
device. He advanced the matter and 
explained the device all through. 

“Upon my word,” said the custom- 
er, “that’s a very ingenious contriv- 
ance. I believe it is just what I have 
been looking for. Yes, you may 
charge that to my account and I'll 
take it along.” 

The head salesman said to him one 
day: “How is it we are selling so 
many of so and so?” 

“Easy enough,” replied the sales- 
man. “I have been pushing it.” 

“How have you been pushing it?” 
inquired the head salesman. 

“By simply showing it at every op- 
portunity,” he replied. 

“Good! Keep it up,” said the head 
salesman. 

That is the way one salesman util- 
ized opportunity. It was not long be- 
fore appreciation by the house was in- 
dicated. In addition to that, though, 
the other salesmen tried it out—all re- 
porting with much success. 

Other Benefits. 

But aside from the benefit to the 
house in the form of added sales and 
increased "patronage, it is a strength- 
builder for the salesman. There is not 
one salesman in one million who 


would not feel an exhilaration after 
such a sale. He will say to himself 
intuitively : 

“Gee! that’s a good scheme. I'll try 
that on the next fellow.” 

It builds strength—it’s a tonic to 
the nerves. And what makes for 
strength makes for character and pro- 
motion. Never lose sight of that fact. 
It is a contributing influence all along 
the line. This accomplished, what is 
there in the way of the salesman rap- 
idly advancing to more salary, larger 
responsibility? Nothing at all. More 
than that, it will lead to position out- 
side the stationery store—with some 
specialty manufacturer, maybe, and 
that is what many salesmen are look- 
ing for. And from that step there 
are many others of influence and value. 
No salesman can ignore what will ap- 
preciate his personal power and ca- 
pacity, no matter what the nature of 
the duty or the aid may.be. To pass 
it lightly by with the “Oh, he wouldn't 
buy that thing,” is in a word to cut off 
opportunity. 

Utilize opportunity in every sense 
of the phrase. Get a line on all the 
specialties in the house. Know them 
better, as well as the manufacturers 
know them. Have them handy or 
placed here and there so it will not be 
necessary to rummage around in cor- 
ners and under shelves to find them. 
What would be the effect if you took a 
check protector from a nook in the 
store all covered with dust, which 
would be the case if you were not car- 
ing much about it? No sale, of course; 
or small chance of sale. So have them 
looking bright and new and_ within 
easy reach. The customer cannot, as 
a rule, spare much of his time, in a 
large city. And there are few in small 
places that care to consume much time 
in examining things that they have not 
had occasion to think about or know 
about. 

The salesman who grasps and then 
utilizes this opportunity will eam a 
reward as certain as anything possibly 
can be. It does not require much time; 
it will not take many moments from 
the routine duty of the day. But it will 
pay for itself many fold. 

Manufacturers are looking for great- 
er sales. The stationer himself is do- 
ing likewise. Here are two sources 
of influence that may prove of im 
mense concern some day. 
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Stationer’s Evolution Into Office Appliance Dealer 


HAT the stationery business has 

grown into something more 

than is comprehended in _ its 
time-honored title is a matter of fact. 
Up until a few years ago the process 
of change was a gradual one. When 
present proprietors went to school it 
was a “Stationery and Book Store,” 
where you bought your slates, pencils 
and school books, your mother, her 
wall paper, your sister her novel and 
likely father got from the same place 
his cigar and weekly paper. In the 
smaller places this type of merchant 
still prevails, while in cities and larger 
towns, few survive, and though these 
houses have place in the classification 
of “Stationer,” they are not represen- 
tative of the class of dealers that make 
the business an important factor in the 
nation’s merchandising. 

The name “Stationer” has always 
had an honored place in the trade. 
Notwithstanding that, however, there 
have come changes in the character 
of the business in the last few years 
which makes the name inadequate. 

The stationery business to-day has 
to do almost entirely with office equip- 
ment and the progressive stationer has 
become a specialist in these lines. The 
remarkable increase in the volume of 
general business in the United States 
especially, has led to the introduction 
of a great variety of machines, devices, 
supplies and furniture to facilitate the 
handling of business records and re- 
ducing their complexity. 

These are the modern office appli- 
ances, the very backbone of the sta- 
tionery business—hence we have— 
The Modern Office Appliance Dealer. 
This type of “Stationer” is the most 
progressive man who keeps store to- 
day. Make a close comparison with 
the dealer in any other line. No othef 
improves his business with the meth- 
ods of the student. Indeed, in no oth- 
er line is there the same necessity for 
it. The office appliance ,dealer is con- 
cerned with the advancement of every 
other business His isnot a matter of 
changing styles and fashions, but of 
changing systems and methods. He 
must anticipate new conditions and be 
able to suggest, advise and instruct. 
He must be a specialist himself and 
must surround himself with experts, 
for his line is more varied and peculiar 
than that of most merchants. 


His Lines. 

The progressive office appliance 
dealer sells typewriters, adding ma- 
chines, duplicating machines, address- 
ing machines, check writers, time 
stamps, envelope sealers and many 
other similar devices and supplies. 

He handles office furniture of all 
sorts, filing devices, from card index 


By Edwin I. Baer of “Baers’” Can- 
ton, O. 





trays to filing cabinets in both wood 
and steel, and takes contracts for spe- 
cial equipment of any size in these 
lines. 

He makes and sells bound blank 
books and loose leaf systems, and is a 
general systematizer, able to suggest 
practical methods to aid and improve 
any department of any business. 

He deals in the thousand and one 
articles embraced under the head of 
stationery, and finally, in most cases, 





EDWIN I. BAER 


operates a print shop and bindery, and 
is a manufacturer of many printed 
specialties. 

Baers’—Canton, Ohio. 

"The editor of “Office Appliances” 
wants us to tell something of Baers’ 
and their method of running their 
establishment. 

Our lines are made up of all the ar- 
ticles mentioned above, and typewrit- 
ers and the other mechanical devices 
mentioned make an important depart- 
ment in our store. Ours is an “Every- 
thing for the Office” establishment, 
which, by the way, is Baers’ own slo- 
gan. 

We endeavor to keep informed on 
every modern idea for the economical 
conduct of the business office, and to 
carry in stock and know just where to 
get the supplies and appliances neces- 
sary to put them imto effect for our 
customers, adapting them to the pecu- 
liar conditions of each case. 

Baers’ have their own correspon 
dence files indexed half a dozen ways, 
so that Mr. Wud. B. Customer may be 
shown by application the method 
best for him. We keep a record of 
every customer’s sectional file system, 
make of typewriter, kind of ribbon, 
col f carbon paper, size of blank 
books, etc., as well as all his principal 


purchases, on cards indexed for ready 
reference. This information is secured 
wherever possible, even if the parties 
are not our customers, for obvious 
reasons. 

We follow up persistently the most 
insignificant inquiry by letter and 
salesman, and show the prospective 
customer all about. this important 
business idea as adapted to his own 
affairs, when we can get in touch with 
him. The smallest item is kept in 
stock, and should we be out of it, no 
cost is spared to secure it for our cus- 
tomer, no matter if loss is occasioned 
by the transaction. Everything is 
marked on its arrival, and blank books, 
ledger binders and articles which are 
likely to be desired again are marked 
with a stock number for easy identifi- 
cation, all surplus books being 
wrapped one in a package numbered on 
the outside ready to deliver. Prompt- 
ness and care in shipments is practiced 
religiously. 

Politeness, extreme courtesy and do- 
ing a little more than is expected, are 
the instructions to every employe. 
Store appearance is considered of most 
importance, stock, shelves and coun- 
ters are arranged as attractively as 
possible, and all kept neat and clean. 

Baers’ Advertising. 

Advertising is one of the most im- 
portant features with the Baers’. We 
consider it an essential factor and at- 
tribute much of what success we may 
have, to its influence. No matter how 
fine your store, how earnest your ef- 
forts, nor how extensive your lines, 
you must attract the customer and 
tell him about it by advertising. We 
employ various regulation methods— 
enclosures, circular letters, window 
displays, samples, etc., but our best 
results come from our own _ publica- 
tion—‘Baer Facts,” published month- 
ly in our own print shop. 

This house organ is really nothing 
more than a four-page folder, letter 
size. The text is short that everyone 
may have time to read it. It is an 
out-and-out effort to get business, 
made of entirely original matter. Just 
a short introductory talk and _ then 
illustrations of special articles. No op- 
portunity to say BAER is missed. 

It is published with regularity and 
inserts of our own printing or those 
furnished by manufacturers are always 
used with it. 

Specific results from this particular 
sort of advertising are not as large as 
they should be, but as a general pub- 
licity feature it is valuable. 

The Evolution. 

If one stops to think about the 
changed conditions of the stationery 
business, it is not difficult to observe 
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the difference between old-time and 
present-day stores. All the wonderful 
machines like typewriters, adding ma- 
chines, etc., now handled by up-to- 
date office appliancers, take the place 
of fancy goods and the like, and for 
the stationer of 1908, we have no oth- 
er word, but office equipper or appli- 
ance dealer. 

There can be no question about the 


benefit to him, because the field is. 


broadened and opportunities abound 


on every hand. 

In summing up with regard to this 
great change, one must not forget the 
trade papers which have done so much 
to bring it about. 

“Office Appliances” is of inestima- 
ble value to every stationer—if such 
a term is permissable nowadays, and 
it should be read and studied just as 
carefully as you expect your child to 
learn his lesson. 


NEW TATUM CATALOG. 

The Sam’! C. Tatum Co., of Cincinnati, 
have just issued their new catalogue “The 
Punching and Perforating of Paper,” a 48- 
page affair, beautifully edited, printed and 
illustrated with representations of their 
various Punches and Perforators, Round 
Cornering Devices, Label Cutters, etc. One 
unusual feature, is the printing of 20 pages 
of the names of hundreds of users, repre- 
sentative houses in various parts of the 
United States, and also many large con- 
cerns in Canada, Great Britain, Australia 
and other remote countries. Several for- 
eign Governments are among present users 

The Tatum Company were the orig::a- 
tors of the “one piece head” idea, their first 
machine made in 1899, embodying this prin 
ciple being still in active use in an eastern 
city. The one piece idea enables the opera- 
tor to move the punch, or upper working 
part of the device at the same time as the 
die, or lower part, and keep these parts al- 
ways in proper alignment without any ad- 
justment of one or the other being neces- 
sary. 

With the advent of the loose leaf idea, 
requiring many accurately punched sheets 
for ledgers, costs or other records and all 
sorts of uses, and involving the punching 
of more than one hole in a sheet, the varia- 
tion in the positions of the holes, under the 
old method, became an intolerable nuisance, 
for before that time it had always been 
necessary to adjust the working punch to 
the die, often a very delicate operation, 
and as many a user can testify as to the 
wasted hours and spoiled punches as a com- 
mon experience. 

The illustration herewith of one of the 
Tatum Heads, which is covered by patent 
of April 19, 1900, will show the point al- 
luded to. The Company will be pleased to 
supply any further needed information. 





I object to the term “advertising ex 
pense.” Right advertising is not an expense 
and never was. It is an investment, a busi 
ness endowment policy, which almost from 
the start can be made to pay its own pre- 
miums and a large profit, besides accumu- 
lating a fund that guarantees the advertiser 
every dollar of his investment.—George 


Dyer. 
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Legality of Loose Leaf 


By F. W. Risque, Treasurer Sieber & 
Trussell Company, St. Louis. 


FE have often been asked, “Wil! 

a loose-leaf book be consid- 

ered good evidence in a court 
of law?” 

To answer this it is necessary to di- 
gress a little: Up to a short time ago 
when the credit man, collector or of- 
fice manager using a bound ledger had 
many disputed accounts out of his city, 
on which it was necessary to sue, the 
procedure was to make up a sworn 
account, stating that this is an exact 
statement of the ledger account, and 
also that the account is justly due and 
unpaid, ete., and the same would be 
the process now with a loose leaf 
ledger. In an experience of twenty- 
five years, with bound book, the writer 
has possibly sent out fifteen hundred 
to two thousand of these accounts, and 
never had one returned on account of 
record, but we have had demands for 
additional proof. If we sent out an ac- 
count against a man and were com- 
pelled to bring our books into court, 
and show the ledger account, that 
would not be taken as conclusive evi- 
dence as the ledger is simply a separa- 
tion from the general accounts of that 
business of the debits and credits of a 
particular customer, say Mr. Jones. It 
is exactly like a big box with a parti- 
tion in it; in one compartment is kept 
all the bills, and in the other all the 
credits or payments, and when you add 
up and take the smaller total from the 
larger, it shows whether you owe 
Jones or Jones owes vou money; that 
is, the sole function of the ledger is to 
show whether the customer owes you, 
or you owe the customer. So far, so 
good. If your books are taken into 
court and there is no dispute, nothing 
further is necessary, but if the account 
is disputed, you go to your files, pick 
out all the orders sent you by Jones 
over his signature, or if taken by a 
salesman, etc.; you go to your ship- 
ping department and you get out all 
the bills of lading, or dray tickets, or 
receipts from the common carrier, to 
show that these goods were shipped 
to Jones and delivered to him. Conse- 
quently, if you have proof that the 
goods were ordered by Jones and they 
were delivered to Jones, and the prices 
were just and fair, or as agreed on, 
Jones has no contention. 

When it comes to credits; you say 
Jones has paid you $150, and Jones 
says he paid you $250, the burden then 
is on Jones’ shoulder to prove that he 
paid you $250. 

With loose-leaf books the samme rule 
would hold good as with bound books. 
No ledger would be considered abso- 
lute or conclusive proof in any court 
of law in case of a sharply contested 
suit; proof of delivery of goods to the 


customer would be called for, and in 
that event, there is not an iota of dif- 
ference between louse-leaf and bound 
books. 


DEATH OF IRA W. RUBEL. 
The Pioneer Loess Leaf Maker. 


The following account of the death of Ira 
W. Rubel is taken from the Chicago Daily 
News of September 8 

News of the sudden death in London 
Ira W. Rubel, pioneer Chicago manufa: 
turer of loose leaf systems and inventor 
the offset printing press, which has revolu 
tionized lithographic reproduction, was r« 
ceived in this city to-day with expressions 
of regret by his former associates. Myr 
Rubel, who was born in Chicago forty-eight 
years ago, succumbed to a stroke of apo 
plexy, the second within a year, last Satur 
day His body has been cremated and the 
urn containing his ashes will be brought to 
Chicago by his relatives and buried in the 
Rubel family lot in Graceland cemetery 
Mr. Rubel was a classmate of William Jen 
nings Bryan in the Northwestern 
school. He attended the Hayes and West 
Division high schools and the University 
Chicago. He had attained an international! 
reputation as an inventor of improvements 
in printing machinery and his relatives as 
cribe his death to the worry and work 
casioned in seeking to protect his patent 
and marketing his inventions in Europe an 
America. 

In Chicago particularly Mr. Rubel is re 
called as a member of the firm of Rubel 
Brothers, stationers, who started in 1881 
with a small store at 173 Monroe street, and 


Se 


grew through the introduction of the loose 
leaf system to such an extent that tn 1899 
a six-story building was required at 348 
Wabash avenue, to house the establishment 
which used the entire output of a paper 
mill the firm purchased. The firm has since 
retired from business 

Mr. Rubel leaves a widow, who was w 
him in London at the time of his death; a 
sister, Mrs. M. M. Marks, 4752 Michigar 
boulevard, and three brothers, Nathan W 
Rubel, 49th street and Forrestville avenu: 
Simon Rubel, 156 W. 122d street, New York 
who is now visiting his Chicago relatives, 
and Charles D. Rubel, 275 McDonoug! 
street, Brooklyn 

“IT have known Mr. Rubel since 1892, at 
which time [I was connected with the firn 
of Rubel Brothers, of which he was 
head,” said L. Wessel, Jr., president of t!] 
American Loose Leaf Manufacturing Con 
“They were 


if 


pany, 18 Green street, to-day. 
the first to introduce the new popular loos: 

leaf system of billing, accounting, etc., and 
to the deceased the world at large owes 
much for many rapid strides made in office 
work and methods. Mr. Rubel was a deep 
thinker. He has developed some excel! 
ideas in the line of machinery for printing 
and lithographing and several of his devices 
are now in use in London, San Francis 

and other large cities. He continued to im 
prove them until the end came. He was 
a man of fine personality, a clean-cut busi 
ness man and one of great resourcefulness 
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The Sky-Line of Monroe, Mich. 


WHY THE WEIS LINE IS “SKY-HIGH” IN THE DEALERS’ ESTIMATION 
@ The construction represents the highest @ A Postal scale that is never found out of 
class of cabinet work—not carpentry) order, that always weighs accurately, and has 


G The types of design are attractive, conven the maximum and minimum capacity. 


ient and practical, fulfilling the acmeof util- @ Swinging Attachable Desk Stand that ful- 
ity fills absolutely the need for: this valuable 


space saver, and makes a typewriter desk of 


@ The requirements of the modern office are 
any roll-top desk or table. 


considered in an effort to constantly augment 
‘ .- ite ft > 1} > ‘ 1 

and complete the line. @ Brush, tube and jar paste; paste of good 
@ Study the salability of the different special- quality in the various forms in which it can 
ties now represented in our line, it will com- be used according to the requirements of the 
mand your respectful consideration, to-wit: office 

q Vertical filit g cabinets, with drawe rs that ¢ Lox se leaf Holders. Magazine Binders, Scrap 
slide at a touch; with supports that permit of and Invoice Books, and such items of utility 
the entire length of drawer being made acces- ag find ready sale in the Loose-leaf Depart- 
sible by being pulled clear out ment 

@ Sectional book cases, that are handsome 


Fe : @ Besides all this, there are letter files, short 
enough for any home, durable and practical 


nav om account files, transfer cases, box letter files, 
ee eee ae clipping files, common tie binders, photo 
@ Clips for fastening papers that have met mailers, desk stamp racks or trays, anda host 
with such favor that the Weis Clip is known of specialties that help promote the sale of 
throughout the civilized world the larger items of Weis manufacture. 

@ THE ADVANTAGE OF HANDLING THE WEIS LINE COMES NOT ONLY IN 
THE COMPLETENESS OF THE LINE AND THE INDIVIDUAL SALABILITY OF 
EACH ITEM, BUT IN THE FACT THAT THE WEIS GENERAL ADVERTISING 
CAMPAIGN HELPS SELL THEM ALL AND FREIGHT SHIPMENTS CAN BE MADE 
UP AT A CONSIDERABLE SAVING IN THE DELIVERY TO THE DEALER. The 


freight saving alone will make an item of considerable p 


a 








The # Manufacturing Co., Monroe, Mich. 
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Fixing the Retail Price 


selling price of an article. It is big 

because there are so many condi- 
tions surrounding both the manufac- 
ture of the article and the getting it 
before the public. But it applies to all 
makes and kinds of goods. Office de- 
vices or specialties perhaps have had 
a tougher experience than any other 
line and out of that experience there 
has grown considerable discussion of 
whether the manufacturer of the spe- 
cialty should fix the price or the dealer 
who handles it. 

Fletcher B. Gibbs, of the Shea Smith 
Company, Chicago, who read a most 
interesting and valuable paper before 
the National Association of Stationers 
and Manufacturers at their annual con- 
vention in Boston last month, said, in 
the course of his discussion on “Should 
the Manufacturer Sell the Consumer”: 

“How many buyers among the sta- 
tioners present can recall the number 
of times they have had occasion to in- 
vite a manufacturer of a new article or 
a new brand of an old article to first 
go out and make a market for it before 
asking them to buy; or how many 
times they have said that they would 
not stock the goods until a demand had 
been created for them?” 


Where the Question Hinges. 


That paragraph expresses a world of 
thought and contains the key to the 
subject under discussion. The manu- 
facturer has been compelled, because 
of certain attitudes, to go out and cre- 
ate a demand for his goods before the 
dealer became interested. It has been, 
in some respects, like a patent medicine 
campaign, where the manufacturers 
are forced to create a demand for their 
concoctions before the public would 
buy. 

Creating a demand is no small mat- 
ter. But in all probability no manu- 
facturer would attempt to create one it 
the other fellow would do it.” But 
when the dealer says that he will not 
buy until there is some demand then 
he is either forced to create it or go 
without sales—this in the abstract 
sense, of course. 

Any office specialty, whether for the 
stationer directly or for the office sup- 
ply man strictly, has had to literally 
pave the way for its sale. One can re- 
call the time when filing devices, card 
indexes and other office paraphernalia 
could not be made to interest the buyer 
only on the trial basis. That is, goods 
were shipped on consignment and left 
for thirty or sixty or ninety days. If 
they sold, well and good. If they did 
not, it was the manufacturer’s respon- 
sibility and not the dealer's. The 
method eventualJy sought its end— 
education of the public toward those 


] a big problem this fixing the 





Should the Manufacturer or the Dealer 
Fix the Selling Price? 


savers of time and forms of conven- 
ience. There are a number of manu- 
facturers of these lines whose memory 
is still fresh with old accounts unpaid 
or consignment lost. But that was 
during the period of introduction. 
Now, the manufacturers have their 
agencies and all goes well. 

That condition merely illustrates the 
extent to which the manufacturer had 
to go before the dealer would buy or 
agree in any way to interest himself. 
By virtue of that fact, has it not been 
up to the manufacturer entirely ? 

With the necessity of creating a de- 
mand it became apparent at once that 
price at which the goods should be 
sold at retail would have to be fixed. 
And the price was fixed. But in the 
same ratio that there is no question 
but what finally or at some time 
evolves other questions, there has 
grown out of the conditions related the 
other question, should the price be 
fixed by the manufacturer or by the 
dealer ? 

Another Important Consideration. 

But there is a side to the dealer end 
of the matter. All know that he does 
business on a small margin. With two 
propositions confronting him: Get a 
demand created and then sell enough 
to make the business worth while, he 
has been satisfied, for the most part 
with the first, but seems not altogether 
satisfied with the second of the two 
propositions. Doing business on a 
small margin means much to the dealer. 
If the price, he argues, is fixed by the 
manufacturer he reasons that there is 
not enough in it for him. 

There is a universal law that where 
profits are small there must be a larger 
volume of business to offset the differ- 
ence or business cannot be done. If 
the manufacturer, so says the dealer, 
will increase the possibilities of con- 
sumption then he may fix the retail 
price, but if he will not I want to fix it 
so that my margin will be greater. But 
the manufacturer says that he has gone 
as far as he can toward creating great- 
er demand for his goods and since he 
has borne the cost of creating the de- 
mand he will establish the price. 

Creating a greater demand is a large 
problem and involves many contingen- 
cies. To meet those contingencies 
means greater outlay of money and ef- 
fort. Thus, it becomes a question that 
after he has created a greater demand 
should he not increase the cost of sell- 
ing. The rise of one means the rise 
of the other, if the economic law is 
true. 

One thing cannot be disputed—the 


manufacturer has the right to sell his 
goods in what ever way and to whom- 
soever he desires. If his product is 
such that the public wants it, it is evi- 
dent that he can likewise fix the price. 
What may appeal to him as justice 
may not be so to the dealer but that 
again is a question for him to decide as 
he sees the conditions. 

Fixing the price at which the goods 
shall be sold is one that rests quite on 
conditions. The dealer has his side in 
the form of greater volume at small 
profit and the manufacturer has his in 
the form of added expense in creating 
demand for the goods. There are two 
main and independent propositions. 
Each is inimitable to the other. What 
shall the one do that will be agreeable 
to the other? 

If the dealer will create the demand 
then the manufacturer may say that he 
can fix the price at which the goods are 
sold. But if the manufacturer shall 
continue to create the demand, he may 
decide to continue the arrangement as 
it now exists. The two should get to- 
gether on as equitable a basis as possi- 
ble in order to make it secure to both. 

Creating a greater demand or en- 
larging the area of consumption is a 
separate issue, it seems, that is up to 
the manufacturer to determine as he 
views the conditions. It is quite possi- 
ble that he may see a way to thus in- 
crease the profits of the dealer and oth- 
erwise make it more advantageous for 
him to handle his goods. The expense 
must be borne at one of the other two 
ends. The dealer may arrange a plan 
that in view of what has already been 
done to advertise the goods he sells 
and which undoubtedly makes the con- 
ditions more favorable now than ever 
before that will vield an arrangement 
mutually satisfactory. 

It is a question, so authorities say, 
that rests altogether on the demand 
created for the goods sold. That is the 
barometer and gauges the conditions. 





LEASE NEW BUILDING. 


An entire four-story building has been 
leased by Sanborn, Vail & Co., at Los An 
geles, close to their present store there, 
and as soon as it has been made ready for 


occupancy they will remove to it. They 
will have double the floor space, and the 
move will be a welcome one, as they are 


now badly crowded, on account of the great 


increase in both the retail and wholesale 
business in the South. Mr. Weatherby of 
the San Francisco store, states that their 
samples of holiday stationery and art goods 
are now open for inspection. Fred Com 
fer, manager of the art department, has re 
turned from his vacation ready to push his 
lines to the front. A. H. Vail, father of 
Frank Vail, has been quite ill of late, but 
] 


has recovered now 
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The Investigation of Stationer’s Profits 


WS HE investi 


igation begun some time 

igo by Samuel Ward of Boston to 
determine the profit of the stationer 

ind to get broader margin on which to 
conduct business, is announced as com 
pleted Mr. Ward sent out a circular in 
July refere: to which was made in Office 
Appliances kighty replies were received 
Mr. Ward 1 1ested that in the event ihe 
stationer did not care t Sign the reply he 
could mail it t friend his was done in 
order that there would be no publicity 


where non vas desired Some stated the 


xpenses on sales, but did not 
state the per cent of gross profit 


per cent ot 
Some 
were just “estimated” o1 other ways ap 
proximated, while others gave no informa 
tion at all 


The following is what Mr. Ward has 


inailed to the papers the trade and will 
give a thorough idea f the proposition 
Here are some of the extracts from the re 
plies 

“I am at a loss to figure the gross profits 


on my sales, ind shall be 
show me how to do it.” 


glad to have you 


“We think your scheme a very good one 
and that it stands on its merits.” 
“We do not know why you want this. but 


trust it is to further the dealers’ interests 
We have n ssociation here, but neither 
have we any price cutting, in which we pre 
sume we re to be ngratulated We 


think a demand made for manu 
facturers of specialties 1 


lish selling prices, high enough to give deal 


publish and estab 


* We make them 
in any desired 


size or Binding 


Investigation Instituted by Samuel Ward 


Finished and Results Announced. 


rs larger prohts on them, and to require 


them to demand that dealers maintain the 


published selling prices.” 

We think the association should pass a 
solution to instruct every member to tar 
nd feather every salesman who submits a 
rice of 30 per cent off f. 0. b. factory, and 

cify the salesman who insults you by 
ffering you 25 per cent off f. o. b. factory.’ 

While we could give the figures for total 

business, our books are not departmentized 
- t we can tell what portion is station 
ry, and if the current opinion as to the 


ofit in the drug end is to be relied upon, 


lat our figures might unduly swel 


t profits 
We spoiled the form you sent us and 
ould appreciate it if you could send us an 
Complimenting you on your great 
ght on this matter, we are,” etc 
| xpense iccount kept, but never a ded 


We prefer not to give any figures.’ 
\ctual profit on investment 734 pet 


“Stationery business only fou months 


\ expenses not chat eG Ff Stationery 


rtment that prope rly belong to 1t 


(One party claims that he mad gross 

t on sales of one year of 53 per cent 

year before of 57 per cent; but does 

take stock, nor does he keep an expens« 

unt.” His returns are very properly 
ncluded in the list 
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MAKERS OF EVERY THING 





One party, as to profits, replies, “Two 
meals a day,” and gives no further facts. 

One of the largest, most able and busi- 
ness-like concerns in the country writes: 
‘Make them show up good expense ac- 


counts; none of them gets them big 
enough.” - 
One man keeps an expense account, 


nearly so,” and claims a gross per cent of 
profit on his sales of 50 per cent, which, of 
ourse, is 100 per cent on his cost; but does 

‘t state his per cent of expense on sales or 
his net per cent of profit on sales. It is 
probable that he intended to state that he 
made 50 per cent on cost, which, of course, 
is 331-3 per cent on his sales, for it is very 
doubtful if there is any dealer in the United 
States whose sales for the year average 
twice what the goods cost him.” 


One of the largest dealers in the country 
vrites: “Our method of inventorying many 
stocks is about as follows: We inventory 
it $1 stock that costs $1, that is new, fresh 
ind salable, and has not been in stock over 
. previous inventory. If on hand at time of 
second yearly inventory and still fresh and 

lable, it is taken at 25 per cent discount, 
it third inventory 50 per cent discount, at 
fourth 75 per cent and at fifth taken at 
iothing. In this way the ‘shop keepers’ 
et down to a low inventory valuation 
whatever may be the actual selling value. 
(his latter is determined according to the 
tem and its salability.” 

[wo parties report, “We do not take 
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stock,” and one adds, “Do not keep an ex- 
pense account.” 

As to the returns received, we divided 
them into (1) retailers, (2) wholesale and 
retail, (3) wholesale, (4) manufacturers. 
Many parties, however, in the first three di- 
visions do more or less manufacturing. 

The division of classes is as follows: 

M, Annual sales less than $25,000. 

N, Annual sales $25,000 or more, but less 
than $50,000. 

O, Annual sales $50,000 or more, but less 
than $150,000. 

P, Annual sales over $150,000. 


Retailers in Class M. 

(Yearly sales les sthan $25,000, four report- 

» Per cent Net 

on Saies 

After Deducting 
All Bad Debts 

“a Depre- 
Percent Per cent of ciation for Fix- 

of Gross Expense tures, M 

Profit on Paes. on : oe ome yids etc, 








Tis cecses 40 30 10 
Tn Masons ds "30 22 "05 
ape .33 1-3 "26 1-2 04 3-4 
Av.ofthe4. .34 1-7 .25 3-8 07 


Retailers in Class N. 
(Yearly sales $25,000 or more, but less than 





0,000, three reporting): 
No. "6 oh pee rele a2 
H sistwcee “25 .23 .02 1-2 
ne TcBocccce oe 1-6 .20 1-2 .08 1-5 
Av.ofthe3. .32 7-8 .07 1-2 


Retailers in y Am Oo. 
rte sales aasnas I or more, but less than 

















sosece 24 1-4 .03 3-4 
ne Greece asi .B4 4-5 .07 
No. 10....2. 39 .20 01 
BE@s Bkcccece 0 -22 15 
Bats Eicccces .33 26 .05 
No, 13...... = 1-4 “16 1-4 -1ll 2-5 
Ts Bib cccece 24 .03 1-2 
Mm Biecvese 3o 4 .35 2-5 .03 2-5 
By Eiecces .30 ic fo | 3-5 .05 1-2 
Me, Bicosces e 3 1-4 10 1-7 
| ' ae 2 33 5-8 .00 1-2 
Av.ofthell .33 5-8 .25 7-8 .06 
Retailers in Class P. 
wensty sales $150,000 or over, seven reporting): 
ere .28 
No. Ebcesee .33 1-3 1-3 04 
BE Eeccccce -29 14 15 
i Mieeceece .29 1-2 22 1-2 .05 
- os Nepen 31 23 1-3 07 
No. 24...... .31 7-8 21 3-4 .10 
No. 26...... .37 1-4 80 1-2 .06 3-4 
Av. of the 7. 31 2-5 23 1-6 07 47-100 
—~ of the 
25 re- 
tailers in the 
four classes 
above ..... .32 7-8 .24 5-8 3-4 
nolesale and Retail in Clars N. 
Yearly sales $25,000 or more, bui | ~ than 
000, three reporting): 
©. 26..... o* an 2 
| Mi eecece .23 5-8 -19 2-5 
WS MBs ecece .33 1-3 .22 1-4 32 
Av. of the 3 .27 1-3 .20 7-8 a 


Wholesale and Retali in Class O 
sha cea, sales $50,000 or more, but less than 














000, seven reporting): 
lensed . -< 04 1-2 
No. 30...... .33 1-3 21 3-8 -11 3-8 
i Gitbes eve .30 .27 1-4 .02 3-4 
No. 32..... « 86 3-3 .27 1-3 .09 
 Miibeséé< 31 .20 1-5 .09 
| ‘esee -26 7-10 .22 9-10 .03 3-5 
i pe .29 -26 1-2 02 1-4 
Av. of the 7 .3158 .25 1-12 oe 1-1 1-10 
Wholesale and Retail in Class P. 
No.8. sales $150,000 or more, four vagerting): 
pdeede .83 1-3 -25 
No. 37.....02 .81 4-6 .29 1-4 .01 2-5 
pero .22 1-3 -18 1-2 .03 7-8 
. & wee .30 .25 1-5 .04 3-4 
se: of me 6 eo 3-8 24 1-2 .04 1-2 
verage o 
above, whole- 
sale and re- 
me ceccoce 00 24 1-14 .04 9-10 
Wholesale Dealers. 
(Sales $150,000 or more, two cally reporting): 
No. 40....... .34 1-2 .82 4-5 .00 
Wee Gv cctcce 24 .17 1-2 06 1-2 
Av. of the 2 .29 1-4 .25 1-7 .03 1-4 
Ave of the 
fla e, viz.: 
25 vetafiere, 14 
le and 
| 2 em 
ee 1-6 24 1-2 .06* 
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* Or to be exact, .0597 per cent. 
Manufacturers. 


(Five reporting, three whose annual sales are 
$50,000 or more, but less 2 ae $150,000; two 
whose sales are - er $150,000 


O Bevsese 3 27 04 
et = 40 25 13 1-2 
MEO Bbsccece 75 .59 6 
No. 45.. 51 -31 1-2 19 
No. 46.... 40 .22 8 
Av. of the 5 .47 3-5 .82 9-10 -14 1-10 


It is assumed that in the above figures all 


parties included in their expense account’ 


a fair salary for themselves and partners, 
if any, or if a corporation, salaries for their 
officers. No doubt this was done in most 
cases, for the fact was clearly stated, if 
there were those making the returns who 
did not do so, the percentage of net profit 
would be reduced stil! further. 

It is to be remembered that in the net 
results above no interest on capital was in- 
cluded. It would be interesting to know 
what was left of profits if this should be 
done. Is the stationer always getting, in 
addition to his living, six per cent on his 
capital? If more, how much more? 

Again: Is the above showing better than 
would be the average if all the stationers 
of the country had responded? We are 
inclined to think it is and for several rea- 
sons, not the least of which is that the 
successful concerns, as a general rule, are 
naturally proud of being successful and do 
not hesitate to let it be known, while the 
men who are struggling, making nothing or 
losing money do not care to respond even 
in an impersonal way. 

Again: Is it not evident that a stationer, 
in view of his large percentage of expense, 
must of necessity sell his goods at a large 
percentage of profit if he is to pay his bills 
and is not the man who is forever “cutting” 
and meeting prices that his customer says 
are quoted (with a string attached, perhaps, 
that the stationer knows nothing about)— 
is not such a man pursuing a very danger- 
ous course? 

Does not the stationery business need 
revision when the net returns are so en- 
tirely out of proportion to the long hours, 
brains, careful attention to details, risks, 
capital, etc., that are absolutely necessary 
to success? 

Is it not also clear that those of us who 
are engaged in the manufacturing of goods 
that are sold to dealers throughout the 
country must realize the necessity of the 
retailers making a large percentage of prof- 
it and establish prices accordingly? We 
ourselves realize this as never before, and 
we believe other manufacturers who study 
these figures will see the necessity of doing 
likewise. 

We desire to thank all parties who have 
so cordially responded to our request for 
information, and we trust the returns, as 
rendered, may prove of lasting benefit, not 
only to them but to the trade in general. 
We will be very glad to correspond with 
any parties interested, but will be much 
better pleased if stationers will discuss mat- 
ters in the trade papers. We are sure the 
editors of such papers will be glad to throw 
open their columns to any communications 
directly or indirectly bearing on subjects 
which are of such vital interest to the sta- 
tionery business. 

SAMUEL WARD COMPANY, 
Manufacturing Stationers 


57 to 63 Franklin St., Boston, Mass. 





PASSING OF A RARE SPIRIT. 

In the death of Rev. A. P. Moore on 
August 30th there passes from the associa- 
tion of men one of those rare spirits who, 
emulating the Master, “went about doing 
good.” 

Although he enjoyed am extensive circle 
of friends and acquaintances and was the 
author of several books, Rev. Moore was 
known to but few readers of this magazine. 
The influence of his life, however, like the 
influence of the lives of all who labor for 
the advancement of the kingdom, effects us 
in its permeation of the society of which 
we are a part. 

Rev. Moore was beloved of all who knew 
him. Considerate, kindly, sympathetic and 
charitable, he went his quiet way, happy 
in the possession of the great fact under- 
stood by but comparatively few, that vir- 
tue is its own reward. Rev. Moore was 
the father of Mrs. Walter H. Furlong of 


Chicago. 


ALBERT B. SKINNER DEAD. 

Albert B. Skinner, president of the Skin- 
ner & Kennedy Stationery Company, No 
312 North Broadway, St. Louis, died last 
month at Atlantic City, N. J., where he 
went several months ago to recuperate from 
a nervous breakdown. The body is on its 
way to St. Louis, but no funeral arrange- 
ments have yet been made. 

Mr. Skinner was 48 years old and resided 
at Webster Groves. He is survived by his 
widow and four children—Corinne, George, 
Edwin and Ruth. C. M. Skinner, president 
of the Buxton & Skinner Stationery Com- 
pany, is his brother. A nephew, Warren 
Skinner, is connected with the firm of Skin- 
ner & Kennedy. 

Until 1800 Mr. Skinner was a member of 
the firm of Buxton & Skinner. He was also 
a member of the Mercantile Club and the 
Business Men’s League. 


DEATH OF ISAAC UPHAM. 

While riding a bicycle in San Jose, Cal., 
last month, Isaac Upham, one of the oldest 
stationery dealers of San Francisco, was 
struck by an automobile driven by S. B. 
Hunkins, president of the Garden City Bank 
and Trust Company of San Jose, receiving 
injuries from which he died twenty minutes 
later. Mr. Upham, who was over 70 years 
of age was riding a bicycle for exercise, and 
was struck when crossing in front of a trol- 
ley car, the accident being unavoidable. He 
had been called to San Jose by his duties 
as president of the Board of Managers of 
the Agnew State Hospital. 

Isaac Upham was born at Union, Me., in 
1837, and spent his early life attending 
school and on a farm, supporting himself 
most of the time. He graduated from 
Maine Wesleyan Seminary in 1859, and 
came to California, where he engaged for 
several years in educational work, in which 
he took a lively interest all his life, holding 
many important positions in California edu- 
cational circles. He came to San Fran- 
cisco in 1870, representing the publishing 
house of Wilson, Hinkle & Co., and later 
buying a half interest in the firm of Henry 
Payot & Co. Payot, Upham & Co. were in- 
corporated in 1899, and have engaged in a 
general wholesale and retail stationery busi- 
ness. Since the fire, Isaac Upham has not 
been actively engaged in business, the man- 
agement of affairs being left to his two 
sons, I. O. and B. P. Upham. 
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OFFICE APPLIANCES 


The Outside Salesman 
In Connection with the Store 


Discussing Some of 


the Ways in 


Which It Is Possible to Go After 
the Customer. 


HE days of the old-time stationer 

with his musty shelves or mis- 

cellaneous merchandise is being 
supplanted to-day by the modern type 
of business-getting dealers who, in- 
stead of waiting for the customer 
with the interest and desire to 
buy, go out after the customer and se- 
cure sales. This is especially true 
of concerns which, to quite a general 
extent, are concentrating on a few 
lines of specialties and sending the 
salesman out to create the sale. Never- 
theless, to all dealers who are han- 
dling supplies and accessories for 
the office, whether stationery or spe- 
cialty stores, there exists a very vital 
business opportunity in the outdoor 
salesmanship proposition. Given a place 
of business in any city, in order to 
make the rental outlay yield the largest 
return, there should be pursued a care- 
ful study of the up-to-date require- 
ments of the modern office. Efforts 
should be made by the seeking of the 
most useful, practical, convenient, time 
and money-saving specialties to antici- 
pate the needs of the up-to-date office 
manager and executive 

Having secured these from time to 
time, the question is then of successful 
sales methods. The outside salesman 
in the office specialty line should be 
typical of everything that is high-class 
in salesmanship, not only in appearance, 
but in his intelligent grasp of the re- 
quirements of an office, his mastery of 
the selling features of each article and 
his ready ability to demonstrate the op- 
eration of same. 

In large cities and to some extent in 
the smaller cities and towns, there is 
the question of getting attention. The 
salesman who has a complete compre- 
hension of the utility of his devices 
should have no difficulty in gaining an 
audience and getting attention. As 
suggestive of what can be done along 
this line, take a small device like an en- 
velope sealer. The salesman can call 
attention to its economy of time by 
asking how long it takes to seal the 
daily mail and then refer to the small 
amount of time required to seal a like 
number with the sealer. Likewise, in 
the sale of a device designed to effect 
an economy in material. A direct ques- 
tion will often bring out a fact which 
stands out in sharp contrast to the 
facts regarding the use of the device 
or supplies to be demonstrated. 

Aside from the effort to develop in- 
dividual sales there can and should 
exist here a constant effort to impress 
the line of prospects called upon with 


the idea that the house seeks to Carry 
everything in the way of time and 
money-saving devices, as well as sup- 
plies which are calculated to give su- 
perior service. This makes the eff- 
ciency of the selling organization count 
not only for individual sales made from 
day to day, but building up an asset in 
the reputation of the house and the 
confidence of the buying community. 
It is this confidence that will enable 
a salesman to bring the customer to 
the store for the purpose of demon- 
strating larger items, such as filing 
cabinets, card index systems, loose-leat 
systems and machines. 

It is in these larger items, of course, 
that the larger measures of profit come, 
but it is in the effort of the outside 
salesman to develop sales for smaller 
items which can be carried in the pocket 
and demonstrated, that the opportun- 
ity is afforded for working up the pros- 
pect to the point of coming to the store 
In the selling of carbon 
typewriter ribbons, there is an item of 
liberal profit which can supplement the 
sale of loose-leaf supplies, and the spe 
cialties of a mechanical nature, which 
should be adequate to the maintenance 
of an efficient selling organization of a 
size proportioned to the population of 
the town. 

In giving attention to the develop 
ment of such a sales organization, the 
proprietor or sales manager of such a 
concern can very efficiently develop 
the enthusiasm and competency of the 
outside salesmen, by having weekly or 
bi-monthly meetings with these men 
together with the salesmen in store, 
for the purpose of discussing the prob- 
lems met with in the introduction and 
sale of the various items. 

It might not be unprofitable to dis 
cuss also the salability of such new 
items as are being brought out, the par 
ticulars of which might be obtainable 
from the write-ups appearing in the 
journal of the field, or from samples 
and literature obtainable from manu 


paper and 


facturers. The value of such a system 
of selling with the outside salesman 
acting in conjunction with the store 
would be in the line of dev l ping real 
salesmanship in the store salesman 
One of the great factors for success 
in store selling is to call the customer's 
attention to other items with a sugges 
tion of their utility and the value of 
same. The salesman who does this is 
on the highway to managership or pro 
prietorship and the problem is to get 
enough of them to develop this trade 
It is the belief of the writ t the 


iol 


development of a selling organization 
of any size from one up for outside so- 
licitation will not only be productive of 
sales by them outside, and by them to 
prospects brought to the store, but that 
in contact with the regular store or- 
ganization will develop the most effi- 
cient type of salesmanship in the lat- 
ter. 





“TYPEWRITER SHOULDER.” 


lo the Editor of The New York World: 

I am a young man, employed as a stenog- 
rapher. For the last few weeks I have been 
troubled a great deal with dull, aching pains 
just below my left shoulder blade. I have 
consulted three physicians and their treat- 
ment has not relieved me in the least. I 
have formed the idea that the incessant use 
of the typewriter is the real cause. If any 
other readers have been in such a way 
afflicted, due to the use of the typewriter, 
will they tell about it? This should be of 
interest to many, I think. E. I. 








(By Special Correspondence.) 


Atlanta, Ga. 

The W. H. Bundy Recording Company 
of Syracuse, N. Y., has established an office 
in this city, details of which will be fur- 
nished later. 

Chicago. 

Charles E. Ritter, for some years con- 
nected with the International Time Record- 
ing Company, is now representing the W. 
H. Bundy Recording Company of Syracuse, 
N. Y. Mr. Ritter has established an office 
at Nos. 542-543 Monadnock Building in this 
city. Mr. Ritter has some large prospects 
in view and proposes to commence an ac- 
tive campaign in the interest of the W. H. 
Bundy Recording Company. 

> > * 


J. H. Hurd, Western sales agent for the 
Hawley Time Register, reports that he has 
just sold Marshall Field & Co. (wholesale) 
their fortieth Hawley clock, they having 
had thirty-nine of them previously. He 
has also equipped C. H. Hanson’s new fac- 
tory at Erie and Franklin streets with Haw- 
ley clocks, and the Elles Co. string of stores 
in the coal belt with headquarters at Car- 
terville, Ill. 

Philadelphia. 

The Lehigh Coal & Navigation Company 

f this city have just placed a large order 
for the equipment of their plants with the 
W. H. Bundy Recording Company of Syra- 
use, N. Y. 

Syracuse, N. Y. 

Some of the employes of the W. H. Bun- 

y Recording Company have returned to 

ork after a three weeks’ vacation. As 
fast as the business warrants all of the men 
will be called back, and it was stated re- 

ently that conditions pointed toward a 

mplete resumption of operations in a 

rt time. The company observes a small 
rease in orders, with good prospects for 
fall and winter. 
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DUPLICATING 








Correspondence.) 


(By Special 


Buffalo. 


Pratt & Co., one of the largest houses in 
office appliance devices in South American 
countries, have recently arranged to rep 
resent the Writerpress in Buenos Ayres 
and the Argentine 

Mr. Vermulen, the wide-awake represen 
tative of this company, called at the Writ 
erpress office during the past month and 
made the arrangements with the Writer 
press Company for his firm. 

Coates & Co., a representative and ener 
getic concern of Montevédeo, Uruguay, will 
sell the Writerpress in that territory. 

Mr. Coates favored the Writerpress with 
a call at their office at the time he made this 
connection with the company 

C. H. Pratt, Rio de Janeiro, have ar 
ranged, through their representative, to 
handle the Writerpress line in Rio de Ja 
neiro. 


Cleveland. 

Advertising Manager H. M. Horr of the 
American Multigraph Sales Company, vis 
ited the branches of the company last 
month. Mr. Horr is one of the most inde 
fatigable workers and when not on the job 
in the office is busy outside 

* . > 

The American Multigraph Sales Com 
pany has met with a flattering reception of 
the new model 4 which in all respects is th 
prettiest piece of mechanism the factory 
ever turned out 

* . * 

The Main Letter Writing Machine Com 
pany, manufacturers of the Main Self-Writ 
er, a new duplicating machine, has moved 
into a suite of handsome offices at 8913 
Lorain avenue. The factory is as yet oc 
cupying its temporary quarters near Lo 
rain avenue 

> 4 * 

The Brooks Company have recently s¢ 
cured the dealership for the Writerpress in 
that territory. 

This house is one of the largest station 
ery houses in Cleveland, and one of the 
largest railroad supply houses in the Unit 
ed States. Their connection with the 
Writerpress Company excellent 
Writerpress representation in the territory 

* * . 


assures 


The American Multigraph Sales Com 
pany recently sent out a postal card making 
inquiry of its users as to the service the 
different branches were rendering—whether 
satisfactory or not. In nearly every in 
stance the reply was most favorable—the 
Chicago territory reporting the greatest de 
gree of satisfaction. Out of 600 cards re- 
ceived the first of the month only two were 
of a disgruntled nature. This speaks vol- 
umes for Manager Shepherd 


Chicago. 

P. V. Annen, who for the 
months has been salesman in charge of the 
Wisconsin territory with headquarters at 
Milwaukee, has been transferred to the 


past eight 


Pittsburg office of the American Multigraph 
Sales Co., as manager of that branch 






OFFICE APPLIANCES 


Mr. Annen’s work in the field was of such 


a nature that it attracted attention from the 
home office, and his promotion is well mer- 


ited. We bespeak great success for him in 
his new position 
This is only another tlustration of the 


policy of this company in taking care of the 
men in their employ. They never go out 
side of their own organization to fill posi- 
tions higher up and the success attained by 
managers who have been salesmen in the 
past has proven to them the wisdom in this 
kind of policy. 
. 7 7. 

Manager Reams of the Hektograph Com 

pany reports a splendid start for Septembe: 


business. The prospects are better than a 
year ago, he states. 
Denver. 
The Office Equipment Company of this 


city, who handle the Monarch Typewriter 
and the Simplex Envelope Sealer, hav: 
been given the agency for the Roneo and a 
large number of machines have already 
been sent to them. There is every proba 
bility that this firm will make a 


cess of the Roneo 
New York City. 

J. S. Whitehead is now ready to start on 
i trip west in the interests of the Roneo 
Company During September he will visit 
Albany, Utica, Syracuse, Rochester, Toron 
to, Buffalo, Cleveland, Pittsburg, Columbus, 
Cincinnati and Indianapolis and will make a 
selection in each city from among the many 


dealers who have applied for agencies 
. * * 


great suc 


complete: 
about 


rhe Roneo is just 
ind will be ready for the market in 
This machine will undoubtedly b« 
the means of producing the fastest method 
letters introduced on th 


Electric 
> 

30 days 
ot copying ever 
market 

SS £i 2 


Theodore Bailey, a new man with the 


Roneo Company, is making great strides 1 
his New York territory. Up to now he has 


beaten all records of a single man on 
single territory 
* * * 
The Roneo factory is at last in good 


shape, and is now in a position to turn out 
machines as fast as they may be required 
It is thought that about a dozen out-of 
town agencies can be supplied during Sep 
tember, and by October 15th another sim 


ilar number can be furnished with all they 
may require in the line of machines 
> * > 
N Waldo Harrison Company, New 


York; to manufacture duplicating typewrit 


er machines; capital, $50,000. Incorporat 


ors N. Waldo Harrison, No. 110 West 
80th street; Harry L. Francisco, No. 187 
West 135th street; Paul Cocksey, No. 52 
William street, all of New York 

> * 


The Beck Duplicator Company is making 
1 canvass of the City Hall departments 
with duplicating machine and its duplicat 
It is quite probable that 


ing carbon paper 
will make 


a number of the departments 
requisition for the complete outfit 


Shanghai, China. 

H. M. Robjohn, representative of the R 
neo in Hongkong, is now on a trip in China 
with headquarters at Shanghai. Mr. Rob- 
john is introducing the Roneo in this mar 
ket, and according to the latest accounts 


is meeting with considerable success 





BROOKS GOES WITH SHAW. 
Harry B. Brooks, who has been 
ed with The Cooke & Cobb C 
the past ten years, has formed a connecti 
Blank Book Company 


connect 


; 


ompany ft 


with The J. G. Shaw 


of New York. He will still have a porti 
of his old territory in addition to some new 
Mr. Brooks has been one of the most 
popular travelers visiting the stationery 
trade in the United States He has always 





a ———————_ 


HARRY EE. BROOKS 

those things that 
travelers, and the 
committee that had in 
Smoker at the 


been active in promoting 


ippeal to fellow chairman 
of the 


Traveling Men's 


charaee the 


recent B Ss 


ton convention 

In his new position he will undoubtedly 
be of the same valuable service to his em- 
ployers that he was with the old ones. Suc- 
cess always to Harry B. Brooks 

HEROIC YOUNG MAN. 

Maurice A. Doyle, an Ilion boy now cor 
nected with the Remington office at Winn1 
reg, Manitoba, has distinguished himsel 
recently While spending his vacation 
Winn peg Beach he rescued the lives 
three bathers, who had been carried out by 
the strong undertow Doyle was the only 

in present when the first call for hel 
came and he went bravely out, known 


how treacherous the undertow was at t 


point in questior He succeeded in getting 
the first victim t nd, when the other tw 
got in distress, and only his coolness 

athletic ability prevented a tragedy. Whil 


bringing in the last man he was himse! 
overcome and given up for lost by the 
watchers, but by keeping his self-possessior 
ind husbanding his strength he succeeded 


in floating out of danger and finally got to 
land, bearing with him the 
ndebted to 


] > } 
iast One oT ft 


three who ar him for thet 


lives 


ON TO NEW YORK! Your device needs 
to be brought before the greatest number 
at the smallest cost. The Business Show 
at Madison Square Garden in October is 
your chance. Arrange for it! 
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Globe“Wernicke 


Vertical Filing Safe-Guards. 

















S/w Right Hand 


Tabbed Folders 





Sw Left Hand 
Alphabetical Three Tabbed Guides 


Patented Nov. 19, 1907. 


“] want that patent nght and left safeguard arrangement of vertical guides and folders made 
by She Globe*Wernicke Co. , Cincinnati.” 

“It don’t cost any more than any other, but what is more important, it’s as simple as A-B—C.” 

“ All the Alphabetical Index Guides are on the left hand side and all the tabbed folders on the 
right, so that one can not possibly interfere with the other.” 

“It's just what I've been looking for, because I'm tired of paying out good wages for a red tape 
system that sends everybody about the office up in the air, whenever a letter is wanted that's more 


than a day old.” 





J 


Such were the remarks of a prominent manufacturer to a stationer who thought a vertical filing 
System for big concerns always required a numencal cross arrangement of guides and folders with an 
alphabetical card index on the side—that worked out something like a problem in algebra if you filed 
the card; night. 

You, as a dealer, naturally want to handle the line that is easiest to sell—that is easiest to 
understand, and that satisfies the largest number of buyers who know it to be the standard of excellence 


for quality as well as convenience in their offices. 





There is just 
one right way 
to go about it 


Write to the 


concern that 





makes it 
nl 
If you want to develope the trade of a If you want to be in position to supply a concern who are 
man who wishes to start a single drawer in the market for an outfit like this 
hile like this 
Write Write 


Ihe Bloke 2iieuntales Ro, 


CINCINNATI, OHIO 
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Good Will 








It is most important to 
you that your special im- 
print Carbons should be the 
very best buy. 
Indifferent goods won't hurt 
the manufacturers much if 


you can 


they are sold under your 
label, but they will destroy 
your Good Will. 


refer 


We can 


hundreds of leading Station- 


you to 


ers and Dealers who have 
built up a Good Will with 





CARBONS AND RIBBONS 


We can make live suggestions 
on special imprints 


Ditmar-Kendig Co. 
New York, U.S. A. 


























SOMETHING NEW 
Souvenir POST CARD Holder 
or for Postal Card to which 
quick reference is desired. More 
convenient than an album. Oc- 
cupties but little space. 
Ornamental Oak, weathered 
or golden finish 
Holds from one to two hun- 
ecards, so they can be 
easily seen. 
Sent prepaid on receipt of 
Price—-50c. Liberal discount to the trade 
Save time, room and money by purchasing 
the HArvarRD Swine TyrewriTer STAND 
with two card index drawers under top 
Beth at the price ofone. Made with single 
drawer for supplies or without drawer. Can 
be attached to either end of desk or to wal! 
and quickly changed from one to other. 
Without drawers, oak, $3.52 With two 
ecard index drawers or double drawers, 85.00. 
IDEAL DESK EXTENSION COMPANY 
Parker Street, Auburn, Me., U. &. A. 
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(By Special Correspondente.) 


Asheville, N. C. 

rhe Brown Book Company, which re- 
cently purchased the book and stationery 
business of the Inland Stationery Com- 
pany in Patton avenue, was formally or- 
ganized Saturday evening with the election 
of a board of directors and the selection of 
officers. The company was incorporated 
last week when it assumed control of the 
business. The following board of direc- 
tors were chosen Saturday night: Edwin 
L. Brown, Jr.. Hugh Brown, Owen Gud- 
ger, James G. Stikeleather and T. J. Har- 
kins. Officers were elected as_ follows: 
Edwin L. Brown, Jr., president; T. J. Har- 
kins, vice-president; Owen Gudger, secre- 
tary, and James K. Stikeleather, treasurer. 
Edwin L. Brown, Jr., who will have the 
management of the new business, was with 
the Hackney & Moale Company for many 


years and is one of the best known and 
most popular young business men in the 
city 
Brooklyn, N. Y. 
John W. Kelly, William Perry, Emil 
Stephany and Albert H. Butler, of Brook- 
lyn, are directors of the John W. Kelly 


Company of New York City, capitalized at 
$15,000, to do a printing and stationery 
business 

Benton Harbor, Mich. 

E. Hopper, ‘of the Hopper Stationery 
Company, is in the city today and has some 
good news for the residents of Benton 
Harbor. Nearly all of our readers are 
aware that the Hopper people did a large 
business here and had an extensive payroll 
was directly beneficial to our city, 
and it was with regret that we noted their 
removal to Kalamazoo. Now Mr. Hopper 
informs us that there is a new company be- 
ing organized, to be called the Western 
Blank Book Company, and the new insti- 
tution, in which Mr. Hopper is largely in- 
terested, will commence business here in 
the near future in the building now occu- 
pied by the Boorum Peace Company. It 
is anticipated that the Western Blank 
Book Company will commence work in the 
factory on October 1, and that a consider- 
able force will be put on at once and addi- 
tional help added as the exigencies of the 
business demand. 


which 


It is a source of gratification to us all 
that this company is to start here. We 
are all aware that any company in which 


Mr. Hopper is interested and to which he 
gives his personal attention, is sure to do 
a large and constantly growing business. 
Charlton, Iowa. 

Lindquist has gone to Red Oak, 
contemplating engaging in 
purchase a_ book, 
establishment 


Carl 
where he is 
business, expecting ‘to 
stationery and wall paper 
and will make that place his permanent 
home. Carl has been with C. E. Fluke six 
years and has learned the business in all 
its details and is well equipped for the en- 
terprise in which he is about to engage. 
The people of Red Oak will find him per- 
fectly trustworthy and agreeable in all 
business relations. 





Chicago. 

Charles Stevens, A. H. Childs and F. B. 
Gibbs prolonged their convention trip with 
visits in New England and New York. 

* x . 

Conrad Lauterjung, formerly of Stevens, 
Maloney & Co., has joined the sales force 
of the Frank W. Black Co., the new sta- 
tioners, on Dearborn street. 

. = * 

James A. Dorsey, of the Dorsey Print- 
ing Co., Dallas, Texas, stopped in Chica- 
go for a day, on his return from the con 
vention and the east, en route for home. 

~ 7 * 

Fletcher B. Gibbs, of Shea, Smith & Co., 
has returned after nearly four weeks’ ab- 
sence, spent at the convention in Boston, 
and two weeks with his family at Rock 
port, Mass. 


* * . 


The Sanford Mfg Co. is distributing a 
card showing the political situation from 
1876 to 1904 inclusive, with blank spaces 
for the 1908 vote. This is a rather valua- 
ble political acquisition. 

+ . * 

John B. Fay, vice-president of A. C. Mc- 
Clurg & Co., has purchased from Samuel 
A. Buffington, through the Bowes Invest 
ment Company, a frontage of 100 feet on 
Ohio street, in the St. Clair district. 

* * x 

Marshall-Jackson Company is making a 
window display of the Conklin fountain 
pen, showing two automatic figures. One 
is filling in the Conklin self-filling pen and 
the other figure an ordinary fountain pen 
The window display attracts a large crowd 

* * * 

George E. Marshall, of the Marshall- 
Jackson Company, is chairman of the di- 
vision of lithographers, printers, engravers 
and stationers who are supporting Gover- 


P. F. Petti- 


nor Deneen for re-election. 
bone & Co. have also endorsed Deneen’s 
candidacy 

* * * 

Carl H. Rerick, of Marion, Ind., has re- 
signed from the W. E. Cummings Com- 
pany, Chicago, to accept the position of 
traveling salesman for the National Post 
Card Company, of Chicago. Mr. Eadie, 


late with the first named company, is now 
sales manager for the National 
Cincinnati, Ohio. 

John M. Ready, an old Stationery sales 
man, formerly with the Dixon Pencil Co., 
is at present sojourning in Europe 

* * « 


John H. Gibson, of the Gibson-Perin Co., 
sailed from Europe on August 29, after 
lengthy stay across the big pond. 

* + * 
Sellers-Davis C: 
18. His bride was 


E E. Davis, of the 
was married on August 


Mrs. Eulah Robinson Martz, of Louis 
ville, Ky 
* * * 
Jas. A. Dorsey, prominent member of 


the trade and one of the speakers at the 
Stationers’ Convention in Boston, 
visitor to Cincinnati during the month of 
August. 


was a 


ses 
Co. will take a large 
Carlisle building, in 


The R. A. Griffin 
suite of offices in the 
which they are at present located. They 
will have about five times their present 
floor space. They report this change due 


to increased business 
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This Advertisement 


is appearing for the benefit of 


dealers carrying the Unimatic, 
in such publications as follow; 

























i I ee Ri BE ASF 
Colbie sn... eseceseeneeen 00, 000 
Saturday Evening Post......716,000 
and in the Sunday Maga- 
zine section of the follow- 
ing big newspapers; 
Chicago, Il. 
Record-Herald........217,328 
St. Louis, Mo. 













Republic .................142,110 
Philadelphia, 

DEE seeiesetonatins 121,852 
Pittsburg, Pa. 

A RREEERIE SB 66,170 





New York, N. Y. 








Tribune....................100, 000 
Boston, Mass. 

Post 230,554 
Washington, D. C. 

Star me 34,105 






Minneapolis, Minn. 
ournal .................... 70,917 
Denver, Colo.- 
Rocky Mtn. News.. 83,922 
Denver Times....... 43,234 


_Adii/',g, A Grand Total of.......... 2,476,192 
apie readers of this ad. 







«en 


ere’s the Book 


that has made the pocket memorandum book as elastic as a trust mag- 
nate’s conscience. Every business man, professional man, literary man— 
any and every man who finds note taking a necessary part-of his day's work, 
will jump at the chance to get so simple, inexpensive and useful an article as the 


UNIMATIC 


LOOSE LEAF MEMORANDUM BOOK 





oo 







SEPT See re 










ODER eer sr 


SS ee en ears 


If you do not understand fully just what 
this book is and how it works, write us 
for complete information. You will be 
asked for them---be able to supply them. 


Write to-day for complete in- 
formation and prices on our 
entire line of loose-leaf books 


SIEBER & TRUSSELL MFG. CO. 
4001 Laclede Ave. St. Louis, Mo. 
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“As Good as Any—Better than Many” 


JOHN ALLEN @ CO. 


478-480 Pearl Street, NEW YORK 


Manufacturers of 


Carbon Papers 


@ Typewriter, Pen, Pencil and 
Full Carbon. 


@ Guaranteed Non-Smut. 
@ Long-lasting. Clean Writings 


Typewriter Ribbons 


For all makes of machines. Will give best 
service and insure satisfaction to users. 





Write for Samples and Prices 











RIBBONS and CARBON PAPER 


Contracted supplies in large or small quantities 
PLAIN and DECORATED BOXES 
HAVE YOUR OWN IMPRINT BOXES 


SNELLING & SON, 
SO. BROOKLYN, N. Y. 


ADVERTISERS MAGAZINE 


Indispensable to every advertiser and 
mati-order dea'er. No great success 
ts possible without the business-bulld- 
ing force of advertising. Keep posted 
Study the wavs successful advertisers 
are getting business now, today. Read 


Wanu/acturers to 
t Trade 


























Advertisers Magazine — filled with 
money-making pians and ideas that 
have been teeted and found good 


Successful campaigns described—iay- 
out, copy and illustrations analyzed 
Every number interesting, instruc- 
tive, helpful and thoroughly practical! 
—5?2 pages each month crammed with 
advertising suggestions, criticisms, 
ways and means. A practica! journal 
for advertising managers and business 
Special offer: A year's subscription and 








men who advertise 


free copy of 
COL. HUNTER'S 


“DOLLARS AND SENSE” cwex'sSoon 


This book's 120 pages have po theory in 
them—they were written from actual expert- 
ence. A splendid series of business lessons. 
A daily he!p in your work. Success talks on 
Advertising. Buying, Competition, Credit, 
Fimancing, Salesmen, Selling ete. Send S0c 
(coin or stamps) for year’s subscription and 

Money back if dissatisfied. 
Sample magazine tree 


ADVERTISERS MAGAZINE 
754 Commerce Bldg. KANSAS CITY, #0. 


DEALERS! 


No matter what yon have done or intend do- 
ing in filing devices, you should investigate 
the merits and features of our line The 














word QUALITY is synonymous with 






Write for our 
catalog, dis- 
count sheet 
and dealer's 
proposition. 


H. L. COUPF- 
FIELD CO., 
4 Pear! St., 
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NEWS—Continued. 


and fixtures of the Wm. Skin- 
ner Co. were entirely disposed of at a re- 
ceiver’s sale held in August. It would ap 
pear that creditors of the company will not 
large dividend although the sale 
lively and well attended by lo 


STATIONERY 
The stock 


very 
pretty 


get a 
was 
cal stationers 

The Samuel ¢ ratum Co., manufactut 
of othee specialties, will remove during 
to their new plant on Colerain 


ers 


S« ptember 


avenue. The Samuel C. Tatum Co. was a 
landmark for years at their old locatior 
John & Water streets. J. T. Jemison, for 
merly with the Twinlock Co., has becom: 
othce manager. 
eins 

W. A. Sorin, of the Bradley-Sorin Co 
was severely injured while driving witli 
Mrs. Sorin. Their horse took fright at a 


passing train and upset the buggy, throw 
ing Mrs. Sorin out on the street. Mr. So 
rin was laid up in bed for quite a number 
of days during the latter part of August 

* > * 


(By our Special Correspondent.) 
Receiver W. R. Thrall, of the William 
Skinner Company, bankrupt stationers otf 


Main street, yesterday filed a report of his 


trust. He was appointed May 28 last, sinc: 
which time he has received $564.93, whil 
the disbursements amounted to $190.83, 
leaving a balance of $374.13 on hand. The 
receiver was allowed $50 for his services, 
while his attorneys, Kramer & Kramer, 
were allowed $40 

Squire Childress, the aged father of H. 
F. Childress, general manager of W. H 
Stanage & Co., dropped dead on August 
27, at Erlinger, Ky. The senior Mr. Chil 

| 


dress had been summoned to view the re 
mains of a negro who had been run over by 


The sight of the dread- 


a Q. & C. train 

fully mutilated body coupled with the un- 
usual exertion in running to the scene, 
caused heart failure. Squire Childress had 


been an old soldier and was about 80 years 


* * * 
Stanage & 
incidents 


Harry Stanage, Jr., of W. H 
Co., is full of many interesting 
of a vacation trip’ made to the northern 
wilds of Ontario. Mr. Stanage is enthusi 
astic over the new silver mines at Cobalt 
and says the output is almost virgin silver 
The Guggenheims are fast acquiring all the 
promising claims in the district, but are not 
fast h 


developing the mines as as might oth 


erwise be done, having a keen eye for the 
future. From Mr. Stanage’s observations it 
would appear that the famous Comstock 
lode in Arizona had been surpassed and 
that England, through its Canadian mines, 
will become a large silver producer. Cobalt 


is about 500 miles north of Ontario and the 


railroad has just been in operation about 
five years 
Cleveland, Ohio. 
(By our Special Correspondent 
Mr. J. M. Goldstein, manager of the st 

tionery department of the Burrows Bros 
Co., states that business has been excep- 
tionally brisk during the last half of Aug- 
ust. The school trade, especially, is better 
than that of a year ago and the fact that 
l them 


industries are resuming gives 


local 
may start in after the 


do some tall hustling 


that they 
and 


eA 
qence 


vacation season 





h ? 
the Sta 


Reports of returning visitors to 
tioners’ convention are to the effect that it 
was the most royal entertainment ever giv 
en to delegates and other visitors to any 
convention, no matter in what line The 
popular western impression of Boston peo- 
ple, generally, is that they are cold and dis 


tant. Boston made a strenuous effort to re- 
move this impression and outdid herself in 
hospitality, with the result that her visi 
tors had a splendid time which was highly 


appreciated and will not soon be forgotten 


Couer d’Alene, Wash. 
Phe Spokane Merchants’ 
which has been busily engaged for the past 
two weeks disposing of the stock of H. A 
Barton, Fourth street bookseller and sta- 
teoner, who made an assignment some time 
removed the 
from the _ store 
shipped to Spok une 
El Paso, Texas. 


Association 


shelving and tables and 
yesterday, t be 


since, 


cases 


[The International Book & Station: 
Co., of El Paso, Texas, uses white spac 
good advantage, and by the means 
headlines secures just the audience desired 

[The same may be said of the M. W 
Tanner Co. ad from Saginaw, Mich., which 


better production in tl 
there for the inform 


is undoubtedly 
items and prices ar¢ 


tion of parents 

The double column ads of G« Het 
mann, Newark, N. J.; Harvey Seltzer, Let 
anon, Pa., and J. P. Gardner, of Salt Lake 
City, Utah, are practically all of the sam 
style and they good ones, too he 
Gardner ad, while presenting a_ splendid 
appearance, is not as good as the other 
two, because prices are not given The 


Gardner name plate is much better th 


ordinary 
Guthrie, Okla. 
Oklahoma Book Company; capital stock 
$10,000. Incorporators: J. B. Mosley, J. E 
Parlette 


Dyche, Snowden 
Iowa City, Iowa. 
The National Mercantile Company is th 
youngest of the large business houses 
Iowa City. Organized in the fall of 1906 


is exclusive jobbers of high class station 


ery, the concern has enlarged until at the 
present time the business has grown t 
enormous proportions The corporation 
was started by Mr. W. F. Main, but at the 
present time it is vned and operated by 
W. F. and F. W. Main. Mr. W. F. Main 
does not give the business personal atten 
tion. but the same is now handled by Mr 
F. W. Main 

The National Mercantile Company sel 
stationery as a specialty instead of under 
the usual jobbing terms. With each ler 
the customer ri ves some high class ad 
vertising matter, especially printed for him 
and receives terms that enable him t lis 
pose of the ge ind make payment from 
heir sale. The company handles only star 
dard brands f goods, thus far confining 
t! sale to the following companies: Whit 


& Wryrceoff, of Holyoke, Mass., and Whit 


ing Paper Ce MT I il d C} is | We 
end & Company, both of New York Cit 
The business of t concern is ob 
through the 1 r* eling sal ¢ 
nd goods ar d into every st 
territory in the union 
Joliet, Til. 
The Joliet News Company was i 
‘ontract to sup} the public prey 

tary echoole with stationery for ti +7 
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by the 
Che amount 
plum fron 
titors, t Republican, 
Jolhet B nd Stationery Company, 
W. R. McCabe, was $1,153.50 
Milwaukee, Wis. 
J. Baur treasul t the Siekert & 
Compar ve vn Milwaukee 
stationers, 1s spending t weeks’ vaca 
Mik 
( so been giv 
nti 9 ernment con- | 
ract for furnishing 50 nal post bind 
$1 
J Si priet tf a stationery 
t ivat ker l estate deal 
r, at De P Vis ently filed pa 
rs in bankruptcy wit bilities at more 
$30,000 S bout $11,000, 3 
: 
I [ 1 at thi 
time,” sal \. G. Lotter, manager of the 
Stationers l se Leaf Supply Company 
It n ge, have been 
n busy this summer than at the 
me p 
By r Special Correspondent 
[The Milwaukee Paper Box Company has 
creased its pital stock from $10,000 to 
$50,000. It is intentior f the company 
ke numerous 1mp1 ments and ow 
g ing business to greatly 
Carlson is 
Wi ice-president, 
nd Arnold V le Vos ecretary and 
| tior 
, d bhookbind 
4? Milwaukee, hav: 
i ¢ nt contracts 
Contract has beet varded the 
p United States 
, 0 prong styl 
ct was 
1, at 
“. PiMM) 
, 
vith Mil 
nt oie 
f exp a 
I rded tl 
1 ictt T 
) irranging 
tin 
Manufactur 
. ng excel 
Wiscons! 
( ufactur 
‘ W t 
Milwauk 
id tl 
ashe +} 
P f 
| 
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You are vitally interested, Mr. Office Supply 
Man, in this matter of STEEL Office Equip- 
ment, whether you realize it yet or not 


Two things bound to & 


re’ utionize Office Fur- 
niture and F141] Equipment 
i ased scarcity 

itd 


e increasing apprecia 
of how much safer, 
onger and more serv- 
eable STEEL Equip- 
ti wooden. 


i} te what this 

a dealer, 

procrastinate on 

this matter hing the 


BERGER 
STEEL Filing Equipment 


once 








fe iT 


New Catalog and Our Local Agency Proposition 


When you get the agency for Berger’s, you 
get the agency for the most complete line 
of Steel Filing Equipment ever offered 








You can see, without our telling i, the big advantage in getting started 
. St Equipment NOW the benefits of the accumlative 
+) thic lass of } uSII 





‘-DRAWER STEEL VERTICAI 
CORRESPONDENCE UNIT 


\ 54 


The Berger Mfg. 


New York Boston Philadelphia 


Write 
Today 
for 
Catalog 
H-47 


and 


Details 


Co. 


Chicago St. Louis 





STEEL VERTICAL DOC- 
UMENT UNIT 


No. 43. 


Canton, Ohio 


Minneapoli- Atlanta San Francisco 


























TO DEALERS 





We have recently increased 


our factory plant and are 
prepared to open up a few 
new channels of business. 
We will make our proposi- 
tion to reliable houses in the 
Office Equipment business 


on request. 


Good Margins of Profit 


can be made, and an ever- 
increasing business built up 


by energetic firms 


The “Dick’’ Steel 
Safe-Cabinet 


is coming to the front. 
There are now twelve stand- 
ard sizes, and great im- 
provements have recently 
been incorporated 


Every Business and Professional Man 


is a possible customer. It 
is ‘‘for universal use.” 


ADDRESS 


The Safe-Cabinet 
Company 


ERIC WILDER, Superintendent of Sales 
CINCINNATI, OHIO 
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STATIONERY NEWS—Continued. 


The new record binder recently placed 
upon the market by the Stationers’ Loose 
Leaf Supply Company of Milwaukee, has 
proved to be a success from the start. Sta- 
tioners say that this is natural because of 
the handsome appearance and _ practical 
worth of the new binder. The Miller price 
book, which is put out by the same firm, is 
being taken up by the leading houses all 
over the country and is proving to be pop- 
ular because of the novel feature of oper- 
ating and also to the fact that it is made 
in all sizes and settings. 

Nashvile, Tenn. 

Fire broke out in the store room above 
the book and stationery store of Hunter & 
Co., 248 Fifth avenue, North, at a few min- 
utes before ten o'clock Sunday night, dam- 
aging the building and stock to the extent 
of at least $1,200, said to be fully covered 
by insurance 

New Orleans, La. 

Announcement has been made that a new 
company, to be known as the Thomas F. 
Gessner Stationery Company, will take 
over the business of Thomas F. Gessner, 
now operated at 807-809 Canal street, and 
will continue to handle the business of the 
establishment at another Canal street loca- 
tion. The present building occupied by Mr. 
Gessner has been leased to other tenants 
and it will therefore be necessary for him to 
secure other quarters. It is said the new 
company will locate in Canal street and 
that several sites are now being considered. 
Mr. Gessner will be president of the new 
concern, which has an authorized capital of 


* $100,000. The company, it is said, will take 


steps to enlarge and develop Mr. Gessner’s 
business 
os * * 

The local firm of Schumert & Warfield, 
stationers, printers and dealers in general 
office supplies, have captured another big 
Mississippi contract. Notice has just been 
received from the clerk of Union county, 
Miss., of the award of a two years’ con- 
tract to supply all the blank books and sta- 
tionery used in the offices and courts of 
the county government. 

This contract is the eighth of that kind 
secured by Schumert & Warfield. 

The enterprise shown by this firm, and 
other New Orleans concerns, in securing 
the trade of the surrounding country, is a 
good augury that our merchants and man- 
ufacturers will no longer be content to 
leave this profitable business to distant 
northern competitors. New Orleans, being 
the only large city in this part of the coun- 
try, should be the natural source of supply 
not only to this state, but to Mississippi as 
well. Upon the enterprise of our merchants 
depends the growth of the city in this di- 
rection. The success of Schumert and War- 
field is an indication of this new spirit of 
commercial expansion. 

New York City. 

Sieber & Trussell Company, of St. Louis. 
has applied for membership in the Station- 
ers’ Board of Trade. 

* 7 > 

C. D. Trussell, of the Trussel Manufac- 
turing Company, New York, spent the 
month of August on Lake Ontario, Canada. 

* * > 


R. T. Yundt Co., of Jackson, Miss., have 


| been placed in the hands of J. R. McDow- 


They carried a general line 


ell as receiver 


of stationery, besides having a news busi- 
ness. 
. . * 

Teco Co., stationers, printers, etc.; capi- 
tal, $5,000. Incorporators: Helen M. Wech- 
sler, No. 130 Pearl street; A. E. E. Maller, 
Theresa Place; Carl A. Kahlbaum, No. 209 
West 97th street, all of New York. 

. + * 

Fred D. Rockett, manager of the sta- 
tionery department of the Hargreaves 
Printing Company, Dallas, Tex., has re- 
turned after spending several days in the 
New York and eastern markets. 

. > x 

Frank O. Evans, of Raphael Tuck & 
Sons, Ltd., returned Tuesday from his trip 
to Europe. He brought back some of the 
firm’s sample line of calandars for 1910, 
and says he enjoyed his stay in both Lon- 
don and Paris. 

* 7 . 

Jacob Langebede, formerly with Ejisen- 
bach Brothers & Co., New York, has re- 
signed his position and has been elected 
president of the Associated Factories, New 
York and Dresden. He returned from 
Europe last month and will establish head- 
quarters for his new firm in New York. 


x - * 


S. G. E. Advertising Company, advertis- 
ing, stationers, printers, etc.; capital, $9,- 
000. Incorporators: Frank N. Sisson, Wes- 
terly, R. I.; Walter J. C. Gussenrode, No 
45 West 34th street, New York; Stephen 
Schreiber, No. 13 Tweddle building, Al- 
bany. 
* * * 

The L. E. Waterman Company has a 
striking display in its windows of “em- 
blem” fountain pens. Around the open end 
of the cap these pens have a chased gold 
band, upon which is a handsomely en- 
graved seal of some college or fraternal 
organization; in fact any design desired 
among others, Elks, Shrine, Odd Fellows 
and Royal Arcanun 

7 * * 

Several letters have been received by the 
Tower Manufacturing Company, Broadway 
and Duane street, New York, telling of 
a man who says he 1s 
of the Tower Company. 
The swindler has succeeded in_ getting 
sums varying from 25 cents to $1 from 
scores of stationers within a radius of fifty 
miles of New York City 

« * * 


“touches” made by 
a son of the head 


L. E. Waterman, of the L. E. Water- 
man Company, is home from a delight- 
ful trip in Europe. He passed the time 
he was abroad in the principal countries 
and cities of England and the Continent 
and has returned much refreshed and more 
ready than ever to spread abroad the gos- 
pel of the Ideal fountain pen. He is now 
trip through hi 


r.1 3 
nirst tal =) 


preparing for his first 
territory 
* > > 

A.W. Faber is bringing out a new lin¢ 
of drawing pencils in fourteen degrees 
hardness; also some new copying pencils 
inished in yellow and wil! 
and are intended 
to retail at 5 cents each. They also have 
a hard copying pencil, the “Columbus,” in 
violet polish, which is a ten cent pencil 
also. It is a smooth line of writing pen- 
cils, and are said to have lasting qualli- 
ties. For prices and samples write to their 
fice at Newark, N. J 


Both styles are 
be known as the “Janus,” 


.) 
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Philadelphia. 

Robert M Patterson. 
Murphy Sons Company, | 
facturers and 
Chestnut streets, 
business clearl\ 
city’s industri 


William F. 
lank book manu- 
mers, Fifth and 
yesterday that his 
recovery in the 


general stati 
said 
reflected 
Situation 


Pittsburg, Pa. 


It was reported yesterday that Secret 
Service Agent John E. Washer. who is now 
with President Roosevelt, left the chief ex- 
ecutive’s party last week and returned to 
the city to look into the charge that John 
Firman and Henry Haas, counterfeiters 
now serving five-year sentence in the 
western penitentiary, were responsible for 
the murder of Albert C. Latimer, a whole- 
sale stationer of 82 Maiden Lane, Brook 
lyn, and Detective John J. Sheridan in 
June, 1902 


Port Ewen, N. Y. 


Osborn Company was incorporated 


month ¢t 


last irry o1 usiness as manu- 
lacturing stationers ry company has a 
capital of $25,000, and directors are 


D. Al- 


ogan, E. 
i New York 
San Francisco. 


R. | 


Walter Cook, Jr., R 


exander, H. B. Elgar of 


distribut- 


& ( ire now 
ing their new catalogu the trade. 

Payot, St rd & Kerr say that their 
trade has | iproving all summer 

Mr. M: representing the Carter 
Ink Company, is now in the city. 

* 

Miss Davis pres ng Thomas Inks, 
ind her sistant, Miss Hawkins, are now 
1 San |] - 

E. H. Webber suffered a heavy loss last 
week by fir t his st Van Ness ave 
ni 

H. A. St representing Samuel C. Ta 
tum & Ci Cinci vas in San Fran 
cisco rece 

The I Vatern Company will soon 
t ve 1ts 5S Mrancis re to a new lo 

t Market str r Kearny 
> 

James S« bacher, of the Schwabacher 
Frey Con y, rec returned from 
tour of the Santa Cr untry in his mo 

The T }. Step { have secured 
flices storeror rer the wholesale 
business é having moved from 541 
Market street to 718 Mission street 

> > 

H. S. ( ker & ( report a great in 
crease of trade at their Market street store. 
yn account of the large number of offices 
that are being opens that vicinity 


Mr. Somers, stationery buyer for the Em- 


porium, is now in the east making pur 
chases for the new st which will be 
occupied October The line is to be 
largely increased 
e * * 

The Economy Drug Company have 
opened their new | in the Pacific 
building. Market and Fourth streets, in- 


OFFICE APPLIANCES 


BADGER 


O00 le 
: : 
neadin 
B 
? 


In the 


POPULAR 
PRICED 


Mr 


If you are not 


We want an opportt 


Deal 


to your custom 


l ffere nt le OSE 


’ 


€ 


; if 


Y 


e you MM 


ers,’ 


W want 


for full information about ou! 
inity to tell you about all the 


’ ¢ , 
iCai Ut ices WI 
ir special fea 


id about the 


can furnish 


vs and a leather t 


L 


~ 


val of | 
by non 
Device 

1 Can S ll 


aves OI any 


Tt Le Ost 


icaves 


I 


; 
i 


ta 
vv 


rT 


Ca 


+} 


sired, a set of extension posts w! 


ALiiié 


THE HEINN COMPANY 
101 ERIE STREET 
MILWAUKEE, WIS. 


LEDGERS 


($3.50 to $9.00) WILL MAKE 
SATISFIED CUSTO- 
MERS FOR YOU! 


adger Loose Leaf Ledgers, if de- 


Badger Loose Leaf outfit for only 


ge is higher, and in the second 


rmanently bound albums. 
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the Badger Goods 









u to write us today 





ines 








we make; about their qual- 






ires 






facilitate the insertion or 






nt to explain to you why the 
to you. 







94’'x7}’’, bound in heavy gray 
imported marble paper lining) 

n best ledger paper with printed 
x embossed in genuine gold leaf. 
ean more profit for two reasons: 








is increased percentage. 
cial loose leaf covers for any 
sheet holders, order holders, 








uur letterhead and let us 
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AMERICAN FACTORY 





ARCHBALD, Pre 


PEN-CARBON 





THE ONLY MANUFACTURERS 
in UNITED STATES and CANADA 


Making a Complete Range of CARBON PAPERS 
for Typewriter, Pen and Pencil, Typewriter Ribbons, 
Duplicators, Stencil Papers and Inks. 


PRICE I 
DISCOUNTS 
ON APPLICATION 


MANIFOLD COMPANY 
65 Mine St., NEW BRUNSWICK, N. J. 
Originators and Only Manufacturers of Non-Flake Typewriter Carbon 


IST AND 





CANADIAN FACTORY 
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STATIONERY NEWS—Continued. 






stead of Fillmore near Golden Gate ave- 


nue, their old place. They are carrying a 
On Your complete line of stationery, art goods and 0 Ou now 
photo supplies here. 


Memory Le Zs 








(By our Special Correspondent.) The longevity of most Carbons 
Woodson L. Craig Co. have been com and Ribbons is caused by 
slled to remove large arters 9 ‘ae 
pelled to remove to larger quarters at 6 3 excessive inking. 
Mission street, on account of the excep hi ik 
BUT IN 


tionally good success of the Sanders en 
velope sealer, which they manufacture 


Their salesmanager, Mr. Alfred Hali, will n 

visit and establish agencies in eastern cities te I 

shortly. BRAND 
= tL 


The stationery trade of the coast has 
improved remarkably this month, and 


while much of the increase is attributed to Carbons and Ribbons 


the opening of the public schools, there is 


| also more doing in the line of office sup ite ‘ - 
| . —_ ° . > - oft: =) r ‘ ° 
| plies. The country trade is especially good, This end is attained by the QUALI 

but things have also been coming forward TY rather than Quantity 
| to the city. Jobbers are getting in large 

stocks, and the retailers are ordering lib- Sole manufacturers to 

erally 

the trade. 


Sedalia, Mo. 
and stationery. to Arthur Seott, who will || PEERLESS CARBON AND 
have possession after September 1 

| ingheld, | | RIBBON MFG. CO., Ltd. 


Springfield, Mass. 
Every day recently there have been call- 176-178 Richmond Street, West 
| ers at Johnson’s book store, who have tak- Toronto, Canada 
en the liveliest interest in that interesting 
place of business. They are stationers who 
have been in attendance on the national 
convention of stationers in Boston, Texas, 
Louisiana, Tennessee and many of the far 
western states are represented. They have 
been shown over the store in a thorough WAN | ED! ' 


| manner and their expressions of pleasure 














have been not only gratifying to the store EPRESENTATIVES 
managers, but they should be fully gratify- IN ALL P ARTS OF Loe WORLD 
; ~ - . oO SOLIC 

ing to the city at large, for the fact is the SUBSCRIPTIONS FOR 
Johnson store is noted all over the coun- “OFFICE APPLIANCES” 








try. 
HEADQUARTERS FOR || Winnipeg, Man. WE PAY LIBERALLY 











| 
| Baker & Gregg are contemplating | the SUBSCRIPTIONS DOMESTIC FOREIGN 
opening of larger premises and if this is 1 year ; $ 1.50 $20 
done they will put in a full stock of sta- hk. ya sa ie 
j Monery THE COMMISSION TO YOU IS 
te]. » 334 PER CENT 
Typewriter Ribbons, Typewriter Paper, ; ote 
Carbon Paper, for all uses. A judgment of interest to salesmen was SEND COMMUNICATIONS TO 
We manutaetes tae ine of ry PEWRITER recently given in the case of Vermilyea vs ar rege = 
— | Willson Stationery Co. Defendants were THE OFFICE APPLIANCE 
THE Ss. T. SMITH COMPANY sued for commissions due the plaintiff and 
* ae Oe Maen " " . . j p . . 
il Barclay St.. New York City. Tel. 1164 Cortlandt | which they had refused to pay until they COMPANY 
Please send for our Catalogue and samp'es of Mar | received full payment for the goods sold. 
Pept wend tor cut Catalogue end samples of Mani- eceives payment go ep 303 Dearborn Street, CHICAGO, U. S. A. 
Price L:sts of same. DISCOUNTS TO THE TR: ADE | | Judgment was given in favor of Vermilyea. 





The Willson people have had similar trou- 
ble with salesmen on different occasions. 


“COMPLETUS” CABINETS have NO EQUAL | | - ‘+ + “SUPERIOR’”’ 
DEALERS are finding it the BIG- \ notable change in the local stationery 3 Siaade 
“rer a 4 . . — FA BECAUSE ney Se PAPER Al 


GEST SELLER on business is the purchase of Newsome 












































WRITE TODAY th ‘ 
2 meme. Gilbert’s western business by L. H. Gor- ALSO FOR (hat the points meet ina 
Just don and T. H. Radford. Mr. Gordon has age Fy —— 
© ‘ e « . a . . sire. whi insures a irm 
: . Mr nt THE REASON >"; °" 
ull out been western manager for this firm during 
. Again for the reason that the 
the past few years and Mr. Radford was 2=polet principle prevents 
Slide in the wholesale paper business here until iiniadind de ho. 
/ ’ . she _ « er: In short, makes, them 
Ne pera the end of July, when he sold out to Mc- | § Su isi . 
Typewriter Stand Farlane Sons & Hodgson of Montreal. The Samples and quotations fur 
_ Cobsnet new firm will be known as the Gordon- ap eee 1h cng 
Hudson Cabinet Radford Company and will carry on busi- _— 
. ness at 207 McDermott avenue, where they Superior aa wf cturinz 
. - . — 
in &. Y. stock a full line of business and legal sta- Sidney, Ohio. - 
- state | tionery and office appliances. | 




















A NEAT DEVICE 





The illustration shows I ith is of the 
elope si r manufactu nd sold by 
he Gibson-A g ( \ Ohio. 

The h er reser- 

ir for t ird rubber. 

[his is att ed t 1 met part at right 

ngles to be handle, w holds the felt 
wiper, which moitstens t elope. The 
\N\ r teeds d n trom t reservoir in the 
iandle through the felt by pillary attrac 
tion, maintaining mn evel egree of mois 

e in the On the site end of the 

t pa | rubl er. 

In ope backward motion of the 
levice moistens the et pe, and a for- 
yard motion s s it l iction becomes 

echanical and rapid with practice, so that 

days’ mail n be sealed up in a few 
inutes 
EN ROUTE HOME. 

James A. Dorsey, of e Dorsey Print- 
ing Company, Dallas, Texas, and W. E 
Milligan, of t Maverick & Clark Com- 
pany, San Antonio, tw f the liveliest 
wires in the stationery business down in 
the Lone Star state, and, for that matter, 

ywhere a y oyed a tour 

f the « el I after the 
I ston <¢ 

After | Hub y journeyed 
to Holyok spe d magnificent 
lant of the } al Bank Book Company, 
and then visi her Eastern points, final- 
ly after abot weeks turning up out 
n Chicago, f1 hich they made a bee 

1e for hon Now, Dorsey is rather 
heavy and, like ll larg bodies, moves 
slowly—or is supposed t vhile Miligan is 
f mediut ul d seems to stand up 
nder it with less strain and annoyance. 

The moment they hit Cl go they were 
taken in charge by that erstwhile moun- 

in climber and guide, Gus Meyer, who 

so went Boston, rtunately or 

t. got b Chicas sooner than the 
wo gentlem: foresaic n Chicago Gus 

paddled about as long as he could stand up 

id left the two scions of the Lone Star to 
ee it the ] around the 

S. & R. B. Company and other places 

} | et again in the late after 

} t Mey instinct 
w that Dors nd Mil n got safely on 
The last word received was that they had 

ched hom: foly. ¥ is good news 

the nds « r the country, as 

r for tl y 
| n said 
S ss good as 

b seemet 
] 1 Mr 
‘Fe ¥ 
I id ii a 
t Mey 
Texa 
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Stamp 


‘he ty pe yf dial 


I rice 


THE BAIRD 


CHRONOGRAPH 


An? Automatic Calculating Time 


Indispensable for Timing 
Jobs in Factories 

““ “ Machine Shops 

“  “ Printing Shops 

“ “ Foundries 
Telephone Toll Conversations 
Wagon Deliveries 
Billiard Games 
Bowling Games, Etc., Etc., Ete. 


to the left indicates the 
oney value of elapsed time at 40c per hour. 








A Superb Machine at a Reasonable 


Write for Bulletin No. 257. 








Baird Manufacturing Co. 


1596 Briar Place 3 3 


CHICAGO 




















Free Samples Upon Request 


Send 1 


us a posts al 


i we will 











St 


Patented July |, 


3% 


1902 





end you a sample set of the 


“Ideal” 
Paper Clamps 


They are unequalled for bringing order out of 
arranging correspondence and 


lesk neat and orderly. 


There are 
a firm and 


Instantly applied and removed. 


four pinging points, giving 


tributed grip 


‘*Ideal’’ Clamp No. 1 (large) 
25c per Dozen. $2.50 per gross (12 boxes each | dozen.) 


‘Ideal’? Clamp No. 2 (small) 
25c per box of 50 


‘Ideal’ Paper Clip 


15c per box of 100 


CUSHMAN & DENISON MFG. CO., 240-2 West 23rd St, NEW YORK 























BUY A BURROUGHS] 


, but who does not want to pay. the’ 
. Re built Burroughs for ten days’ trial. 


REBUILT f: 


a 


é 


These ma- 

1s new ones and cost only a frac- 

d waste your life in the meantime, 
id worry. 


JOHN a. DOUGHERTY, 312 Eaquiteble Bullding, ST. LOUIS, MO 
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The “Red Raven” Stylo 


(Registered) 
An American Fluid Pencil Made in America 
On Which the Consumer Pays No Duty 
Superior to Any Other, of Any Style 
Any Color, Finish, Any Shape 
and at Any Price. 
















Send for prices and 
discounts on above, ag 

well as for our wel] known line 

of “RIVAL” FOUNTAIN PENS. 
Established 1885 


D. W. BEAUMEL & COMPANY 


Office and Factory, 37 Ann Street, NEW YORK 


This style made in 
red and black and 
all black rubber. 

We use only 
Iridium Blat- 
inum Points 











Originally 














Stationers’ Designed in 
The MEAD #= se 
wir Not Expen- 


sive But 
Very Good 


Is used by nearly ALL PROMINENT STATIONERS for producing 
FINE ILLUMINATED STAMPING 


For this work it is unequaled because of its unusual! 


CONVENIENCE —- ACCURACY DURABILITY 


These presses are made of Best Material and Workmanship. 
LEADING FEATURES 
Ss e back of die; long, straight bearing of slide, nut cut from so 
id casting, low point of contact of end of screw; positiveness of re 
versing o “die and counter and volute spring No adjusting to keep 
in working order. 
Presses I built 36 years ago are still in good working order 


Small size will stamp dies 1} in. square or | x 3 inches 
Large size will stamp dies 2 in. square or 1} x 4 inches 


WRITE ME FOR MORE COMPLETE DATA 
A, 6. MEAD, Machinist, s64 atientic ave., eoston mass, 


“Mieaker” Coin Cashier 


Five reasons why— 


Handles a smooth 
(Springs coin perfectly and is 
Serews not effected by dust, 
Trouble has very quick action. 
Waiting —s> 

machine in the world 
‘Mistakes soliheiiees of aioe : - Price, $30.0 
A Little Practice on the “MEAKER” Makes an Expert 


Made 
by the 














No: 


The most rapid change 

















IRELAND & MATTHEWS MFG. COMPANY, Detroit, Mich. 





“y REDUCTION 
IN WIRE , 


DESK BASKETS 


Send os ‘eoliaiie and new Catalog No. 40 
Buy DIRECT from the manufacturer 


PROGRESSIVE WIRE GOODS CO., Fiiscumia 











THE “BURLIN” VcRTICAL FILING CABINET—FOR BLUE PAlaTS 


Srgutan, Tractams, Plans, Maps, Artists Proofs, Sketches and large sheets of all kinds THT . , 









t Should not be Rolled. 


With the “Burlin” they are INDEXED and filed VERTICALLY in larce manilla POCKET., 
which keeps them flat, clean and where you can find any oneio a 
MOMENT'S TIME. The “Burtin” Cabinet is coastructed AIR 
TIGHT, DUST-PROOF, when desired, the front can be 
raised up. forming a table to inspect its contents, or used 
for light work. Itis fitted with 20 manilia pockets or en- 
velopes hung on rods with a capacity of 400 to 500 sheets, 
when closed occupies but 3} square feet of floor space, can be equipped 
with lock or castors, so that it can be rolled into vaultif desired 


Saves Time, Money and Gray Hairs 


Used by Architects, Contractors, Engineers, Artists Art Galleries. 
Schools, Colleges, Manufacturers, Newspapers. Real Estate Offices. 
Recorder's Offices. Mining Companies and hundreds of others. Made 
in Soft Wood, Birch, Plain ard Quartered Oak, Mahogany. Hand- 
somety finished and is an ornament to any office. By far the best and 
lowest priced Ole for this work. Write for catalog and prices. A good 
Proposition for dealers. Manufactured by 


CabinetOpened. 
Ready for Use 





Cabinet Closed 
D. J. Burlingame, First National Bank Building, Chicago 











| 
| 
| 
| 
| 
| 








(By Special Correspondence.) 
Boston. 
L. B. Chadwick is the inventor of an 
automatic pencil sharpener the purpose of 


which is to provide novel details of con- 
struction for a sharpener, preferably oper 
ated by electricity, and which will produce 
a fine tapered point on the pencil, the act of 
placing a pencil in the machine starting the 
same and continuing the operation until the 
pencil is removed 
Cincinnati. 

The John Holland Gold Pen Co. report 
a nice increase in orders at the close of 
August, which to them indicates that busi 
ness in general is resuming. 

Everett, Mass. 


The Hub Fountain Pen Company has 
been organized with a capital stock of 
$5,000 with Andrew J. Byam, Morris W 


Swan incorpor 


Moore and Gertrude L. as 
ators 
Elizabeth, N. J. 

W. B. McKim has invented a lead pen- 
cil, the purpose of the invention being to 
provide a pencil with a removable maga 
zine clip for the sticks of- lead, which clip 
can be manufactured and sold independ- 
ently of the holder, and can be readily 
placed in position in a_ holder, secured 


therein, and be conveniently and expedi- 
tiously removed therefrom when empty for 


the introduction of a loaded clip 
Janesville, Wis. 

The Parker Pen Company of this city 
has drawn up a contract with the pub 
lishers of the Saturday Evening Post for 
a double page advertisement which will ap 
pear in the issue of September 12. This 
double page ad. will appear but one time 


and costs the local firm the sum of $4,200 


for this single insertion. The publishers 
guarantee close to a million circulation 
ind figure about five readers to an issue, 
so that the fame of Janesville will soon 


spread from one end of this country to the 
other as well as to every section of the ci 


ilized world 
Murfreesboro, Tenn. 
Work which was abandoned on the red 


cedar pencil factory last fall when the pan 
was resumed this week and a large 
force of carpenters are now on the ground 
The foundation has already been complet 
ed and as the timber has been in place for 
some time there is nothing in the way for 
a rapid completion of the building. The 
factory will give employment to ee 
over 100 hands and is a valuable additio 
to the industries of Murfreesboro 


Shelbyville, Tenn. 

Shelbyville is soon to have another larg 
and useful industry. Messrs. Kaston & Co 
of New Orleans are establishing a large 
pencil factory. The plant is heavily cap- 
italized and will give employment to at 
least 200 hands at good wages. Shelby- 


1c came 


ville looks on the enterprise as a big thing 
Ben Cul- 


and 


Mr. 
manager 


for the town and county. 
berson will be the general 
he is confident of success. 

















TRANSFERRED TO CINCINNATI. 

Frank L. Sweetser, who has been man- 
ager of the Boston loose leaf store of the 
Twinlock company since it opened 
over three years ago, has removed to Cin- 
cinnati and will be secretary the com- 
pany. The officers under the new arrange- 
ment are W. B. Carpenter, president; C. C. 
Carpenter, vice-president and treasurer; F. 
L. Sweetser, secretary. 

It is of interest to note that the busi- 
ness experience of Mr. Sweetser peculiarly 
fits him to take charge of the department 
of sales, expert accounting and systematiz- 
ing of the Twinlock company, who manu- 
facture the famous Twinlock loose leaf de- 
vices and forms which are so favorably 
known throughout the world. 

Originally starting his business career as 
a bookkeeper in a stationery store in Man- 


was 


of 














SWEETSER. 


FRANK L. 


became salesman, 


chester, N. H., he soon 
then manager of this -store. After five 
years of service an opportunity in a new 


field presented itself and a position was ac- 
cepted with the Samuel Ward Company of 
Boston, Mass 

He remained with this concern about 
eight years, working up to have charge of 
the stationery depart- 
ment. During this time he made a spe- 
cial study of the loose leaf business and 
expert accounting. This experience, com- 
bined a thorough knowledge of the blank 
book business, resulted in the creation of 
a successful loose leaf department. 

Realizing that the loose leaf business of- 
ssibilities for the future, and 
having become an enthusiast on Twinlock 
goods and he determined upon a 
change, through which was brought about 


retail commercial 


fered great p 


ideas, 


the opening of the Twinlock loose leaf 
store in Boston 

Under his management this branch has 
proven a successful venture and has be- 
come known in Boston as the place to ob- 
tain the finest loose leaf devices and re- 
liable information concerning labor-saving 
systems. 

The advantage to Twinlock agents of 


having at headquarters a man with just this 


experience is ce ynsiderable. 
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LOOSE LEAF BOOK 


FOR PRICES, COSTS, CATALOGUES, ETC. 











LO 
Stock 
Sizes, 

4 and | 
inch 


Capacity 


Points of Advantage Over Ring Books: 


] Sheets don’t 
2. 100% expansion; not obtained in ring 


3 No bulky back; no waste thickness, as 





wearer erwery * 
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ng Teles 


out 


tear 


on four posts 


books. 


cove;r kk xt 


sheets in 


‘} 


style « 


logue covers, minute 


ks on actual number of 
binder 

r made t« any size, capacity or 

inding. Especially adapted { ata- 

books and al! loose leaf recor work 


rest perfec tly 





HAVE YOU SEEN IT? 
NOT A RING BOOK! 








This is the most perfect device 
for Prices, Costs, Catalogues and 
general work where a small, flexi- 
ble binder is required. 


Stock Goods Bound in Black Flexible 
Morocco_Grain Leather. 


Special Bindings to Order. 





oping Back and Lock 











ASK FOR 


CATALOGUE 


Regular Stock Rulings 





==> 








B 


1% Dev 


STON 


nshire St. 


pe Jiaintock Cmpang, 


Manufacturers Loose Leaf Forms and Devices, Complete Systematizers 
425 MAIN STREET, CINCINNATI, OHIO 


300 Representative Statione 


NEW YORK: 
93 Duane St. 


rs Carry Our Complete Line 
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ENGRAVING IN STEEL | THE “STRENUOUS LIFE.” claim to the title until he has landed at least 
: one fellow whose weight equals his own 
g | Huge Sea Bass Caught. and if he had not succeeded in doing 
al Avalon, Aug. 16.—R. B. Wilson of Chi on the present trip he had made up his 
: cago landed the largest fish of the day mind to forever renounce “the gentle sport” 
A when he brought in a 240-pound black sea of Walton 
Vv bass Mr. Wilson went out with Mexican Che determinat excel shown by Mr 
1 Joe to Silver Canyon, where he hooked the Wilson in every undertaking has fixed the 
~ big fish and after fighting an hour and five policy of his hous: nd it is easy to under 
G | minutes the fish was brought to gaff Los stand why C. S. & R. B goods ire in de 
a | Angeles Examiner, Aug. 17th, 1908 mand whereve: se-leaf” is a familiar 
N From the above clipping which Mr. Wil tern 
s | son was kind enough to remember to send (Editor’s note: St 240 pounds is pretty 
T the editor of Ofhtce Apphances, and from big fish! 
3 — _———-- THE CARD INDEX IN POLITICS. 
L Confronted by the possibility of scanty 
campaign funds to pay the ordinary cam 





a paign expenses, republican leaders all over 
the country are rec ing estimates on the 
} 


SAVE ROOM, cost of the card-index system suggested 
Price TIME, MONEY by the republican national committee, which 


| | 
| 
Most con~enientand | | 
ractical low-priced | 
pewriter Stand on the | 
market. Made of selected | 
seasoned Oak, fine Golden | 
| 
| 
| 
















is causing them to sit up and take notic« 
(As suggested Secretary William Hayward, 
who introduced the system from Nebraska 


finish, 44 In. long, 24 in it is the intention of the republican national 


wide. Typewriter Tabie 
is 27 in. , Bin. high; 
Pedestal 30 in. hi 


committee to have the record of every re 


h; has : , ‘ 
publican voter in the country, or of every 





voter of any other faith who may.vote for 


Roll Curtain Front and Copy | Mr. ° } is fall. faithful insc do 
atten nt ths was tans J. ey | Ir. Taft this fall, faithfully inscribed on a 
Price 612.00 at factory. card in the keeping of the state committees 
ke for our Catalog | /—(new)—with mo ; , . 1 
for cup Ste +4 — ot every stat The system is to be worked 


saving prices on Office Desks, Chairs, ete., etc. 
We make School, Church and Opera Seats, Lodge and Bank Furniture. | 
E. H. STAFFORD MFG. CO., 248 Adams St., CHICAGO, ILL. 


out by precincts 
\n estimate of the total cost of the sys- 








P B dl d P k Ti tem carried out as indicated by the na- 
ratt undie an ac et 1e tional committee, shows that it will amount 
Cheapest tie on the market and the only | to not less than $600,000. This sum is about 
one on which memorandum can be made one-fifth of the estimated national cam- 

' 


paign fund of the republican party four 
years ago and about one-third that of the 


mailed to any United 
States address on re Cc 
ceipt of . 


WILSON AMID THE STRUGGLE 


lemocratic party 


plies to an bundle, any shape 
Applies Aree Pye ee illustrations which we reproduce, it wou —_—— 
Send for free sample seem that “R. B.” goes after the veritabl Hold the point new pen nib over a 
PRATT F. MFG. CO., 117 Point Street, Providence, R. I. big fish with the same zeal he displays lighted match to remove the lacquer before 
Roxbufy. Boston. Mass.. Tune 1. 1906 when going after the “big things” in busi using Rub the other end with a drop of 
Please send us 100 fasteners (Ties) like enclosed ness on or grease to pt! ent its rusting in the 
They are O. K Signed Wilson savs 1 fshermat should \ holder 3 
Peoples Nat'] Bank of Roxbury, Boston | 
Beale | 





(This 1s their third order 














TO STATIONERS 
who handle Typewrit 
ers or Supplies we want 





to send a sample of our 
RRub-beRR Type 
writer Cover. For all 
Machines. Also for 
Adding Machines, Cash 
Registers, etc. RRub- 











1 beRR stands for all 
that is best in a typewriter cover. Get our prices and 
discounts to the trade They will please you 
1 TYPEWRITER SPECIALTY CO., Inc. 
| 72 West Broadway New York 








Trademarks and Copyrights 
Send your business direct to 


Washington. Saves time and insures better service 


Personal Attention Guaranteed 
25 Years’ Active Practice 





Specialty :—Ty pewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33, N.U. Bldg... Washington, D° ( 











HERE'S THE EVIDENCE, BOYS 
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ORIGIN AND GROWTH OF THE 
NORTH AMERICAN SUPPLY CO., 
COLUMBUS, O. 





[his company had its origin in the Brat- 
ton and Rice ( which was organized in 
1906 for the manufacture f Typewriter 
Backing Sheets 

These sheets were advertised extensively 
in Office Appliances, and a few other maga- 
zines, and a great many were sold in all 
parts « Because of their merit 
ind practical utility. reorders kept coming 
In until good business was established 

With orders for [ypewriter Backing 
Sheets invariably came inquiries for other 
Office Specialties and Supplies, so that the 
Company soon found itself in possession of 
1 large mailing list of good, live customers 
ind prospects 

In view of the possibilities thus offered, 


! 
mn March 20th, 1907, The North American 
Supply Co. was organized, taking over the 
business, lists, stock and good will of the 
Bratton & Rice Co. By January Ist, orders 
were coming encouragingly that the 
Company decided to move into larger quar- 
ters, where it could carry the stock neces- | 
sary for conducting the rapidly increasing 


business, and manufacture the Specialties, 
the rights of which it controlled. It is now 
permanently vccated at 8-20 | Chestnut 


au 
\ 


pauneee” TITEL ‘ 
" janie 
wens 











NORTH AMERICAN SUPPLY CO.’S BLDG. 


The field tor the distributing ot specialties 4 Y 
that this Company manufactures and con rN : Yj 
‘ s s_¢ . e , 

S now encircies the entire Giobe They 
ire shipping to 30 foreig uuntries, be 


\ 
. 


h mensilie ie fF the ding specialties ‘ 

manufactured by the Company are Type "Gi | OPENS CLOSES 
vriter Backing Sheets, Pen Rest Desk Blot </ \\ ae 
Pads. Memorandut Desk Calendars, \ Hi] THEM ALL 
SV _—_—_ 


Thy 


NUN 


luplicate Re ipt Books Filing Cabinet ZEA 
Suppli S vi vriter nad M ichine Oil, ' P ; 
[lypewriter Carbons and Ribbons, Swinging Strong and serviceable. Can't break or get out of kilter. 

Desk Stand, Graphaphor Record Holder lie perfectly flat from edge to edge when open. 


nd ‘Memocandem Inde: etc., ete “tat and compact as bound books. Used for Loose Leaf Ledgers, 
he Directors of the Company. who aré Z2\—, _IfJournals, Cash Books, Record Books, Invoice Books, Stock 

l-young men—young is rs, but not in Se. ' and Miscellaneous Office Records of all descriptions. 

pe rience pal net t have, by : Made in | % inch and 2 inch Rings: Carried in 

reful and nomical nagement, fait \\ stock in Three Bindings, Full ek. % Cowhide 

reatment of customers, first quality goods, Se ANY Cloth Sides and 34 Russia and Corduroy. 





push: and sdvertising. built uo a cemarkebll Send for sample today, it will do the rest. 
] usines ‘7 ‘ o} et ¢ . 1 waft the .. ym : x 
a Irving -Pitt Mfg. Co. 
f bespéak for the N merica S : ; ri 
We bes} - h An Poon | Kansas City, Missouri 
{ v1 rganiz force of brain 
nd nerve vonderful career—congratu 
iting lv attained suc- 
cess and shing then n unlimited pros- 
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The 


NY remarks which I shall make on 
A the interesting and absorbing sub- 

ject of advertising in its relation to 
the stationery business will, of a necessity, 
be brief. In the first place, it is a subject 
upon which it is hard to get any two indi- 
viduals to agree, and, secondly, the ques- 
tion of advertising offers endless chances 
for discussion which would be _ without 
limit. . 

The late business depression has been an 
object lesson to firms who question the 
worth of the publicity game. This condi- 
tion was peculiarly noticeable in the mail 
order advertising field. Reports from bus- 
iness men who depended entirely upon lo- 
cal consumption for orders found things 
practically at a standstill, while reports 
from men who had “mail order business,” 
due to advertising in magazines, reported 
a very small decrease in business over cor- 
responding years. 

When we speak of “advertising” 
thoughts naturally turn toward the subject 
of publicity through the medium of print- 
er’s ink, although to my mind the amount 
spent in newspapers, magazines, etc., for 
advertising is only a small item compared 
to the good that can be done through other 
sources of advertising or publicity, namely: 
store service and salesmanship, upon which 
subject it is my intention to digress in a 
few minutes. 

Many of our readers have come in con- 
tact with the magnetic influence of the 
“gentlemanly representatives” of the 


our 
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Advertising Question 


As Seen by a Stationer. 
monthly and weekly magazine field. Still, 
quite a few more of you have been held 
spellbound by the amount of knowledge 
and mass of information hurled broadside 
at you by the solicitors of your local pa- 


pers. “Oh, if we could but present the 
owners of these papers with bills for the 
many precious moments of our business 


day that have been purloined while the so- 
licitor has treated us to hypodermic in- 
jections of Display! Circulation! Rates! and 
Clientele! 

Have a Set Plan. 

The amount of money wasted on adver- 
tising due to the absence of a set plan of 
campaign is astonishing. I venture to say 
that more money is wasted through inju- 
dicious advertising, that is, advertising 
placed without thought of what is to fol- 
low, than is lost by playing the stock mar- 
ket. 

The stationery business is a peculiar one, 
customers hun- 


inasmuch as we have as 

dreds of people who are forever seeking an 
opportunity to connect with our _hard- 
earned money through advertising 
schemes. For example, programs, book- 
lets, class annuals, etc. This all comes 
under the question of advertising. Make 


a hard and fast rule: “Don’t play any fa- 
vorites.” Take the stand that you ad- 
vertise in such publications only when you 
print them By adhering to this rule you 
will save a considerable sum in questiona- 
ble advertising and place yourself in a po- 





: 










The 


sition whereby you give no cause for com- 
plaint on the part of anyone making re- 
quests for advertising of the description. 

The sooner we come to look upon the 
question of advertising as “Business Insur- 
ance,” the speedier we will recognize the 
value of this form of publicity. Consis- 
tency, and I may add constancy, are the re- 
quirements of every effort where results 
are looked for. To the man who seeks 
publicity through mediums only when times 
are dull, or when he has the time to de 
vote to such work, I say emphatically keep 
your money in your pocket. Spasmodic 
advertising never will, or never has, paid 
and is money thrown away. 

If you are going to advertise, decide o1 
what proportion of the profits of your bus 
iness you are going to spend for advertis 
ing—decide what sort of advertising you 
are going to use Newspaper? Circular 
letters? Mail cards? or the numerous at- 
tractive advertising novelties which get and 
hold trade? Don’t be impatient because 
you do not immediately see the results of 
your work in increased business. Rome 
was not built in a day. 

Stationers have hundreds of different ar 
advertised successfully, 


ticles that can be 
but at the same time they must be ad- 
vertised judiciously. Rushing into print 


simply for the purpose of spending money 
is not good advertising—make your adver 
tising seasonable—make it to the point 
but satisfy yourself before planning an ad 


vertising campaign that your goods and 


For Discriminating Users j 


“ALDEBARAN” 








Drawing and Copying Pencils 











Th “OTHELLO” 
Copying Pencils 
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MADE BY THE 


SWAN PENCIL CoO. 


BAVARIA 


HE “‘Aldebaran”’ Drawing Pencil is perfect in smooth 
ness and texture and durability of the lead. 

Made in sixteen degrees, perfectly graded. 
The “‘Othello’’ Copying Pencil meets satisfactorily the 
demand for a copying pencil at a popular price, is of the required 
hardness, contains no grit and is not brittle. 
One fixed price to the consumer. 
to the dealer, the difference a profit large enough to 
warrant your co-operation in popularizing these high 
+ grade pencils. 

Samples and prices on request. Stock complete and well assorted 


Technical Supply Co., 


Sole American Agents 


An unvarying and uniform cost 


40 East Fourteenth Street 
NEW YORK, N. Y. 








































service are going to be everything that you 
claim for them. Try to get a peculiar style 
or individuality that will make the public 
look for your ads. 

Advertising especially in newspapers and 
magazines is a “game” that has to be played 
and tried out to determine its fitness to 
the constitution of your business, therefore 
I have no hesitancy in saying that the ad- 
vice and co-operation of an expert on ad- 
vertising matter is even in order. If there 
is any question where two heads are bet- 
ter than one, it certainly is advertising 
The advice of a man who knows the ropes 
and has traveled the road before will sure- 
ly save you money in the preliminary stage 
of the game and eliminate to a great ex 
tent the experimental work. 

The Larger Problem. 

As I have mentioned before, the mere 
use of printer’s ink for newspaper and mag- 
azine publicity constitutes but a _ small 
amount of the advertising that can be done 
by an up-to-date stationer 

Every piece of advertising matter used in 
your business, be it letterhead, business 
cards, or labels, should in a way give an 
impression as to your ability to handie the 
wants of your customer in a satisfactory 


manner. Dressing your windows frequent 
ly and making prominent display of novel- 
ties and new goods is advertising. Keep- 


ing one’s store and stock in an up-to-the- 
minute style is another, and the prompt- 
ness with which you carry out the prom- 
ises of your sales people are all advertis- 
ing features which bode good or evil for 
one’s business 


Do not confound advertising with pub- 
licity You can spend countless sums in 
the course of a year on publicity. But it 


remains for you to prove the truth of your 
statement in the way you receive and treat 
your customers 

From my experience in the stationery 
business, I would suggest the use of the 
local papers at least once a week. Adver- 
tise seasonable suggestions In addition, 
the periodical use of mailing cards, illus 
trated wherever possible, will put you in 
touch with hundreds of firms who have 


never tried your servic¢ You will be sur 
prised what a limited amount spent in ju- 
dicious publicity will do towards securing 
new business 

Many of our readers will naturally say, 
“IT have no mailing list.” To those who 


would raise this objection, I would state 
that the names of their customers selected 
from their books and a list of responsible 
firms which can be called from the tele 
phone directory can be made the nucleus 
of an advertising campaign which will more 
than hold the attention of the stationer 


who wishes to get busy 


AN OPENING. 

R. Ely Breckenridge, representing the 
Universal Duplicating Typewriter, which 
purchased the patents of the Universal 
Polygraph Company in this territory, de- 
sires to hear from office appliance manu 
facturers or dealers who would like repre- 
sentation in and abopt Tacoma. He is a 
strong man and can do the manufacturer 
or dealer a lot of good. His connections 
are the best 

4 man who does not know how to learn 
from his own mistakes turns the best 
school-master out of his life -—Beecher 
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The steadily increasing sales of these 
ink stands leads us to believe that 
within a year this will be the most pop- 
ular line in the world. They afford per- 


fect service to the user. 


The best 


houses in the country are handling them. 


ease, | WRITE TO-DAY. 


No. 550 


TATUM’S Two Single Dreceed 


No. 563 


“OCTAGON” Sizes Single in oak base, 


T ~ 93" No. 565 
INK STAND No. 530—2 Double inoak base, 
7 mate de ‘ ' $3.00 
No. 535 —34' ’ rE 
2 No. 580 
. Single in mahog- 
we . ) i. 8 j 8 
Distinctive Block Funnel any finish base, 
: $2.50 
design and No. 582 
great capacity Double in mahog- 
be Se any finish base, 
F | I Al ked $4 00 
tunne Th. eaten eh 
one each in et ee 
prevents : ponds instantly to 
; a pa] eT box pressure even after 
evap ration oF aa anding over night 
20C —eVC Packed one each 
and keeps in a paper box 


out dust. The Samuel C. Tatum Co. 
Low in price, 3046 Colerain Ave., 
high in quality Cincinnati 
W) New York Branch, 185 Fulton St. 








TATUM’S 
AUTOMATIC 
INK STAND 


Sensitive 
Ink Stand 
Made. 


Gives just the 
amount of ink 
one likes. 

















TERMS CASH WIIH ORVcR! Platinum Irridium Point and 


time if used according to directions. 











nny! weowrouenarercuss REAL DWARF INK PENGIL 


(MADE IN ENGL4~D) 








Sells for $1.50 (cut full size). PRICE: $8.00 Per Dozen; $80.00 Per Gross. 





Sells for $2.00 (cut full size). PRICE: $9.00 Per Dozen; $90.00 Per Gross. 


Every REAL DWARF or BABY ge * ie Guranteed to havea 
Springneedie. 


Prices Subject to Change W:thost Retice! BEWARE of so~alled Imported as well a8 Domestic Imitations! 


ECKEL & COMPANY, Importers, 39-4! Cortland Street, NEW YORK CITY, Ni. Y. 








WANTED 
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not leak and wil) last a life- 




















118 OFFICE APPLIANCES 





- We have been busy all summer; but 

Not in “‘improving’’ our formulae, 

Not in “improving’’ our machinery. 

We are still using the same formulae 
and the same machinery that have been 
serving us so well. 

Many look upon our carbons and rib- 
bons as being of the highest quality; but 
whether they are or not, they at least are 
uniform. 


Crown Ribbon & Carbon 
Manufacturing Company 


Rochester, N. Y., U.S. A. 





























emece’ \ Nhe Top of the Tip 


Here is a celluloid tipped guide card that will win 
a customer wherever it is shown. 

The tip is in one piece, protecting the top of the 
tab and prolonging the life and wear of the card indefinitely. 

This tip wil*never crack or curl, yet is so thin as to require no addi- 
tional filing ’space.. Samples to dealers of these 


Celluloid Tipped 
Guide Cards 


for distribution among their customers, all colors or ‘transparent, any 
arrangement of tabs—guides furnished plain or printed for any classification 
desired and any size. Prices that appeal to the customer and pay the dealer. 


STANDARD INDEX CARD CO., 701-709 Arch Street, Philadeiphia, Pa. 














vey | The HANDY Memorandnm Desk Calendar 


15 The Most Complete and Practical Memorandum Pad Ever Offered to the Trade! 
JANUARY 






It is handy because in its daily manipulation all the user has to do is to 
turn over a new leaf. It has a larger surface for memorandums than any 
other calendar. There is no tearing off the leaf with memorandum on and 
throwing it away, but memorandums made in January can be preserved 
until December. On the main calendar page is the day of the week 
and day of the month, flanked by calendars of the preceding and 
succeeding months. It is mounted on a neat nickel-plated stand 
with rubbers on feet to prevent scratching the desk. Size of 
sheet, 3x 4 inches. 


A. A. WEEKS MFG. DEPT. 


Mfrs. of Stationers’ Hardware and Glassware 
Of A. A. WEEKS-HOSKINS CO. 354 Broadway, NEW YORK 
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HOW TO SELL STATIONERY. 

In an article on the above subject in The 
Organizer Mr. Robert Donald says: 

Probably the shope. trade is by far the 
largest in the business, but in most cases 
the shop sells many of the thousand other 
articles which have come to be recognized 
as belonging to the stock of the printer and 
stationer, such as fancy leather goods, etc 

In shop-selling the window is the adver 
tisement and the salesmen behind the coun 
ter the “follow-up.” A shop gathers new 
business from the passing trade, and the 
window is the chief means of attracting the 
attention of the passer-by. 

How often do we see a really well-dressed 
window showing stationery and printing 
lone? Many excellent displays are seen 
in which fancy goods play an important 
part, but the average stationer’s assistant 
seems to fail when he tries to dress a win 
dow with printed matter and paper. 

Dressing a window with printing and 
stationery is by no means the easy task it 
looks, but calls for a great deal of ingenuity 
to devise a scheme which will possess pull- 
ing-power in attracting the eye by its mass, 
yet clearly show each item in its make-up 
so distinctly that it might be the only one 
in the window. 

I clearly recollect a window display of a 
printer and stationer which attracted a con 
tinuous crowd all day long. A large desk 
was in the window, and was laid out as if 
actually in use, with blotting-pad, pens, ink- 
stand, and a paper-rack filled with printed 


stationery of various kinds. A _ stack of 
shelves in the background carried account 
books, boxed envelopes, paper, etc. Two 


small narrow bills pasted on the window 
gave a list of the articles used in the dis 
play and the price of each. 

Running across the window, slightly 
above the eye level, was a framed dark grey 
board about fourteen inches deep, on which 
were mounted specimens of letter headings, 
statements, .order forms, envelopes, and 
other printed matter, with prices for va- 
rious quantities. This frame was ptlaced 
about eighteen inches from the glass of the 
window. 

The stationer who made this display told 
the writer that during the time it was in 
the window his sales on certain of the arti 
cles in the display were trebled over his 
usual sales for these articles. This proves 
that a good display will create a desire to 
buy where none previously existed. 

In showing a large number of specimens 
of printed matter, or packets of paper and 
envelopes, experts have found that in order 
to make the various items stand out it is 
method of splitting 


necessary to find some 
which in 


up the prevailing mass of color, 
most cases will be white 

One good method is to line the bottom 
and back of the window with a dark blue 
dull-surfaced cloth, which forms a contrast- 
ing background for the white paper. Other 
methods for securing contrast are to mount 
the specimens on dark colored art boards. 
or even on art canvas of neutral tints. 

In any event, when showing printing 
specimens, it is well to remember that the 
display should be dressed close to the glass, 
1s every specimen shown should be clearly 
read by anyone looking into the window. 

Originality in window dressing, as in ev- 
erything else, comes with a careful study 
of the subject and a determination to do 
other peopl It will surely 
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pay the printer with a front shop to devote 
a good deal of his time to dressing his win- 
dow, when it can be made to bring so much 
business to him if properly handled. 

So many excellent articles been 
written salesmanship that it 
is needless for me to write further on the 
brief ob- 
servations trom personal experience. 

I would like to protest against the sales- 
man who does not know his stock. There 
is nothing so annoying to my mind as to go 
into a shop to buy an article actually shown 
in the window and find that the salesman 
does not know anything about it, and you 
have to take him outside and show it to 
him in his own window! 

Another thing is the habit some shop as- 
sistants get of saying “Well” or “Yes” 
when a customer enters the shop. 

It has certainly been my experience that 
the stationer’s assistant lacks the finish in 
the art of handling customers as compared 
with, say, a salesman in a hosier’s. 

The majority of stationers’ salesmen, in 
my opinion, are deficient in the art of cre- 
they simply fill orders which 
are asked for, and rarely do they make an 
attempt to sell an article of better quality 
than that inquired for 


have 


upon counter 


subject other than to add a few 


sales 


ating 


QUITE CHARACTERISTIC. 

That house organ, “Shop Talk,” pub- 
lished by the C. S. & R. B. Company, Chi- 
August, otherwise “Convention 
was one of the striking after- 
maths of the Boston conclave—and, indeed, 
characteristic of the editor Besides be- 
ing full pertinent and happy, it 
contained comic features much above the 
It was all right. Come 


cago, for 
Number,” 
of quips 


usual house organ 
again. 
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A REAL CONVENIENCE. 

The demand for available devices in the 
way of desk attachments has 
better supplied than it is to-day I 
unique departure from the principle utilized 
advan 


never been 
nut a 
in others, and securing some special 
tages has been the leading characteristic of 
the attachment manufactured by the Dis 
Loledo, Ohio 

[his device may be attached to a table, 
stand, or roll top desk The illustration 
shows the device in the latter position. The 
typewriter attached to the 
projections shown in cut, which places type 


appearing Stand Co., 


baseb« yard is 
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writer in position for use. When not in 
use, by releasing the catches the typewriter 
together with cover may be swung beneath 
the desk, back of the knee room, and en- 
tirely out of the way. 

The special advantages claimed for this 
swinging typewriter support, is that it is 
quickly brought into use, and upon being 
swung out of position it is occupying space 
not otherwise utilized. The operation of 
this attachment is simple, and it ideally ful- 
fills its function in making of ordinary 
desks and tables, a convenient typewriter 
stand as well. 


A DISAPPEARING TYPEWRITER STAND. 








\ Finger Guard 


It Rests a Writer's 
Fingers 











Watermanis/idea) Fountain Pen 


Finger Guard 





Finger Guard 


To Fit any Cone-cap 
Waterman's Ideal 











Another Waterman’s Ideal Innovation for Fountain Pen Perfection 


Bookkeepers, Stenographers, 


that has yet been devised for the comfort of those who write a great deal 
ittachment, of Para rubber, made in 


-+ 


he gold pen 
on butt 


remove and I lace 


Price 25c Each 


From Dealers Everywhere 


San Francisco 





Boston Chicago 


the fountain penholder as to touch 
To carry in pocket 
end of 


holder,permitting the placing ofcap. 


173 Broadway, N. Y. 


Montreal 


1 


various sizes to fit over any Waterman’s Ideal of cone shape 

It rests the writer’s fingers, prevents cramping and acts as a 
safeguard against contact with the 
force of habit, creep so far down on 


pen, for fingers which, through 


Waterman’s Ideal Finger Guard is a highly polished, bell-shaped 


in fact all writers will find in this new finger guard one 
of the greatest conveniences and practical attachments 
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Don’t Lick Your Envelopes! 
THE GUMMED FLAPS ARE DIRTY 


If you ever saw envelope glue made just once 


you'd be cured of the habit for all times. 


Sanitary Envelope Sealers 


Moisten the flap by one stroke as shown. Fold 
flap and roll-down by return stroke and it’s done. 


Sent se ae 5. op a > AGENTS 
4) WANTED 


Everywhere 


The Ohio 

Metallic 

Packing 
Co. 


Dept. B 
Am. Trust Bldg. 


CLEVELAND 
OHIO 






































1 ‘Automatic Machine 
Saver 


Automatic Ribbon 
cA Saver 


aite® | Sanitary Steel Cushion 


tic Touch and 
ATTACHING SYSTEM! ““Sheed improver 


So different and superior to the old fashioned gimlet and 
screwdriver way of attaching the typewriters, there is no com- 
parison but by CONTRAST. 

Don’t have to sweat blood to fasten or unfasten the ma- 
chines. It is done INSTANTLY. AND WITH PLEASURE. 

Send for booklet of information and sample, at dealers’ 


rate. There is BUSINESS here for you, Mr. Deal- 
er, -if you will just take the handle and PUMP. 


Typewriter Economy Co. 


411-429 Tribune Building, New York City 

















(By Special Correspondence.) 


Chicago. 

The Macey Company reports business as 
on the increase. Manager Masterson in dis 
cussing the situation said: “The general 
situation is that stocks have been reduced 
to an absolute minimum and that business 
will boom from October on. The dealer 
should provide for the demand that is sure 
to come by laying in a liberal stock. I 
have placed a large stock of desks in the 
Chicago office in anticipation of the de 
mand and I feel that we will have a good 
fall and winter business.” 

* * > 

H. L. Stone, formerly with the A. W 
McVloy Company of Pittsburg, as a spe 
cial representative in the office furniture 
department, has severed his connection 
with that company and is now associated 
with the Macey Company in Chicago. 

* 7 * 

C. O. Davis and W. L. Brown of the Ma 
cey Company of Chicago have returned 
from their vacations. Mr. Davis was in the 
Adirondacks and Mr. Brown in southern 
California. It makes interesting listening 
to hear the comparison of notes. 

* * * 

W. E. Dando, for three years with the 
Derby Desk Company, has accepted a po 
sition with the Macey Company as sales 
man at the Chicago office 

Herkimer, N. Y. 

George W. Searles, one of Herkimer’s 
foremost business men, has made a change 
in business, severing his connection with 
the Horrocks Desk Company, of which he 
is the financial secretary and seller, to take 
entire charge of management of the Na 
tional Desk Company, also of this village 
Mr. Searles is a highly esteemed and suc- 
cessful business man and the success which 
has attended the efforts of the Horrocks 
Desk Company is due in no small measure 
to him The latter firm was started by 
William Horrocks in the old Horrocks 
shop on West German street and in 1895 
Mr. Searles became a member of the firn 
with Mr. Horrocks and H. G. Munger 
Since Mr. Searles has been with the com 
pany it has left the small building on West 
German street and now occupies a larg 
brick building on East German street, bot! 
its manufacturing capacity and its financial 
strength being doubled during that time 

The company with which Mr. Searles 
has associated himself is one of the later 
industries, having been started by Hor 
rocks & Metzler three years ago. Mr 
Metzler withdrew after a short time and 
some Little Falls capitalists took his place 
and the capital stock was increased t 
$100,000. Mr. Searles will have complet: 


| charge of this concern 


San Francisco. 
(By our Special Correspondent.) 
The desk and filing cabinet business in 
San Francisco is still comparatively quiet. 


though there are many signs of improve- 
ment. All of the special sales that were 


a 
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being carried on a few months ago have 


been brought to a close, and practically 
everybody seems to be charging full prices | BIL 
for desks and chairs. The demand is a lit- | 
tle better, as there has been quite a large ;, : ‘ ‘. : ' 
movement of business houses into new In selecting a POSTAL SCALE, the one im- 
rr ¢ portant thing to consider is reliability. 

quarters, but most of the desk men look The PELOUZE POSTAL SCALES stand for 
tor much more improvement before the both durability and reliability. 
end of the year They not only tell instantly the cost of t- 
age in cents on all classes of mail matter, bul also 
give the exact weight. 

They are beautifully made in artistic designs— 
appropriate for the large Business House, Office, 


* e . 


The Craig Desk Company has just re- 
ceived a large shipment of Quigley desks. 





* * « 
S re ¢<z > 
The Library Bureau has started abranch | ee are pay for themselves in stamps 
in Oakland, under the management of A. Nationa! 4 Ibe.03.00 saved. : 2 ; , ; ; 
C. Hinsdale. The local store will be moved | Union 244 Ibs. 2.60 EVERY SCALE WARRANTED Mail and Exp.,16 Ibs. $5.0) 
in the near future to a new location on | Columbian, 2 Ibs. 2.00 s ‘ i : Commercial, 12 tbs, 3.75 
Market street between First and Second. | cos See oe For sale by leading dealers Insist on getting tnd ENE 8 ned 
: Tar a Crescent, 1 ib 10 a PELOUZE Scale. If your dealer cannot supply Victor, 136 Iba, 2.00 
you, we prepay expressage on receipt of price. 


Mr. Rucker, of the Rucker-Fuller Desk 
Company, is out of the city on a vacation. 


* +0 Pelouze Scale & Manufacturing Co., 403-413 Ohio St., Chicago 


Manager Victor, of the Yawman & | 
Erbe Manufacturing Company, has had his 
hands full for the last few weeks, as sev- 
eral of the men have been away on vaca- | E LE Ay E E YWH ERE 
tions, and the business has been picking D A R Vv R 
up. The local store is now making an at- 
tractive display of the Y. & E. copier. 


Write for Catalogue P. 








ARE MAKING FROM 


100% to 150% 


WITH THE 


Navan Order Book 


One reason why this Order Book is such a good seller 


* 7 « 


this month, as the local enrollment in the 
public schools has been much larger than 
was expected, and a number of large orders 
have been placed from outside points. 


* * * 


| 
| 
The school desk business is a feature 
| 
| 
| 


H. S. Crocker & Co. have been awarded 





a contract for furnishing school desks for | | and gives such good satisfaction is because it has 
the city and county of San Francisco for | 

use in the new schools recently erected. A STATIONARY CARBON 

They have also taken a government con- 


tract for furnishing desks for various In- 


dian schools in the west 





This means—First: No smutting of fingers; Second: No loss of valuable time, 
in view of the fact that the carbon is not handled but automatically falls 


into position. If you have not yet ordered, now is the time to put them in 
USING INDELIBLE PENCILS. stock 
The indelible, or copying pencil, was an | Send for Free Samples and Dealers’ Proposition. 


excellent invention and promised to hecome 


But, manufacturers theew it on the make || THE SIMPLE ACCOUNT SALESBOOK COMPANY 


Sut } 
without instructions for use, and it never FREMONT. OH 
gee ; ce 10, U.S. A 
had a chance to fulfill its mission After . . ° 
writing a line the point becomes slick and Sole Manufacturers, also Manufacturers of A« nt Systems, and Counter Pads for store use. ° 








glides over the paper without effect. Then 





it is moistened by the tongue, the schoolboy 
habit being irresistible, after which it blurs 


half a line and slicks up again, besides leav- | 
me he oatte in wly'nie Nee | PAS STAPLE AS SUGAR 


peated moistening it becomes soft and 


Once your trade becomes familiar with 


crumbles into a damp mass. Then it is 
thrown away 


An indelible pencil is a joy forever if cor- The Eureka Bath and Cloth System 


rectly used. When we had slates in school ere they will recognize that it uperior features 
we quickly learned that wetting the end of ees ms and reliability place it in the class of staple 
' articles and one to be thought of and called 
for when copying facilities are required. 


Nothing to sour, mildew, rust or decay. Clean 


the pencil was ineffective, so we licked the 
slate, or spat on it, or moistened our fin 


gers and rubbed where w vanted to write | - ‘ } 1 
If ray 1 , , ith +} . | : part te and fresh at all times 
) low the same meth \ . - | BLAS a : ' ; NN : 
‘s “ i I : € nié qa witn 1¢ ye ie A aft. Even moisture alwavs insure perfect copies \ ~ 
delible pencil and a pic re f paper you will " palit Made entirely of metal and mineral A 
obtain satisfactory results Suppose you : : , , . 
- ‘ - | ‘ 7 [hey are furnished 1m all sizes from 
want to sign vour name and make it look Correspondence Waybill.” 
’ ra > ri : RE 5 Th 2 
real inky lust wet the d of vour finger | PR an EUREKA SYSTEM is the 
_~ = oo = ‘ Ca > Aa 1 ae 
and wipe it across the space the signature P>. Phere more of them in use 
’ , | e . thar th } i 
will occupy; then write \ damp sponge ; . , 


Eureka Blotter Bath 
Company 


6215-17-14 Wentworth Ay.. Chicavo, i. 


on the desk is the thing for office work; The 
but the tip of the tongue is good enough 
for the outside delivery clerk, salesman or 
express agent. Caution—Never wet the 

' ° b.) a Write for the 
pencil New York Press | Bureka Booklet. 
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the exclusive agency 
in your city for the 


MANN 


LEDGER 
9 


Do You Want 


The Mann Loose 


Leaf Devices em- 
body all the qual 
ities which have 
made the Mann 





Blank Books a standard for sterling worth 
They are constructed 
will be a 


for so many years. 
to give satisfactory service and 
credit to any who handle them—are fully guaranteed in every respect. 

-. The Mann Binder can be fitted Yale Tumbler Lock to ensure 

One operation of key closes and locks binder. 


with a 


absolute security. 





Write to us with u view of obtaining the agency in your city. 


William Mann Company 
Makers of Loose Leal Devices, Blank 
Books, Copying Books and Papers 


© 529 Market Street Philadelphia 


























Are You An Al Salesman? 


Then live up to your reputation by using our Peerless Patent 














Book Form Cards, the best card for the best per yple 






The distinctive features of these cards is the perfectly smooth 
We def, 


cation of having been bound in book form. 





vou to find anv indi 






edge when the card is detached. 









YOU SAVE 509, OF YOUR CARDS because they can all 


be used, never being soiled or marred. Carried in a beautiful, 






thev are always together and alwavs 





genuine, seal leather case, 
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THE JOHN B. WIGGINS 
COMPANY 


SOLE MANUFACTURERS 
Engravers, Die Embossers, 
Printers 


79 EAST ADAMS STREET 
CHICAGO 
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LOOSE LEAF 
Elmira, N. Y. 
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NEWS—Continued. 
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AVERICAN SECTIONAL FURNITURE CO., Minneapolis, Minn, 














PRICE 


Put “ROCKBARNES” Typew: 


‘iter Papers ina class by them- 


selves. Get the new Sample Book, compare the paper, 

grade for grade wit} you are familiar with, note the 

uality and price u will want “ROCKBARNES.” Once 
| 

get then stock a ou will increase your business, make 


nd give hettet eTvice 


to your customers. 


WE MAKE MILL PRICES ON STENO NOTE BOOKS 





eB est the country. We are head- 
r Supt Ribbons for all Machines 
Per rl re t rbons, Second Sheets, etc 





FOR A. P. LITTLE 


ROCKWELL-BARNES CO. 


800 Baldwin Building CHICAGO, U.S.A. 
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BLUR KNOT 


| 


RIBBONS 






THE BEST 
yOU_ EVER. HAD 
OR YOUR MONEY BACK 





RIBBONS are guaranteed to be non-filling. 
The color ia rubbed in by hand They produce 
the brichtest colors. Their work will erase ciean 


made vy medium or light inked. 
Grade “A” is a light weight Carbon made 


from 
is entirely free from pin-holes. The soft. silky 
texture of ap ml combined with its non- 









preasions 
the heavier carbons. It is 
duplicate reports, small 





for legal 
figures, fractions, etc 
Grade “1B” possesses the same characteris- 

ties as grade “A” but is heavier - 

and is used for general work where not 
than 6 copies are required. 

‘C” is a good, cheap Carbon, 

but a grease carbon. colors 


and will not be affected 
varying tewperature. 

























MILLER PACKING CO. 


——===—_ Incorporated 


- 128 HOWARD ST., NEW YORK 


Packers and 
Forwarders 


Can save you money. Write and learn how. 











Here ‘tis! Tried one yet? 
Greatest little thing ever. 
Being widely advertised. 
m@verybody wants 
them, too. 
AyYou don’t need to 
hammer or screw a Han- 
dihook. Just push with 
your thumb—that's all. 
No bother—no fuss. 
Holds up to 10 pounds. Leaves 
no marks. 
Think of almost 
anything that can be 
hung up anywhere and 
there’s where the 
Handihook is just the 
thing. Your custom- 
ers will want them. 
Be ready! 
Ask your jodbder or write us. 


A. GOERTZ & CO. 
279 Morris ve., Newark, N.J 
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LOOSE LEAF NEWS—Continued. 


Omaha. 

The Carpenter Paper Co., both through 
the home office and the branch houses, is 
experiencing the advance flurry that is the 
index of a good season. They estimate 
that stock goods are being purchased to a 
greater extent through the northwest than 
in any other portion of their territory 

- cs * 

Most of the local stationery stores have 
picked on the dull summer season as the 
proper time to renovate and refresh stock 
This is the case, especially with Moyer 
Stationery Co., Carpenter Co., Omaha Sta- 
tionery Co. C. C. Cope, of the last named 
concern, has spent a portion of the sum- 
mer in the east, and is just getting his 
fences well up for the fall work. 

* * * 
National Index Co., 
Columbus, Ohio, made a number of deal- 
ers a pleasant call last week. Mr. Cott is 
probably one of the three or four really 


Mr. Cott, of the 


expert “index men” in the country. His 
specialty is the indexing of all sorts of 
public records. 

St. Paul. 


The Curtis Printing Co. have something 
to say regarding the picking up in the de- 


mand for loose leaf goods. Mr. Curtis 
says he finds very little call for cheap 
goods, and that it is an easy matter to 


show the user he saves money by buying 


standard goods 
* * * 


The Louis F. Dow Co. have taken up 
the sale of the C. S. & R. B. Co.’s alumi- 
num back ledger. Needless to say this firm 
of hustlers will make it a paying proposi- 
tion 

Sioux City, Ia. 

Deitch & Lamar Co. report business im- 
proving in loose leaf, and the demand 
steady, though light. 

* * * 

J. M. Pinckney will consider the advisa- 
bility of carrying a complete loose leaf line. 
Heretofore he has specialized on price 


books only 
° * * 


Perkins Bros. report a nice ledger trade 
this fall, and, while they predict conserva- 
tive buying for some time to come, they 
say they feel that the feeling of apprehen- 
sion is being replaced by confidence. 


San Francisco. 
(By our Special Correspondent.) 

[he Standard Office Supplies Company 
has moved into a new store at 425-427 
Montgomery street, near California, and 
has recently added a new line of loose leaf 


goods 
* * * 


Mr. Bevins, representing the Show Blank 
Book Company, was in San Francisco last 
week 

* 7 * 

Mr. Van Culin, representing Kiggins & 

Tooker, has been traveling on the coast 


* * * 
H. K. Freeman, representing the San 
ford Ink Company, is now in San Fran- 


cisco 
* * * 

Dixon, Fish & Co. say that the surprise 
of the season with them is the increase in 
sales of loose leaf goods during the last 
months. They are laying in a large 
of these lines. 


two 
stock 





The Requirements of a Good 
Envelope Moistener 





It should be light as is consistent with necessary streneth, 
so it can be easily and quickly handled. It should have 
provision for moistening different sized envelopes. There 
should be no loose parts to be removed or attached with 
bolts or screws. It should have no rollers or bearings to rust 
or corrode, or rubber attachments to rot out. It should 
not leak when overturned, or gum up after being 
The cost should be within the reach of every concern. 

THE PERFECT ENVELOPE MOISTENER meets these 
requirements in every particular. More information for 
the aeking. Circulars on request. 


Price $1.09 


MeCLELLAN MFG. CO. Elmira, N. Y. 
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We can furnish absolutely anything 
you want in 


Eyelets, Escutcheons, Washers, Etc. 
LET US QUOTE YOU 
THE BARRETT BINDERY COMPANY 


181 Monroe Street, : - CAGO 








We Manufacture 


Adding Rolls 


For All 
Makes of 


Machines 








Ruled or Plain 





Cash Register Customers Rolls 
Cash Register Detail Record Roll 
Police Ticker Rolls 
Rapid Roller Copying Tissue 
Time Clock Rolls Telephone Rolls 





Ali sizes and styles of small rolls made to order Est: 


mates and samples cheerfully furnished. 


BENJAMIN E. BUCHANAN 
Manufacturer of SMALL ROLL PAPER 


4th and Commerce Streets 
PHILADELPHIA, PA. 






































~Right-in-Sight" 
opy 
Holders 


a joint flexible 
as pliable as your 
own arm, so 
you can ad- 
just copy to 
any position 
or angle 











nav 









You can use the with any ake of Typewriter or 
Adding Machine, or even Elliott - Fisher Billing 
Machines, at any height or a angle. Shield will 
hold Copy Books, Loose Sheet Cards or Books 
with Stiff Covers 

HAS PERFECT LINE INDICATOR 


Saves Eye-Strain—Increases Efficiency 
Line Indicator, 25 Cents Extra 

Ider for sct ls teaching ‘‘touch 

in keyboard by 


The IDEAL Copy Ho 


system” work: promotes confidence 


f work. 


hiding it, yet does not obstruct view « 


Some of our dealers and agents have equipped 
ity, county and state offices 


whole 
Write For Our SPECIAL 


D E A L E TERMS TO THE TRADE 


For Sale by the Leading Typewriter Manufacturers 


Combined Tool Company ‘emis 








Chichester 
Typewriter 
Chairs 


are 
Favorites 
with the 


DEALER 


because 
they please 
the 


Consumer 


They 
please the 
Consumer 
because 


“THEY FIT THE BACK” 


If you sell Typewriter Chairs get our Catalog. Shows 
our Full Line of Patent Adjustable Back Chairs. 





Chichester Bros. Chair Co. 
13 Elizabeth Street, New York 
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LOOSE LEAF NEWS—Continued. 


Topeka, Kan. 

Crave & Co. are establishing a separate 
sales department, made necessary largely 
by the call for loose leaf goeds. This en- 
terprising firm is enjoying a rapid and sys 


tematic growth 
> - = 


Adams Bros. find a _ heavy call for a 


moderate priced ledger outfit. They have 


placed a large number of these, and con- 


sider them a valuable step in the “cam- 
paign of education.” 
* . * 
Both the Hall Litho. Co. and the Hall 


Stationery Co. report the summer trade in 
loose leaf very light, but steadily 


improving 


devices 


+ * * 
Ketcheson & Burbank Co., although new 
people in the loose leaf fraternity, are al- 
ready making themselves known. We pre- 


dict a future for this combination of ag- 
gressive business policies. 
Wichita, Kan. 
The Millison Office Supply Co. report 
ledger trade light, but good on the gen- 


eral line, particularly on special goods 
Chicago. 

The C. B. & F. Co. have 

cured the services of Mr. D. M. Marshall, 

who is a man of great experience in the 


manufacturing line and is an authority on 
Mr. Mar 


se 


recently 


costs and overhead expenses. 
shall will be a valuable addition to the 
sales department of the C. B. & F. Co 


* + * 


Jos. A. Mudd, president and-manager of 
the C. B. & F. Co., is spending a week or 
two in northern Michigan seeking relief 
from hay fever, of which he is a victim 


Mudd advises that his factory has been 


Mr 
very busy and prospects for fall trade are 
very bright. 
7. * > 
7T he ( RB & ¥. Co have recently opened 


an office in Philadelphia, in charge of Mitch 


ell & Beavers, located at 219 Drexel build 
ing. and will carry a full line of stock 
goods. Mr. Mitchell is well known in the 
stationery trade and loose leaf field in Phil 
adelphia, having been connected with the 
largest and best houses 
* * > 
The C. B. & F. Co. have recently found 
it necessary to cut down their office space 
to make room for a new Hickock Ruling 
Machine, which has been added to them 
ruling department 


THE EFFECTS OF BUSINESS. 


“Don’t wait up for me,” he said to his 


better half “I may be rather late, but 
‘business is business,’ you know, and it 
can't be helped.” 

The next morning the man of method 


was far from either looking or feeling well 
sat toying listlessly with 
ston 


eakfast he 
his toast and fish 
hind the 
fast room clock was equally 

Maria, my dear, there must 
with that clock. I 
last night,” remarked the 


while his spouse sat 
coffee pot The 
1 


silent 


lems tos break 
be some 
am sure | 
wound it up hus 
band 

“No,” answered “you 
Freddy’s musical box instead, and it played 
‘Home, Sweet Home’ till 3 o’clock in the 
morning! The hall clock has also stopped 
but you have screwed your corkscrew right 


into the 


his wife, wound up 


hbaromete "2 
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CARBON 
PAPER | 
FACTS | 


No. 14 


“Experience Teaches at_the 
Cost of Mistakes.” 


£ Is it profitable to pay fifty 
cents per thousand less for 
Carbon Paper and lose even 
the sale of a single box? 
Good Carbon Paper sells at 
a good profit everywhere and 
only good Carbon Paper stays 
sold. It takes the best ma- 
terials and a long experience 


to make 
M. S. 
Carbon 
Papers 
“A Line That Can't Be Matched” 


We want you to see our 
goods and know our proposi- 
tion even if you don’t think 
of making a change. 


Manifold 
Supplies Co. 


55 Warren St. 
New York, U.S. A. 


A. L. FOSTER, President 
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O method in modern times has pro- 

gressed so quickly in the commer 

cial and applied arts as_ this 
very beautiful form of engraving Fine 
stationery to-day marks the standard ot 
any house no matter what the line Cwice 
the advent of automatic power machines, 
printing from steel is almost as cheap as 
type printing, the difference existing only 


in the original cost of a steel die or plat: 
The up-to-date business man has grasped 


the meaning of this long ago, and cons« 
quently to-day we see beautifully engraved 
letter heads and business cards, etc., in 


abundance where only 20 years ago the pro 
portion was quite small. A machine 
nowadays prints a steel plate or die at th 
rate of 8 M. to 10 M. a day, where the old 
style plate press can produce hardly 2 M 


power! 


a day 

While engraving 
still it took our modern genius to apply this 
art to business 

The production of 


is a very ancient art, 


a steel plate or die 1s 


rather interesting to note; first of all, you 
have a sketch or an idea to be developed 
for the engraver. Most engravers make a 
good sketch This sketch is traced and the 
lines filled with vermillion, reversed and 
rubbed on a ground either of wax or etch 


marking in ot 


ing. You are ready for the 
etching, as the case may b« Should your 
subject be lettering only, you at once pro 
ceed to select a suitable width graver for 
the various cuts, which is slow and tedious 
process at first, but soon the hand obeys 
every wish of the brain and speed follows 
If your design is, however, to be the sha 
ded effect, called ruling and picture engra 
ving, you proceed entirely different In 
most of these cases the etching needle pro 


duces the desired black. Your ruling is put 


on the plate by means of a diamond point, 
one line at a time, and of course by a most 
accurate machine called a ruling machine 


When your ruling is complete over the de 
sign, the most dangerous work begins 

To make your ruling serve its purpose, it 
must be eaten into the steel with acids. To 
effect a result, you must 
paint over the steel where the acid is not 


safe and pretty 


wanted, and little by little your design its 
gwiven an acid bath until finally the darks 
have been reached. Now you remove acid 


and paint and behold a rare picture in steel 
This of work, the 
many hours of practice needed and 


class on iccount oT 
ill yuess 


work, is much underpaid 


There is no doubt in my mind that typ« 
printing for stationery will be entirely 
transplanted by printing from steel. Steel 


not only makes a cleaner and better line for 
printing, but it also embosses the line letter 
or design it represents with one strik« 


If your steel plate or die is properly hard 


ened, wear is practically impossible; ther: 
fore it is the che apest process ol all 
Lithography is still a favorite form of 


showing good business, bank and other 
tionery, but embossing in that work is not 
possible with one blow 


Of course, in steel engraving, like other 
forms of reproducing, you will encounte: 
the cheaper and better class 

Not many realize the many years of 


study, in drawing, painting and modeling 
necessary to make a first-class engraver 


takes to teach 


th 


the patience and care it 
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Engraving on Steel 


tion 


By Adam Pietz. 


and envelop . 


crest, 


of stock, bat 


ind « 
| hav 
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ind it 
Che 
other 
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nastery of the graver. Engraving 

wick and cheap reproduction is used 

y .branches of work now that I 

rdly find space here for my illustra 
First of all, the business letterh: 
pe, the business card, monogran 

bel, box tops, hat tips, certificates 

ik checks, railroad tickets, state 

ity seals, calendars, et In the above 

reference only to the lne, picture 


m t 
| 
ture e1 
to mod 
d \ i 
row, al 
You n 
chis¢ S 
ind s 

done 
tte i 
press! 
work 
fe an o 
ry 
script 
g: 
] ttie 
\y 
sunk di 
used n 
the de 
used t 
cover°rs 
net, ¢ 
signias 
\m 
product 
om I 
alike 
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The 


ter 


sunk 
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engraving 


"1 
is Stil 


mbossing die 


rm pretty to study and very difficul 


transter of the design the w 
me as described for plate or p 
raving, now your engraver is ready 
the subject—perhaps a portrait t 
y subject from the universe to-m« 
tf this work ts done in the revers 
é ind chase the design with fine 
d punches. You carve and « 
pe and all of a sudden the thing is 
Sometimes a bad disappointment 
pleasure, for now you have the it 
Most clever engravers love tl 
he riety of subjects to pr duce 
eat. there 1s no end 
ett engraver wW specializes 1 
t S r the \N rst end oO! 
smu s the work varies b 
beautiful form is the modeled 
ngraving his form of work i 
r gold or plain embossing 
ot the work rarely permits ec 
dy tage This branch of w rk 
vast territory, the medallion, sig 
it: of arms, book covers. badges. 
seals. ete 
r these the most interesting is t 
n of a coin in as much as eacl 
certain denomination must bs 
d dies will break or wear out Chis 
work is a mystery to many 
rocess 18 however. a simpli ne, 
st original 1s modeled in wax, quit 


irge, electroplat« thence reduced by 
machine to any desired size in steel Chis 
is called a hub. When the hub is hardened 
same is stuck int female die. The letter 
ing, stars, et hed into this, from 
which another il hub is made, whicl 
serves the pury making other hubs 
r renewing wor! it dies 
Che Philadelp! nt shows the sual 
visitor many more things in the making of 
s and meda wut the actual engraving 
hubbing is not part of this most 
teresting progr 
\ word on « nd inartistic engrav 
g for busines m of the opinion that 
rt in many lines is not properly cared for 
nd cheap eng g with good business 
does not properly rmonize, therefore it 
heaper to get first class engraving in or 


der to properly resent one’s ling 


his article is written especially for the 
stationer or printer who has been slow to 
re ze the n dvantages of printing 
nd engraving on ste 

DESERVED CREDIT. 

\ noteworthy mpliment was paid the 
Butler Business Sch of New Haver 
Conn., last N by the Reminet 
lypewriter Comy the oldest and largest 
typewriting industt in the world, wher 
‘ se this sch field of contest 
i medal it w ffer to one s 

the territ I f its brancl 
, ghout 1 Seates 

WATERMAN’S IDEAL FINGER 

GUARD. 

| | E. Waterman Company have ist 
b ugnt out a new device to W 
terman’s Ideal tain Pens, whi 

1 interes g irticle to. stat r 
ghout the y, and prove to be a 
luable arti ! ial peop y 
I nger g s highly s 
shaped piece of vulcaniz ed rubb 
to fit over ny cone-shaped Water: 
s Ideal It lown on the holdet 
ist far enoug! rmit the flange end t 
even with the bottom of the gold 
l re guards rests the writer 
THE DEVICE 
bookkeer tenographers, p 
writers business peoy 

much writi guard will be four 
xceedingly rest t the hingers, prev t 

‘ mping g ae te gu 
‘ st cont ink, on t g 
I ng through { 
reep wn , a ‘ 
der as the gold pet 
When Pp this new g ! 
( is to be 1 in the pocket, the 
may be d and placed t 
nd of tl the cap p 
pen point rular mani 
retail pr S cents ¢ } 
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(B Special Correspondence.) 


Glasgow, Scotland. 

Consul J. N. McCunn has sent to the 
Bureau of Manufactures of America a de- 
tailed description of a device for inking and 
redressing typewriter ribbons, which has 
been invented and patented in Scotland 

London, Eng. 

Manager Harrison of the Smith Premier 
(ompany writes as follows 

“We have a letter fron Mr. Playfair 
Shaw, our dealer in Calcutt stating that 
he has just received an order from the 
government stationery office calling for 21 
No. 4 Smith Premier typewriters to be sup 
plied to the inspector gens ral of police, 
Central Provinces, for the use of the dif- 
ferent police inspectors throughout his dis- 


trict During the past twelve months we 
have supplied 44 machines to the Indian 
government.” 

Mr. Shaw writes “Two weeks ago I! 
sent my traveling man to Nanital, the Sum 
mer City of the government of the United 
Provinces and he reports that the secretary 
f that government who had been keen on 
he U machine, has promised him in 


f 
future to buy Smith Premiers.” He also 
writes In comparison with other com 
panies our work has been magnificent.” 
Our dealer in Rangoon is also doing 
great work throughout is district The 
hief court ir Rangoon uses SIX Smith 
Premiers and writes that they are giving 
re t satisfaction and that l the operators 
e in favor of Smith Premiers. Our ma- 
hine is also in the pub works depart: 


Rang n and tl Burmah Secre- 

ria and we have been promised orders 
from the Burmah Railway, Custom House, 
nd the Rangoon Municipality.” 
Madrid, Spain. 


The King of Spain rec y purchased an 


Underwood for his own personal use. The 
il ag M id called and gave His 
Majesty his first lesson on one of the most 
beautiful machines ever turned out from 
Underwood factory [t was finished in 
ite enan 
Marseilles, France. 
I Smith Premier Company announces 
he death of Mr. Deischlinger, manager of 
ir Marseilles, France, off His death 
k pl J 2d f typhoid fever 
He was a very promising young man, and 
his loss will be felt by tl French organi 
tion a nd business way His 
rrite di ne to handle, 
. d he } id cha vt himeelf + ist efficient in 
management 
Mexico City, Mexico. 
| hn R stant rd, res lent nM nage! 
Remington Typewriter Company. will 
leave f a the United States on 
August 23. While away Mr. Stanford will 
visit St. Louis, Chicago, New York, Wash- 


ington, Wilmington, Atlant nd other 


Thomas G. Davis was t last evening 


1 party of eight members of the force of 
he Remingt n-Sholes Tyt vriter Com- 
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With the assurance that it 
will meet with the approval 
of your most exacting and 
discriminating customers 
you can recommend 


DANISH BOND 


A high-grade paper at a moderate 
price. Made so well that it 
HOLDS TRADE. 


Nine Colors and White. 


Manufactured by 


B. D. RISING PAPER CO. 


HOUSATONIC, MASS. 





PCCGISTERED 
SANF ORD&BENNETT 


iE Ww YORK U.S.A 











Practical Pen 


for Practical People 
n pen v 1 1 this little INK PENCIL the most satisfactory 


a0 m™ 4 


A : 


trument ever Made of tl nest quality red vulcanized rubber; point is of gen- 
_ which gives a perfe th, easy act ) essential to rapid writing. Nothing to get 
er; guaranteed as t ateria nstruct and operation. Can be carried in any position; 


as Ir ensabdie t i ») write 
A Good Proposition for Dealers. 
We manufacture a full line of Fountain Pens and Pencils for both foreign and domestic trade. 


rse or nat 


SANFORD @ BENNETT, 51-53 Maiden Lane, New York 
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DEALERS ! 
An Ink Opportunity 


We are in special position to enable you to se- 
cure the orders of the large consumers in your 
locality. 











By manufacturing ink in quantity putting it up 
in large packages, and making a specialty of this 


trade, we are able to make a price on case lots 
that will enable the dealer to get the business in GET THE BUSINESS OF 
the face of all competition. THE LARGE CONSUMERS. 


THE QUALITY of our goods is the best. Our 
avaeke have been in use for a quarter of a cen- Saanaarnaa AY = ae 


tury and we stand back of our ink, guaranteeing 
it to be just as we represent PROFIT. 


These large concerns use our ink with the highest satisfaction: Marshall Field & Co., 
Western Electric Company, Armour & Company, First National Bank, Illinois Steel 
y, Auditorium Hotel, All of Chicago as well as the Board of Education of the 


Compan 
City of Chicago Itself. 


Our Proposition Will Interest You. Samples and Full Particulars on Request. 
Write today. 


PIERCE MFG. CO., 29 Michigan Ave., CHICAGO 














THE “MODERN” DUPLICATOR 
CONTAINS NO GLUE OR GELATINE 
Eg i Ly Te 


each 9x12 inches, complete 
wade dacount Lee Be Declan Pei Selenee FULLY GU VGUARANTEED. It can be used ‘100 


times each day if desired. Descriptive folder of other sizes FRE. 
D. A. DURKIN, REEVES & CO., Mfrs., 339 Fifth Ave., Pittsburg. Pa. 














pm SURPAISE STATIONERY HOLDER 


VARTE FR 
15 in. long. 8} in. wide, 7 in. high, weight 10 oo oe aaa feet shelf surface. 
Holds 1350 sheets of paper, box for postage stamps and pencils, 75 envelopes. 
Sheets Sheets Sheets 


150 Lega! Cap 150 }-Letter Size = -Regular a j PRICES 
150 Long Bill 150 4-Letter Size -Regular Bill —————_———_ 
S. S. CROOKS MFG. CO., ST. PAU ag INN., 667 HOLLY AVE. 





150 Typewriter 150 Letter Size 150 Regular Bill | WRITE FOR | 








a 





Of Value to Stationers! 














Mr. Chas. E. Falconer of Baltimore, in 
his address at the Stationers’ Conven- 
tion at Boston, among other things said: 


“Your Stationery should be of the Highest Grade, 
both in Quality of Material and Every Other Detail.” 


HERE’S WHERE WE COME IN! We use the highest grade 
of imported cloth in all our ribbons. WE REFUSE to accept 
orders for domestic fabric made ribbons. They are guaranteed 
full lengths, non-filling, and climatic conditions will not affect 
them. Imprint boxes furnished without extra expense to the 
stationer. 


HIRAM STRAUS & CO. 


Manufacturers of 


Inked Ribbons and Carbon Paper (CLEVELAND, OHIO 











Eee 








(By Special Correspondence.) 


Alliance, Ohio. 

The American Case and Register Com- 
pany has now occupied its new building 
and is rapidly getting things in shape to 
meet the growing demand for the product 

* 7 * 

Edward Hardy, of San Bernardino, Cal., 
has accepted a position with the Ameri- 
can Register Company and will enter upon 
his duties immediately. He will remove to 
Alliance in the immediate future. 

Cincinnati. 

The local office of the National Cash 
Register Co. is being wholly transformed 
in the Palace Hotel Bldg. A new front is 
being put in and the interior is being re- 
decorated. When all changes have been 
completed, a very handsome improvement 
will havé been made. 

Columbus, Ohio. 

The American Cash Register Company 
has a force of 600 men employed in the 
factory and are putting out 500 machines 
a month. President Heyne has organized 
a strong selling force to take care of the 
growing business, and in fact the demand 
for machines was so great he had to es- 
tablish a strong force to meet the demand 

Dayton, Ohio. 

Picnics are the order of the day with the 
employees of the Cash Register Company 
and recently the members of the final in- 
spection department had an outing which 
will be the source of much pleasant reflec- 


tion for some time to come. 
+ ~« = 





The National Cash Register Company is 
rejoicing over the fact that the past month 
has brought the largest single order for 
cash registers ever recorded with the com- 
pany. It calls for 100 machines with a to- 
tal valuation of $30,000, and comes from 
the agent of the company at Council Bluffs, 
Iowa, J. L. Morris. The registers are for a 
chain of groceries operating in and about 
| Council Bluffs. 





. * * 

E. S. Thomas, of this city, who was for- 
merly a lecturer for the National Cash 
Register Company, has just accepted a 
similar position with the Thomas Motor 
Car Company, and will travel throughout 
the country giving lectures in the interest 
| of his concern. Mr. Thomas will give an 
| illustrated talk on the recent auto contests 
in which the company he will represent 
came out victorious. He is a well known 
Dayton boy, having lived in this city near- 
ly all his life. 





e 64 

General Manager E. A. Deeds, of the 
National Cash Register Company, received 
a message Monday from H. F. James, De- 
troit district manager for the company, 
saying that Richard W. Meacham, Jr., who 
was arrested in that city on the charge of 
passing counterfeit money,. had been re- 
leased and that the circumstances in con- 
nection with the offense were not of a se- 
rious nature. Details of the affair were not 
obtainable, but it was learned that Mr 
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are the Only Positively Accurate and Sci- 
entifically Perfect Automatic Scales made. 
BECAUSE—They do not show any varia- 
tion, no matter where the article is placed 
on the platform, they register always 
correct 


! 

| 
Meacham had started for home and is ex- | 
pected to reach here Tuesday. Mr. Meach- 
am bears an excellent reputation here, and 
his associates expect him to prove himself 
guiltless when he is given an opportunity 
to explain his conduct. 

Lexington, Ky. 

T. C. Henry has resigned as sales agent 
for the National Cash Register Company 
and has accepted a position with the 
American Cash Register Company, a new 
concern of Columbus, which has recently PRECISION POSTAL SCALE 

° , ‘ . * Capacity, 4 lbs. by 40z. Price $2.50 
gone into the field in competition with the nN 
National Company. While having charge 
of the sales all over the state, Mr. Henry SEE 
will make his headquarters in this city. : 

Milwaukee. 

(By our Special Correspondent.) 

L. E. Wilson, sales agent for the Na- 
tional Cash Register Company in Milwau- 


kee for the past eight years, has resigned | . . 
paakaae of ill health Mr. Wilson will leave C. ay IMPROVED F6UuNTAIN fen 
soon for an extended trip to the Pacific a\ ana 

GuincH GuIP | 


coast and intermediate points and until his 
The “New idea” prircipie of construction in air coatrol, ink control, ons | ee roptentmene, equate err 


They are constructed entirely of the best 
Cold Rolled Steel; absolutely no castings 
to break Ip transportation, and are hand- 
some in design and finish. 


Sold by all Leading Stationers. 
If yours cannot eupply you, we 
will prepay the Express charges 


TRINER SCALE & MFG.CO. = a 


1255-57-59 West 2ist St., CHICAGO, ILL. Gapacity, 2 Ibe. by 303. Price $1.50 














return or his successor is appointed, the 
Milwaukee branch will be in the charge of 
F. W. Ackerman, who is connected with 





the National Cash Register Company at 

“hi | fect self-filling fountain pen. It does not get out ¢ of order or refuse to Nv, Wate 1500, 1 

Chicago. in any position. Write for bookiet. THE WILLIA a“ Fy" WELTY. COMPANY, Bias, 
t venue, New 


San Francisco. 

The National Cash Register Company is 
having great success with its new check 
printing machine, which is replacing many 
of the old-style registers. The local store 
of the company is taking in a great many 
old machines, and has a monthly breakup 
of the articles thus secured. The last lot 
for the scrap-heap is now being displayed 
in the windows at 1040 Market street, 
where it attracts a great deal of attention. 

Springfield, Ohio. 

Officer Golden went to Beardstown yes- 
terday to take charge of G. C.. McCulley, 

a barber, who had been arrested there on a | 



















On Permanency 


Most inks are permanent under ordinary conditions; 
very few under every condition. Why not handle an 
ink you can guarantee under all conditions? 


’s Writing Fluid 
Carter’s Writing Flu 
has been on books which have remained under water 


for days and upon recovery the writing was perfectly 
legible. It is a pleasure to handle such goods. 





charge of burglary and larceny preferred 
by Springfield authorities. The prisoner 
was returned to Springfield yesterday af- 
ternoon and lodged in the city prison. No 
arrangements have been made for his hear- 
ing. McCulley is said to have made away 
with a cash register from S. J. Morton’s 
place on East Washington street during 
the rioting last Friday night. The register 
was found in a rooming house at 1281-2 
North Fifth street. McCulley denies tak- 
ing the register, but the officers say they 
can prove that he did. 





Send Postal for Our New Monthly Publication “The Scribe” 
THE CARTER’S INK CO. 





A GOOD IDEA. 

J. K. Clark, manager and buyer of the 
stationery department for the Minneapo- 
lis Paper Company, struck a happy thought 
which, while it is as yet a new venture 


with him, already, he claims, increased his Every Loose Leaf Lies Flat When Using 


business about 25 per cent over the same 
business about 25 per cent over tae: ||| THE IMPROVED UNIVERSITY BOOK RING 
cular which he sends out to his trade and | It meets every requirement for the temporary binding of student’ s and stenographer’s 


| 
prospective customers, and it serves as a note books, and various loose leaves. Simple, strong and neat. Made in three sizes. 
stock reminder or stock keeper, as every 8 No 1, 14 inches diameter light 























month the circular treats on various and weight; No. 2, 14 inches diame- 
different subjects, and all items are illus- ter, light weight: No.3, ly, in. 
trated and prices and quotations to each Open diameter, heavy 
article. This enthusiastic worker, Mr. | a Sidewise dha vanes 
Clark, in telling of his experience and ob- from ring, 1% in diameter 
: ; : A to B Write for Particulars 
servation, claims that it not only acts as _ ; 
a salesman, but the customer in glancing 5 manny OTTO KELLNER, Jr. 
over the pages is bound to look over his Patent Applied For. BtoA 4028 State St,, Chicago Patented Feb’y 4, 1902. 














stock and see that he does not run short. 











You Want 
A Share Of— 


Canada’s Trade 


$100,000,000.00 
will be in circulation 
after our harvest. 


Here’s a proposition 
to get it at the 


NATIONAL 
BUSINESS SHOW 


October 5th—10th 


The management have ar 
‘special representation 
for those that do not 


ranged a 
contract” 
wish to go to the expense of a 
cial booth and the sending 
over of a special representative 
The cost is extremely small 
and it is only made possible by 
the special 
privileges 
Canadian Government 


“‘custom’s bonding” 


arranged with the 





SIGNED ORDERS TAKEN 
NO CUSTOMS DUTY 


Write for Particulars 
TO-DAY 





National 
Business Show Co. 


116 Stair Building 
TORONTO CANADA 


























| 
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(By Special Correspondence.) 


Braheatad, Finland. 

P. B. Watt, of this place, desires to com 
municate with a number of good special 
ties that desire representation in the north 
of England. He is a strong man and most 
enterprising. Manufacturers will make no 
mistake in dealing with him. ; 


Nashville, Tenn. 

A. F. Wallard is planning to put in a full 
line pf typewriting paper,. carbons, rib- 
bons and other office appliances He 
wishes to communicate with manufactur- 
ers 

Noimoutier, France. 

H. Aunis Fils wants to arrange to repre 
sent American manufacturers of typewrit 
ers, duplicating and copying machines, etc 
He writes: “For any of the goods I could 
procure concessionaires for the makers if 
desired on the following terms: For each 
article there shall be sent me a catalogue 
with complete detailed = description in 
French of the different styles; no mention 
to be made of price. One sample of article 
ought to be sent to me personally, and in 
addition thereto as many samples as the 
manufacturer might desire concessionaires 
The manufacturer shall allow me for each 
concessionaire the sum of 250 frane after 


the first order is made; all orders, as well 
through my 


hands, and my commission on all business 


as invoices, to pass directly 


to be 2 per cent - 
Madrid, Spain. 

Trust Mecanografico, Il Hortaleza, de 
sires the makers of 
analine inks and typewriter supplies. He is 
Starting an office supply. store on a larg 


addresses ot leading 


scale 
Moscow, Russia. 
Wladimir Katzarsky, 
Carter Ink Company of Boston, desires the 
agency for American-made office appli 
ances He is able to correspond in Eng 
lish, French and German. Besides his lin 
guistic capabilities he is a hustler in every 


who represents the 


sens 
Washington, D. C. 

\ merchant writes the Department ot 
Commerce and Labor for samples* and 
prices of paper for use in printing and gen 
eral stationery 


\ merchant doing an extensive business 
in a Latin-American city has advised an 
American consul that he would like to re 
prices, and terms of sale 


calculating ma 
! 


ceive <« italogue Ss, 
from manufacturers of 


chines devised tor use tn banks and go 
ernment ithces Correspondence can be 
conducted mn English 

An American consul in an European city 
reports that there is a good demand in th 
region for office supplies of all kinds, and 


forwards the name of a merchant who de 
sires to communicate with American mat 
ufacturers of fountain pens, statroner yf 


fice sundries, and novelties of all kinds. He 
is willing to furnish banking referet 


ik 














$9.00 per doz. 

This mew price is a special 
inducement to dealers on THE 
BELL COPY HOLDER. All 
orders must be accompanied 
by remittance. 

Sample sent on receipt of $1. 
Furnished with the all- 
nickel stand orwith nick- 
eled arm attachments for 
the various machines— 
Remington, Oliver, Rem- 
ington - Sholes, Smith 
Premier and others 

The most tisfact ory article 

—y octet Full nickel 


to [ 


- “noth STRUCTIBLE, 


A ‘i LLER. 
] Price, $1.50 
SS S. EPPSTEIN 


5157 Prairie Ave. Chicago, Ill. 








GOLDMAN'S 



































Smallest, Fastest, Cheapest 
Practical and Reliable 


° ° 
Computing Machine 
Carries Automatically. Resets mechanically 
Adds, Subtracts, Multiplies, Divides, Etc. 
Time-Saving! Brain-Resting! 
No Office Complete Without It 
For particulars, agencies and discounts, address 


os COMPANY 
Leipziger Str. 112 


Berlin, W. 8 










THE ROYAL BRANDS. 
pen BOND LINES. 


iyrHose AM.LINES, TUXEDO LINES. 


& FAST MAIL LINES OF 


NOTENDRAT TS SAECEP 


THE LARGEST & MOST COMPLETE 
LINES IN THE WORLD. 


914 WALNUT ST- PHILADELPHIA. 
WESTERN OFFICE-209 STATE ST CHICAGO 


WALTER H FURLONG - MANAGER. 


— 
ee 












































& CARBON 


RIBBON eur 
a. 


NEWS 





y Special Correspondence.) 


Burlington, N. J. 


The Neidicl Process ( mpany reports 


that the July sales wer edly better 
than July a year ago and that August was 
one of the best months in the history of 
the company There has not been a single 
employee laid off as a result of the panic 
ind the factory is still running full ca- 
pacity 


The f \ { ganized as 
company for the purpose of manufactur- 
ing carbon paper in this city and will erect 
a factory as soon as a suitable site can be 
obtained: President, W. J. Pentelow, Co- 
rona; vice-president, C. I Taylor, Red- 
nds; secretary, J \. Keeler, assistant 


cashier of the Corona National bank; di- 
rectors, A. T. Emery, manager; W. C 
Barth and Jacob Stoner, of Corona, and 

Redlands The company 
- $50,000 


New York City. 
The Ditmara-Kendig Company 
that business is very flourishing for this 


states 


pe riod of the year 
* * 
New Process Ribbon Manufacturing 
Co., New York; to manufacture typewrit- 
ribbons and supplies; capital, $5,000. In- 


corporators: Isabella Levy, No. 146 West 
132d street, New York; Mary V. Pem- 
broke and George H. Pembroke, New 


Brunswick 


* * 
( I Yancey, formerly shier, office 
ger and assistant to Mr. Neahr, when 
e was general manager f the Royal 
[Typewriter Co., is now assistant to Mr 
Barkerding, president and general manager 
M tt «x \ 84 
r) es! Republic 
Carbon and Ribbon Mfg. Co., Ince., has 
been m e col nt quarters at 
46 We Broadway, New York, where all 
quiri g the lines made by the 
mpany should be directed. The factory 
ins ddress, 180-182 Center 
Pittsburg. 
a re _— vith the 
Cc} ~ Company 
reore tor 
St. Paul. 
p* l 
\ here th 
» the far 
Winnipeg 
ess d 1 
long sieg 
( is en 1 
lways glad 
see him 
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BUILD 


On a Solid Foundation 


on alers get a ylid Start 


2g 
1 they 1 make their leaders 


Carter’ s Ideal 
Ribbons and Carbons 


For starting 





a business that is certain to grow, write 
us for full particulars of our 


CABINET ASSORTMENT PLAN 
Outfit, prices, plan of co-operation and rebate all ex- 


plained if you will drop us a line 


Carter’s Ideal Guarantee means something— 
Honest Goods—Square Dealing 


THE CARTER’S INK CO. 


NEW YORK 








BOSTON CHICAGO 











HAWKINS 
Improved 
Automatic 

Stamping and 

Embossing 
Press 








Progressive Firms Install the 


LITTLE GIANT 


POWER PRESS 


Because—It will print and emboss at one 

peration accurately from steel dies or 

ites faster and with more economy than 
ther machine of this character. 


Because—It has plenty of open feed room, allow- 
sheet to be fed with ease. 


i! any ze 


Because—It registers accurately, giving the finest 
result tainable 
Because It has all the adjustments in front of the 


Because—It enables you to make prices which will 


yrder at better profits. 
Because—It earns its cost in a short time. 


Write us for Cataloy, Prices, etc. Bring or send us your dies for a demonstration. 


FOR SALE BY 


MANUFA ANI 


Hawkins-Wilson Co., inc., 712 Sansom St., Philadelphia, Pa. 


145-447 King Street, W., Toronto, Canada 
Mejia, Havana, ¢ ‘uba 
, Mexico City 


Canadian Agent The J. L. Mor n | 
Cuban Agent Arturo Hernandez 
Mexi Agent Parsons Bros 











METAL CHECKS 







SEALS POCKET NOTARY 


WAX SEALS CHECKS CORPORATE 


@ os 


WE ARE NOT AGENTS For THEsE Gooos 
WE MANUFACTURE THEM 


J SEALS, STENCILS, STEEL STAMPS, BADGES, 
NAME PLATES, METAL CHECKS, 
RUBBER STAMPS, Etc 


= MEYER & WENTHE 
92 DEARBORN 8T. 
CHICAGO 













123456 RUBBER STAMPS 


NUMBERING MACHINES 
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ROWLETT 
DESKS 


TYPEWRITER 


THE MOST 
CONVENIENT 
and 
PRACTICAL 


Just What The Stenographer Wants 





to learn of our LARGE LINE, 


We make 
Oak Office Desks, 


Stands and Typewriter Tables 


ROWLETT DESK MFG. 


RICHMOND, INDIANA, U. S. A. 


Plain and Quartered 


Letter Press 








DEALERS wil! therefore find them ready sellers 
PRICES AND 


w 


LOW 


interested 


TERMS 


and will further be 
LIBERAL 


CO. 











FORCE 





“THE BEST LINE” 


OF 


TYPEWRITER 
CARBON PAPERS 


“and we can prove it.”’ 








Sold at the lowest possible 
prices, quality considered 

















(Incorporated) 
MANUPACTURERS FOR THE TRADE 
OFFICE: FACTORY: 
96 John Street 180-182 Centre St. 
NEW YORK, N. Y. 





The “Utility Dater” 
Bronze Wheels $2 50 


Good tor 7 Years 
Automatic Lever for Chang 
ing Date 


A self-inking Stamp 


that prints the date 








b 




















X srvte NOV 26 1908 % 
U clearly, legibly and in correct U 
eligame ent. No rubber 
M mM 
THE 

7 “~ 1” Numbe . 

E ommercia umberer E 
Automatic, Consecutive, Duplicat 

HW ng Steel Wheels. Solid R 

Bronze Frame. 
! Self-Inking Accura te i 
N Reliable and Durable N 
STYLE 
G 12 23456 G 
4 Whee SL. sO 

mM 5 Wheels, $0 M 
6 Wheels, BO.OO 

A Ay 
THE 

c . ” c 

ns “Sterling”Numberer ,, 

Lever Op erated Consecutive Ma 

r] chine, Steel Wheels, Bronze 1 
Frame. 

N STYLE my~VAAG N 
. Wi S " . 
4 eels 4.50 
s 5 Wheels, S$ S.OO Ss 

6 Wheels s6.0O 

Send for ¢ trcuiar lescrioing trem 

SOLD BY STATIONERS AND HAND STAMP DEALERS 
Wm. A. Force & Co., Makers 

(Inc.) 
NEW YORK Factory CHICAGO 
59 Beekman St. Brooklyn, N. Y. 188 MonroeSt 
FORCE 





STERLING ADJUSTABLE MAGAZINE ERASERS 


Are Superior in Every Way 


for Stenogra ~rer Book-keepers, Artists, 
Draftemen and al! office men. Hundreds and 
thousands can be sold in every town and city. 
The best vest pocket side line on the market, 
any ——— can sell them every day without 
any extra work. Sample 25c. Agents wanted. 
Li ral discount to the trade. 


CREAHAN MPG. COMPANY, Pittsburg, Pa. 














MERIT SELLS THIS ARTICLE 
































Barnesville, Ohio. 
\ new envelope made in Paris is p1 
inst the thief or the meddler who op: 
a letter to ext t r to read its content 

1 then reseals cleverly as to hi 
any sign of it having been tampered wi 

The new en e is really two « é 

pes Each is n pape one a ]j 
nounced blue, the other lighter in color a1 
different in texture ach has a gumn 
flap 

rhe letter is laced in the blue « 
velope, which is slightly smaller than t 
other. Instead of sealing this it is p 
in the outer envelope and the inner LJ 
brought outside and gummed down t 
the larger envelop 

The outer flap is still unsealed It 
much larger than the inner flap and reacl 
down to a good-sized star shaped opening 
which shows through to the inner envelope, 
so that when tl outer flap is sealed 
Sticks not only to the outer envy elope bu 
ilso through this opening to the inner one 
The letter is tl yractically teed an¢ 
double locked 

Cincinnati. 

J. E. Blain, Jr., has invented folder 

envelopes that seems to be most useful 
* 

When Austin W. Tidd, formerly of Smit} 
Envelope Company fame, was tried her 
for embezzling some $6,000 from Willia 
Ellerhorst, a distant relative, he was sen 
tenced to one year the penitentiary, but 
a stay was granted to allow an appeal! t 


he taken to the Circuit Court 


Jackson, Mich. 
The Midland Envelope Compan 
irganized at Benton Harbor to 
ture an envelope, the invention 
Sawden of Galesburg, Ill. The 


for use in the mailing of circular 
chandise and is said to afford pe 
may 


tection to the mail matter it 


ie. We 


Internat 


Niagara Falls, 

The local plant of the 
per Company closed last m 
men now 
a strike. The men say 


fused to renew its 


the 
rking 


compa! 


agreet 


the men unless they accept a 10 per cer 
reduction in wages The superintendent 
the mill says there is stock enough on han 
to tide the mill over a long shutdown. Thi 
mill supplies « rs in Pittsburg, Chi 
iz nd Cleve! 

New York City. 

The income accou f the United Stat 
Envelope Co. for the year ended June 
shows a surplus of $37,993 after the pay 
ment of all charges and interest, as con 
pared with $153,554 in the preceding year 
The surplus is shown despite the decrea 
in net profits from $721,987 in 1907 to $55 
168 in 1908. The principal gain was in the 
depreciation charges, which dropped fron 


$136,095 to $86,605 


onth, 
employed there having 


lis 


if 


manufac 
of Tosepl 


t 


envelope 1 


Ss or mer 


rfect pro 


cont 


ional P 
the 25 


decl ire 


is re 


ry hi 


nent wit 





y is being 




















Rochester, N. Y. 
Sawdust is one of the puzzling wastes in 
lumbering operations. The waste is serious, 
too, for the kerf—the part cut out by the 


and transformed into saw 


saw in the mill 


dust—always bears a rather high ratio to 
the boards obtained. In cutting thin stuff, 
one-fourth of the log, or even more, may 
be kerf 

Efforts te rn sawdust into pulp for the 
paper mill have usually been unsuccessful 
n account of mechanical difficulties in han- 
dling. In several European countries, how 
ever, a new way has been found of turning 
sawdust to ount The sawdust, chiefly 
pine and fir, is ground millstones, ex 
ctly as old-time mills made cornmeal, or 
wheat or rye flour. Expensive machinery 
is not required, but it is necessary to take 
special precautions against fires which 
might star m sparks between the mill- 
stones 

TI uur is sold to the dynamite 


factories to be mixed with nitroglycerin 
bsorbent for that 


d torms tl body 
high explosive It is also in demand for 
the manu f cheap blotting papers. 
The mills in the Harz Mountains, in Ger- 
many, an i ant n facturing center, 
re kept busy meeting this demand. 

The price of the “flour” in Germany 
ranges I! $7.50 to $12.50 a ton It is 
shipped in bags, like meal, or in bales of 
about 40 cub t, made by means of high 
nressure 


The Vacuo-Static Carbon Company, 
Rochester, recently moved from their old 
ers at the corner of Platt and Mill 
s ets, A 57-63 St. Paul street, where 
they hav s t loor space avail- 
ible in Tact Messrs. Bax- 
ter and TJ S b tlers and with 
the improv cilities in their new plant 
doubtless be heard from in a more ag 
gressive W 1 eve \dditional sales 
men have been sent out in various parts of 
the country d “Wearebest,” the “ribbons 
in the capsules,” “Vaculight” and “Vacu 
floss I pers will be, as usual, the 
lines featured 
J. W. Thomas of the Vacuo-Static Car 
bon Company, Rochester, made a trip to 
n and York the early part of this 
ntl H. re his usual genial smile and 
tu ( “Carbon Paper City” with 

1 yu gl help keep their 

\ lious factory busy for a 

1i¢ 

THE OLIVER EDITION. 

Isa P & Sons have just placed 
mn the market another most comprehensive 
nd practi treatise I ‘A Practical 

Course in Touch Typewriting,” by Charles 
E. Smit | k is Oliver Edition,” 
ppien n ird board with 
Oliver keyboard in figurative demon- 
stration [The work abounds in examples 
eon ‘ n and will 
surely s ighte burdens of the 
yperator who is endeavoring to master the 
uich sys 

How 1 es be averted if 

words would fail us at the proper mo- 


ment! 


OFFICE APPLIANCES 





133 











HIGGINS’ 


Trade. 


Adhesives. They 





Drawing Inks, Blacks and Colors 
Eternal Writing Ink 

Engrossing Ink 

Taurine Mucilage 

Photo Mounter Paste 

Drawing Board and Library Mucilage 
Office Paste 

Liquid Paste 

Vegetable Glue, etc., etc. 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter supplied to the 


Consumers, emancipate yourselves from the use of corrosive and ill- 


smelling inks and adhesives and adopt the Higgins Inks and 


will be a revelation to you. 


AT DEALERS GENERALLY 











Main Office and Factory, Brooklyn, N. Y 


Originators and Manufacturers 


CHAS. M. HIGGINS & CO., Refned‘inks and Adhesives 


. U.S.A. New York—Chicago—London 





| 








Che DUDLEY 


LOOSE LEAF, BOOK, PAD and 
COPY HOLDER 


Made for the effinite: 























on 
de 
Books 
of 
Re- 
cord 
Special designs for Our No. 3 
book typewriters. This is the same 
as our N 2, but 
mounted on an 
SEND FOR altieiilite oole: 
( IRCULA R tal to be raised or 
} lowered t any 


| " 
descr 


FULL LINE 


heighth. Can. be 
t at any angie 


Fine for work 


where standing 
DUDLEY §f vie ccsie: 
HAS LINE FINDER 


Manufacturing Co 


MARION 





Making Typewriter Ribbons 





Under Your Own Brand 
Is Our Specialty 








and quality. 


accoOrt¢ lingly. 





Makers of Inked Ribbons. 
22 N. Williams Street, 








Whether you are a manu- 
facturer, jobber or dealer, we 


can interest you both in price 


Let us know your particu- 
lar requirements and we will 


be pleased to figure with you 


THE FRANK BAYER COMPANY 


NEW YORK CITY 











Send for 
Catalogue 

and . 
Discounts 


AGENTS WANTED. 


(Established 1884) 





Manufacturers of “Juco,” “Independent” and “Vulcan” 
J. M. ULLRICH & C0., STYLOGRAPHIC AND FOUNTAIN PENS. 
135 Greenwich Street, (Thames Bullding.) 


HE VULCAN” rec 


N AMERICA PA 





New York, N.Y. 
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“HLLO” | SPECIALTIES 





( Patented ) 


DESK ATTACHMENT 


Affords a convenient high desk for book- 
keeping, drawing, and map work, without 
using floor space. 






(By Special Correspondence.) 


Auca, Ariz. 
J. Sabourin is the inventor of a fountain 
brush that in operation the brush will be 


Samples can be displayed to advantage sealed so that none of its contents can es 
and without disturbing contents of desk. cape If, however, the cover be removed 
Operated as easily and quickly as a the contents of the body or holder may es 
cape to the brush 1 the latter be utilized 


rolling desk cover. 


: for spreading » material afte > mz P 
Attached to any roll-top desk without preceng Se 1 ul after the manner 


mmon in brushes of this general class 

screws, bolts, or nails. It may be securely sealed and readily 

Made to match any mahogany or oak brought into play for use whenever de- 
finish. sired 


A substantial, good looking and much sale 7 Augusta, Me. 
[he Presto Mailer Company has been 


ded improvement. . 
— P rganized to manufacture folding machines 
vith a capital of $500,000. The officers are: 
The “Hi-Lo” Attachment rolls back President, E. J. Pike; treasurer, R. S. Buz 

toy ” zell, and clerk, C. L. Andrews 
and when not in use nothing is seen *HI-LO DESK CO. —" ve riven 
but the front panel. 154 NASSAU ST. NEW YORK Pe ne incinnati, nio. 
The: National Rubber Stamp has been 
rganized with a capital stock of $10;000. 


An Extra Desk in An Instant 


Proposition to Dealers ts Right 










Chicago. 


ONE MOTION 2% 022%, coun 
been organized with a capital stock of $10 


UUU The incorpor itors are: E. S. B ll, FE 


oa 
Muller and R. C. Northwood. 
Moistens and Seals pre: Greenville, Ills. 


\. D. Albrecht is the inventor of a pap 


Does the Work 
ol a Big 
Machine 








' and letter holder The invention pertains 
to devices for holding newspapers, letters, 
ind similar articles. The object is to pro- 

It Moistens and Seals 50 duce a device which can be readily mount 





Envelopes a Minute ed upon a wall or post for the purpose 


i 






Sells on sight because it is so 


ik 









struction which adapts it for being formed 


f stamped sheet metal 


Jersey City, N. J. 
[The Papermeter Company has been or 
I I > 
ganized with a capital stock of $100,000 to 


stated The body of the device is of a con 
: “ 





convenient and an immense time 








Saver 

Water reservoir in handle. Always 
ready for use. 

Nothing to get out of order 





U.S. Pat. No. 804886 
Others pending 





Foreign Patents \ , : 3 
applied for . manutacture machines tor counting sheets 
Mant J. R. Turner and R. R. Thein 
. ° ‘4 a: 


Marietta, Ohio. 


The Addressograph Company has recent 





Best Dealer’s Proposition in the Line 






Saunders Lig Trade Liscouat ly done some nice business in this section, 
having install one of its achines ith 

WOODSON L. CRAIG Co. eee ae eee See 

tt l { « I pally. ° ° . he 





50 Su.ter St. igent for the company at this point, is one 
SAN FRANCISCYU, CAT. 


ALFR D HALL, Sales Mcr. 






of the active specialty men of Ohio 
New Orleans, La. 






Envelope 







B. Kiam is the inventor of a stamp which 
ea ej] is useful in connection with hand printing 
machines. Printing stamp is manually op- 


; ; erated and has means whereby it can be 
LJ j identified without necessitating the ex- 
mination of the printing face thereof. It 

»A SPACE | has 1. resilient body which renders the 


and pear a) 


TIME making of an impression with the stamp 

, SAVER sy and positive, and which carries a re- 

Sie RETAILS movable identifyins rd so held that both 
A $3.00 sides of the card re visible 

S Write for Dis New York City. 

Be count and De | C Rhodes has invented a_ pocket 
scriptive Mat I LOC invented i ] K 
oe HE check book. The invention refers to check 
DISAPPEARING books such as business men carry in their 

STAND kets for drawit hecks against their 
TOLEDM onto e . rre4 - ‘ . 

: bank deposits. The biect of the improve 

» construction whicl especially adapts it 














for carrying the balances forward as 
checks are made out and torn off. 

The Basolio Ink & Color Company has 
1 to manufacture ink and kin- 
lties with a capital of $50,000. 


be en Organized 
dred specia 

The Inventors Developing Company is a 
new institution that has recently been or- 
ganized here to manufacture, operate and 
deal in inventions and the like. The capi- 
tal is $50.000 

Munich, Germany. 

A. Krag, has just installed 
one of his machines for stamping letters 
in the postoffice her [his machine 
stamps letters by electricity with a capacity 
of 108,000 letters an hour 

Milwaukee, Wis. 
(By our Special Correspondent.) 

R. E. Watson has succeeded F. A. Jones 

f the Milwaukee Office Spe- 

cialty Co Mr. Jones is now connected 
with one of the Milwaukee ribbon and car- 
bon companies The Milwaukee Office 
Specialty Company is featuring the Writ- 
erpress among other lines and is meeting 
with considerable success Offices of the 
company are at No. 3 Hathaway building. 


* * 


Norwegian, 


as manage! 


The Schwaab Stamp & Seal Company ol 
Milwaukee, now loc: 


ited in new quarters at 
361-363 East Water street, is sending out 
to the trade handsome editions of a Web- 
ster dicti containi more than 30,000 
words 


San Francisco, Cal. 
(By our Special Correspondent.) 
Peter Bacigalupi, the Edison agent in 
San Francisco, has had great success with 
ness Phonograph ever since 
its introduction here a few months ago 
it in his Golden 


He has 1 spt ‘ial dey rtmert 
Gate avenue store devoted to the demon- 
stration of this machine, and says that 


some of the largest business houses in the 
city are having the machine put in on trial. 
Mr. Bacigalupi is now looking for a loca- 
tion farther down town 
+ « « 

Downe, coast representative 
of the Dictophone Company of America, is 
still making his headquarters with the Co- 
lumbia Phonograph Company at the corner 
of Van Ness avenue and O’Farrell street. 
He is keeping as busy as ever with the 


commercial graphophone and finds busi- 
ness very § tisfactory 
* * * 


The Elliot Postage Stamp Affixer Com- 
pany was recently incorporated in San 
i by G. W. Lamb, C.° T. Thier- 
bach. M. S. Burdick, M. J. Brandenstein 

I l apital stock of 


* * * 
The ( ercial Supply Company re- 
ports improvement in the sales of Elliott 
ddrecc hines 
. + . 
Alfred Hall. manager of the Woodson 
I Craig Company, will 5 east early in 
September This company has just occu 
pied S Williams build 
ing. at th rner of Thirt ind Mission 
streets. Thev are planning to have an ex 
hibit of the Saunders envelope sealer at the 
national business show Mr. Hall says 
that hiuscinecc n the ' el pe sealer is 
comin faster than it can easilv be taken 
care of I P. Clavbut located in the 


same building, has a local agency fer the 
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envelope sealer, and will cover the terri 
tory between San Francisco and Fresno, 


Salt Lake City, Utah. 

G. A. Locke has invented a letter-clip. 
his device is especially adapted ior use in 
postothces, railroad offices, and other large 
establishments handling a quantity of let 
ters, and is designed to avoid the necessity 
for tying the letters up into separate pack- 
ges as is now commonly done. The in 
vention relates more particularly to a clip 
adapted for use in holding a plurality of 


letters together. 


Westmoreland, N. Y. 


C. J. Cronin is the inventor of a new and 


novel coin-in-the-slot machine for th 
stamping of letters. If a letter be deposit 
ed in the proper receptacle and the two 


pennies be dropp¢ d in the slot the machine 
will stamp the letter ready for mailing and 


collection by the postman 





Atlanta, Ga. 


( ( Gowa! k, who has been with 
I te & Davies Co. in Birmingham, Ala., 
Jacksonville, Fla., branch offices, has 

] ed selling rorce tne hon 

\tlanta, and reports prospects a 

being very bright for the sale of the Mor 

h Visible Mr. Gowanlock has hadc 
S erable experience with several of the 
leading typewriters, but pins his faith to 
the Monarch Visible 
x aa * 


Foote & Davies Co., one of the largest 
dealerships in typewriters in the country, 
reports the sales of the Monarch. Visibl 


is be ing very good, and think the outlook 
very bright for the coming winter months 
The sales force, under the able manag 


ment of Mr. T. C. Malone, one of the best 
known typewriter men in the s 
states, has been strengthened and aug 
mented and will carry on a strong, aggres 
sive business movement during the coming 
season 
es 

2. L. Keith, assistant manager 
& Davies Co., spent considerable time du 
ing the month of August with the sales 

of the Jacksonville branch and re 
ports a large number of sales and an ex 
cellent outlook for business du 


ring the fal 
nonths, for the Monarch Visible typewrit 


Birmingham, Ala. 
Foote & Davies Co.. dealers for the Mon 


Visible typewriter, have one f the 
fices and sales rooms to be found 
| ing 1 It is located at 216 N t] 
y c+ t. where the epresentativ M 
R. | Westbr } 1 ilways b foun 
ving the n y good t f tl 
) h Visible. Mr. Westbrook rep 
s as rapidly “pickit uy tt 
1 depression, whicl son 
‘ taretbart 
Baltimore, Md. 
eC. = h & Brotl Comy 
heen rganized with a capital st k « 
$1,000 to do a typewriter l S 
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Chicago. 
The Standard Office Company has in- 
reased its capital stock from $1,600,000 to 
$2,400,000. 
Duluth, Minn. 

R. C. Roberts, who has been in the em- 
ploy of J. S. Ray & Company, is no longer 
connected with that company, the date of 
his severance being August 8. ’ 

Greenville, S. C. 

Messrs. Wyatt A. Seybt and J. Waller 
Lanford have formed a partnership under 
the firm name of Seybt-Lanford Company. 
Chey will handle a complete line of office 
supplies and fixtures, typewriter supplies, 
blank books, legal blanks, fine stationery, 
etc., and will manufacture rubber stamps. 
They have also purchased the typewriter 
supply business of Mr. Charles N. Spinks 
and have added this to their line. 

Both of the members of the new firm are 
well known and popular young business 
men. Mr. Seybt has been in the business 
since last March, when he purchased the 
stationery and office supply business of the 
Brewer Printing Co., with whom he had 
been connected for some time before. Mr. 
Lanford has been bookkeeper at the Mc- 
Coy .Manufacturing Co. for the past yeat 
nd before that was with the American 
Cigar Co. for four years. 

Jacksonville, Fla. 

H. M. Burch, the local manager for 

te & Davies Co. in the sale of the Mon- 

rch Visible typewriter, has won many 

riends in this city by his jovial manner 

ind his careful attention to the needs of 

his customers. A repair man from the At- 

nta office has lately been added to the 

force to look after the company’s growing 
interests here. 

* * 7 

The Southern Refrigerator & Supply 
Company has opened an office appliance 
store at 218 East Bay street, and has the 
agency for the L. C. Smith & Brothers 
machine. 

La Crosse, Wis. 

S. J. de Ranitz, the well known type- 
writer man, has opened on Main street be- 
tween Second and Third, a new store in 
which will be handled typewriters, repairs 
and supplies, stationery, office fixtures, 
furniture and supplies and other business 
accoutrements. This will be the only ex- 
clusive store of the kind in the city, and 
will enable business men to throw off type- 
writer and office worries in the confidence 
of the presence of an establishment ca- 

ible of handling all their needs in this 

Libertyville, Ill. 

Libertyville has secured another new in- 
dustry—the Phillips & Hicks typewriter, 
cash register, adding machine, ete., fac- 
tory—by paying a bonus of $2,000 and do- 
nating a factory site. It is by such activity 
ind enterprise that our neighborhood city 

building itself up—Grayslake Times. 

Maccn, Ga. 

Mr. F. H. Sisk, who has recently taken 
harge of the local office for Foote & Da- 
vies Co., reports many good sales for the 
Monarch Visible typewriter during the 
onth of August. Mr. Sisk is an experi- 
need typewriter man, and it is predicted 

t he will make a big success with the 
Monarch Visible in this territory. 

New York City. 

The Swastika Office Equipment Com- 

ny has been organized to manufacture 
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TEST No.1 
Proves the extreme 
Quality of the 
DU-RA-BUL 


Imported Fabric. 








Make the test and compare the weave and fibre of Typewriter Ribbons 
under a strong glass. You will find that many are of uneven weave, variz.ble 
fibre and irregularedges. They travel poorly, get out of shape quickly, write 
indistinctly, then fade away because they are not made of the fabric to 
stand wear 

New Process DU-RA-BUL Ribbons are made of the best imported fabric 
that will write cleaner and wear longer than any domestic fabric made. 


DEALERS MAKE THIS JUST A 
¢ PLAIN BUSINESS MATTER: 

If our ribbons possess extreme merit, you want them to sell to your cus- 
tomers. If they do not, you don’t. Under our liberal TRIAL OFFER vou 


can become satisfied at our sole risk and expense. Merely let us know that 
you are interested. 








SYRACUSE 


The Dodge Company, sew york 








IN WRITING Advertisers Please Mention 


“OFFICE APPLIANCES” 


They will thereby know you are a ‘“‘Live One,” and you will 
at the same time extend a courtesy we will appreciate. 











Saves Stenographer’s Time—Saves Space 


Here is the best all round economizer of time—space and money ever devised for the office 


Where a stenographer’s time is valuable—where she has a great deal of work to accomplish 
in a limited time—where floor space is at a premium—the Queen 


Typewriter Desk is indispensable. First of all—-it is not an un- 
tested device. It has been tried out thor- 


oughly and is warmly praised and en- Plain Oak only 
dorsed by every user Ev erything a ste- f $12 50 
nographer needs is right at her finger ° 

tips Her tools; her st: utionery ; her 
carbons; all within instant 
and easy reach. When not 
in use it folds up into a small 
compact cabinet 


The Queen dat 
writer Desk « r wear 


and rough usage and abuse. Con 
structe i hout 













Opened 
or 
Closed 
ina 





l of solid oak through 


I 1 well finished 















Strongly raced ar 
Mounted on casters that permit Flash 
its being moved about from place — 
to place easily, quickly ,noiselessly All supplies in 
The ~<k ic handsomely finis } 
(Patented) The Desk is handsomely finished easy reach 
and is an ornament to any office 
Copy or note bo holder furnished 
Closed — occupies ¥ Hi , 
pres very emal! space free with each desk The Marysville Cabinet Co 
We do not ask you to buy the Queen Typewriter Marysville, Ohio, U.S. A. 
ree ria Desk on our mere say 80 There is a dealer in your Please send me the name of dealer who 
town who will allow you to try the stand 90 days be- itl allow me 9 Game fren etal ef veut 
fore deciding to purchase. You will not be called upon to pay him a single Queen Typewriter Desk, together with 
| 5 advance. If you decide to keep it pay him $12.50 for the plain oak copy of your booklet 
ale ere ilustrated, or $15.50 for the elegant quartered oak desk. Simply 
out and mail us the attached coupon and we wil! send you the name of 
doe who will make you this offer, together with a booklet which ame 
further describes the Queen desks ade 
adress 

















AMONG THE DEALERS—Continued. 


iffice supplies, fixtures and typewriter sup 
plies with a capital of $15,000. The incor 


porators are: H. C. Burton, H. F. Milli 


Ogden, Utah. 

According to the terms of articles of 
igreement filed with the county clerk last 
evening, the Ogden Office Supply Com 
pany is to become an incorporated concern 
[he present business is owned by Frank 
Miller, Charles Eatinger, of Ogden, and 
Roscoe N. Breéden, of Salt Lake, who, un 
der the terms of articles of agreement, bé 
come stockholders in the new company 
The new incorporated company is to be 
known under the same name as the old 
concern, “The Ogden Office Supply Com 
pany,’ and it will continue the business af 
fairs of the present company in Ogden 
The stock of the old company is voiced 


$2,100 for which amount the owners are 
given credit in the new company. The 


firm will be incorporated for $20,000, di 
vided into shares of the par value of $10 
The tenure of the company is designated 
at fifty years and its object is to do a gen- 
eral business in the handling of office fix 
tures, stationery, etc 

The names of the officers and stockhold 
ers of the company are: Roscoe M. Bree 
den, Salt Lake, president; Lamar Nelson, 
Ogden, vice-president; Frank C. Miller, Og 
den, secretary; Charles H. Eatinger, Ogden, 
treasurer, and Lee Nelson, Montello, Nev., 
director. The officers of the company form 


1 


the directorate of the corporation 


Mount Pleasant, W. Va. 


T. C. Fowler, sales agent for the Ad 
dressograph Company, has located at Point 
Pleasant in order to be in the center of his 
territory, which embraces’ Charleston, 


Huntington, Parkersburg and all intermedi 
ate points in West Virginia and points in 
Ohio 
Philadelphia, Pa. 
The Office Appliance Exchange of 807 


+ 


Chestnut street states that in every respect 


it is well pleased with the sales of the 
Remington-Shoales' visible writer. The 
July business was better than any month 
since last October, and August exceeded 
July by a good margi The outlook 1s 
splendid 


Richmond, Va. 


The eewis C. Brothers Company as 
rl I 7 ( pany | 
been organized to do a general office sup 
ply business with a maximum capital stock 
f $15,000 The incorporators are Lewis 


G. Brothers, F. W. Loyd and H. Stuart 


Springfield, Mo. 


Charles H. Baldw has purchased 
interest in the S gfhield Paper Supply 
Company An elect ers was hel: 
vest iy at 325 Wat eet Che ficers 
ele 1 ri H. S$ J president | \\ 
Flitte vice-president talph Likins, s 
etary; ( H. Ba sure 

The ¢ pany $ ded t ; 
larg e of wg employ t e 


ON TO NEW YORK! Publicity is the 
agency nowadays for getting business. The 
Business Show will be your biggest pub- 
licity factor and will do you the greatest 
gocd. Get ready for it! 

















“cause it hilled 


Comp ny devoted 


The Scribe, 
to a historical 


it has been eng 
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Carter’s Fiftieth Anniversary 


nir of the recent stationers’ 
n at Boston, the Carter Ink 
ts July issue of 
othcial organ, 
the fifty years 
ized in business... It forms 


mpany s 


most interesting narrative, which is re- 
produced in toto, together with illustrations 
of John W. Carter and rs of its officers 
nd salesmen, as well as many striking pic- 
tures of a mis neous nature The story 
runs 

Carter’s inks first bec known to the 


public in the y 


ness in Bost 
time he entered 
eral inks as a s 


ing of the latent 


these products, 
Copying Ink, of 
developed a cf 
1] | 
The Combine 
ing mention, f 
tion it was uni 
the principal in 
but as this w 
business houses 
a copying ink p 
too thick and 
purposes It 
first time, « 


not only gave 


Was engaged i1n 


nsumers 


ar 1858, when Wm. Carter 
the wholesale paper busi- 
mn Water At this 
on the manufacture of sev- 
and without dream- 
possibilities But one of 
the Combined Writing and 
ind iron type, soon 


street 
ide line, 
th rall 
he gall 


ynsiderable importance be- 
long-felt want 


d deserves more than pass- 


of its introduc- 


que For general office use 


k was then Arnold’s Fluid, 
s not adapted to copying, 
were obliged to use also 
roper, which was altogether 

ordinary writing 
ymbined, for the 
und an ink that 
copies, but 


1 


neavy for 


satisfactory 


flowed almost as easily as a writing ink 
The innovation marked an epoch in the 
history of American inkmaking and, prop- 
erly handled, s bound to be successful 


\t the end 
who had serves 
sioned officer 
taken into thi 
came interest 
¢ devoted 
Carter’s inks 1 


‘ 7 
iberal advertis 
active canvass 
York 1 othe 
Having 
t s. the 
ferred tT 
Congress s 
whkiak dine 
marks d 2g 
was tf Vv tt 
( Dins 
ry 


of the war 


utation, owing 
ng policy, and 
ng of J. P. Dinsmore in New 


John W. Carter, 
i three years as a commis 


in the regular army, was 
business, and at once be 


in the ink line, to which 
his capital and energies 
yw quickly attained a more 
partly to a 
1 partly to the 
large cities of the country 


original quar 


utgrown its 


lepartment was now trans 


te building on Broad and 
7 Boston fire. 


everything but the trade 


will, the management also 
rred to the new firm of 

& ( vhich continued 
ve rs 


A Bit of History of the Carter Ink Com- 
pany of Boston. 


ipid and steady that the new factory on 
Batterymarch street was soon outgrown and 
the present factory built on Columbus ave- 


nus Mr. Dinsmore retired from the firm 
in 1888 and lived in New York unt] the 
year 1907, when he died at the ripe old age 
of 84 After the death of Mr. Carter in 


ccidental drowning, the business 


was incorporated under Massachusetts laws 


as e Carter’s Ink Company, by which 
name it has since been known Che first 
board of directors consisted of the three 


Francis A. 
treas- 


clerk, and Robert 


trustees of Mr. Carter’s estate 


Dewson, 


president; James R. Carter, 
Burrage, 


urer; Edward C 





OHS A} I 
{ H ) Ss, gene | manage da been 
S< d t M Carte t I ber ( 
ve S On M Hopkins ‘ ' 1901 
( B. Gor who had bes ct 
‘ he businss since 1893 elected 
( a \r t! | e mn 

f - sions by the « th of M 
) 1901 whe s Ss i S 

by Richard B. Carter ( lest 











‘AR >R, Treasurer { B 








GORDON, Ger 


son of the founder, and the present chief 
executive. The continued growth of the 
business has gradually necessitated outside 
storage room for practically all crude ma- 
terials and manufactured stock, which now 
occupy separate quarters larger tham the 
factory itself, and even so, the Columbus 
avenue building is much crowded, though 
containing nothing but the offices and man- 
ufacturing department. A separate article 
treats of the various branches established 
from time to time both at home end abroad 
which have been factors of importance in 
the development of the business. 


The most obvious feature of this devel- 
opment is, of course, the increasing vol- 
ume of sales, but no less noteworthy is the 
great variety of similar and related prod- 
ucts, the manufacture of which has been 
gradually undertaken. The famous “Great 
Stickist’” mucilage and a red aniline ink 
were made from the beginning, and other 
aniline colors were shortly placed on the 
market. A logwood ink for common use 
in homes and schools was soon added to 
the line, and it was by the enormous sales 
in the well-known cone bottles, of this 
product—the Raven Black—that the name 
Carter's” first became widely known out- 
side of New England and the large cities 
of the West. The Writing Fluid, a gall 
nd iron ink, was introduced about the time 

the Boston fire to take the place of Ar- 
nold’s Fluid, and it was followed immedi- 
itely by the Extra Copying, a very heavy 
vall ink, intended for taking five or six 

pies, and for use with inferior tissue. It 
is a curious fact that until the introduction 

f the Combined, and even for some years 
fter, the principal copying inks proper 
were all of the heavy logwood type—the 
French inks,” so called from the nation- 
lity of Antoine, who was then the chief 
manufacturer. But such products were 
meant primarily for use on the yellow rail- 

ad tissue, which is chemically prepared 

react on the ink, and being quite un- 
lapted to white tissue, they soon gave way 
the Extra Copying. At the same time, 
owever, Carter, Dinsmore & Co. put on 
the market their French Railroad Copying 
similar to Antoine’s, and thus in the early 
70’s the firm had brought out all the princi- 
| types of ink in use today. 

In the early '90’s with the great increase 
of amateur photography, the demand had 
risen for an adhesive especially adapted 

mounting prints. As leaders in the man- 














Mer E. C. BURRAGE, Clerk. 
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ufacture of adhesives, Carter, Dinsmore & 
Co., after carefully studying the situation, 
brought out their Photolibrary Paste, which 
was different from any adhesive previously 
used, and has been regarded as a 
standard in its field, not only at hom», but 
in practically all civilized countries of the 
world. 

About the same time another addition to 
the business, perhaps the most important 
of all, was made by putting on the market 
a line of typewriter ribbons and carbon pa- 
After the had become 


since 


pers. typewriter 

fairly established in the business world, 
it made such rapid progress that in the 
minds of many, writing and copying inks 


were doomed at least to a great curtail- 
ment of use. Without sharing this alarm 
ist view, but recognizing the growing im- 
portance of ribbons and carbons, Carter, 
Dinsmore & Co. set to work on the prob- 
lem. No one could have been better 
equipped for such an undertaking than the 
expert chemists of the firm, with lifelong 
training in the manipulation of colors and 
all chemicals, backed by men of such thor- 
ough practical experience as Messrs. Car- 
ter and Dinsmore The situation for a 
number of years constantly presented new 
and difficult problems for solution, but the 


success with which they have been over- 
come may be inferred from the fact that 
Carter’s ribbons and carbon papers, like 


ranked to 


Carter’s inks and adhesives, are 
day among the few leading brands 

Many minor additions to the Carter line 
have been made from time to time, like the 
famous Inky Racer, stamping, marking and 
Stylo 


indelible inks, Fluid, now specially 





| a Sees ae 


CHICAGO 


in demand for ink pencils, and Fountain 
Pen Fluid, which with the increasing use 
of fountain pens is becoming daily of great 
er importance. The company makes prac 
tically everything in the nature of inks, 
adhesives, typewriter ribbons and carbon 
papers that an up-to-date stationer is like 
ly to need, and, in keeping with its pro 


gressive policy, intends to make further 
additions as occasion may demand 
The business has always been done 


through the trade, the co-operation of 
which is gratefully acknowledged. In re 
turn, the policy of the company is to pro 
tect the interests of the trade in every pos 
sible way. Those who remember the two 
chief founders of the business will gladly 
testify to their high standards of square 
dealing and business honor, and the pres 
ent directors of the company have no high- 
er ambition than to live up to those stand 
ards. 
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The Carter Salesmen. 


The growth of our business cannot be 
more strikingly illustrated than by the in- 
crease of the selling force from one man 
in the early ’60’s to twenty-eight on our 
fiftieth birthday. And this takes no ac- 

those with headquarters at our 


count of 
foreign branches 

Our pioneer salesman was Mr. J. P. Dins- 
more, who was connected with the business 


for twenty-five years, the last sixteen as 
joint proprietor It was solely through 
his work that Carter’s inks first became 
known outside New England. Until his 


retirement in 1888, he was almost our only 
canvassing and sell 


salesman, but by active 





I. P. DINSMORE 


ing in all the large cities, from Maine t 
California, he had l 


ble asset in a solid 


built up our most valu 
nucleus of customers 
and friends 

Mr. Dinsmore’s first 
in New York and other important 
cities was S. S. Farmer, who began selling 
Carter's inks in 1888, and holds the rec 
ord among those living for length of serv 


and only successor 
Eastern 


ice with us The next oldest in the service 
is A. G. Auchu, who came with us in 1892, 
and has carried our line from Nova Scotia 
to Texas and as far West as Denver and 


Randall has fou 
Starting as our 
he now covers some of the most importan 
territories on the continent, from Halifax 
to Mexico and Cuba J. A. Macaulay, now 
in his twelfth year of traveled 
widely than any of his colleagues 
branch at Montreal, 


launching our 
England in 1897 and organized 


rteen ve irs 


Spokane R. B 
office boy, 


to his credit 


¢ 


service, has 


more 
After 


he went to 





MONTREAL 





our London branch, of which he was m 
ager and head salesman till 1903 Since 
that time he has covered the far West, 


making also regular trips to Hawaii, Ma- 


nila, China and Japan 





The ribbon and carbon 
not, as yet, sO many veterans, but mention 
should be made of H. B. Sanger, now in 
his fourteenth year of service, wh: 


department has 


» has sold 


the line in England, Mexico, Cuba, the 
Provinces, and also the Eastern and South 
( 1 States. 

[he map on the opposite page is an il- 
ustrated supplement to the detailed list of 


and carbon territories published in 
In this 


recent adop 


ribbon 


the first number of “The Scribe.” 


department the comparatively 


tion of our new sales plan has not given 
ll our representatives time to become as 
familiarly acquainted with their customers 


is our salesmen the department of inks 
ind adhesives. 
twenty-four trade 


found on the pre 


The pictures 

to be 

take pleasure in cal 
Under the portrait 


the number of years 


representatives 
ceding pages, and Ww ¢ 
ing attention to then 

h man is 


of each given 





throughout which he has been selling Car- 
ter’s inks and adhesives or Carter’s ribbons 
and carbon papers, many having had ex- 
perience in both lines In this connec 
tion, we must at least mention our able 
team of missionary lesmen—A. Sjohol 
H. G. Young, W. L. Henderson and F. B 
Meyer—whose pictures could not be ob 
tained for this issue, but will be published 
later Their work been of much value 
to the business and places them directly 
in line for larger service as opportunity 
may occur with tl continued growth 

he business 

The Carter Branches. 

New York.—On October 20, 1863, the 
New York branch r Carter’s inks was 
pened with a consignment of Combined, 








NEW YORK 
sisting of fourteen boxes of quarts, pints 
pints, s J. P. Dins 

491 | dwa\y S Successive f 
1 s required re ‘ f the bus 

Ss \ br hy ‘ in 1906 ? 
t esent Six-s ilding at 440 Pe 
< \i I) S the rst canny sc 

I veling s ~ r Carter's ~ 
vas also manager New York b 
until his retirem< 1888 He w t 
Ss CCE ed by > a 2 r wl Sti ne 
the position 

Chicago.—In 1885 e Chicago  brancl 
was opened by t Western representative 
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Ss. S. FARMER. R. B. RANDALL, G. F. MESICK, W. P. CRITES Ww. J. DRISCOLL, M. S. WORKMAN, 
year 14th year. llth year 9th year 7th year. 3d year. 


ASTERN AND SOUTHERN INK SALESMEN AND THEIR YEARS OF SERVICE. 


Oth 


ff this branch was organized as a continental base trade as usual, and will give them new and 


of the comp nd the importance < I 
branch in serving the middle Western trade by Dr Sidney Smith. Through his eftorts still more effective assistance in handling 
and promoting the business in that section ur European business was much enlarged our ribbons and carbon papers. 


has steadily increased, es iallv since 1898 by the establishment f sub-agencies in Our cabinet proposition continues to be 


At that time the management was under-_ France, Italy, Spain, Denmark, Russia, Tur most favorably received by the trade, and 
cate tin h G. Auchu, who had pre- y and Egypt this attractive piece of furniture is recog- 
viously sold Carter’s inks in the East, and In a later issue we hope to publish p nized as a valuable adjunct to the counter 
. st oe ( go brancl < ur foreign | es with fixings of dealers now taking up our line. 


39 Sa arr eee further data of interest as to t rowtl The space in the cabinet is conveniently 
over the world pportioned for ribbons and carbon paper, 





ganize¢ 189 S ( dian “Handling Ribbons” Again. bringing each package in sight, and easy 
by J \ M lay \fter his departure rly three vears ago, we sent ut t t access. 

for London in 1897 ¢ stablish the first the trad little booklet outlining new [he coupon book plan is endorsed by all 
foreign branch house for Carter’s inks, th plat nd an up-to-date method of p-to-date dealers who have tried it. The 





4. G. AUCHI \. MACAULAY O. ANDERSON, H. L. BROOKS, L. G. STEVENS, G. E. EATON, 
th yea st eal th year ist year. ist year. 


\ I 


MIDDLE AND FAR WESTERN INK SALESMEN AND THEIR YEARS OF SERVICE. 


management at Montreal was taken over ribbons and carbon papers. TI special form of record, supplied with our 
by W. P. Crites, who still remains in charge success of this plan, the endorsement of coupon books for keeping track of every- 
The branch is now located at 130 Craig our methods of co-operation, and the ger thine in connection with their sale and re- 


eral recognition by both trade and consun emption, makes the plan especially advan- 
London.—Our first regular branch ware- ers that our ribbons and carbons are ur tageous by enabling the dealer, both in 
d selling | utside of the United surpassed in quality, are ll matters of large cities and in small towns, to keep 
nd Canada was established in 1897 great encouragement lways in close touch with his customers. 
TI. A. Macaul in London, England Believing that the trade appreciate ou Foreign Contributions. 
903 the branch has been managed operation, we have secured a new paint Some people are apt to think that ink 
Cox. with a healthy growth of bus ing by Chase Emerson (reproduced in its making consists of mixing coloring mat- 
iness. both in inks and adhesives and rib riginal colors on the insert) for us: ter and water in a haphazard and intuitive 
rbon blotters nd ther advertising matter manner, such as the “natural born” cook 


bons and « ; P Pow: BEES , . 
Ms ’ A te +f 1897 ur sru S se wi be { ed at the disposal of t employs when a pinch of this and scoop 





F. L. WHALEN, H. J. KELLEY, 
2d year. Ist year. 


N SMEN A THEIR YEARS OF SERVICE. 


DDLE AND FAR WESTERN RIBBON AND CARBON SA y AND THEIR 


W. H. COX E. S. DEARING, 
4+) * , 3d year 
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H. R. SANGER W. F. LASKOWSKI, JR H. A. WITHERS, 
14th year 12th year. 7th year. 
EASTERN AND SOUTHERN RIBBON AND CARBON SALFSMEN AND 
of that, seasoned and sweetened to taste. The egg grows with the gall and is soon 


produces a delectable dish. The truth of 
the matter is, however, that an apothecary, 
filling an important prescription, does not 
exercise greater than our ink mak 
ers in weighing out and mixing the ma 
terials for every lot of ink Not 
does the making require the services of 
trained chemists and skilled but 
the selection and purchase of materials 
used in the industry calls for expert knowl 
edge. 

A few facts concerning some of the prin 
cipal materials used in the manufacture of 


care 
only 


laborer S, 


r 


converted into a 
surrounding 


larva which feeds upon the 


vegetable matter and forms a 


cavity in the center (of the excrescence). 
The insect at length becomes a fly and 
escapes ordinarily by eating its way out, 


sometimes it is found embalmed in 

Another important ingredient of 
fluid is an iron salt—ferrous sul- 
which in combination with the tan- 
suggested the term “iron-gall,” by 
which inks using these materials are classi- 
hed The iron contributes the 
and lasting quality to the ink 


though 
the nut 
writing 
phate 

nin has 


permanent 
and the tan- 





ARRIVAL OF THE 
our goods may prove of some interest 
Tannic acid, one of the principal ingredi 


stand- 


use, 15 


ents of blue-black writing fluid, the 
ard and best type of ink for 
made in our factory from nut galls which 
grow in Syria and Asia Minor and are im 
ported by us from the Mediterranean ports 
They are an excrescence from the oak tree, 
formed by an insect or fly, which 
the young shoots and lays its eggs in the 
wound. This irritates the part and a small 
tumor develops, ultimately forming the nut 
gall (which results in a growth exhibiting 
various cells, but no proper vegetable fiber) 


othce 


b« res 


CARAVAN 
nic acid is the agent which fixes it to the 
paper 

School black inks, such as our Black Let 
ter, are made from logwood extract This 
material is obtained from trees of the sam« 
name which are grown in the West Indies 
Another favorite type, illustrated by out 
Koal Black and all colored inks—red, blue. 
purple, green, violet, etc.—is made from 
aniline colors, many of which are produced 
in our factory 

Gum, from which mucilage is made, has 
been known from remotest antiquity \s 
early as 2000 B. C. it was used by the Egyp 





H. PARROTT 





d year 
THEIR YEARS OF SERVICI 
tians in the manufacture of colors for paint 
ing. The types chiefly used in this market 


India, Arabic 


Soudan region and 


hatti, which is found in 


" 


‘rench Cols 


Anglo-Egyptian 
the F 


an 


my of Senega 
the and 


men, sorted and picked over 


Senegal in 


gum is exudation of tree, 

is gathered by 

by women The gum is bought by mer- 

chants where it ked, packed in bales 
re 


and brought to the Nile p¢ 


is p 


on the backs 


rts 


mels. It is unloaded at different points 


Ot ca 


where the buyers ngregate, purchases 
are made and brought down the river to 
port of shipment Che photographs her: 
in reproduced, taken by one of our busi- 
ness friends on the spot, show the arrival 
of caravan, the open-air market, and the 
loading of the gum in the river boats 
Paste, which has supplanted mucilage in 
nany cases for library and office use, is 
made from a special starch-like material 
which is manufactured from potatoes in 
Europe It is interesting to note in this 
connection that manufacturers in this coun 
try have in vain attempted to make this 
material, using tl same machinery and 
processes employed in Europe, from Main: 
\roostook county) potatoes, which ar 
said to be the finest grown in the world 
The only explanati failure offered is 
that our home soil tains some undesira- 
ble element not present in the European 
Carbon paper—so named because the ink 
sed in coating the paper contains carbon 
lamp black—is the commercial offspring 
f tracing paper) first sold within the last 
century There are so many types of this 
mi d ty to-day that even the “xp 
en ed 1! nufacturers re be wildered when 
4 \ sider t} ties flere . = 


‘ 
x 


r publi 





LOADING GUM IN 


VESSELS 





ON THE 


NILE 


OPEN-AIR 


GUM MARKET 
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MR. MANUFACTURER: 


The Ninth Annual Business Show to be held at 
Madison Square Garden, New York, October 17th to 24th 
inclusive, will be attended by 125,000 to 150,000 live bus- 
iness men during the week. This is a conservative esti- 
mate based upon past attendance. 





These visitors are not curiosity seekers—they are sub- 
stantial thinking business men—TO A MAN, bent and 
intent on improving their methods. They represent the 
cream of desirable customers, and what is more import- 
ant—they COME TO YOU—they seek you out instead 
of you seeking them out. They are readytolearn, listen 
and buy. They come for that purpose. You can meet 
them face to face. 


It is personal contact—getting close to the buyer— 
and that is what gets the business. You know and I 
know that you can accomplish more in a few minutes 
under these conditions than you can by the “long dis- 
dance’”’ mail campaigns in a year. 


Think of the benefit you can derive from a Star sales- 
man in charge of your exhibit. You are bound to do 
business—the cost of your space will be a profitable in- 
vestment. 


Don’t fail of your opportunity. 


Write for space reservation today. 
Yours truly, 
HARRY A. COCHRANE, Pres. 
National Business Show Co. 
Park Row Bldg., New York 
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DOING WELL. 

The Calculus Company, of 414 Prospect 

avenue, reports that their factory will soon 


be put in operation for the fall and winter 


business that already shows marked signs 
of considerable magnitude. Manager New 
land states that the “Calculus” will be 
placed on a heavy selling campaign from 
September on. He is making efforts to 
organize a company to combine the “Cal 
culus” and the “Duplex,” an adding-type 


writer of his own invention, into one com 


pany. 
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CONTAGION FROM THE TELE- 


PHONE. 

Whether disease can be communicated by 
germs lodged in telephone mouthpieces is 
a question that ts still being discussed, 
chiefly in the daily press Says the Wes 
ern Electrician 
The man who whispers down a I 
\bout the goods he has to sell, 

Will never make the shining dollar 
Like one who climbs a tree and hollers 











ROYAL TYPEWRITER CO.'S BASE 








THES PARABLE} OF THE PUSH AND THE 
PUSHER. 


By Charles Oswald. 


And lo, there was a beautiful garden, 
- 


bearing all manner of fruit and flowers, and 
therein did labor men in peace and plenty. 
2 These had wrought marvels and had 


gathered unto themselves many shekels and 
much glory. 


3 But the multitude sate without the 
door and desired in their hearts that the 
door might be opened unto them 

4 Insomuch that they were filled with 


envy and cursed and reviled them that were 
within and said all manner of evil against 
them. 
5 For these inside 
Goods, which interpreted means 
6 And from afar off came one 
wise desired to enter the door. 
7 But when he saw that the 


known as The 
The Push 
who like 


were 


door was 





GROUP OF ROYAL ALIGNERS 


serngee 


Yo a 


Att — A et ane 
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BALL NINE AT NOON PRACTICE 
shut he sate himself down by the wayside 
and lifted his voice in weeping and wailing, 
lamenting that the work of his hands was 
not blessed 

8 And, behold, there came from him a 
great wind as he spake to the multitude, 
saying: “Lo, many things could I show 
unto you, could I but put forth mine hand. 
but the Push hath bestowed on me the 
double cross 

9 And he became as one of the mult 
tude 

10 Then another came to the door and 
saw that it was shut. 


ll \s this was made manifest unto him 


he raised himself on his hind legs and cried 
out in a loud voice to his friends within, 
beseeching them that they should render 
unto him aid 

12 But with hardened hearts they said 
unto him: “Go, seek ye a warmer climate 
and buttest not in; seest thou not that 
we have troubles of our own?” 

13 And his feet straightway became cold 
as much ice and he joined the councils of 
the multitude 

14 And yet another came boldly up 
the door and did try thereon diverse keys 
with which he fain would enter 

15 One key was called Stire Thing and 
another Fake and yet another Four Flush 

16 Then did he wax wroth and becom: 
exceedingly warm under the collar as the 
bolt turned not, neither did it budge 

17 And him also did the multitude re- 
ceive as their own. 

18 Lastly, came there one who looked 
neither to the right nor to the left, nor 
stopped at the threshold 





MEDAL OF HIGHEST AWARD 

: JAMESTOWN EXPOSITION 
Add TONE to Your Stati- 
onery in the OFFICE, 
BANK, SCHOOL or 
HOME by Using Only 
W ashburne's Patent 


“O.K” 


Paper Fasteners 
There is Genuine Pleasure in Their Use as Well as PERFECT 
SECURITY. These Fasteners are in a class by themselves. There 
are no otherslike them, therefore they can net be compared with 
the ordinary paper clips which depend on friction for their holding 
power. 
The “O. K.” Paper Fasteners have the advantage of an inde 


structible paper-piercing point which goes through every sheet co- 
acting with a small PROTECTING SLEEVE which prevents 


any liability of injury. 
HANDSOME COMPACT STRONG 
wee 


NO SLIPPING, NEVER! 


Easily put on or taken off with the thumb and finger. 
Can be used repeatedly and “they always work.” 
Made of Brass, 3 sizes. Put upin he boxes of 100 
Fasteners each. A// Enterprising Stationers. 

Send 10c for sample box of 50, assorted. Illustrated 
descnptive booklet free. 


Liberal Discount to the Trade. 
THE O. K. MFG. CO. (Dept. G) Syracuse, N. Y. 


MANUFACTURERS 
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L. & C. HARDTMUTH, 12 Golden Lane. London, Eng. 
Sole Agents for Europe, India, Australia, New 
Zealand and British Provinces 
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SITUATION 
WANTED 


2S | 

Through a combina- 
tion of circumstances a 
sales manager and con- 
fidential man, of proven 
ability, seeks an opening 
with a responsible manu- 
facturer or as confiden- 
tial man in business trans- 
actions. Hashad a wide 
and general businesstrain- 
ing and can act in most 


age 34. An 


requested. 


any capacity 


interview 1s 
Address, Box 300, Office 


Appliances. 
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As supplied by “OFFICE APPLIANCES’’—Magazine, Chicage, 


RETAIL TRADE OPPORTUNITIES. 





“RETAIL TRADE OPPORTUNITIES” 
GOODS TO Be PURCHASED. 
of the issuc. 





consist of the names and addresses of NEW FIRMS and CORPORATIONS—+tbe names of the 
The supply ng of this list of LIVE PROSPECTS by this publication will be continued monthly, and for the present will aot be furnished an 
The perusal of this dep rtment by the SELLING ORGANIZATION of all companies engiged in the saic of office devices and supplies, will resalt ia sales 


rURCHASING OP ICER, aud ia most cases tre KIND OF 


advance 
month, Those 











interested may rest assured the information given is ‘‘fresh,’’ as indicated by the ‘‘ready’’ dites 
ABBOTSFORD, WIS. FRANKFORT, IND. der Blanks, Paper 4 ~~ * Rubber cies 
. : kf . if 

Abbotsford Co-Operative Butter & Cheese, I Fr fort Carriage Mf ( Frankfort, Safes, Scales, how Cases, Signs,  eecolen 

Abbotsford, \. is Louis Olson, secretary and r Business, mar nuts act iring z light vehicles Stationery Specialities, Stenograp hers’ hae 

purchasing ent Inte ed in: Accounting Grover C. Fr anke nfield, secretary Low M Telephones ene adnate Typewriter Supplies an 

Systems, Adding Machines, Bookkeepers’ Sup- Morris, purchasing agent Tabulating Devices. Now ready. 

plies, Calculating Machines, Card _ indexes, QGALCHUTT, N. D. Utah Spray Mfg. Co., Ogden. W. H. Harris, 

Check Books, Check Protectors, Copying Galchutt ate lank, Gal { G ral secretary and purchasing agent. Interested in: 

Presses, Duplicating Machines, Facsimile Let- banking business Billing Machines, Bookk rs’ Supplies, Cab- 

ters, Letter Files and Trays, and Paper Fasten- GREELEY, COLO. inets, Carbon Papers, Card Indexes, hg Sys- - 

ers. Gresley Mite Oe. Geek alata seit tems, Filing Cabinets, Invoice Book 
ABINGTON, ILL. ee a - + - ed - 8 Letter Files and Trays, Loose Lea S 
susiness, sanita ware Couk no sa s “ 

what would be ne ey at time of writing. : “ ee vat tg pes oo : Supplies. fit be ready by Sept. 30, 1 
, Girardvill lilding & Zan Association, Gl- OKLAHOMA CITY OKLA. 

R ’ . I ] le , P cLane, secretar * 9 
a eg o ‘.- Co.. Akron. Or- " Pa. P. J. McLane, retary. _Oklahoma Safe Deposit Co., 10 N. Broadway. 
ae kron Gravel & Sat is, er ae INDIANAPOLIS, IND. ; Safe deposit business. Jas. . Smith, secre- 

Ss hemes _—" a = The Puritan Garment Co., 322-24% E. Lou- tary and purchasing agent. Interested in: oe 

— AMBROSE, N. D isiana St., Indianapolis, Ind. susiness, ladies counting Systems, Adding Machines, Addressing 

\ Miller & Ambrose, N. D. Business and children’s garments. | , P. Dixon, 501 Low Machines, Pn ay me —s Caiculati 

A. Miller & Sons, Ambrose, 4 a wrth Bldg., secretary; Ralph R. Thompson, purchas- Machines, Card Systems, Cou 8, 
hardware, furniture and general supply busi- ing agent Specialties, Envelope Sealers, Facsimile Lette 

5 * at ’ rs, 
ness KANSAS, OKLA. Loose Leaf Specialities, Memorandum Books, 
gare gy A TEX. Bank of Kansas, Kansas, Okla. Interested in Metal Furniture, and Time Recorders. 

Merchants’ — duce C _Beaumont, _ Tex. Safes. Will be ready in September. PORTLAND, ORE. 

eS fr — and, Produce. " DR KANSAS CITY, MO. _The Mailing Machine Co., 82% Front St. C. 

om, ak Lading Books, Ginders, Blank Parker McIntosh Land Co tree Dwight C. Loucks, secretary and urchasing agent. In- 

Books’ Gonk Typewriters Carvon Reger, creck fut Miter Buin gorchasing agent. “in- Suppl, Gael indeues Card" Syetimas See 

Books, Envelope Sealers, Sreesre. — and Ink teresed in: Accounting Systems, Blank Books, lope Sealers, Inks and ‘Ink Stands 

Stands, Ledgers, a Lea - ht ers, Benet Bookkeepers’ Supplies, Check Protectors, Filing Specialties, Novelties, dee gy NH 

Fasteners, yf + <f ys ae i ta ‘it Cabinets, Loose Leaf Specialties, Metal Furni- Paper, Paper Folding Machines, Telephones (in- 

Sharpeners, ubber amps, ; gns, Th 9 ture, Numbering Machines, Pens and Pencils, terior), and Typewriters. 

a, Sere Supplies and ype- Postal Scales and Safes. Ready now. PITTSBURG, PA. 

- BELLEVILLE O ; ; KETTLE FALLS, WASH oF catholic Review of Reviews, People’s Bank 
= : aie ee ae. Kettle Falls Publishing Co., Kettle Falls, Bidg. Business, publishing. illiam Martin, 
The Farmers’ Bank, Belleville, O Regular Was Business, printing, engraving, binding secretary; F. Schmidt, purchasin nt. 

banking business C. Webb, secretary; W. H. Brooks, purchasing intesestes = noe ton ‘Machines, Catalogue 

BERNE, IND. agent abinets an u r Stamps. Ready now. 
Egly Grain C Berne, Ind Cc. G. Egly, pur- LADYSMITH, wis. RACINE, W 

chasing an t Interested ir Bookkeepers’ The Bonded Abstract Co., Ladysmith, Wis. Graham Mfg. BAC bs St. Business, 

Supplies, Codes, Copying Presses, Desks, Desk F. S. Hughes, purchasing agent. Interested in wood and metal patterns, special machines. 

Specialties, Erasers, Inks and Ink Stands, Carbon Papers, Erasers, Inks and Ink Brande, Interested in: Blank Books, Bookk rs’ Sup- 

Ledgers, Letter Files and Trays, Loose Leaf Paper, Paper Fasteners, Pens and encils, plies, Carbon Papers, Card Indexes, Card Sys 

Binders, Manifold Books, Office Furniture, Pa- Postal Scales, Rubber Stamps, Signs and tems, Check Protectors, Inks and ink Stands, 

per, Paper Fasteners, a one — a Stenographers’ Supplies. Order Bianke, Postal g Bs Rubber Stamps, 

Stamps, Stationery pecialties an enog- LARIMORE, N. D. Safes and Scales. 

raphers’ Supplies. Art i Mercantile Co., Larimore, N. D. Gen- REIDSVILLE, N. C. 

BOSTON, MASS. eral merchandise business. Interested in Add- Reidsville Paper Box Co. Business, manufac- 
The Caldwell Mfg ) Summer St., Bos- ing Machines. turing paper boxes. Francis Nomack, secre- 
tor Business, manufac Ra 4 g computing and € ; LOS ANGELES, CAL. : : tary; W. H. re, eee 

other machines inamelec Stee Sigi Co Gran an a ‘i 

M Sts. Los Angeles. Bu ¥. ess, enameling rippah Union Warehouse Co., Ripley, Wis. 
The Surfa ee oe Caminita Va in metals and signs. Victor D. Loly, secretary Business, storage, etc. J. M. Butler, secretary. 

Business, wh lesale grocery. "J. Fr ink Surface, d purchasing agent Will be ready in_ September. 

purchasing agent MARSHALLTOWN, IA. T. LOUIS, MO. 

— CHILDRESS, TEX. lowa Fitting Co., 106 E. Church St., Mar- international Life Insurance Co., 919 Third 
R H. Norrie Hardware Co., Childress, Tex shalltown. Ia. Manufacturing business.  Inter- National Bank Bldg. Bailey Wilkinson, secre- 
. H. Norris Hat Ss, a a Aocountin Systems, Bill-Lading, iry; J. L. Babler, purchasing agent. 

W. G. Norris, secretary. g N 

‘ Books, Binders, Book Cases, Cabinets, Carbon ST. PAUL, Min N. 
_ ; CINCINNATI, “—" 1. 1014 First Papers, Card Indexes, Card Systems, Catalogue M. A. Lillis Co., 499 . 7th St., Business, 

; r e I val ro EI [a ‘ ring ‘ i... . oe am Cabinets, Check Books, Check Protectors, rug. M. A. Lillis, secretary. 

National Bank bidg., © ore Lope eth Erasers, Filing Cabinets, Ink and Ink Stands, SALT LAKE CITY, UTAH. 

mechanical, electrical and consulting engineer- Ledgers, Letter Files and Trays, Paper, Paper Le Miniature Publishing Co., Box 372. Busi- 

ing. Secretary, A. C. Van Voumee, M.E. e Fasteners, Pens and Pencils, Postal Scales, ss, publishing of a newspaper. Mose Paggl, 
phe Albe tl orauss \0., *: — ila oe Safes, Specialties, Stenographers’ Supplies and retary and purchasing agent. 

Cincinnati. Business, wom 's. al i Wealkeon Tabulating Devices. Ready now SAN ANTONIO, TEX. 

rine thes wen —s ———— g. MILWAUKEE wIS. Campbell Petty Lumber 0. Betat_paaites 

. ep CLINTON, 8. C Variable Speed Clutch Co., 247 Clinton St. isiness, ELF. Meee Se a 
meenis’s Ba TOM anton. S C. Manufacturing business. W. &. Lund, purchas- Campbell, purchasing agent. Ready in Sep 

ares gl A = business. ey er ae ing agent. Interested in: Addressing Machines, nber. 

General banki siness STAMFORD, TEX. 

Binders, Card indexes, Card Systems, Dupli- sectni -iilieiit % 

7 . COLUMBUS, GA. c Col cating Machines, Envelope Sealers, Facsimile fl = hey ot Stamford. Geneon’: Want 

Columbus ( and & Grave l 0., Col- Letters, Filing Cabinets, Office Furniture, Metal g business. _ arian, cas Pp 

bus, G oa : cks, screened Furniture, Numbering Machines, Paper Folding ising agent. Interested in: Cabinets, Desk: 
sand d gr John F. FI irnoy, secretary Machines Partitions, Postal Scales, Rubber Desk Specialities, Envelope Sealers, Manifol 
d purchasing agent Stames, Stapling Machines Stationary Special- Books, Paper Fasteners, Partitions, Pencil 
DALLAS, TEX. ties and Tabulating Devices. Reads it S Sharpeners, Rubber Stamps, Sesteus) eae 

Weodat) Wvree Fuel Ge. Dalles, Tex re ties and fi Cases, Signs, Stapling = Bg mene 
nail o- 1 and +7 John T WwW. se. secretary: MUSKOGEE, OKLA. Specialties, Telephones (Interior), an abulat- 

am, ‘ = aall nurchasing a Interested oO en tie hiner; 9 N ‘rth Mair ng Devices. T H. 

ir Bill-Lading Books, Blank y Carbon cy Cc W Arnold secretary r ising ribuns Publihinn Ge, whem. A Sts. Busi- 

a marr re VA. aS etadare aa slit sang ‘Books, Loose newspaper publishing. Frank eens 

: 2, 5 : ea inder secretary and purchasing agent. Interest- 

People’s Natior Bank F le, Va. Gen- NEENAH, WIS. : Accounting Systems, = meee 
1 bar g siness 5, purchasing Kimberly-Wing C Neena Wis ind Ce Bookkeepers’ Supplies, Cabinets, arbon a- 
gent. Interested ir Adding Machines, Bank's M Business, lumber and timber prod pers, Card Indexes, Card Systems, Check Pro- 

Supplies, Card Systems, Check Books, Check . L. K Off not tectors, Filing Cabinets, Fountain Pens, Inks 

Protectors, Desk Specialties, Envelope Sealers, and Ink Stands, Invoice Books, Ledgers, Letter 

Filing Cabinets, Inks and Ink Stands, Ledgers ODELL. NEB Files and Trays, Loose Leaf Binders, Loose 

and Rubber Stamps negar and P = - Leaf Specialities, Paper Fasteners Typewr and 

FAYETTEVILLE, TENN. i Pencils, Postal Scales, Scales, and T writers. 
Con H | tteville, Tenr t Murpl retar v I Walker Cut Stone Co., 1008 Paya! lup Ave. 

: nd ret rdware. D. F 2 Ready S siness, monumental granite and cut stone. 

Hobbs — nt = - head Blank — OGDEN, UTAH. Walker, me peptacing agent. 

Calculating achines arc ndexes, ar ys- Saner ’ one c Rusines < 

tems, Catalogue Cabinets, Desks, Erasers, Filing es Lottie R . Exchange Bank, Thomas, Okla. J. E. 

Cabinets, Inks and Ink Stands, Ledgers, Paper W. Reat i pur sing age! Inter cashier. Interested in Banks’ Supplies. 

and Pens and Pencils. R Ww este Accounting Systems, Binders, Blank TOLEDO, O. 

FORT WAYNE, IND Books, Bookkeepers’ Supplies, Cabinets, Carbon Patent Heading Co., Cor. Stickner Ave. 
The Der-r ne CC 614 Clinton St., Fort Papers. Catalogue Cabinets, Check Protectors i Moore St. Business, manufacturing a re- 

Cet Riel? Der-r tir Hair Tonic Copy Holders, Desk Specialities, Envelope Seal- ble barrel head. Jacob Gerold, secretary 

aa assage creal Fred W. Berghoff. secre- ers, Erasers, Filing Cabinets, Invoice Books, purchasing agent. Interested in Book- 
: : Ledgers, Letter Files and Trays, Novelties, Or- keepers’ Supplies. 








(Protected by Copyright.) 
Here is presented but a partial list of the se- 
rial numbers of “Lost, Strayed or Stolen” — 


mostly stolen — typewriters and adding ma- 
chines, as collected by the publishers for the 
benefit of office appliance dealers and agents in 
the field, to guard them against the purchase 
or handiing of such goods, and for the benefit 
of the manufacturers of these devices, that 
they may have a means of keeping the trade 
notified concerning such numbers. 
THE OFFICE APPLIANCE CO., Chicago. 


Burroughs Adding Machines. 
14822 26468 +4044 


22179 60631 
Comptometers (Felt & Tarrant.) 
15135 1985 19811 18537 27151 15225 27514 
Crane Co., Chicago. 
Oliver writer, Pica Type No Serial No. 125110 
U dy Elite Type No. 4, Serial No. 152972 


Aenasionn Mattigraghe, Model No. 2 
ar ~ ll By ya Machines). 
17536 6056 
“Barlock Typewriter. 


47515 
Blickensderfer Typewriter, Model No. 5. 
8402 64926 72072 76085 78210 81725 


90141 


2185 66326 74885 76044 79872 82867 

36542 66345 75754 77348 80004 86667 

60235 71271 70074 78000 80469 903904 

Stichensdertor Typewriter, Model No. 7. 

41698 371 91243 102269 116891 
50853 coo? raat avis 92259 110557 118884 
50611 «= 71447°—=S ss 78272) 4890 «= 93099 =: 111932 

60442 «72508 «= «78202 88050) S412 

62505 73449 79952 86146 96730 113586 

64085 73516 81744 90285 97620 =6113970 


Columbia Barlock Typewriter, Model No. 8. 
50364 
Densmore Typewriter, Model No. 1 


M860 «3003—iS742_ (iG (CtiiKSC(itiSCsé GO 
1763-78005 is STZ (OT 12556 = :14399 
149 = 089s 4523s 7L2G——s108KS iC =—S«15205 
23090-3138 A771 7929 «10730 )=—s«L1899) «(15235 
2532 «404 48605077 8203—s«10787 13337 
2716 3546 S819 8428 =—:10967 13392 
20630-3507) s«175—— OSS 207 13556 
Densmore Typewriter, Model No. 2. 
1168 = 4906-57278 64N6 7742 9346 
147 < 5064 85776 = S871—s«6 728 8650 9795 
4285 40 5214s SK2T—_(is RA ti«éGT7z 9092 
Densmore Typewriter, Model No. 4. 
1721 4807 12639 13541 19745 26361 
3091 7016 13014 15500 20676 27071 
4363 11604 13106 16045 21497 14451 
4879 11879 13161 18746 23659 
Densmore Typewriter, Model No. 5. 
702 476 22504 22584 
Fay-Sholes Typewriter, Model No. 1. 
550 
poe Fay-Sholes Typewriter, Model No. 2. 
2282 
Pay-Sheles NR Model No. 6. 
8508 16622 «17252 S«17765 = «17798 = s:19634 
10257 7129 
RS ‘ Fay-Sholes Typewsiter, Model No. 7. 
: 18191 
Fox T writer, Model No. 3. 
1618 11973 12812 
Franklin Typewriter. 
1948 
Hammond Typewriter. 
1956R 5000 3256 45241 67679 84943 97404 
2MR 11723 3450 51813 76222 84044 100817 
HR 1838 37490 50819 76889 85002 104880 
} 22888 sous 94075 77333 8087s 105808 
mm Monarch’ Typewriter, Model No. 1 ; 
! 11138 
625 2087 3382 3831 14702 
20574 
Monarch Typewriter, Model No. 2. 
rey se ae 4209 7468 
4320 8342 
1552 1876 5674 6748 9186 


New Century Typewriter, Model No. 5. 
13090 
New Century Typewriter, Model No 7 


7119 


OFFICE APPLIANCES 


Oliver Typewriter. 


5277 18680 29578 49158 64199 88988 
5500 18605 20508 49150 66650 89061 
5577 «19222 32086 «= « 49272 68080) =: 91257 
5543 19703 32157 50030 68429 94096 
7224 19800 32158 51928 69730 94398 
8213 19810 32425 52230 70284 95392 
8410 3 97771 52306 71900 96335 
8631 21078 56086 53961 72222 97771 
10234 21513 32870 54128 73368 © 98061 
11347 21605 33172 54130 73482 99409 
12523 22165 35028 55457 73545 105355 
12666 22498 36504 56186 73612 107829 
127 22669 37752 «56195 += 73632 =: 08881 
12867 23765 38279 56302 73837 112168 
13274 24128 39672 56641 73876 112387 
13472 24137 802 56867 74003 113417 
14052 24929 «41104 «= 56277 Ss 74607 = 120381 
14238 25265 41349 68013 74762 120887 
14502 25378 42110 95395 75188 121057 
14638 25396 42910 58021 77580 124585 
16224 25713 43133 58071 78146 124855 
16474 26079 43733 58202 79424 125110 
16670 26209 44108 58771 79512 129542 
16756 27616 «= 45207 «(59557 = 79646 = «131476 
17227 27835 45269 79 79811 133111 
17304 28186 §=6 45875 60450 )=— 82626 ©=—138713 
17439 28442 «46361 «= 61229-87410 = 141724 
17764 28524 47216 62207 88496 = 144594 
Remington Typewriter, Model No. 2 
2180 20132 44620 61873 70118 81423 
258 20581 46222 64925 70134 84436 
5321 29600 50613 65590 72011 85238 
8601 32566 52419 65972 74065 85519 
9097 35038 53519 66639 75214 87584 
9772 35358 55608 66761 78316 987711 
15616 42061 68826 66879 79009 89893 
227 43878 60713 68149 79121 90169 
Remington Typewriter, Model No. 5. 
14039 
Remington Typewriter, Model No. 
2510 27716 51929 92120 103328 119138 
4082 27743 52348 92458 104288 119199 
5755 28637 53509 93735 105505 119292 
6626 28046 53797 93750 105847 119545 
8246 29114 62549 94102 105968 119763 
9525 30790 62813 94103 107307 119889 
9813 31058 64117 94145 108450 119920 
10137 31255 += 64930» «95453 «109091 +=: 120038 
10159 32505 65377 95810 109116 120066 
11521 33323 66561 = 96671 «=—«:110065=—:120766 
12393 39168 69335 96899 110403 120906 
13621 30836 71826 98068 111098 121012 
14452 40450 «= 71939 § OSS11 111189 =—-:121943 
18437 41308 74208 98554 111236 122368 
18467 41455 77430 98834 111929 122410 
19542 41739 77445 98849 114013 122419 
19950 41824 78321 99164 114093 123162 
20005 42433 79108 99204 114864 123406 
20002 «44758 79771 99254 115001 123858 
20071 44909 «= 79830 «100657115302 124516 
24290 45703 «80485 100767 «117104 = 125048 
4452 47948 82252 101397 117166 125371 
25635 48529 89561 101861 117564 126229 
5719 49277-90197): 102548 =—:118499 127216 
26039 51063 91085 102887 118803 128532 
Remington Typewriter, Model No. 
3044 «38413 «= 60609 »§= 104230 125456 = 151135 
3520 43461 67703 100875 125464 153759 
3866 644575 «60672 «110298 += 127203 =—:155842 
7851 44707 72008 111675 127595 159184 
13681 50377 75649 113474 128263 170434 
15606 «50534 «= 70450113844 128045175072 
21756 «653035 «= R2988)—s«i114273)=:129564 =—«178125 
23244 53089 87359 114500 130130 180457 
23029 57602 95002 115287 132422 180646 
30190 57934 95840 116023 133988 185120 
32905 57966 96244 117871 136076 187029 
32916 57990 102235 118660 142677 191121 
35807 50148 102677 122148 145198 196233 
36038 60063 103527 124924 145374 197552 
Remington Typewriter, Model No. 8. 
12614 19401 21280 23929 29908 
16319 19446 23224 25170 31602 
Smith-Premier Typewriter, Model No. 
2033 «11231 »= «(16086 )©= 22198 += «28182 = 32518 
2320 «11284 =s:16591 «= 22371 = 28261 §=— «32613 
2531 «611605 = «17049 = 22759) 28319) 32652 
2553 11820 17568 22862 28354 32973 
4816 11880 17739 23452 28624 33023 
4948 11909 17818 23845 28604 33049 
5140 «12152 s«17954 2402928770 = 33192 
5557 «12184 = ssIS281 = «24303-28924 = 33842 
5049 «12301_—=Ss«1S482) 24505 = 29131 = 33874 
6204 12444 18878 24885 29541 33939 
6323 12492 1SQ04 25025 29597 34012 
6536 12501 19070 25052 29771 34438 
6583 12813 19121 25056 20833 34594 
7348 12953 20007 25080 30000 34800 
7954 13130 20114 25123 30050 34837 
8236 13241 20123 25404 30156 35080 
8654 133902 20424 25632 30159 35095 
8665 13757 20741 25831 30242 35168 
845 14330 20838 26056 30407 35212 
9071 «614420 20089) 28134 = 0559 = 35213 
9646 14479 21004 26397 30619 35245 
9750 14539 21012 26382 30829 35277 
9816 14701 21112 26928 31133 35564 
@822 14678) «= «21123 2884431448 = 35628 
902 «147540 21570-27028) = 31500 = 35853 
10005 «15152 21582-27240) 1701 = 35959 
10327 15803 «2163027471 = 32161 = 35084 
10007 «15020 «2202827807 «= «32303 OKT 
11170 «15087 = «27191028158 32464 35148 





90399 
90696 
91266 
92554 
92835 
92969 
95453 


14037 


128886 
132254 
134812 


139302 
140936 
144258 
144349 
144429 
145127 
147913 
148536 
149061 
152243 
154343 
155164 
155768 
157030 
160697 
162301 
163196 
163717 
164724 
164908 


7. 


199689 
200121 
204430 
208146 
208683 
209323 
209641 
209653 
211257 
212459 
216682 
216685 
218140 


32437 


1. 
36309 
36434 
36653 
36755 
36757 
36874 
36974 
37316 
37337 
37365 
37718 
37834 
38198 
38217 
38250 
38272 
38406 
38319 
38495 
38587 








Smith-Premier Typewriter. Model No. 4. 

87 2566 9831 16945 33377 47513 59283 
179 3305 10316 17974 34913 48192 62021 
285 3645 10514 19358 36056 48866 63006 
533 4887 13310 21255 36719 48921 66875 
586 5776 13725 21733 37557 50033 68825 
738 5796 13842 24338 41576 50975 68812 

1023 6492 14885 24897 43490 50986 

1146 6687 15753 27392 44558 55140 

1413. 7549 «16490 §=s -27729 Ss 44642 55473 

1515 8383 16494 30316 45486 55732 

2256 ©9695 16527 32633 47091 57717 

Smith- Premier Typewriter, Model No. 2. 

616 12543 24527 41184 53326 86 

638 12842 24596 41407 53666 
1275 12865 24987 41516 53866 
1715 13525 25618 41535 54359 
1772 13607 25836 41576 54452 
1929 13624 26671 41653 54493 
2432 «13628 «= «27084 «= «41676 «39 54576 
2607 13998 27203 41805 54653 
2841 14058 27464 41932 54777 
3227 «14411 «Ss «27569 «Ss «42215 Ss 54813 
3295 14568 27 42446 54910 
3460 «14904 928465 = 42562 «= 55233 
3568 14996 28467 42595 55328 
3008 15125 28589 427 56346 
3047 «15504 = «28916 = 42791 57060 
4107 16078 29132 2929 72 
4539 16086 29352 42044 37308 
4684 «16460 «= 29592 43105 = 58211 

5249 16885 7 43240 58826 

5321 17345 30698 43389 59099 

554418014 31141) = 43712 = 59225 

5734 18173 32082 44398 59416 

5932 18228 «= 32343 «45931 = 59557 

5979 18344 32493 45991 59810 

6021 18526 32597 46563 60178 

6159 18537 33247 46933 60583 

6767 18616 33572 47051 60764 

6802 18726 = 33687 47127 «60826 

7288 18771 33777 47622 60990 

7322 18947 34019 47800 61077 

8113 19291 34098 47975 61354 

842i 19302 34236 48192 61606 

8447 19857 34310 48262 61826 

9097 19893 34382 48355 61864 

9426 19011 34556 48640 61873 

9514 20351 34588 49019 62645 

9677 20553 34638 49212 62661 

10077 47 35570 49213 62814 

10321 21387 35661 49491 62884 

10602 21605 +9 36001 «= «49510 += 62897 

10706 21932 36365 50197 63030 

10799 21956 36787 50540 63768 

10810 22334 «37093 «= 50615 =: 6 3988 

10903 225 37986 50736 64446 

11001 22687 38668 50741 64851 

11045 22762 39155 51321 65128 

11184 22921 30526 51577 65422 

11226 23448 30643 52221 65442 

11949 23471 «= 4069752493 65601 

12212 23778 40704 52527 65734 

12357 24373 «= 41116 = 552703 66448 g 
Smith-Premier Typewriter, Model No. 3. 

169 7250 
Smith-Premier Typewriter, Model No. 5. 
Smith-Premier Trsnstine, Model No 6. 

OS 1552 

Stearns Visible Typewriter. 
1594 
Sun Typewriter, Model No. 3. 
1456 
Underwood Typewriter, Model No. 1. 

1648 2754 6228 S682 12440 13135 15909 

2231 4651 8282 10168 13124 14097 
Underwood Typewriter, Model No. 2 

14946 15733 16860 160079 17478¢ 
Underwood Typewriter, Model No. 3. 

581 12574 13370 
Underwood Typewriter, Model No. 4. 

1614 17495 «=. 27562) 36208 «= 447366 «= 68616 97190 

3229 17565 27563 36776 47529 69714 101796 

3947 18905 27568 36819 47546 69750 106547 

5951 19297 27582 36851 48704 69828 110109 

6398 19568 27822 37111 48867 70194 110323 

456 20859 28318 37693 49618 70253 111215 

6522 21059 28586 38460 51445 70432 114008 

8753 21574 28712 39506 51529 71874 117622 

So40 22390 28908 40016 53468 72972 124589 

9431 22438 29206 40068 54157 74517 129372 

O88 22414 30428 40449 55144 75873 132522 

9909 22633 30515 41705 55452 76401 134962 

10223. 22727) «= 31124 «= 42482 «= «55708 §= 76567 =: 36847 

11193 22890 32430 43608 56678 77197 151905 

11367 23220 32606 43696 57696 78554 156070 

11978 24157 «= 32706 «= 44660 «= 557703 80428 = :156437 

15192 24172, 33019 44731 «= 60288 §=s 82426 = :157324 

15468 24287 33227 44928 60606 86174 160314 

15528 24479 34004 44987 60917 86654 161226 

15916 25083 34422 45063 62565 87232 161955 

16632 26244 34619 46382 656004 87600 152972 

17160 26386 MIM 46709 66838 90412 

17477 = 26810 «35134 «= 47217 «Ss« 87478 =: 91904 
Underwood Typewriter, Model No. 5. 

6067 «23764 MBI 25473953 100740111037 

S078 25428 «= 35767 = -554623)-= 75171 «=«:101205—«:117701 

10522 27026 37854 59210 79236 «102410 «121585 

17617 31990 41058 62009 87575 103891 146230 

17975 = 32226«| 47028)«S 64557 «= 89191 104314 = 151435 

18135 33472 51138 67580 95102 108656 153667 

21856 33742 ««SISS4 = 71032 96217_—«110082 

Williams Typewriter, Model No. 4. 
17704 
Williams Typewriter, Model “Junior.” 
7382 14230 14283 16328 
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Chicago Binder and FileCo. 


Manufacturers to the Trade of the 


BEST LOOSE LEAF BINDERS ON THE MARKET 


Catalogue Binders a Specialty. Highest Discounts. Write for Catalogue. 
219 Drexel Bidg., PHILADELPHIA. 133 South Clinton Street, CHICAGO, ILL. 



















FREE TO SUBSCRIBERS 


St r n ha en made by the publishers of OFFICE APPLIANCES to affor ari ‘ | to co-operation with our subscribers in such ways 

" r inter Securing new agencies for profitable specialties Seanteaiann their iy of equipment and supplies. Finding the manufacturers of 

to meet opectal requirements 
Int n we to our INFORMATION BUREAU » at the service of subscribers w it charge, in furnishing any assistance of which 

z age f l § al articles, desc riptions of inventions, new machines, 

: The Sehsoriotien price is but $i. 50 per Start with the Next Issue. 


THE OFFICE APPLIANCE CO,, 303 Dearborn St. Chicago, Il, 


a rat r izgwestion 

















APLHABETICAL INDEX OF ADVERTISERS 








A H Remington Typewriter Co. .............+.. oo = 
Acme Staple Co 55 Hampshire Paper Co 9 Republic Carbon & Ribbon Mfg. Co.......... 132 
Adams Mfg. Co 82 Hawkins Wilson Co 131 Riging, B&B. D. Paper So... .ccccscoessscedianes 127 
Addressograph Co. 20 Heinn Co., The 109 Rebeasn, BOme Ge oiccccsccccachidbacteme Me 
Adjustable Table Co. 88 Hi-Lo Desk Co. 134 Rockwell-Barnee Co. .....cscccsvscesiavesases 123 
Advertisers’ Magazine 106 Higgins, Chas. M. & Co. .133 RONCS GOUGH occccvccecescted. seuelas sseoe 
Allen, John & Co. 106 Hudson Cabinet Co 11 MOSS Gi PVE cscacccscvccodssweseeaeeees coos OS 
Am. Bus. Supplies Co 92 PROtheaey Mes Bee cccccccccveteocsssentieekanas 89 
Am. Multigraph Sales Co 85 I Rowlette Desk Rife. Ce. ...ccccccncccoaskence 132 
Am. Sectional Furniture Cc 123 Ideal Book Mailing Corner Co 56 Reyal TyPewesser Gee... cccasecteacecautins >. 
Am. Writing Machine Co 65 ideal Desk Extension Co. 104 
Ames & Filstead .. 80 lieff & Co., John 85 s 
Arthstyle Co 130 Indeliba Mfg. Co SF Safe Cabinet CO... .cccccccccsccsesccosaneeus .108 
Automatic Pencil Sharpener Co 10 Industrial Law League 2 Sanford & Bennett 127 
International Carbon Paper Co 5 Sarie YF uceplitbtbigeiee: ume oki "446 
8 iretand & Mathews Mig. Co 112 Secor Typewriter Co. .........:cccccccccceeee 8 
Dott tile. Se. .. EE "8  Seiber & Trussell Mfg. Co...........00.2221! 105 
arre neery LO. Sootiete @ Gi s<cencsbcikc ikcansi ssa ade 
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Combined Too! Co ; oe ee Mann, William Co 122 T 
Couffield Co 4. 106 Marysville Cabinet Co 136 117 
Creahan Mfg. Co 132 McClellan Mfg. Co 124 Fatum Co., Gasmuel 6... .cccsssccnccssoccecus ie 
Craig Co., Woodson L 134 Mead, A. G. 112 Technical _ Supply GO. cccccccsccccccccenbigece +90 
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Dearborn Desk Co 63 Monarch Typewriter Co. 72 Typewriter Economy Co. ..........+.++ ocean ee 
Dexter. C. H. & Sons 61 Typewriter Emporium ...........+seeeeeeeees 2 
Dick, A. B. Co 83 N Typewriter Inspection Co. .......... ovens eae + | 
Disappearing Stand Co 134 National Business Show Co 18-141 Typewriter Specialty Co. ........csesececsees 
Ditmars, Kendig Co 104 Neidich Process Co y 
iy 136 Nichols & Willis 56 
Dee erty, joke A 111 North American Supply 88 Ullrich & Co., a BBs, ccss0 cts 0aceeneeeneee = 
Dudley, The Mfg. Co 133 Nye-Welty Co. 69 Underwood, B. . pose sgcsonnhnagtens Semmes 
Durkin, Reeves & Co 128 Underwood Typewriter Co.............++eeee- 
—— oO Union Ribbon & Carbon Co...............++. 73 
E i Office Appliances 142 U. S. Typewriter Ribbon Mfg. Co............. 79 
Eagle Typewriter Co 8 Ohio Metallic Packing Co 120 
Eckel & Co 117 Oliver Typewriter Co Bk. Cover v 
Edison Business Phonograph Co 59 O. K. Fastener Co 14 Valley City Desk Co....... cocnsedseseedaeaan 80 
Elliott Co., The 56 Valley City Mevelty Géi.<cseccvesscctssctebes 69 
Elliott-Fisher C 21 P Victor Typewriter GOs oc..cccciecdéeoseenaban 69 
Ensign Mfg. C 66 Peerless Carbon Paper & Ribbon Mfg. Co 11 
Eppstein, S 130 Pelouze Scale & Mfg. Co 494 w 
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OFFICE APPLIANCES 








CONSTANTLY INCREASING IN POPULARITY 


HIGH GRADE PAPER 


WHAT? 


! 


OUR ASSORTMENT ISZSEXCELLED BY NONE. 
GET A COMPLETE SAMPLE BOOK 


JOHN F. SAR 


58 JOHN STREET 


WANT S 





NOTE—"“‘Want” advertisements are received 
for this department at 2 cents a word for light 
faced type and 3 cents a word for heavy faced. 
Minimum charge of 50 cents. Only legitimate 
advertisements received, and those relating to 
trade necessities. 


BUSINESS OPPORTUNITIES, 


CARBON & RIBBON EXPERT. 


Carbon paper and ribbon maker, knowing 
every detail of up-to-date factory and office, 
will consider offers to start new factory or im- 
prove old one. Partnership or salary. Expert, 
care of Office Appliances. 


WANTED 
build Remington, 
mier machines. 
and retail trade 
dred dollars. Address T. A 
pliances. 


BUSINESS OPENING—Competent typewriter 
man wanted to join in organization and take 
charge of mechanical department of new con 


Partner who can repair and re 
Underwood and Smith-Pre- 
Good at aligning Wholesale 
Should have one or two hun- 
M., care Office Ap 


cern in large Eastern city, handling new and 
rebuilt machines About $1,200 required Box 
$2, Office Appliances. 

WANTED—Active partner with $50,000.00 for 
manufacturing plant located in central South, 
new and fully equipped, cost $100,000.00 To 
manufacture line of office specialties with onl 
four competitors in United States Address 
B. J., care Office Appliances 


BUSINESS FOR SALE-—The opportunity of 
a decade is offered the right party to purchase 
an established typewriter business in New York 
etate having valuable agencies, and doing a fine 
repair and supply business, at about inventory 
of $2,000. Must be sold immediately Address 
Immediate Delivery, care Office Appliances, 
Chicago. 

BUSINESS OPPORTUNITY 


Am manufactur 


ing a new line of office devices Want man 
with capital who knows the card, guide and 
vertical supply end Address Boydstone, care 


Office Appliances. 


FOR THE ASKING. 


FINE BUSINESS OPPORTUNITY—Experi- 
enced traveling man having some knowledge of 


office detail can secure an interest in a well- 
established and prosperous office supply busi- 
ness for $2,000 The concern is located in a 
thriving Michigan city and is the only house 
of the kind in that section The purchase price 
will be used for increasing the lines. A splendid 
chance for tl right man Box 100, Office Ap- 
pliances 
HELP WANTED. 

WANTED—An experienced system clerk to 

demonstrate tl merit of the Underwood type 


writer for way billing, retail bill and charge 


work If experienced, will immediately put on 
as salesman at good salary Excellent territory 
Address J. F. Howison, Mer., Business Men's 
Club Building, Memphis, Tenn 

REPAIRMAN WANTED First-class man, 


makes, to take 
Address The 


conversant 
entire charg of 


with all standard 
repalr 


3} 
snop 


Typewriter Exchange, Atlanta, Ga 
WANTED—Repairman wanted familiar with 
adjustment of the Monarch especially; give ex 
perience, references and salary expected Ad 
dress Dealer, care Office Appliances 
WANT address of three good repairmen;: state 


wages, experience, etc. IOWA REBUILT TYPE- 
WRITER COMPANY, Boone, lowa 
iround typewriter re 


WANTED—Good all 


pairman State experience Good salesman also 
wanted Typewriter Emporium, 92 Lake street 
Chicag 
WANTED—Every man selling to offices 
handle the est seller ever invented Every 
nik irge or small, must e it and you maks 
0) per nt n all sales, so get busy and make 
ip r Ww S| ) vacatior You 
innot ] niss this opportunity For full 
parti la d sar l free address m Cc 
Hager, 947 Liberty Ave., Pittsburg, Pa 
SITUATIONS WANTED. 

SITUATIO WANTED—Superintendent, now 
with large typewriter concern in the East, thor- 
oughly fami r with modern tools and econom- 
ical manufacturing, first-class systematizer, 
highly recommended, desires similar position 
with t writer or adding machine concern in 
Chicag Address B 500, care Office Appliances 





NEW YORK 


WANTED—By A-1 typewriter man of ten 
ears ‘experience, position as branch office man- 
iger or special representative for some standard 
visible machine Southern territory preferred 
Now employed I have the experience and the 
credentials, what have you to offer? ‘Confider 
tial,”"” care Office Appliances 

WANTED—To ma ke ind sell Agencies 
Wholesalers—dealers of fifteen southern states 
of office specialties for manufacturers only on 

mmission By Southerner with large experi 
ence ind acquaintance Address “Jim.” cai 
Office Appliances 

FOR SALE. 

FOR SALE—The idvertiser has a _ slightl 
used hand-operated Burroughs Adding and 
Listing Machine for sale at a liberal discount 
from the list price of a new machine This 
machine is as good as new and will last a life- 
time It has been displaced by the latest style 
Burroughs’ Electri I will be glad quote a 
price on request Address B 100, care Office 


Appliances 


MISCELLANEOUS, 


TYPEWRITERS THOROUGHLY REBUILT, 
10; oft W buy 


repairing \ old Remingtons 
ind Underwoods 1 : give model and serial 
Ni IOWA REBVILT TYPEWRITER CO., 
| ne lowa L. § icNutt Mer 
WANT ED—Office ppliances 1dvertising 
velti calendat ! ! m goods itilit nd 
; , ! " le , +, } ¥ 
S W 
i I Kenda ( I f \I ster 
N H 





WANTED 
MECHANICAL OFFICE SPECIALTIES 
can Geir auaity of appeeved axtiokn cam be 


TURNER'S MFG. CO., Ltd., Wolverhampton, England 
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paper, ribbons, “$1 monthly oulings’ (Li 
pair man to otla Comptometer. You can do 1 
17 } 
competitors saw that their listing machines 
plac ed Our competitors then put in four 
they had paid almost full-price. Thi 
ent the immediate purchase of 11 Comp 
persuading T. Eaton & Co. to con 
e and slow listing-adding machine 
; ever paid the Comptometet 
? Che ire paying for themselv« 
ac} rh paid Once 
i}Comptometer [odo the same wo 
chines. See what an invest 
litional listing machine means, but 


$350.00 
12,00 
20.00 
15.00 
15.00 
12.50 
944.50 
3? 


$36,895.54 


1 high-priced listing 
Just one of the many instances 




















S or Canada’ We can 
Installation Jor 
Goodyear Tire azd Rubber Company 
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Seventeen Cents a Day 
i Buys an Oliver Typewriter! 





Save -Your Pennies and Owfian Oliv 


! | 
ai ii ‘ 
‘ “sh t} 
| 3 
“ , . : oo 
ety ix Mechanical Advantages Service Possibilitie 


ae } 


; : 
e Py A ,* ! the Balance Shit 


the Ruling Device 

the Double Relea e i 
the Locomotive Base I 

the Automatic Spacer 


the Automat Tabulato: Ma 

the Disappea ng Indicator Adare 

the Adjustable Paper Fingers W or} 

the Scientil ‘ lensed Key tir M 
Can you spend 17 Cents a Day to better advantage than in the purch 


The Oliver Typewriter Co., 93 Dearborn St., Chica 

















